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BEAVER Wheel Cutters Will Please 
Your Most Discriminating Custome 


Beaver Thin-wheel Pipe Cutters 
are made of the best available ma- 
terial—air furnace malleable iron— 
and are surtace- ground in order 
that all subsequent machine opera- 
tions can be accurately performed 
to insure that the finished tool will 
“track” instead of “cutting a thread” 
—which 
expensive material as well as labor. 


results in the waste of 


The handles are comfortably fash- 
ioned to fit the hand without cramp- 
ing. We manufacture our own pipe 
cutter wheels—accurately machined 
from a special grade of alloy-tool 
steel, heat-treated in our own plant. 
Each 
controlled by us. 


step in the manufacture is 


The Beaver No. 
range of !, to 


102 has a cutting 
2-inch, inclusive, 


(not merely '% to 2-inch). It may 


be used with one wheel and two 
rollers—or with three cutting wheels 


(for ditch work, corners, etc.) 


The Beaver No. 204 has a cutting 
range of 2!4 to 4-inch and is a three- 
wheel cutter only. 
this 
cutter—which permits two men to 


As the illustra- 


tion shows, is a two-handled 


work, instead of one, when cutting 


larger sizes. 





Sold by 
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LOOKING AHEAD 


With the coming of the New Year, dis 
tributors and their salesmen in all sec- 
tions of the country are anticipating a 
speedup in the return to real competi- 
tive selling. That will mean that you 
need every available piece of ammuni- 
tion to keep your sales curve up. MILL 
SUPPLIES is your arsenal and will start 
the year with a host of articles no sales- 





man or distributor can afford to miss. 

One feature of the January issue 
will be a new department designed to 
give salesmen an opportunity to check 
up on their knowledge of various prod- 


men can profitably use manufacturers 
literature; an account of how a West 
Coast salesman sells casters, and many 
other interesting articles. 





ucts. Each month a product or an as- 
sociated croup of products will provide 
the basis for a series of questions and 
answers. 

Then, there'll be a report on activi- 
ties in Canada; a story on how sales- 


Director of Circulation, MILL SUPPLIES 
330 West 42nd Street, New York 18, N, Y. 


Please change the Address of 
my MILL SUPPLIES subscription 


Name 


Old Address .. 
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New Address .. 


CHANGE OF ADDRESS 


New Company Connection ... 


New Title or Position .... 














HOLO-KROME 


SOCKET SCREW PRODUCTS 


tbrofred SCREWS by 
... HOLO-KROME 


Everyone of the many exclusive, patented features 
of these Completely Cold Forged Screws are sales 
builders. ... All sales are made thru Holo-Krome au- 


thorized Distributors. ... Yes, the Holo-Krome sales 





INTERNAL policy is 100% Distributor Distribution—no deviation. 
WRENCHING 





Surfa 
a “mu: 
working 
from m 
logical 
Finish C 
specime 
inches, 
ground, 
surface: 
a delux 
ence ine 

The | 
textboo! 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, ;.,”.... 


HOLO-KROME /S SERVING ITS DISTRIBUTORS || 2. 
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ALL INDUSTRY IS WAITING FOR THIS 


Low-Cut Sirface Finih Cordteod Kite 






COMPLETE 





Surface finish control is rapidly becoming 
a “must” throughout the precision metal- 
working industries. Every production shop 












NOTE: This kit is being widely advertised in 


from machine shop to automobile plant is a industrial trade journals. Inquiries are being 
logical prospect for this Sav-Way Surface directed to mill supply houses. May we. suggest 
Finish Control Kit. It includes 16 actual metal that you order at least one kit at once. 


specimens ranging from 2 to 600 micro- 
inches, including milled, turned, shaped, 
ground, lapped, and lapped-and-polished 
surfaces. The set is beautifully mounted in 
a deluxe leatherette case with easy refer- 
ence index on inside cover. 


wy 


Ni set priced so low that every inspector, opera- INDUSTRIES 


tor, designer can afford his own set. BOX 117, HARPER STATION, DETROIT 13, MICH. 


The kit includes a profusely illustrated 
textbook on surface finish control. Complete 





| DISTRIBUTOR TERR EY GR ea OPEN — Write Fort Detoits 
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ROLLING GRIP 


A GREAT NEW 








DEVELOPMENT IN 


FRICTION CLUTCHES 


No Toggles! In the Dodge Rolling Grip 
Clutch, power transmitting pressure is 
developed by a circle of hardened steel 
balls. These are forced into a wedge- 
shaped groove by the sliding cam. The 
cam and groove contours utilize the 
basic mechanical principle of the wedge 
to multiply the force exerted on the 
shifter collar into a much greater force 
on the friction disc. 





Dodge Rolling Grip Friction 
Clutch Gear Tooth Mechanism 








Dodge Rolling Grip Friction 
Clutch Cut-off Coupling 


Dodge Rolling Grip Friction 
Clutch With Sleeve 


Dodge Rolling Grip Friction 
Clutch Bolted Plate Mechansim 









Another achievement of Dodge Transmission- 
eering — designed to give outstanding flexi- 
bility and ease of control to light machinery, 
without any sacrifice of positive drive — and 
available at low cost! 

The Dodge Rolling Grip Clutch is espe- 
cially adapted to bread wrapping, sewing, 
floor scrubbing, bag making, tobacco, textile, 
and other such machines. It is rugged, com- 
pact, easy to adjust. And it is available from 
Dodge distributors’ stock. Call the Dodge 


Transmissioneer in your territory for infor 
mation about this and other new develop 
ments in power transmission equipment. ; 







There are 257 Dodge 
factory graduate Trem 
missioneers, located & 
principal cities, to she 
you new and better wap 
of transmitting power, 














Sign of the Dodge 


Transmissioneer 
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s a lot of difference between 


, , Sure he’s smart. He knows there’ 


M-A-GASKETS! 


T No. 1 (a paste) 
well product 


SMART? - 
the three Te) 5 


FORM-A-GASKE 


not brittle. It's a S 
urfaces are Wield Lor 


ast. It dries hard but 


fast but not too f 
ht, leak-proof unions 


sets 
pressure-tig 


for making 


it dries to G 


er than No. |}. 
esists plenty 


even when $ 
finger nail. It r 


) sets a little slow 
can push your 


FORM-A-GASKET No. 2 (a paste 
le layer Talie) which you 


yet disassembles easily. 
No. 3 (a liquid) does not dry but it sets itself into 
400° F. Nor will 


AVIATION a®) 
hort time. i when heated even to 
tures down to 70° below zero. It's a 


d and brittle 
product! 


tough, pliab 


of pressure — 


position inas 
‘+ become har 
great, all-around 


PERMATEX COMPANY, INC 
BROOKLYN 29, N. Y., U. S a 
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Write for 


Catalog Sheets 





rompt Delivery on BOTH Ty 


ARMSTRONG-BRAY — 


wieres*? 


Have not only regular card which pro- 
tect fingers from sharp points, but with 
extra double (patented) blue aligning 
cards that hold hooks securely, prevent 
hook loss either from handling or in 
short end waste —every hook can be 
used. 6 sizes. Wiregrip is applied with 
a wiregrip lacer or any other standard 
make lacer or lacing machine. 


ARMSTRONG-BRAY 


STEELGRIP 


BELT LACING 


applied with a hammer in a few min- 
utes. STEELGRIP penetrates all types 
of belting easily, clinches down flatly, 
gives a smooth "humpless” joint. It is 
especially recommended for fabric and 
rubber belts because it compresses and 
protects belt ends and prevents fray- 
above) Note how pat- ing. Comes in II sizes, with double 
ented double aligning “hinge” rocker pins that take up wear 
card holds each WIRE- and increase flexibility. Packaged in 
GRIP BELT Hook at 5 standard boxes and handy packages for 
points. convenient display. 


The Most Complete Line of Gear Wheel and Bearing 
Pullers—Both Standard and Universal 


STEELGRIP—Standard Rigid Arm Pullers (both 2-arm and 3-arm) 
with forged heat treated arms and special steel screws. Safely de- 
signed—the greater the pull the surer the grip on the work. 16 types 
and sizes. STEELGRIP SPECIAL Pullers include Fan Propeller Puller, 
Battery and Electric Terminal Puller, and Pitman Steering Arm Pullers. 


CHAINGRIP—Universal Pullers (3 ton and 12 ton capaci- 
ties). Pull spoked wheels, solid gears, pinions or sheaves 
either close to or at considerable distance from the end of 
the shaft. Proof tested chains with chain hook on one end 
and on the other end special hooks for motor pulleys, bush- 
ings, etc. 


| 























WIREGRID Wr neGRi 
=, STAmBARD y Vist Gacer 
. ny J 


e 








With double and redoubled manufactur 
ing capacity ARMSTRONG-BRAY & CO. { 


continues to give prompt delivery on all 


ARMSTRONG - BRAY & CO. 


"The Belt Lacing People'’ 
5356 Northwest Highway, Chicago 30, U.S.A 








pes 





cac 


\ 


WIREGRIP LACERS 


The Wiregrip Lacing Machine ap- 
plies all standard make belt hooks, 
The Vise Lacer is operated by any 
ordinary bench vise. Parts of the 
#3 Lacer are interchangeable with 
similar parts of other standard lac: 
ing machines. 


FLEXGRI For Round 
ROUND BELT Belting 
courunes ee 





FLEXGRIP 

% \ oe Couplings and 

3 SUREGRIP 

a, 5p we = 

vide or 
Seren Round Belting. 

ROUND BELT 
HOOKS Prompt 
Delivery on s 
Both Types 


é 
of your belt lacing needs . . . not only on 
one but on both standard types of belt é 
lacing. . 
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A complete line of Socket Welding Fittings... 


FORGED STEEL SOCKET WELDING FITTINGS 
. FOR STANDARD PIPE—SCHEDULE 40 
Pressure Ratings—Carbon Steel Fittings 
2000 Lhs Cold non-shock working pressure Air, Oul, Water or Gas 


700 Lbs, Noo-shock working pressure at 900° F.—Steam, Hot Oil or Vapor 


(For pressure ratings on alloy steel fittings and carbon steel fittings at other temperatures see pages 4 
, ¢ 


, 
| ff 
a s e cers 
/ “Jb 4 
=) 


168 Ne. 870 45 MLSOW Ne. 70 CROSS Ne. 870 
_DIMENSIONS IN INCHES ‘ 
] “% ] 1% | 
" nl 


Wartson-STitiMan Socket Welding Fittings give you many sales advantages. Among the out- 
standing are: (a) Available for use with all weights of pipe and tubing. (b) Conform 

to ASA Standards. (¢) Simplify and speed up installation. 

(d) Permanently tight leak-proof joints, reduces mainten- 

ance costs. (e) Available in carbon steel, carbon-moly 

and stainless steel. Sizes ¥e” through 4” N.PS. 

Watson-Stillman Co., Roselle, New Jersey S$ Vi (MA | / AM 


DISTRIBUTOR PRODUCTS DIVISION 
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Silverlink, the chain with the shock-absorbing 
: “curled” roHer, is made in all standard 
pitches, 344” to 21”, to A.S.A. standards, in 
single and multiple width types, with a com- 
plete range of sprocket wheels, for any power 
transmission requirement. It is also available | 
for conveyor service, in pitches of 34” to 3” 
with many styles of attachment links. for sup- 
porting, put = moving a great variety 
of articles. his Trade _ Mark 
identifies genuine Silverlink. on 


Le | 


THESE BOOKS HAVE 

VALUE FOR YOU. ’ - 
id 

SEND FOR THEM. Li NK BELT 


Data Book No. 1957 dis- a 'Shisthe 
cusses applicaticns— shows ROLLER CHAINS 
the many varieties of in- AND SPROCKETS 
stallations, tells how to se- 
lect Roller Chain Drives, 
and goes into all necessary 
details. Write for copy 
today. 








Book No. 2057 covers the 
sizes of Link-Belt Silver- \ pISHES” Uy 
link Roller Chains and . eS, 
Sprockets, normally carried ew LINK BELT 

in stock by distributors. 





LINK-BELT 


PRODUCTS 
YOU SHOULD 
KNOW ABOUT 
AND 


LINK-BELT 
Sth by, f 


ROLLER CHAINS 
AND SPROCKETS 


Have such Features as 


A versatile, positive, efficient drive that ecornomi- 
I cally solves power transmission problems in thou- 
sands of different applications. 





Transmits heavy loads at moderate speeds—makes 
2 possible close regulation of machine speeds—ex- 
cellent for built-in drives. 


Can be depended upon to decrease power losses 
and maintenance costs. 


SILVERLINK is a by-word for Roller Chain in industry, and it 
can become a salesword for you. Think for a moment of the 
possibilities for selling this Roller Chain Drive in your territory, 
and then think of Silverlink sales features and its performance 
that makes permanent customers. 


Silverlink Roller Chains run slack, yet are positive at all times. 
Heat, cold, or moisture do not affect them. Slip or creep are 
impossible. The chain has a definite resilience which absorbs 
heavy shock loads. This affords protection for motor and driven 
machines. 
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BIG MARKET 
Regardless of your Location 


Silverlink Roller Chain is used so extensively that 
the sales opportunities seem almost limitless. It is 
easy to install and service—requires only periodic 
attention—can be used for the widest variety of 
installations. - 


Being reversible, Silverlink Roller Chain can be 
wound back and forth over a series of sprockets, 
thus providing ideally for applications where alter- 
nate directions of rotation are required. It can be 
used on long, intermediate or short center distances 
—also where available space is limited. 


Where the speed ratio of a drive is to be changed, 
it can be easily accomplished by simply changing 
the size of the sprocket wheel and the length of the 
chain, without changing the center distance. 


Silverlink is built to manufacturers’ (A.S.A.) 
standard sizes in single and multiple widths to 
meet all requirements. 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. Offices in Principal Cities. 


10,046 


ROLLER CHAINS 
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IN ADDITION TO 
ROLLER CHAIN 
YOUR ATTENTION 

IS CALLED TO THE 
FOLLOWING 
LINK-BELT PRODUCTS 


Link-Belt bearings are made without 
- mountings in ball and roller types, 
and as pillow blocks, and cartridge, 
flanged, take-up hanger or duplex 
fe units. Send for engineering data 
book No. 1775-A. 












Weare reey 
ferme pin i 







How te select 
chain drives to 
operate on cast tooth sprocket wheels, is 
shown in this Link-Belt Book No. 1994, 
covering Link-Belt chains of malleable 
iron, Promal and “SS” steel types for 
power transmission. Send for it. 

































This 52-page book gives complete in- 
i formation on the various Link-Belt 
power transmission accessories as in- 
| dicated on the cover of the adjoining 
| illustration, Send for it. Ask for Book 
| No. 1997 


Data Book No. 
1289 contains a 
great deal of 
valuable information on screw convey- 
ors. Diagrams, tables, illustrations— 
128 pages—Send for a copy today. 





“ee Complete iow of 


LINK-BELT 
COUPLING 


ay 


Book No. 2045 covers the line of 
Link-Belt couplings of the flexible, 
flanged face and compression types 
for every industrial service. 


} 
’ 
Book No. 1725 covers the sizes of Silver- jicm, {% of 
streak silent chain drives normally car- 
ried in stock by distributors throughout 
the country. 





; Book No. 1761-A covers the line of 
Link-Beit Ice Crusher-Slingers for 
snow icing perishable foods. 


np Being 0h 
x UNE-OELT s LINK-BELT | 


CAR SPOTTER | 
The Link-Belt Car Spotter is 
covered in this Book No. 1992, 
A time, effort and cost-saver 


- g 

£ 
=e 
a ae 


with a huge sales market. ee 











“SUPERSOCKETS” 


@ There's a “Supersocket” wrench for practically every 











industrial need. The engineered flexibility of Williams 
“Supersockets” permits the combining of sockets, handles 
and accessories to create special wrenches for special jobs. 
“Supersocket” speed and surety will save job-time and 
reduce job-hazards. e Available in five different patterns, 
with drives ranging from 1/4” to 1” square, 
and with socket openings from 3/16” to 3-1/8”. 
Williams “Supersocket” sets and parts are 


sold by Industrial Distributors everywhere. 


J. H. WILLIAMS & CO., BUFFALO 7,N. Y. ofr 
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Here’s the Inside Story 


OF THE “MAGIC-GRIP” SHEAVE 





Exploded view shows why Allis-Chalmers’ new “Magic- 
Grip” Sheave goes on. as a unit in 2 easy steps. It’s the 
fastest mounting sheave on the market—at no extra cost. 











- a SEE HOW “MAGIC-GRIP” GOES ON QUICKLY AS A UNIT IN 2 EASY STEPS 


PeseseeqsoesoeeeeeeeeeeeeeenuH, 


RECONVERTING? 


GET THIS 
NEW FREE KIT! 





+ 

‘ 

r 

' 

“ 

y 

a 

' 

t 

' 

: 

t To help you find out how your 
' present equipment. will fit into 
# future production, A-C offers a 
+ mew free “Reconversion Inven- 
' tory Kit” — Fact Sheets and 
# Check Lists to speed your ap- 
s praisal of: V-belt drives, electric 
* motors, and centrifugal pumps. 
# Applies to all makes, Call your 
s A-Cdistributor or district office, or 
| write Dept. 42, ALLIS-CHALMERS 
1 MF«., Milwaukee 1, Wisconsin. 
' 





on smoothly because clearance is edge, (It’s easy with this free-slid- 
provided by expanded bushing. ing sheave.) Then tighten three 
There’s no hammering — no forcing! _capscrews ; sheave is locked to shaft, grips 
Complete sheave and bushing unit comes like magic! No set screws to damage the 


» intact—ready for quick, easy mounting. shaft. Write for Bulletin B6310. been e eee eee sees esesesseeeed 
: A 1858 
J 


~ Allis-Chalmers Texrope A \ 


"MAGIC-GRIP”  SHEAVES 


HEAR THE BOSTON SYMPHONY: Saturday, American Broadcasting Co. me 


T Place sheave on shaft. Slides W Align exactly, using straight- 
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= yf Pres Rainey: 
Richmond Station of Philadelphia Electric Co., Philadelphia, Pennsylvania; 
United Engineers and Constructors, General Contractors. 


This advertisement is appearing in the following 
publications: Domestic Engineering; Engineering 
News-Record; Heating, Piping, and Air Condition- 
ing; ond Plumbing and Heating Journal. 











Pipe is only one of a wide line o 












STEEL PIPE 
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REPUBLIC-rne prererreo PIPE 


FOR POWER PLANTS 


—and for several very good 
reasons, too! 


First—Republic Steel Pipe is 
made by Republic’s improved 
continuous weld process. Thus 
it has a strong, tight weld that 
holds even under the most 
severe fabricating operations. 


Second—Republic Pipe is uni- 
formly clean and free from 
scale—both inside and outside. 
No need to worry about clog- 
ged valves or damaged instru- 
ments. 


Third—Because it is uniformly 
ductile and free from hard 
areas, Republic Pipe fabricates 
freely. Bends and coils easily 
. +. Cuts and threads accurately 
and cleanly . . . welds firmly 
by all modern methods. 


And that’s not all—Republic 
Pipe—black and galvanized— 
is available in waste-saving 
uniform lengths. Also extra 
long lengths, if you require. 


See your Republic Pipe Jobber 
for full information on sizes 
available and delivery schedules. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES e CLEVELAND 1, OHIO 
Export Department: Chrysler Bidg., New York 17, N.Y. 


or ‘i 











pe| IF YOU HAVE TO WAIT FOR YOUR 


s 


NYLON-BRISTLED PAINTBRUSH 














... here’s why 





IT’S BECAUSE THE DEMAND 
EXCEEDS THE SUPPLY 


it's the old story, with important 
variations caused by the war. To be- 

- ‘gin with, the civilian painters of 
America have been on a starvation diet of 
brushes for four long years. Nearly all of you 
need brushes— now. Nearly all of you would 
like to buy nylon-bristled brushes . . . because 
of the good things you’ve heard about them. 
While we are turning out bristles as fast as 
we can, there just aren’t enough to fill the 
needs of the paintbrush manufacturers, and 
will not be for some time to come. 





Du Pont is increasing its capacity 
for producing nylon—in bristles and 

— in other forms as well. We are erect- 
ing a new plant at Washington, W. Va., 
which will greatly increase our production of 
nylon. However, it will take some months to 
get the new plant into operation. Unfortu- 
nately,even this will not increase your chances 
of a new brush by tomorrow, or by next week. 





= Keep trying your dealer. Some ny- 
-  lon-bristled brushes are going out to 
dealers each week. The paintbrush 
manufacturers, too, are doing their best. It 
may be that your dealer will have your brush 
sooner than you now hope. Meanwhile, be 
assured that we regret this delay, and that 








we are exerting every effort to get nylon 
bristles into the hands of brush manufacturers 
so that they can supply painters everywhere 
just as soon as possible. 


When you do get your nylon-bris- 
tled brush, you llsay it was well worth 
» === waiting for. Reports now coming in 
from civilian painters support in every way 
the reasons for the widespread use of nylon- 
bristled paintbrushes by the Navy during 
the war. These brushes spread paint evenly 
and well, and they outlast the best natural 
bristles from 3 to 5 times. 


* * * 


So please be patient a little while longer. 
We'll get these finer bristles for finer brushes 
produced just as rapidly as we can. (Du Pont 
does not make paintbrushes, you know; we 
supply the bristles to the paintbrush manu- 
facturers.) E. I. du Pont de Nemours & Co. 
(Inc.), Plastics Dept., Arlington, New Jersey. 


Du Pont NYLON BRISTLES 


R LIVING 


BETTER THINGS FOR BETTE 
THROUGH CHEMISTRY 
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your lead 
for profitable 


PALMETTO sales 


“It takes a ton of water to make a pound. of paper” 
... and this means large numbers of pumps, valves, 
and process apparatus that require packings in every 


paper and pulp mill in your territory. 


The PALMETTO line of packings is COMPLETE . . . it 
enables you to offer an exactly suitable grade for 


every paper and pulp mill requirement. 


Furthermore, the SIMPLICITY of the PALMETTO line 
makes it easy for you to select the right packing for 


each service. 


And finally, the lastingly satisfactory PERFORM- 
ANCE of each type of PALMETTO Packing assures 
the automatic repeat orders that make these superior 
packings a highly profitable line for you to. sell to 


EVERY type of plant in your territory. 
NOW AVAILABLE 


PALMETTO High-Pressure Folded Asbestos Gaskets 


PALMETTO Asbestos Metallic Sheet Packing 


PALMETTO Asbestos Metallic Gasket Tape 


GREENE, TWEED & CO. 


PALMETTO 


14 MILL SUPPLIES 





Bronx Blvd. at 238th St., New York 66, N. Y. 
Plants at New York, N. Y. and North Wales, Po. 


Aelf- lubricating 
PACKINGS 
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Some 
PALMETTO Packings 
for Paper and Pulp Mills 


PALMETTO Braided 


for steam, air, and general utility 


PALMETTO Plaited 


for hot and cold water 


PALMETTO Twist 


for all valves 


CUTNO 


for sulphate liquors and alkalis 





KLERO 


for white paper pulp 


PALMETTO SUPERSHEAT 
all purpose gasketing 
», 

















MOREE SERUGE 


MORSE Service applies to a complete line of cutting 
tools. It began with establishment of one high quality for 
all tools bearing the Morse name. It continues with quality 
improvement, with the facilities of our Physical, Chemical 
and Engineering Laboratories, and in the competent cooper- 
ation of our Field Representatives. 

It pays to standardize on Morse Cutting Tools if you want 
uniformly efficient and economical results from costly machine 
tools. 


TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. *® CHICAGO STORE: 570 WEST RANDOLPH ST. * SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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| Air Power 


DOES IT FASTER... with LESS FATIGUE. 








Ts 
\ ‘ 


Meet rising labor costs with time 
and-labor saving tools! Bring all 
your portable tool operations. up- 
to-the-minute in speed and accuracy 
.. with ARO Pneumatic Tools! 
These are specialized tools: for 
faster output precision work... 
and trouble-free performance in drill- 
ing, Nut-setting, screw-driving, filing 
and the whole wide range of assem- 
bly jobs. ARO delivers big power 
with light weight. This: means less 
fatigue, higher production, lower 
costs. Write for catalog. The Aro 


Equipment Corporation, Bryan, O. 


JOBBERS: Your territory may still be open. Write or wire for our proposition. 
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EVERY MEMBER OF 
ALLIS-CHALMERS GREAT 
NEW V-BELT TEAM IS 
SPECIALLY DESIGNED, 

TESTED AND BUILT 
TO LICK A SPECIFIC 

DRIVE PROBLEM, 

SAVE YOU 
MONEY AND 
TROUBLE 





THIS ISN'T AN ACT. THEY CALL ME 

I CAN EAT UP 180°F | STATIC-RESISTING SUPER-7 
TEMPERATURES , BECAUSE | CARRY STATIC 
ALLDAYIONG. } J) (= CHARGES TO MACHINES 

IF THE HEATS ON | (<% HERE THEY'RE GROUNDED. 





YOUR DRIVES, 


SS eG 


HEAT- RESISTING 














ALITTLE OIL DOESN'T FAZE ME 
YS? BAT ALL. MA OI:RESISTING SUPER-7 
... HANDLING 90% OF 
ALL OILY DRIVE CONDITIONS. 


S * 
SF 


Ai 








Texrope V-belts are available nation-wide through Allis- 
Chalmers Dealers and Sales Offices. It pays to make Allis- 
Chalmers your V-belt drive headquarters. 


ALLIS-CHALMERS 


Texrope Super-7 V-Belts result from the cooperative research of two great com- 
panies—-Allis-Chalmers and B. F. Goodrich—and are sold exclusively by A-C. Ae 





Les crnnemaetmaneunnmeee 


BULLETIN! 


SPEED RECONVERSION 





WiTh HELP OF NEW 
FREE A KIT! 


Guide to “How to 
Take Reconversion 
Inventory” of Drives, 
Motors, Pumps 


Help in the big job of reconverting for 
peacetime production is now offered to 
plants everywhere by Allis-Chalmers 
Mfg. Co., its district offices and dis- 
tributors, To all who request it, we're 
sending the new ‘“Reconversion Inven- 
tory Kit”, planned to speed the task of 
determining the condition of your ex- 
isting equipment — V-belt drives, mo- 
tors, and centrifugal pumps — which 
will be used in reconverted production, 


SUGGESTS PROCEDURE, 
STATES STANDARDS 


Used by foremen, maintenance men, 
and engineers, the Kit is a real time- 
saver... leads efficiently to probable 
trouble spots, helps clear them up. 
Gives bearing tolerances, resistance for- 
mulae, etc., in compact, easily-used form. 
Check List appraisal charts help deter- 
mine present and future condition of 
units inventoried. 


HOW TO GET YOUR KIT 


For your free Reconversion Inventory 
Kit, call your nearest Allis-Chalmers 
distributor or district office, or write 
Dept. 99, ALEIS-CHALMERS MEG. Co. 
Milwaukee 1, Wis. 


ALLIS-CHALMERS MFG, CO. 
Dept. 99, Milwaukee 1, Wis. 


Please send Reconversion Inventory 
Kit free of charge to: 





Company. 
Address 








Attn. of Mr 
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HEAR THE BOSTON SYMPHONY: Soturday, American Broadcasting Co. 
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AMERICAN SAW & MFG. CO. 


SPRINGFIELD, MASS. 
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OUT THERE... 
BLAZING THE TRAIL 


TO SALES 


OF ALL COMPANIES advertising welding machines and supplies, 
86% used THE WELDING ENGINEER—and the same 86% showed 
the largest consistent gain in customer acceptance for their prod- 





ucts. The extensive survey that showed this in black and white 
“customer votes" gave us complete proof of something we have 
always known and believed in, the fact that advertising in THE 
WELDING ENGINEER consistently blazes the trail to better 
sales for products regularly advertised in its pages. 


THE ODDS are nearly 6 to 1 that the welding equipment and 
supplies you handle are regularly advertised to our fifty thousand 
key welding buyers (five readers per copy by survey) who read 
THE WELDING ENGINEER month-by-month. These key welding 
buyers are reached by THE WELDING ENGINEER in every industry 
and at every job level. They are entirely alike in only two respects 
in that they read THE WELDING ENGINEER and that they suc- 
cessfully influence the purchase of welding machines and supplies. 
The more than 160 welding manufacturers who are regular adver- 
tisers in THE WELDING ENGINEER are truly helping to "blaze 
the trail" to better sales for you. 


FOR YOU MR. DISTRIBUTOR 
he Wkding Engineer 


THE WELDING ENGINEER PUBLISHING COMPANY, Inc. 


A DIVISION OF 
THE McGRAW-HILL PUBLISHING CO., Inc. 


506 South Wabash Ave. 330 West 42nd Street 





Chicago 5, Illinois New York 18, New York 


MILL SUPPLIES * DECEMBER, 1945 19 











Do you know...? 


How a man in a car can communicate miles away? 


How planes fly ““blind’’? 


Why stoves are sealed before shipment? 


Q. Soon, people in cars will talk to distant points by: 


C] Telephone C) Dictaphone 


A. Two-way radio. Wartime experience gained in building many 
types of two-way communication equipment has proved that it 





e “ 2 «- 


Q. Planes can fly when ceiling and visibility 
are zero by: 

(1) Radio (Radar _ (Television 
A. Radar. Use of radar on small planes will 
make private flying much safer. In making 
small planes, pressure-sensitive tapes help 
speed production and cut costs. One of many 
uses of Permacel high-temperature tape is 
protecting wood propellers from hot flux 
when soldering screws into metal edges. 


_ 


] Two-way radio 








can be compact, inexpensive, highly efficient and easy to maintain. 
-, In making radio equipment of all kinds, Permacel paper masking 
tape is widely used—to mask surfaces during painting, ensuring 


clear-cut color separations and good electrical contacts at masked 


Q. Stoves are usually sealed prior to ship- 
ment in order to: 


C) Protect parts [) Keep moisture out 
CJ Identify models 

A. Stoves are usually sealed to protect parts. 
Stove pictured has been taped with Permacel 
cloth tape (Jonflex) to hold burners and grates 
in place, prevent doors from opening, keep 
trays from rattling. Permacel paper masking 
tape is also used for two-tone painting. 


sections—to mark off instrument panels—to protect plastic parts 
during chemical baths. 





7 = 


Q. The title of this booklet refers to: 
0) Electricity 1] Tape (] New-type wrench 
A. Pressure-sensitive tape. This free booklet 
shows how Permacel Industrial Tapes can 
save production time and cut costs in your 
plant. Illustrates and lists many new uses for 
tapes that may help you in solving current 
production problems. Send for free copy. 
Write Dept. MS-23, Industrial Tape Corp., 
New Brunswick, N. J. 


IMPORTANT: Our research laboratories are at your disposal for development of special tapes to meet special needs. 


Permacel Industrial Tapes 


INDUSTRIAL TAPE 


20 
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BRUNSWICK, N. J. 
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“Did you say 5,000?” 











In the seven profitable lines covered by a Worth- 


ington Industrial Franchise, there are more than 


5,000 items: (1) centrifugal pumps . . . over 
4,000 standard sizes and types; (2) steam pumps 

. . over 200 numbers; (3) power pumps . . . over 
200 numbers; (4) rotary pumps . . . over 200 
numbers; (5) vertical air compressors . . . (6) 
horizontal air compressors . . . over 300 numbers 
in both lines; (7) industrial meters . . . over 50 


numbers; p/us tanks, valves, fittings, controls. 

Add ’em up and you'll see why your salesmen 
have so many chances to make a sale on every 
call. And to make these sales more certain, 
Worthington has wrapped up this merchandis- 
ing program for you. 


WORTHINGTON’S MERCHANDISING PROGRAM 


1. Advertising in leading trade papers directs 
customers to you. 


2. A catalog distribution plan puts the tiardest- 
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selling catalog in the tield into the hands of 


all your prospects. 


3. A catalog follow-up mailing plan makes sure 


each catalog is used. 


4. A complete mailing plan supplies you with 
free broadsides, folders, envelope stuffers, 
blotters — all imprinted with your company’s 


name. 


5. A sales assistance plan puts Worthington 


engineers on call to help you close deals. 


DOES THIS FRANCHISE APPEAL TO YOU? 


It will take a Worthington Merchandising 
Division salesman only a few minutes to develop 
the five points in this program. If you're inter- 
ested in learning why there's more worth in Worth- 
ington, write or phone your nearest Worthington 
district office. Worthington Pump and Machinery 
Corporation, Merchandising Division, Harrison, N.J 











Select 


THE TUBING THAT FITS THE JOB AND 


THE COUPLING THAT FITS THE TUBING 


That’s sound engineering—sound Fluid Power 
engineering. It means a tubing system that 
insures smooth, streamlined flow, with leak- 
tight and vibration—proof joints, plus easy 
installation and maintenance. 

The Parker trade mark is your assurance of 
getting exclusive and patented Parker design 
features that set the standard for Army-Navy 
aircraft and ordnance use. 





Note particularly the angle of the flare. It 
is scientifically set to provide maximum 
clamping surface, with equalized pressure all 
around. All stress and strain are taken on the 
body, nut and sleeve—there is full protection 
for the system against shock and vibration. 

Catalog 201-C gives complete data on 
standard weight and heavyweight triple couplings 
—ly” to 114”—in steel, brass, stainless steel 
and aluminum. Ask your jobber or write to 
The Parker Appliance Company, 17325 Euclid 
Avenue, Cleveland 12, Ohio. 


THE PARKER APPLIANCE CO. 


Sigvre: ¢ A 8 . 
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KEYSTONE CUTTING OILS: Perfected by Key- 
stone...to accelerate output, 
improve finish and lengthen tool 
life. Many firms report that the 
use of these specialized cutting 
oils and coolants has increased 
production 300% or more! Have 
our experts show you how you 
can achieve these same results in 
your plant. 
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KEYSTONE #122 OPEN GEAR GREASE: 


Easily applied cold. Resists “throwing”: 
: at high speeds. It is free from tars or 
residues, permits easy starts in cold 
weather, and won’t drip in hot weather 
because of its high (190°F.) melting 
point. Waterproof, acid-resistant, alkali 
resistant, adhesive under dusty condi- 
tions. Use it on open gears for higher 
production and lower lubricant and 
application costs. 





KEYSTONE ANTI-FRICTION BEARING GREASE 
#44: For rapid, safe lubrication 


of high-speed ball and roller bear- 
ings in fans, motors, blowers, 
pumps, dryers, etc, Melting point 
of 350° F. and zero cold test. One 
user reports 85% saving in lubri- 
cant cost... 90% lower mainte- 
nance costs. 





KEYSTONE PENETRATING 
OILS: Among the most re- 


markable of lubricants. Key- 
stone Penetrating Oil #1 
rapidly dissolves rust from 
threads and joints. Oil #2 is an excel- 
lent engine oil additive, dissolves gums 
and frees stuck rings. Invaluable as a 
break-in oil, light lubricant, and penetrant. 











KEYSTONE CONDENSED OIL: 
A dripless liquid grease. Cures 


hot bearings, prevents oil-satura- 
tion of electric motor windings, 
gives a better piston seal to in- 
crease efficiency of air compres- 
sors. Users tell of bearing failures 
eliminated and 80% savings in 
maintenance costs. 











KEYSTONE WIRE CABLE TREATMENT 
AND LUBRICATION: Keystone Penetrating Oil #3 


purges the cable to remove dirt, dust, 
caked coatings and hidden moisture. 
The revived cable is then lubricated 
with the correct consistency of Keystone 
Wire Cable Grease. Users report amaz- 
ing results in conditioning new cables 
and reclaiming apparently worn-out and 
useless ones. 





There is a “Keystone” distributor near you who will be glad to cooperate with 
you to make “Keystone” Specialized Lubricants available to your customers. 


stot 


TRADE MARKS REG.U.S. PAT. OF Fe 














SPECIALIZED 
LUBRICANTS 
KEYSTONE LUBRICATING CO.: Est. 1884 
21st, Clearfield and Lippincott Sts., Phila. 32, Pa. 
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One of a series of advertisements explaining how Kennedy 
gives careful attention to the details of valve design, con. 
struction and workmanship that provide maximum effec. 
tiveness, convenience, and length of service. 


A “HANDY” HANDWHEEL 
Sasy on the Manda 


Extra large diameter for leverage .. . 
five spokes to provide extra space for hand- 
room . . . oval rim section for firm, 
comfortable grip . . . all help to make 
the hand-wheels on Kennedy Standard Iron 
Body Wedge Gate Valves open and close the 
valve easily and quickly. 
























This is just one of the many details to which 
Kennedy Valve designers have given thought 
and care in their efforts to make these valves 
superior in effectiveness and lastingly satis- 
factory service. Bodies ... discs... 
seats . . . stems . . . andall other 
parts, too, have extra values at no extra cost. 


Write for catalog describing all the advan- 
tageous features of these and other Kennedy 
products . . . it explains why so many 
distributors find the Kennedy line easy to sell 
and profitable to handle. 





The Kennedy Valve Mfg. Co., 
Elmira @ New York 
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KENNEDY valves... pine 
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The proof of the pudding is in the eating. And the pra if gif H el 
hacksaw blade is what it will do in your customers’: plants a rh, 
shops on their kind of work. % ‘s tiple 





If,as in the actual case cited, one blade can be made to do the work: 
of 8 or 10, and double production besides, the benefits are abviotis: (aaah 
greater efficiency on metal cutting operations and ouboleennier' a 
lower production and tool costs. 


An on-the-job demonstration of Atkins “Silver Steel” Blades, ‘an’ f 
arranged for your prospects and comemage oma ie 
ry they choose. Write us today for details. +’ ¢ or tik 


E. C. ATKINS AND £0; PAWN 
ATK 1 NS Agents oattaaacs tr ote Principal wtetes arate Go ah iP 





btw, f 


Makers of Better Sand fot Soorpsitama 


Power and Hand Blades « Milling Saws ¢ Segmental Cold Saws »* Métal Cutting Bands 
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N° need to remind you there'll be a big change in the selling 
“game” next year. You’re going into a buyer’s market where 


sales will be made again on the basis of quality and performance, 











rather than priorities. 


If you are a distributor of Goodyear Industrial Rubber Products 


you hold these top honors in your hand: 


PROVEN QUALITY — products recognized throughout industry as tops 


in performance. 


HIGHEST REPUTATION — <‘the greatest name in rubber.” 


VOLUME PRODUCTION — Goodyear’s enormously expanded facilities 
for production of military needs assure ample capacity for meeting 


all commercial requirements as fast as materials become available. 


“SUPER” PRODUCTS — new standouts in hose, belting, molded goods, 
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packing and industrial rolls, built with war-won science, now 


available for regular sale.* 


G. T. M. SALES HELP — assistance of the Goodyear Technical Man on 
big jobs that require a trained engineer’s analysis, plus the pre- 
selling of Goodyear advertising. 


There’s a hand that is hard to beat, as any Goodyear distributor 
will tell you. If you’re out for a grand slam in profits next year, 
why not see now if a distributorship in your territory is available. 
Just write: Goodyear, Akron 16, Ohio or Los Angeles 54, California. 


“Another New Goodyear Super- Seller for ’46 Profits 


lere’s never been a V-belt before 


e this new Goodyear COMPASS-V- OO ee 
adage ly hearsperrdgalbragainv GOODYEAR INDUSTRIAL RUBBER PRODUCTS | 

















ength of steel cable load carriers : 
th a new flex-ventilated construction Gis Specified COMPASS-V-STEEL BELT 
t dissipates heat of flexion, permits for all types of V-drives 
nding around smaller pulleys with- 
distortion, gives flat-belt flexibility 
a V-drive. It’s the most efficient, most 
werful, longest wearing V-belt ever 
it—and the new sales leader in the 
belt field—another Goodyear “first’! 





Pvass—T.M The Goodyear T. & R. Co et Degg eee: 
. UNS <r aaS 


00D, YEAR 


THE GREATEST ME IN RUBBER 
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Performance will prove you are right in se- 
lecting Bay State for portable or floor stand 
and swing frame snagging wheels. 


Bay State’s exclusive “fractional grading” 
(three degrees of hardness within the one 
grade usually offered) and “controlled porosi- 
ty” give you closer fit of grade to grind. Special 
Bay State resinoid and vitrified bonds mean 
cooler cutting and longer life. 

And as you continue to use Bay State Snag- 
ging Wheels, you will find you get the same 
results that satisfied you the first time. Bay 
State takes pride in duplicating specifications 
— again, “fractional grading” and “controlled 
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GRINDING WHEELS Wy 
MOUNTED WHEELS | AND POINTS 
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HONING AND SUPERFINISHING STONES (@) 


i CUT-OFF WHEELS ‘) INSERTED-NUT DISCS 


DECEMBER, 1945 


Right the First Time... and ever after 


porosity” contribute to the accuracy with 
which your test selections are duplicated. 

In addition, Bay State Portable Snagging 
Wheels give you an exclusive safety feature 
...and Bay State’s dual-purpose wheels for 
floor stand and swing frame use, provide a 
“wheel within a wheel”, suited on outer diam- 
eters for high speed floor stand snagging, and 
when reduced in diameter, for the generally 
more severe swing frame work. 

Send for bulletin to get all the details about 
Bay State Snagging Wheels. 


BAY STATE ABRASIVE PRODUCTS CO. 
12 Union Street, Westboro, Mass. 
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ABRASIVE PRODUCTS 





AND CYLINDERS 
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On IDEA is growing fast. Compact Atlas 10” Lathes are fully qualified to take 


over the standard production runs of small parts — at great savings. Pass along that 
recommendation to the production men on your call list. Atlas lathes can handle 
close tolerance jobs. They are extremely versatile in all lathe functions — and can 
be equipped to serve as manual screw machines or fitted with electrical and hydrau- 
lic devices for semi-automatic operation. Best of all — their low price and durability 
features will give your customers exceptionally low machine-hour costs. Send for 
a fresh copy of the latest catalog and get ready for new sales records on Atlas tools 


in 1946. Atlas Press Company, 1210 South Pitcher Street, Kalamazoo 13D, Michigan. 





WHEE 


» colt of seven Atlas lathes machining 
Y 1315 steel plug gauges at Middlesex 

s | and Tool Corporation, New Ycrk 
for several years Middlesex has used 

lathes 12 to 15 hours a day for 

» &tinding, milling, and polishing. 
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Radio listeners in 48 states heard 
Johns-Manville pay this tribute to 
J-M Packing Distributors 


ILLIONS of tuners-in from coast to 

coast listen to the Johns-Manville 
news program five nights a week over a 
CBS nationwide hook-up. 


These most popular news broadcasts tell 
the nation regularly about J-M’s 400 Pack- 
ing Distributors . . . and of their vital con- 
tribution to industrial production. 


Typical of these broadcasts is the one re- 
produced here. It describes distributors’ 
“on-the-spot” service—shows how their 
wide range of “‘stock-on-hand” helps in- 
dustry to operate efficiently . . . with a mini- 
mum of time loss for replacements. 


By repeating such announcements fre- 
quently, Johns-Manville not only helps to 
acquaint the public with the national impor- 
tance of the Industrial Distribu- 
tor... but gives additional § Tha 
support to the good-will and 3) 
prestige that go with the J-M M4 
Packing franchise. 


PRODUCTS 























Johns-Manville 





22 EAST 40TH STREET, NEW YORK 16, N. Y. & 
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Part of Century’s : 

Complete Line of cOMER G oop WI by 
Air Conditioning 
Motors 





with CENTURY’S 
COMPLETE LINE 


of Air Conditioning Motors 


Split Phase Induction Motor 
— Built in sizes 1/20 to 1/4 
horsepower 


s complete line of Century Motors includes 
a wide range of types and sizes to meet the 
requirements of every air conditioning need. That 
gives you one source for all your motors — makes 
your buying job easier. 


These motors provide your customers with air 
conditioning comfort — and create more good will 
for you — because they operate smoothly and 
quietly. Many features such as rigid construction, 
mechanical and electrical balance, contribute to 
the better performance of Century Motors. 


Capacitor Single Phase Get the complete story on all the advantages of 
Induction Motor — Built in Century Motors —call in a Century engi- 


sizes 1/20 to 3/4 ‘ : 
Senses E _— His experience may prove valuable 
o . oO you. 


CENTURY ELECTRIC CO. 
1806 Pine Street, St. Lovis 3, Missouri 
























Squirrel Cage Polyphase Induc- , | ) 

tion Motor — Built in sizes from Capacitor Motor — Built in ORS 
1/8 to 600 horsepower sizes from 1 to 20 horsepower 

Offices and Stock 


Points in Principal 
Cities 









Slip Ring Motor—Built in sizes 
from 1 to 200 horsepower 





Repulsion Start Induction Motor 
—Built in sizes from 1/2 to 3/4 
horsepower 


Direct Current Motor—Built in \ Direct Current Motor—Built in ' Repulsion Start Induction Motor — 
sizes 1/20 to 3/4 horsepower \ sizes from 1 to 300 horsepower \._ Built insizes from 1 to20 horsepower 
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@ DEALERS desirous of handling Electric Sprayit Company 
products are asked to keep in touch with their Jobber regard- 
ing expected initial delivery dates. JOBBERS who have not 
already placed their quantity commitments for SPRAYIT 


Paint Spraying Equipment are urged to do so immediately. 


Orders will be filled just as fast as production conditions per- 


mit, and in the order in which they are received. 
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PAINT SPRAYING EQUIPMENT, 
AIR COMPRESSORS, SPRAY GUNS, 
PUMPS, AIR TOOLS, INSECTICIDE 
SPRAYERS, SANDERS AND Al- 
LIED FINISHING EQUIPMENT. 


ces 


ELECTRIC MOTORS, GENERATORS, 
VALVES, PUMPS, HYDRAULIC 
CYLINDERS AND CONTROLS FOR 
AIRCRAFT, AUTOMOTIVE AND 
OTHER INDUSTRIAL APPLICATIONS 
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SOCKETS and 
HANDLES 


ao 
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Soon you're going to be building up 
your set of fine tools. Here are as- 
sortments to include in your tool 
chest of the future—selections that 
can be added to as needed. 


PLOMB TOOL COMPANY 
2215 C SANTA FE AVENUE, 
LOS ANGELES 54, CALIF. 
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Fastest Saws Give Fastest Service 


With these four modern MARVEL SAWS, 
the Hamilton Steel Co. of Cleveland is build- 
ing a reputation for fast service on orders 
for accurately cut lengths and pieces. They 
use a Universal No. 8 MARVEL Metal- 
cutting Band Saw for the big work (up to 
18” x 18”), for angle cuts (at any angle in 
a 180° radius), for knotching, mitering and 
roughing to size and shape. For high speed 
cutting-off from bar stock up to 10” x 10”, 
they have three No. 9A MARVEL Production 
Saws. These “fastest saws built’’ are used 
for cutting-off single pieces, or with their 


..automatic bar-push-ups, for automatically 


reducing single or nested bars to slices (as 
gear blanks) or identical lengths, faster than 
is possible, with equal accuracy by any 
other method, 

With 9 distinct types of MARVEL Metal- 
cutting Saws; with the positively unbreak- 
able MARVEL High-Speed-Edge Hack Saw 
Blades; and, with MARVEL Band Saw 
Blades, the MARVEL System of Metal Saw- 
ing has a better way for doing innumerable 
metal-cutting jobs. If you have a difficult 
metal sawing problem or just want a saw, 
MARVEL is your logical source. Write us or 
check with your local MARVEL Distributor. 


ARMSTRONG-BLUM MFG. CO. 


"The Hack Saw People’ 


5700 Bloomingdale Ave. 


Chicago 39, U. S. A. 


Eastern Sales Office: 225 Lafayette St., New York 12, N. Y. 





















Get more sales 
with this Super-Quiet 
Ventilating Set 

... every plant’s a prospect! 












HERE’S A “NATURAL” for mill supply houses—a simple, com- 
pact, ready-to-run ventilating unit. Small... takes up mini- 
mum space ... easy to stock. It’s ideal for “small area” 
ventilation—has literally hundreds of applications. 

Practically every customer you call on has a need for this 
easy-to-install fan. They can use it for chemical laboratories, 
toilets, washrooms, over plating tanks and other fume-creat- 
ing equipment, in kitchens, vaults, conference rooms, etc. And 
remember—you have the big talking point that this fan is 
super-quiet in operation—a great advantage in many applica- 
tions. 

Write for Bulletin No. 406 containing complete data. Make 
use, too, of the services of our local Field Engineer who will 












1s gladly cooperate with you in selling and applying Sturtevant 

m Equipment. Remember, too, that world leadership—national 

Yy advertising—and a clean-cut dealer policy are back of every 
Sturtevant product you sell. 

E B. F. STURTEVANT COMPANY 

“ Division of Westinghouse Electric 

w HYDE PARK, BOSTON 36, MASS. 

N- 

le 

; SALES OPPORTUNITIES EVERYWHERE WHEN... 

or 

, A. 


MILL SUPPLIES * 















TALKING POINTS 


The Sturtevant Rexvane Ven- 
tilating Set is a major ad- 
vance in the design of direct- 
drive centrifugal exhaust 
fans—for if operates at a 
mere whisper! Cone-shaped 
inlets for entering air, spe- 
cial rotor construction and 
low outlet velocities assure 
exceptionally quiet opera- 
tion. Rugged furniture steel 
housing. Direct drive elimi- 
nates intermediate bearings. 
Wide range of sizes. 
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ALEMITE LUBRIKART | 


with New Electric Pump 
for Industry 


A complete, portable Lubrication Department on wheels 


Now a powergun model has been added to the popular line of 
Alemite Lubrikarts. 

High pressure lubrication is made available by simply plugging 
in the electric cord. The high pressure hose and electric cord are 
mounted on automatic spring return reels which permit freedom 
of operation twenty feet in any direction. 

The unit is also equipped with hand operated equipment for 
servicing hydraulic systems, oil reservoirs, gear housings, and for 
filling oil cans. 

It saves time because of less frequent returns to the oil storage 
room by the oiler. It provides greater assuranc that lubrication will 
not be neglected because of lack of proper lubricants or equipment 
at the point of use. Pushed like a perambulator, it is intended for 
one-man operation and is able to travel between rows of machines 
or anywhere in a plant where space is limited. 


































In 
IDEAL FOR . 

. ' 
High Pressure Lubrication, fill- | 
ing hydraulic systems, servicing D 
oil reservoirs, lubricating gear hous in 
ings, refilling oil cans, refilling : 
grease guns. vi 
pi 


FULLY EQUIPPED 


Electric High Pressure pump, 
hose reel, hose and hydraulic I 
coupler; gear lube and oil contain- | 
ers; compartments for oil cans; space ° 
for fittings, tools, waste, etc. 1s 
b 
WRITE | 
for complete information to 
Alemite, 1886 Diversey Parkway, Tk 
Chicago 14, Illinois. In Canada: nc 


Belleville, Ontario. ° 
21” wide, 31” long, 371%” high. 


Mounted on five-inch Bassick ball 


bearing casters. sn 
1) In Industry! 
airs 


8) A LEMITE istic noon cutrintin| 8 


BO 

















EQUIPMENT © LUBRICANTS © LUBRICATING SYSTEMS © ENGINEERING ° MAINTENANCE 
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to the Distributors! 


In emergencies .. . or in the daily needs that arise, 
industry knows that it can rely on the Mill Supplies 
Distributor. These men are important factors in keep- 
ing the wheels of America's business turning. Their 
vital service of supply has brought to many a firm the 
proper item at the right time. 


Our association with the Industrial Distributor has 
+ > »n founded on mutual trust and understanding. The 
t ce of the Industrial Distributor in American business 
is proved and unquestioned . . . no less than the 
business building possibilities of “Hallowell and 
"Unbrako" products. 


There is still some territory open. If interested, why 
not write for details? 





STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. BOX 519 
BOSTON CHICAGO DETROIT INDIANAPOLIS SAN FRANCISCO ST. LOUIS 
OVER 40 YEARS IN BUSINESS 
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Hi-Carb is the new name for Ferry Cap Hexa- 
gon Head Screws made of high carbon C-1038 
steel and double heat treated, black satin finish. 











It’s an easy-to-remember name and saves time 
in ordering. No need to describe the product 
—simply write: 


Hi-Carb NC or Hi-Carb NF 


This means hexagon head screws of high car- 
bon steel, double heat treated, black satin fin- 
ish—with NC or NF thread. The hexagon 
heads are die made; points machine turned 
and chamfered. 








Both Hi-Carbs and Shinyheads are carried in 
stock and furnished in packages or bulk. 





Shinyheads Hi-Carbs 
Hexagon Head Cap Screws Hexagon Head Screws 
Standard Full Finished Double Heat Treated 
Mirror Bright Finish Black Satin Finish 
Material C-1038 Material C-1038 


Write for A-3 folder containing descrip- 
tion, steel specifications—chemical analysis 





and physical properties. 
The FERRY CAP & SET SCREW Co. 
2153 SCRANTON ROAD « - e « CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS ¢ CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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FLARE FITTINGS 





FLEX FITTINGS 


a2 8 


“EN” FITTINGS FOR FLEXIBLE HOSE 





EMBLEM OF QUALITY 








IMPERIAL 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, lilinols 


MILL SUPPLIES 










Headquarters for Tube Fittings 
and Tube Working Tools 


@ Tube fittings seem very simple until the 
actual job comes up of selecting the right one 
for a specific tubing application. Then there are 
a number of factors to be considered. 

To simplify fitting selection, especially for 
the new man, Imperial recently published a 
series of Basic Data Sheets on Tubing Connec- 
tions. These sheets give such basic information 
as—how to recognize various types of fittings 
—how they are assembled — types of tubing 
with which each is used—typical applications 
—advantages of each fitting—and stock sizes. 

Large color illustrations show each type of 
fitting before and after assembly, providing a 
clear picture of how the various fittings work. 

These Data Sheets have now been reprinted 
in one bulletin to provide helpful information 
on fittings in easy-to-use form. Your copy will 
be gladly sent on request. Ask for Bulletin 345. 


SO THAT FITTINGS MAY SERVE YOU BETTER 


Ever since 1905, when Imperial pioneered Flared 
Tube Fitting, this company has played a prominent 
part in the development of more efficient tubing con- 
nections for industry. 

Imperial today has one of the world’s broadest tube 
fitting lines—containing some 1500 sizes, styles and 
types of fittings. And to speed tubing work there are 
Imperial Tube Working Tools for handling virtually 
any tubing connection problem quickly, easily and 
efticiently. Depend on Imperial quality. 
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Proposition on 
Welding Apparatus 


. 


A 100% JOBBERS’ LINE FROM THE WORD “GO” 


Seeking a new source of supply on Gas Cutting and Welding Apparatus? Then take a good 
look at Black Arrow’s offer. See for yourself why established jobbers everywhere tell us it’s 
just the kind of a proposition they’ve been waiting for. That’s because they feel our proposition 
contains all the elements so essential to building enduring, mutually profitable and cordial jobber- 
manufacturer relationships. 


IS THIS WHAT YOU'VE BEEN LOOKING FOR? 


A policy of 100% jobber distribution which will not be violated under any 


circumstances. 


A standardized, guaranteed line of highest quality products which combine 
absolute reliability with universal application . . . a line which will be con- 


stantly improved and expanded. 


Your manufacturer is a young, progressive, jobber-minded organization that 


believes its success depends on the success of its jobbers. 


A well-rounded program of national advertising and sales promotion to help 


increase your business on the line. 


WRITE FOR CATALOG AND POLICY 


Acquaint yourself with Black Arrow’s proposition by sending for catalog and 
printed statement of Sales and Distribution Policy now. You, like jobbers all 


over the country, will find that Black Arrow fits your sales program perfectly. 


Our new catalog is ready and 
waiting for you. Write for your 
copy today! 


THE MANUFACTURING CO. - 


1416-1428 W. BALTIMORE ST. 
BALTIMORE 23, MARYLAND 


FORMERLY THE ALEXANDER MILBURN CO, 


PIONEERS IN GAS CUTTING AND WELDING APPARATUS SINCE 1907 
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Self-plugging Cherry Rivet 


Cherry Blind Rivets are real self-salesmen. Their great 
advantages over ordinary rivets and other blind fasten- 
érs, especially for blind and difficult applications, are 
readily apparent. 

The practicability of Cherry Rivets is firmly based on 
their remarkable military and commercial aircraft history 
of design simplification and time and cost savings. 

At present Cherry Rivets are being used for manufac- 
turing and repair processes in such widely differing in- 
dustries as radio, aircraft, furniture, shipbuilding, plastics, 
automotive, leather, heating and ventilating, refrigera- 
tion and general sheet metal. 

Cherry Rivets are upset with a controlled pulling action. 
They can be installed by one operator from one side of 
any application. They require no bucking. They form suc- 
cessful joints in pliable or brittle materials, as well as in 
all sheet metals. 

Installation of Cherry Rivets in tubes, bends, ducts, 
stringers, tight spots or difficult angles is simple, easy and 
quick. Installation tools are small, lightweight, easy-to- 
handle pneumatic or manually-powered Cherry Rivet guns. 

There are both self-plugging and hollow Cherry Rivets, 
made in several head styles, diameters, grip lengths and 
alloys. Rivets with special head styles and grip lengths 
are made to order. 

The Cherry Rivet Company is now setting up a nation- 
wide system of jobber distribution. To contact the Com- 
pany representative in your area, write to Cherry Rivet 
Company, Dept. A-322, 231 Winston Street, Los Angeles 
13, California. t 





CHERRY RIVETS. THEIR MANUFACTURE @ APPLICATION ARE COVERED BY U.S. PATENTS ISSUED & PENDING 
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Cross-section showing pulling 
head of gun engaging self- 
plugging Cherry Rivet in 
blind application. 










When gun is actuated, draw- 
bolt pulls stem into rivet, ex- 
panding shank and upsetting 
tulip head. 









Will not chip or shatter 
plastic. 


Successful fastening of 
pliable materials. 





Work from one side of 
ony blind spot. — 





Design of this nacelle door 
was greatly simplified by 
using Cherry Rivets. 

. 
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© Users of “SHANKLESS”’ 
roll-forged drills frequently report 
two to three times as many holes per 
grind—several times as many grinds per drill— 
drill breakage stopped—almost incredible per- 
formance advantages over conventional drills. 
And yet, due to the roll-forge and hot-twisting 
method of manufacture, which saves up to 60% 
of the steel, they cost substantially less. 

Selling ““SHANKLEsS”’ drills is a simple matter 
of getting your customer to put a few of them 
on test. After that the drills practically always 
sell themselves. 

Get the complete story of this new, different, 
better twist drill. It’s in the new Manual S-4. 
Mail the coupon for your copy. 


Republic 


a 





Republic Drill & Tool Co., MS-12 
322 South Green Street 
Chicago 7, Illinois 


Please send me a copy of your new Manual 
which gives the complete story of Republic’s 
“‘Shankless’’ drills. 


ALSO MAKES OVER 100 Name. 
DIFFERENT TYPES OF 
CONVENTIONAL HIGH SPEED Fn TEETER CTR CTR 
AND CARBON STEEL DRILLS 
ee | | 


*Registered at U.S. Patent Office 







COMPANY 
ILLINOIS 
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subject: WRIGHT HOISTS 


Advantages: - 





TO USER: The man who buys a hoist, trolley or crane wants 
three things: Safety — Efficiency of operation — Low main- 
tenance costs. He gets all three, and more, when he buys 
WRIGHT. 


TO DISTRIBUTOR: WRIGHT offers a complete line of hoisting 
equipment. Everything is under the WRIGHT roof. Hoists in 
capacities ranging from 1/4 to 40 tons; cranes from 1/2 ton 
jibs to 20 ton overhead traveling. In normal times, famous 
for prompt delivery. At all times, famous for skilled 
engineering assistance. 


TO SALESMEN: The name WRIGHT is so favorably known as to 
make selling easier. Well-—pleased customers automatically 
credit your advice on other items. 


ADVERTISING AND SALES PROMO-— 

TION: WRIGHT advertising ap-— 

pears regularly in leading in- 
dustrial magazines. Every 
WRIGHT advertisement advises 
the prospect to "See your 
local WRIGHT distributor." 
Complete catalog and special 
literature available. 










Oe ae apes Oe a 


ABOUT THE MAKER: The 
WRIGHT Manufacturing 
Division is staffed by 
men who have had many 
years experience in 
solving, material han-— 
dling problems. Their 
combined experience is 
at the command of 
every WRIGHT distribu- 
tor. 


\\ 


4 = ; § 
a THE 
Acco rertgmignt HOIST PLANT 
/ . 





York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 





WRIGHT MANUFACTURING DIVISION 


AMERICAN CHAIN & CABLE 








MILL SUPPLIES * DECEMBER, 1945 



































PAGE WELDING WIRE and suectuones 





Issued by PAGE STEEL and WIRE DIVISION of American Chain & Cable Company, Inc., Monessen, Pa. 
to Page Welding Wire Distributors to keep them informed on latest developments. 

















Subjects PAGE WELDING ELECTRODES 
arenes LELQOLEELOOP POD ELON tater nase aa, 


Advantages: 


TO USER: Uniform high quality of product, plus the benefit of 
engineering knowledge based on years of experience in making 
welding electrodes. Capable Page service men are constantly 
in the field, helping out on specific welding problems. 


TO DISTRIBUTOR: A single responsible source for most types 
Of electrodes and gas welding rods. 





TO SALESMEN: A name well and favorably known. Experienced 
welders take PAGE quality for granted. 










ADVERTISING AND SALES PROMOTION: 

Constant advertising to the trade is 
followed up closely with good, sound, 
informative literature, 








"WELDING SPARKS": A bulletin of 
selling tips and information, 
published periodically for PAGE 
distributors and distributor 
salesmen. Real selling 
ammunition. 





ABOUT THE MANUFACTURER: As a 
division of American Chain & 
Cable, PAGE has a substantial 
background of engineering and 
financial responsibility. 











Monessen, Pa., Atlanta, Chicago, Detroit, Denver, Los Angeles, New York, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


PAGE STEEL AND WIRE DIVISION 


AMERICAN CHAIN & CABLE 
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ACCO SLING CHAINS... 


EACH REGISTERED FOR RESPONSIBILITY 


Whatever the type or size —— whether it be of iron, 
carbon steel or alloy — each ACCO Sling Chain is 
registered and carries a guarantee. We are 
rapidly getting back to pre-war delivery 

schedules, but there will be no compromise with 
quality. On the contrary, our research 

department is constantly endeavoring to 


improve the quality of American Chain. \ 
© | 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


/ In Business for Your Safety 
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The Complete 
Quality Line 


HAND CUT FILES 
GROUND FROM SOLID CUTTERS 
CARBIDE CUTTERS 


1;/eihade+s TERRITORIES. ARE. AVAILABLE 


© Ford—America's oldest rotary file manufacturer. 

® Nationally recognized throughout metal, wood and plastics industries. 
® Quality product, intensively and extensively advertised. 

® Most complete line—a right file for every job. 

® Easy to sell—comparable prices. 

© Quick turnover—many uses. 

¢ Immediate delivery from stock. 


SEND FOR COMPLETE DETAILS — CATALOGS — PRICES — DISCOUNTS 


 - FORD 
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| UNIVERSAL TOOL GRINDERS 
ARE READY... 





MULTIPLE SPEED 
UNIVERSAL TOOL GRINDER 


Ready! Yes, ready to serve on the tremendous job 
which is still ahead. When the war began Knock-Out 
Tool Grinders were ready and served their country 
and Allied Nations well. Now, as reconversion 
becomes a reality Knock-Out Grinders are once 
again ready to take their place on the production 


line and on tool maintenance work. 


' ; SINGLE SPEED : 
A product is no better than the tools with which UNIVERSAL TOOL GRINDER | 


it is cut and shaped. Keep those tools sharp and 

keep them right! Whether you’re using high speed 5 

steel or carbide tipped cutting tools, there is a K-O Py — 
Grinder built to accommodate your needs. The low ? 1. 
original cost and negligible upkeep on Knock-Out pif 
Grinders makes hiring others to do cutting tool eS, 
maintenance highly impractical. 


Knock-Out Engineers have made available more 
time-tested grinder fixtures than has any other 
manufacturer. If it can be done—it can be done 
more easily and economically on a K-O Grinder. 


Get in touch with Knock-Out at Aberdeen or with 
your nearest K-O distributor. UNIVERSAL 
CARBIDE TOOL GRINDER 


nll, 7 
£3 A 


= 
Dd 
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K. 0. LEE COMPANY--ABERDEEN, S. D. 


CHIP BREAKER GRINDER 
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—organizations that like to set their teeth in a 
challenging sales opportunity and turn it into 
PROFITS! 


Write for full details and free samples 
now— Mystik Adhesive Products, 2628 
N. Kildare Ave., Chicago 39, Illinois. 
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fef-Stik Cloth and Paper Tapes, Protective and Masking Materials, Waterproof Packaging Papers, Advertising Signs and Displays, Self-Stik Stencils 
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valve sales 


flow through 


FAIRBANKS § 
PLANNED 
MERCHANDISING! 


Through a smooth-working policy of dealer cooperation . . . 
through constant industry-by-industry advertising in leading 
sales-producing publications, distributors are cashing in on 
Fairbanks Planned Merchandising! 

Ruggedly-built, the complete line of Fairbanks bronze, iron 
body and all-iron valves meets practically every valve need of 
industry. Fairbanks valves have something engineers look for 
. . . the extra protection margin that Sites them operate 
satisfactorily under severe working conditions, + 

Fairbanks valves have something you look for . . . a nation- 
wide popular demand with which to gear your selling efforts. 
This demand has been built upon a record of service reliability 
of over fifty years. It has been stepped up by progressive 
merchandising policies. 


Write today for information about how your 
business can benefit by the fact that “American 
industry flows through Faitbanks Valves”. 


393 LAFAYETTE STREET, NEW YORK 3, N. Y. 


520 Atlantic Avenue, Boston 10, Mass. 
15 Ferry Street, Pittsburgh 22, Pa. 
748 M & M Bidg., Houston 2, Texas 





MILL SUPPLIES * DECEMBER, 1945 








‘ 


¥X&The right start is important in selling or anything . . . 
selection of product is perhaps the first important step for 
@ distributor. For the new selling set-up, which must come 
after wartime selling, you can do no better than sell 
GORHAM High Speed Steel Tool Bits. You don’t have to 
worry about changing times—postwar business, nor any 
of the many problems which confront the distributor who 


Three Distinctive C. 


GORHAM M-40-B 


FOR HEAVY CUTS IN 
HARD MATERIAL 


GORHAM STANDARD 


FOR THE COMMERCIAL 
FIELD 


STARTED 


hasn't made a proper selection of product. GORHAM Tool 
Bits are well known throughout industry—they have 
helped immeasurably to speed intricate and difficult types 
of war manufacture. This is your assurance of a continuing 
good market. We maintain adequate stocks for immediate 
shipments and would like to tell you all about GORHAM 
Tool Bits now. 


. Mi 7, ) ° ly 
GORHAM GORMET 


FOR MORE ABRASIVE 
MATERIALS 





GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE 


OETR OTE 


MILL SUPPLIES 
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_ZIP-LIFT |e 


HARWISCHFEGER CORP MILWAUKEE WIS 













Nowadays, there’s only one sure way to 
lower costs— more production per man- 
hour! And “thru-the-air” materials handling 
is a proved method of freeing skilled hands 
from unproductive work. 


Take the P&H Zip-Lift. With this modern 


|e 
wire-rope hoist, your production man never & 1 
wastes his energy — or skill — on load-lift- P 
ing. He just presses buttons . . . and his pS VOSS . nites 
loads are carried, lifted, lowered and placed 1s -_ HANOI-UFT nena 
Ha : 





with smooth, fast efficiency. Traveling “thru- 
the-air,” they move direct, without congest- 
ing aisles. 


Many of your materials can move with this 

same economy — from raw to finished state 

—and without costly rehandling. It's this 

speed and ease which have enabled Zip- 

Lifts to pay for themselves twice over in a 

single year. Let them work to lower your 

costs! Ask a P&H Hoist Engineer to look ELECTRIC HOISTS 
over your handling needs . . . or write us 4538 W. National Avenue, 
for Bulletin H20-2. Milwaukee 14, Wis. 


In order to gain increased cylinder head strength, a 


leading manufacturer of aircraft engines changed from cast 
aluminum to forged aluminum alloy. Milling of the Ye" 
fins presented a difficult problem. It was an operation which, 
according to the manufacturer, ‘‘represents a revolutionary 
new technique,” for the cutting speeds approach those of 
wood-working operations, speeds hitherto not attained 
in metal cutting. 


Because the saws in use would not stand up in service, a 
Disstoneer* was invited to study the problem and make 


recommendations. A Disston carbide tipped saw, with Cc U STO M E x S 


certain changes, was recommended which greatly improved 
performance. The problem was successfully solved .. . and 
anew Disston saw was born. This advertisement, with adap- 


tations, will be seen by your 


Another clear-cud cade : customers in the December 24th 
DISSTONEER—a man who com- 
‘ . bines the experience of Disston issue of Newsweek the De- 
of Disston leadership leadership and sound engineering e 


knowledge, to find the right tool for . ss : ies 
you—to cut metal, to cut wood and cember 22nd issue of Business 


other materials—and TO CUT YOUR 
COST OF PRODUCTION—not only Week, the December 15th issue 


on special work, but on ordinary : 
jobs as well. of Modern Industry, the De- 


cember 20th issue of American 
You may have no need for carbide tipped saws, but nearly every 


: 3 Machinist, and the December 
industry can speed up work and cut costs with— 





issues of Mill and Factory, 


DISSTON CARBOLOY-FITTED TOOLS and American Forests. 


There are Disston Carboloy-fitted Surfacing Knives ... Tongue 
= Seoove ee sos shouting and one Panes ees aoe 
pecially rorme utters. Fach is recommen or use in the 
cutting of hardwoods of an abrasive nature. Supplied in sizes HENRY DISSTON & SONS, INC. 
and patterns to meet many specifications. For increased produc- . . 
tion, greater economy and longer tool life, investigate the merits 1223 Tacony, Philadelphia 35, Pa., U. 2. A. 


i * “fi Tools. aa é , 
of Disston Carboloy-fitted Tools Branches: Boston, Chicago, Detroit, Memphis, New 
Orleans, Seattle, Portland, Ore., San Francisco, 


HENRY DISSTON & SONS, INC., 1223 Tacony, Philadelphia 35, Pa, U.S.A, * °° Asinctian’ ractory Sydaes, N.S Woon 
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WHAT'S THE BIG SELLING POINT FOR 


> F.L.A.T.? 


—. 


\ 


The chief reason so many distributors are recommending 
and so many firms are selecting Flat Leather Automatic Ten- 
sion drive is — less maintenance. F.L.A.T. can be installed 
with complete confidence that belt tension will be right for a 
maximum period of service without attention. 


Maybe some firms do expect, when they install another 
type of drive, that the drive will.take care of itself, but the 
bad news arrives sooner or later in the form of belt and bearing 
replacement and power wastage. 


The point about F.L.A.T. is— your customers always 
know belt tension is right ... automatically regulated in accord- 
ance with the load — high when the Icad is heavy, low when 
the load is light. Belt.and bearings wear less — less attention 
is needed. 


This important sales-making feature of F.L.A.T. drive is 
explained in Graton & Knight’s Belting Manual . . . and is the 
theme of Graton & Knight’s advertising in a long list of busi- 
ness papers. It is a talking point that will help make sales 
on an item that is the best choice for so many applications. 


~~ 


a 


BELT MAKES F.L.A.T. 
PERFORM 
WITH TOP EFFICIENCY 








Flat Leather Automatic Tension drive requires a flexible high 
friction belt in order to turn continuously over small, close 
connected pulleys with minimum wear due to flexing and with 
maximum pulley grip. 


The tannage and treatments given Graton & Knight's 
“Research” Belt develop the right characteristics for F.L.A.T. 
It is extremely pliable, has a special “built-in” pulley grip 
and has been pre-stretched, according to hide characteristics, 
to eliminate takeups in service. 

You can safely tell your prospects that a “Research” Belt 
will outlive a rubber V-belt on a corresponding drive by 8 
wide margin. 

Graton & Knight Company, 339 Franklin Street, Worcestet 
4, Massachusetts. 


Research Leather Beltin 


from Graton & Knight's line of leather belting ...the most complete for all applications. 
Graton & Knight distributors are listed under “Graton & Knight” in “Belting” section of 
Classified Telephone Directory and THOMAS’ REGISTER. 
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What Bethlehem Wire Rope Service 
Means to the Distributor 








This is no fairy tale. It often happens. 


















ible high 
all, close 
r and with 


A prospect comes in to the distributor and says, “I need some rope 
for a type of job I’ve never handled before.’’ He mentions the application. 
Then he wants to know, “What type of rope will do the best job for me?’” 


Knight's Well, if you’re a Bethlehem distributor and the problem happens 
beg to puzzle you, like as not you refer it to a Bethlehem field man. He 
vteienl studies the application; recommends the proper grade, size, and type of 

tope. It works out fine, and from then on you've got a steady customer. 





rch” Belt That's all part of the Bethlehem field man’s regular job—to help 
rive by®B you sell your prospects, and to show them how they can save money 
with Bethlehem rope. Furthermore, he’s always glad to tell them about 
Vorcestet F the care of wire rope, so that it will give longer, more satisfactory service. 


Field work is an important part of Bethlehem’s co-operation with 
its wire-rope distributors. Other outstanding items include convenient 
warehousing, dealer-help literature, and fair sales policies. Lastly (and 
most important) is the complete line of Bethlehem’s quality rope, 
. both preformed and non-preformed . . . rope you can recommend with 

confidence. 


When you think WIRE ROPE...think BETHLEHEM 
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OLD MAN CORROSION DEFEATED 
BY THIS “SECRET WEAPON”... 


It's the vehicle — the exclusive vehicle 
used only in Permite Ready-Mixed 
Aluminum Paint that means slower oxi- 
dation . . . armor-like protection against 


the damaging inroads of corrosion. 


It's this defensive ‘secret weapon” that 
insures better leafing . . . that sets up a 
more tightly sealed coating of over- 
lapping aluminum flakes, for protection 
of all types of surfaces. Permite Alumi- 
num Paint forms a smooth, lustrous finish 


ALUMINUM INDUSTRIES, Inc. * * 
* 

Cincinnati 25, Ohio ss ’ 

x 


OG OB 


READY 
MIXED 





of such exceptional durability that users 
find frequent repainting unnecessary. 


Now is the time to capitalize on the 
many special advantages of Permite, and 
roll up a nice volume of paint business. 
Remind your customers of the true 
economy features of this high-quality 
aluminum paint — its hiding ability, its 
durability, its ready-to-use form — and 
you will get a full share of the tremen- 
dous volume of paint business that is to 
be had during the months ahead. 


a» 


* ry 


Kye 


* 











ALUMINUM PAINT 


















PERMIT 
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wie \Na\ker-Turner 
RADIAL DRILLS 


os+ Head swings 360° 
horizontally (complete 
circle). 





rs ++eHeed swings 90° 

vertically (45° right 
Y: end 45° left). 
Le 
id 
S. 
1e F you're drilling, tapping or reaming 
Ly holes up to ¥2"’ in large workpieces 
ts .. . Walker-Turner Radial Drills are the 
d answer for faster production and lower 
— cost per piece. 
to 


Within their drilling ca- 
pacity, these versatile ma- 
chines have a greater range 
than standard drill presses 


DISTRIBU 
i BUT 
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«+» Gliding ram travels 
18". 


+ Drills to center of 
62” circle. 


+++ 16 spindle speeds 
from 160 to 8300 
repo, 


. .. are easier to operate and simpler to 
control than heavy radials. Low first 
cost, low upkeep and low power con- 
sumption are other important advan- 
tages of Walker-Turner Radial Drills. 
For complete description, 
send for our latest catalog. 











appear 


Walker-Turner Company, 
Inc., Plainfield, N. J. 
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You probably wouldn't deliver these bearinas across your 
counter on a silver platter, but their quality merits a pres- 
entation reserved for the best. Bronze bushings and bar 
stock are one of your most important lines and you should 
give careful thought as to whether you are handling the 
brand that offers you and your customers the most 
advantages. 


Consider, then, these reasons why you should have Shook 
products on your shelves. Quality . «.» Shook bushings 
are iedinael from Shook 664, an improved alloy which 
offers unusually high compressive strength yet sacrifices 
none of the other desired bearing characteristics. This 
alloy is cast by a method which assures absolute freedom 
from sand particles and other shaft-scoring foreign mat- 
ter. Machining is held to very close limits, thus making 


CATALOG 45 LISTS ALL SIZES 





PLAIN BUSHINGS ... FLANGED BEARINGS ... BAR STOCK? 


installation easier and faster. Field Service . . . Shook 
offers you the services of a competent staff of field engi- 
neers to assist your customers with their bearing problems. 
Advertising Support . .. Shook full page, two-color adver- 
tisements in leading trade papers, direct mail campaigns 
and other sales piacatienlh agihities build ready accep- 
tance. Dealer Policy ... the Shook franchise offers you a 
full line of bushings, bar stock and babbitts backed by a 
liberal guarantee which permits you to go "all out" to 
your trade in coauneliion Shook products. Shook un- 
derstands the dealers’ problems and offers its distributors 
full protection. 


You are invited to join the fast growing list of distributors 
who look to Shook as their source of bronze bearings . . . 
the line that's worthy of silver service. 


Write for the Shook catalog which lists over 


800 stock sizes of ready-to-use bushings, over 450 sizes of precision machined bored and 
solid bars and gives full particulars on the new Shook 664 bronze alloy. Also shown are 
Shook babbitt metals and much other helpful bearing data. Send for your copy of Catalog 
or better yet, ask our representative to call. 


45 today 
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Silicon Carbide « Aluminum Oxide « Garnox 
in full range of standard grit sizes 


All products conveniently and attrac- 
tively packaged. Technical goods only. 


Behind these products is an aggres- 
sive organization, long skilled in 
anticipating the needs of abrasive 
material users. And keenly alert 


a It’s a multi-purpose compound for hand 
| ) or machine lapping, serving a wide 
variety of purposes. 


Thirteen standard silicon carbide grit 
sizes from No. 50 to No. 600. Oil mix. Spe- 
lo cial formulas to meet unusual demands. 
pT Seven standard package sizes, from 2-oz. 
combination cans to 50-lb. pails. Con- 
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Sheets « Rolls « Discs « Belts 
Paper and Cloth Backed 


There’s 6-Point Sales Appeal in. . .— 


pon LAPPING COMPOUND 












to the distributor’s part in the 
picture. It will pay you—in 
volume and margin—to get the 
Michigan proposition. 






















veniently packaged for dealer sales. 


Prompt shipments. Distributor’s orders 
are shipped within 24 hours. 






Fairly priced. No premium to users 
for extra quality and value. 





Liberal discounts, with a better-than- 
average margin of profit for distributors. 






« mae 





we a. 
cee a el Sad ae hati Siete 


DRILLS + REAMERS - 





END MILLS 









AMPCO TWIST DRILL COMPANY 
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PHILADELPHIA 
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“Precedent shattering” best describes the face-lifting recently 
given U. S. Pressure and Vacuum Gauges. For here is the first 
major improvement made in pressure gauge design by amy manu- 
facturer in over a quarter century! Modern in every detail, these 
new, improved U. S. Gauges are the answer to progressive equip- 
ment manufacturers’ needs of today and tomorrow. 

It is one more selling point to complement traditional U. S. G. 
accuracy and dependability. One more reason why over 6 out of 





10 original equipment manufacturers choose U. S. Gauges—and 
why a still greater number will use them exclusively in the com- 
petitive days ahead. The big, new, easy-ordering, 100-page 
U. S. G. catalog will soon roll off the presses. Reserve your copy 
now, plan to keep it at your elbow and use it often. You'll 
find profitable gauge business practically yours for the asking! 


UNITED STATES GAUGE, SELLERSVILLE, PA. 


UMENTS Tell The Truth — 
pa 
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Every community, and every section of business: industry, mill 
or factory; all institutions, public and private; transportation 
companies, should check their fire fighting equipment, and 
the most important item of all is the Fire Hose. 

QUAKER, during the war, manufactured millions of feet 
of Quality Fire Hose, and a large portion saw active service 
in many strategic points. 

This dependable Quality Fire Hose is now available for all: 
city fire departments; industrial plants, mines and factories 
with their own Fire Departments; and those places where 


the volunteer fire fighting force acts as auxiliary until the city 
department arrives. , 

Whether you need 50 feet or 50,000 feet Quaker is ready 
to serve you promptly. 


are 


— 


ie pans £55 oe pont 
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Better check your fire hose today. Then let Quaker supply 
you with their Quality Fire Hose for as many feet as you need 
to give you adequate protection. 


QUAKER RUBBER CORPORATION 


Mfrs Industrial Rubber Products 


PHILADELPHIA 24, PENNSYLYANIA 
NEW YORK-CLEVELAND- CHICAGO-HOUSTON 


=f Western Territory 


Quaker Pacific Rubber Company 
San Francisco . Los Angeles 
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Muwavxee Industrial Brushes have gone far 
and wide in application in recent years. Able assis- 
tance, so necessary in production for victory, was 
auer ort found in these “TOOLS” and they were quickly in- 
butt ducted for a host of jobs. 


From this usage there has resulted a growth in appli- 
oe ld _— cation that is cause for immediate recognition as 
otwis Tul Polishing concerns sales for the new production era that is 
wire CvP at hand. 


Brasher 

nggurdibilt ; . . E . re 2 

Brushes |g yshes During this period when business is adjusting itself 
el 


aich Brae” Brushes to peace time work, we find our facilities pushed to 
the limit for MILWAUKEE Industrial Brushes. As fast 
as we can we are striving to catch up on production 
so that we can once again serve you with the prompt- 
ness so characteristic of “MILWAUKEE.” 

Seasons Greetings and best of luck for 1946. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 





a age “1 oe 
ae 


WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHED 


The Key to Industrial Brush Problems 


FLUE BRUSHES FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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SMOOTHING 
For smooth- 
ing, teeth 
have norrower 

spacing and 
longer angle 
here. 


Tue Nicholson Super-Shear is one of the 
biggest file developments in years. Basically of 
the curved-tooth file family, the Super-Shear is 
practically two files in one: - 


Its extremely sharp teeth are milled in an arc 
that is “off center” in relation to the axis of the file. 
This permits them to begin with deep, wide gullets 
and virtually a right angle — for fast cutting. 


The teeth become shorter and closer together as 
they terminate in a long shearing angle — for 
smoothing. 


Thus, when used with the overlapping right- 
toward-left stroke, the Nicholson Super-Shear 
“smooths out its tracks as it goes.” 


A. 


FAST CUTTING 
For fast cutting, teeth 
have wider spacing 
and shorter angle 
here. 


Patent 
applied for 


Longitudinal serrations, at 14°, help to break up 
the filings; to keep file clear of chips; to overcome 
“chatter” and the tendency to “run off the work.” 


The Nicholson Super-Shear is used wherever 
ordinary milled (curved) tooth files are generally 
used: on the flat or convex surfaces of aluminum, 
brass, babbitt, bronze, copper, magnesium, cast 
iron, annealed tool steel; on plastics, hard rubber 


and hardwood. 


The Nicholson Super-Shear makes an excellent 
“calling card” for the mill-supply salesman who 
carries it as a sample. Its uniqueness excites imme- 
diate interest. It also reflects the progressiveness of 
the house that handles and of the manufacturer 
who makes it. 


NICHOLSON FILE CO. ¢ 42 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 
(In Canada, Port Hope, Ont.) 








YOU'RE SLEEPING 
ON A 


TREASURE CHEST! 














if you’re overlooking 
American NORBIDE® the PROFIT-POSSIBILITIES of 


—o the finest nozzle ~~ 
can buy. We guarantee it for . 
1500 hours using, steel abrasive American LONG-LYFE NOZZLES 
and 750 hours with silica sand. 

The Norbide (boron - carbide) 

insert is the hardest material ? F 

ever manufactured for commer- We don’t mean to infer that you are asleep on your job. But 
cial use. Made in sizes and types for all re- 
quirements. Prices range from $19.75 to 
































if you’re not awake to the treasure of profits that lie in Ameri- 


$31.25 each. can Long-Lyfe Nozzles you are missing a chance to add greatly 
* Registered trade mark for Norton Co's. boron- wi 
carbide. to your business volume. 


The American Line of air blast nozzles covers every price 


American HEANIUM field. The types and sizes available supply every conceivable 
; user requirement. And the service efficiency and lasting quali- 
An extremely popular nozzle in : j 
the medium price field. Gives ties of Long-Lyfe Nozzles are a matter of record with all who 
long service at low hourly cost. 
Thousands have been sold. and 
the demand increases day by 
day. Has a long-lasting ceramic 


use them. 





Your present customers are your market. You know them, 


i -» insert. Jacket is made of abra- they know you. Therefore, no extensive market development 
sion-resisting alloy steel. Supplied in both P 3 4 
flange and screw base types and in standard job is necessary — you simply make more money from your 


Fa Cane ar Cae ale CRE en established contacts. We help you with extensive advertising 


in trade papers and by direct mail to keep business coming 





your way. 

American V-METAL 

A very durable nozzle with 

wear-resistant qualities surpris- , 

ing for a nozzle so low in price. Act today — pry the lid off that treasure 

Made of heat-treated abrasion- chest. Send for literature, prices, discounts 

resisting alloy steel. The shop . . , 
accustomed to using hard iron and information on how you can cash in 
. nozzles will find this a superior on this profitable “repeat” business. 


product in every way. Prices at 25¢ each. 








American BN Wey Ay A 
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INISH reaming hardened Army tank ‘track forgings with 
d CLEVELAND Expansion Reamers. 3200 holes per day 
reamed with accuracy. 


Typical of the many instances where skill and dependable 
CLEVELAND tools enable contractors to exceed production 
schedules. 


The ¢ trade mark has been the symbol of precision in tools 
since 1876. Specify CLEVELAND Twist Drills, Reamers, Screw 
Extractors, Arbors, Mandrels, Sockets, Mills, Counterbores and 
Carbide Tipped Tools for uniformity and performance. 


TWIST DRILL 
COMPANY CLEVELAND 
1242 EAST 49" STREET DISTRIBUTORS EVERYWHERE 
CLEVELAND ARE READY TO SERVE YOU 
TRADE MARK FEG. U S&S PAT OFF AND FOREIGN COUNTRIES 
20 THOMAS ST. NEW YORK @ NORTH JEFFERSON ST. CHICAGO 650 HOWARD ST. SAN FRANCISCO 
6515 SECOND BLVD. DETROIT BRUNEL ROAD. OLD OAK COMMON LANE. ACTON, LONDON W. 3. ENGLAND 


This advertisement appears in current issues of 
leading magazines in the metal-working field. 
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Published by SYLVANIA ELECTRIC PRODUCTS I 








eR Se Pag renege 


NC., Salem, Mass. 




































Through extensive research and fur- 
ther improvement in manufacturing 
methods, Sylvania Electric has made 
available more light from their pop- 
ular 20-watt and 40-watt fluorescent 
lamps. 

For wholesalers this means giv- 
ing further impetus toward the in- 
stallation of fluorescent lighting to 
a greater extent than ever before. 

These increases have been accom- 
plished by Sylvania without any 
change in some physical or techni- 
cal characteristic of the lamps. And 
they entail no additional cost to 


purchasers! 
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NEW EFFICIENCY RATINGS OF 20-W, 40-W 
FLUORESCENT LAMPS ANNOUNCED BY SYLVANIA | 





The above curves show new 
and old lumen ratings (at 
100 hours) and the lumen 
maintenance throughout 
life when lamp is operated 


on 12 hour cycle. 








Prior to May 21st of this year the 
10-watt White fluorescent lamp was 
rated at 52.5 lumens per watt. New 
rating represents an increase of 
11.5% over the lumen rating which 
was effective until May 21st. While 
the lumen maintenance rating of 
the 20-watt Daylight lamp, on a 
12 hour operating cycle at 70% 
life, has been increased 15.4%. 


SYLVANIAS ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 










Your GATES VULCO ROPES 





CHICAGO 6, ILL., 549 West Washington. 
LOS ANGELES 21, CAL., 2240 E. Washington Blvd. 
PORTLAND 9, ORE., 333 N.W. 5th Ave. 








Are Today Making Performance Records 
NEVER EQUALED by ANY V-Belts Before! 





Early in the war, it became perfectly 
clear that Army tanks, tractors and self- 
propelled big guns in combat service simply 
had to have V-Belts of greater strength and 
durability than had ever been built before. 
Gates developed these greatly superior V- 
belts through intensified, specialized re- 
search — and here is why this fact is now 


important to YOU: 


Every improvement developed by 
Fe ee SV vckto'nee 
also been added, day by day, to 
the quality of the standard Gates 
Vulco Ropes which have n de- 
livered to you. 


Here is one of the very few instances 
in which improvements developed pzwmarily 
for military use could be passed on imme- 
diately to you. Ordinarily, you would have 
had to wait. An exception was made in the 
case of Gates V-belts because it was recog- 











Vil} [PP] I e 





DENVER 17, COLO., 999 S. Broadway. 
DALLAS 2, TEXAS, 1710 N. Market St. 


nized that industry needed the best possible 
V-belts in order to achieve the greatest pos- 
sible production—and maximum production 
was vitally essential. 

That is why Gates has been able to pass 
on to you, day by day, every V-belt improve- 
ment developed for our armed forces during 
the war —and that is why your Standard 
Gates Vulco Ropes are today outperforming 
any V-belts ever built before! 






THE MARK OF 
SPECIALIZED RESEARCH 


THE GATES RUBBER C0. 


Engineering Offices and Jobber Stocks 
in All Large Industrial Centers 


DETROIT 2, MICH. 223 Boulevard Bldg: 
SAN FRANCISCO 3, CAL., 170 Ninth St 
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—and for “all out” production 





you can safely recommend 
these belt fastening products 





[FLEXCO] 41> 


BELT FASTENERS 
AND RIP PLATES 


ALLIGATOR 


9 SEP gee 
 - 


STEEL BELT LACING 


FOR CONVEYOR BELTS 
Bulletin F-100 shows how to make 
“water-tight” butt joints in conveyor 
belts with Flexco HD belt fasteners. 
Also shows the various types of rips 
and patches that can be handled with 
these fasteners and with Flexco HD 
rip plates. Lists fasteners made of 
steel, “Monel,” “Everdur” and 
“Promal.” The use of these fasteners 
has increased tremendously and if 
you use conveyor belts from %" to 
1%" thick you will want this bulletin. 





®Flexco HD Belt Fasteners on a coal conveyor 
showing the natural troughing of the belt. At the 
right is a view showing the type of repairs that 
can be made with Flexco HD Belt Fasteners and 
Rip Plates. 





FOR TRANSMISSION BELTS 
Bulletin A-60.shows how to handle 
the lacing of flat belts up to %” thick. 
Also how to cut out a damaged or 
worn section and splice in a piece 
right at the machine without loss of 
time and without requiring any tool 
but a hammer and a cutter. Tells 
when to use Steel, Monel or Everdur 
lacing for different services and gives 
list prices on long lengths up to 96” 
in both steel and alloys. Every pur- 
chasing department and belt main- 
tenance man should have a copy. 


“JUST A HAMMER TO APPLY IT 





® Throughout the whole range of transmission 
belts from thin tapes to belts 54” thick uny 
maintenance man can easily lace a belt with 
Alligator as shown here. 





ALLIGATOR 


: Po 


V-BELT FASTENERS 


FOR V-BELTS 

Bulletin No. ¥-205 shows how the 
new cross-woven fabric core V-Belts 
are fastened with Alligator V-Belt fas- 
teners, With this belting and these 
fasteners it is now possible to apply 
V-Belts to a much wider range of 
service such as line shaft and machine 
drives where the endless type of V- 
Belt could not possibly be applied. 
This bulletin should be in the hands 
of every designer of machines where 
V-Belts are to be used. 






H ® Alligator ''V’'-Belt Fasteners 
| as applied to a cross woven 
fabric core V-Belt on a ma- 
chine tool. The view above 
shows a close-up of the fas- 
tener. This fastener is not to 
be used to repair broken or 
stretched out endless cord 
V-Belts. 





ALLIGATOR 


er, 
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BELT CUTTER 





FOR BELT CUTTING 


Bulletin BC-300 shows how the Alli- 
gator Belt Cutter speeds up belt fas- 
tening work. It cuts any belt (except 
metal stitched) up to 42” thick and 8” 
in width with one movement of the 
cutter. 





®@ Alligator Belt Cutter as 
used on the bench—or as 
up-ended on the floor. 








Sold by supply houses everywhere 
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Get the most 


from your 
COUNTERBORES 


Counterboring Tools should be 
run at moderate speeds and 
feeds. This is especially true if 
surfaces to be counterbored 
are angular, rough or scaly. 


Pilots of proper size help to 
maintain alignment and accu- 
racy. 


National Counterboring Tools 
are made in a variety of styles 
and sizes. For best results, 
specify the correct National 
Cutting Tool for each job. 


DISTRIBUTOR! 


Leading distributors in every sec- 
tion of the country have stocks 
of National Cutting Tools. Every 
National distributor offers factory 
trained engineers to serve you. 
Call your National distributor for 
cutting tools or any staple indus- 
trial product. 


(REN. a 


NATIONA 


A RAYAVA Boye Os DD SU © by oA WIND Bs BON OD Fat GLO Bee Ua 


ROCHESTER. MICHIGAN, U.S.A. 





-Here’s how to cut costs on today’s tough jobs 
SPECIFY 


SUPER 


SPECIAL ‘i: TOOLS 


You get the benefits of Super'’s years of 


SIEGE TELAT yA it eae la 


experience in the manufacture of carbide- 
tipped tools. You get the benefits of the 
production experience of Super’s engineers 
plus the keen analysis of your problems in 
cutting cast-iron, steel and non-ferrous 


materials. 


You get Super Satisfaction 


because 


Super tools deliver the EXTRA... 
that brings costs down on every 
production job. You get speedier 
production . . . top-notch accuracy 





. and real economy when you 
specify Super Tools. No matter what 
your cutting job . . . consult Super 
first... cut costs today. 


WHATEVER YOUR CUTTING JOB 
LOOK FIRST TO SUPER... 


Super Tool Company makes a complete 
line of standard carbide-tipped bits, 
reamers, plain and side mills, shell end 
mills, face mills, end mills, counterbores, 
drills, and centers. You'll get real satis- 
faction when you specify Super Tools. 


SUPER TOOL COMPANY 
Carkide “Tipped “Jools 


21650 Hoover Road, Detroit 13, Michigan 
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"It's the boss, Bill, carrying Taylor Spiral Pipe across the threshold. He says he’s now MARRIED to it!” 








Don't be wedded to the old ways! 


_Of course it’s bad engineering to be married to any is gained through the spiral construction—the spiral 
one product or practice. But it’s still worse to be wedded seam, reinforcing it from end to end, that makes it the 
to tradition. In the matter of pipe for everyday services, strongest type of pipe of its weight. The light weight 


too many people are. They automatically use Standard means economy at every step .. . lower initial cost, ship- 
Thickness Pipe for any application that doesn’t call for ping cost, handling cost, erection cost—lower cost of 
still heavier pipe. supporting structures, too. 

There is only one thing wrong with this practice of As a result the installed cost of Taylor Spiral in many 
using Standard Thickness Pipe for all run of plant serv- _— cases is no more than half that of the heavier pipe it so 
ices, but it’s a big wrong: Standard thickness pipe costs well replaces. 
too much! It costs too much because Taylor Spiral Pipe Switching to Taylor Spiral Pipe for services like those 


will handle a large percentage of the services that are _ listed is made easy by the complete range of sizes and 
ordinarily assigned to Standard Thickness Pipe—handle wide variety of fittings. Thicknesses range from 12 to 
them adequately and with strength and service life to 6 gauge; sizes from 6” to 42”; joint lengths up to 40 ft. 
spare; yet at far lower cost. All types of end joints and couplings, all kinds of fit- 

Taylor Spiral effects a drastic reduction in the cost of _ tings and specials or fabricated assemblies are produced 
all moderate and low pressure piping becayse it has by Taylor Forge & Pipe Works, assuring complete serv- 
remarkable strength in ratio to its weight. The strength —ice and undivided responsibility. 


TAYLOR FORGE & PIPE WORKS 


General Offices & Works: Chicago, P. O. Box 485 * New York Office: 50 Church St. *% Philadelphia Office: Broad Street Station Bldg. 










SELL TAYLOR 
SPIRAL PIPE FOR: 


@ High end Low Pressure Water Lines 
@ Low Pressure Steam and Air Lines 
@ Steam and Diesel Exhaust Lines 

@ Vacuum and Suction Lines 

@ Blower Piping 

@ Sand and Gravel Lines 

@ Industrial Gas Lines 

@ Oil and Gas Gathering Lines 

@ Swing Pipe 

@ Spray Pond Piping 


@ Hydraulic Mining 
@ Dredge Lines 
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In the early days of the war, Nylon tow 
£ rope was shortlived because it kinked and 
whipped. The success of great invasions by the 
Airborne infantry depended upon stabilizing the 
tow rope. 


Columbian Laboratories attacked the problem 
. stabilized the rope . . . made it trail straight 
behind the plane. Our patent No. 2,343,892. 


THEN WE GAVE IT VOICE! Plane to glider communication was essential. 
The old method was to loop the telephone cable along the tow rope. After Co- 
lumbian Laboratories studied that one, we produced a tow rope with built-in 
communication wires (Patent Pending), with jacks at the ends to plug in the 
service ... jacks that released smoothly when the glider cut loose! 


The war is ended, but Columbian Research 
goes on. To the problems of Peace we bring the 
skills of war . . . that we may continue to pro- 
duce only the finest cordage, for each of the 
jobs it must perform, in the days that lie ahead. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee Street 
AUBURN, “The Cordage City”, NEW YORK 
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3/,'' HEAVY-DUTY DRILL 


Te Y, Bele) 


You Black & Decker Distributors can sell more Portable 
Electric Drills to fit more industrial uses—because you 
have the most complete line in the world. 


You can supply any capacity from '/,"' to 1!/," in steel, 
double in hardwood. You can offer most sizes in standard 
and heavy-duty models—and most models offer a choice of 
high or low speed operation. You can supply models with 
the famous “‘Pistol Grip and Trigger Switch’”’—models with 
side handles, end handles, spade handles and detachable 
handles-—to give buyers a choice 

that means maximum operat- 

ing ease and efficiency. 


What’s more, every time you sell 
a Black & Decker Drill, you 
open up opportunities to sell a 


@Trade Mark Reg. U. S. Pat. Of. 


4'’ STANDARD HOLGUN 


$39.50 


Drill Stand, Hole Saws and many other attachments and 
thus further increase your volume. 


Strong national advertising of Black & Decker Drills and 
attachments is opening more doors for you now. Walk in 
and close the sales. The Black & Decker Mfg. Co., 617 
Pennsylvania Ave., Towson 4, Maryland. 


LEADING DISTRIB 


DE CENV BEF 


ELL 
UTORS EVERYWHERE s 


ELECTRIC 
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FLOOR Protection by 


of Economical 


RUBBERLIKE 4c Marathon RUNNER 


ce at Buffalo’s W. A. Case & 














Rubberlike’s 11-year performan 
Son Mfg. Co. is typical of the service this marathon floor run- 


ner gives in schools, hospitals, hotels, factories, institutions, 
offices. Wherever foot traffic batters busy floors, corrugated 
Rubberlike cushions the blows, quiets traffic, cuts cleaning 
costs. Water won't make it slippery — @ boon where splash- 
ings and tracked-in rain are safety hazards. Ic hugs any surface 
without cementing. The edges lie flat without curling. 

Test Rubberlike runner on your toughest traffic spots. Give 
longer life to good floors, new life to old. And 
talk about economy! Rubberlike protection cosTs 
LESS THAN 6¢ PER SQUARE FOOT! Available in 
25-yard rolls, 36" wide. Order from your supply 
house or write for free sample to Bird & Son, inc.. 
Dept. 1412, East Walpole, Massachusetts. 



























































Founded 1853 
w. A. CASE & SON MFG. CO. 
Rn, OFRCES: BUFFALO & Y> 
Plumbing, Heating and Industrial Supplies 
TEL: CL. 6020 ¢ 31 MAIN STREST 
BUPPALO 3, Naw yore 
, Fed. 20, 1945. 




















Bird and Son, inc. 
Bast Walpole, Mass. 








Gentlemen’ 






Recently we were reminded of the excellent service 
given by the Rubberlike which eleven years &g° was 
laid on the ramp connecting our office and ware~ 
house. The enclosed pictures will show you now 
well this Rubberlike has withstood the traffic at 


this busy spot. 
















e that our office and warehouse are OP 
aifferent levels so this Rubberlike hes had unusu- 
ally severe service from persons waaking both up 

and down the incline. Such a record for your pro~ 
duct should, indeed, ve brought to yor attention. 


You will not 






10-SECOND sTORY OF 


RUBBERLIKE'| 


WATERPROOF ° PRESERVES FLOORS 
LONG LIFE * HEAVY puTy « SkID-PROOF 
NO SPECIAL UPKEEP ° quiets T 
HUGS ANY FLOOR - EXTRA RESILIENT 
NO CEMENTING NECESSARY * Low cost 

*Reg. U.S. Pat. OF 




















We have been very pleased with this installation of 
Rubberlike which the pictures show will give many 
more years of service. 




















Yours very truly, 


yA 


Vice Pres. 
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Talk of the Trade 


WAR JOB DONE: Frank Chase (Chase, Parker Co., Boston) has his 
62-ft. boat back. . . . He turned it over to the government when the war 
started and it was used by the Coast Guard. . .. Now Frank faces the job 
of reconverting it... . Frank and his brother Perly Chase are toying 
with the idea of turning their recently acquired Cape Cod property (more 
than 200 acres) into a summer resort. 
























FROZEN: Having been frozen in the job as president of the National 
Association of Credit Men, R. L. Simpson (C. T. Patterson Co., New 
Orleans) hopes to be relieved of the post at the convention next spring. 


NAMES TELL THE STORY: R. W. Dotter believes in descriptive names. 
. His refrigeration, heating equipment and supply company in Sacra- 

mento operates under the title The Hot n Kold Shop. . .. A new distribution 

firm in Madison, Wis., Dorken, Inc., is headed by Kenneth R. Olsen. . 

The firm name was made up from the first three letters of Mrs. Olsen’s 

and Mr. Olsen’s first names, Dorothy and Kenneth. 

. 

LIKE FATHER-—: Henry Topkis (Delaware Hardware Co., Wilmington) 

boasts a new sound-proof, air-conditioned office. . . . His father, Harry 

(now in seini-retirement) deplores the whole thing—an office should con- 

sist of a desk in the middle of the works, he says. 










RUSH, RUSH, RUSH: George Kohlmeier (J. M. Kohlmeier, Inc., Long 
Island City) is a very busy member of the Rockville Centre Volunteer Fire 
Department. . . . As chairman of the entertainment.committee, he is kept 
on the jump by constant social activities but, George says, there's other 


work too. . .. Those three o’clock winter morning fires are really somethin’. 























POST WAR DAYS: H. J. Turnstrand (Minneapolis Iron Store) is look- 
ing forward to resuming his hobby—color photography. . . . The end of 
the war releasing more film and a let-up in the strenuous war-time demands 

















of his business will combine to let him again take motion pictures. 

COMMUNITY SUPPORTER: T. H. Harry Brindley (W. A. Roosevelt 

Co., LaCrosse, Wis.) is busy these days with civic plans for attracting new “ 

industry to LaCrosse. . . . He and the city fathers are planning new industrial , 

and residential developments for the Wisconsin community. ' 

MOVING UP: Although Mark Lyons, Sr. (McGowin-Lyons Hardware & 

Supply Co., Mobile, Ala.) expects to move upstairs to the chairman of the I 

board seat to make room for his son as president, he plans to see things h 

are running right. . . . / At least for a year or two, says Mark, Sr. Now It Can Be Sold . 
a 

WAR AWARD: Briggs R. Kinney (Western Machinery Co., Sacramento) 

is feeling good over the Army-Navy E Award—with ceremonies and a radio d 

broadcast—made to six group members of the Sacramento War Industries \' c 

of which Western Machinery was one. r 
v 

GOOD HUNTING: G. C. Peterson (G. C. Peterson Machinery Co., Minne- \ 0 

apolis) made a quick trip to the duck shooting territory of South Dakota \\ ( 

on the opening day of the season and was amply rewarded. . . . He and his 

partner got 20 birds in the first few hours of shooting. R.W.B. Post War Holiday : 
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“THIS IS.ONE OF THE BEST”, say Jenkins Valve Distribu- 


tors who take a good look at the big new creative selling 
program launched by Jenkins Bros. 


They know that it is timely, needed. They can see 
hundreds of industrial operating executives reading and 
heeding Jenkins dramatic reminders that a general in- 
spection of valves is needed at once to prevent trouble 
and heavy expense. 


It is obvious that such an inspection program will pro- 
duce plenty of orders for valves. Distributors know that 
countless valves have become worn to the point where 
repairs are not good business for the owners... that 
when plants put-the-finger-on those worn out valves, 
orders for replacements will follow. 

It is clear, too, that Jenkins work-saving inspection 
plan and‘record sheets (the ready-made ‘Valve Retire- 
ment Plan”) will be widely welcomed and used. And, 


Big, color ads will carry. this message repeatedly to 
readers of many important industrial publications. 


VALVE RETIREMENT PLAN 





MAKING ROS 30h hite St, New Verda 4 


Pinww weed. withewt change 
0018 RST mee Ne rae ~eewmiaon _ 
the approsinane somber af valves ve: he checked. 


> 


that by using it, plants will tend to favor Jenkins Valves 


for replacement. 

Capitalize on this latest and hottest Jenkins sales build- 
ing idea. Scores of engineers and executives in your area 
will write to Jenkins Bros. for a copy of the “Valve Re- 
tirement Plan”. Make sure none of your customers over- 
look it... plug the plan wherever you go! 


Jenkins Bros., 80 White Street, New York 13; 
Bridgeport, Conn.; Atlanta, Boston, Philadelphia, 
Chicago, San Francisco. Jenkins Bros., Ltd., Mont- 


real, London. 
Panera, 
LOOK FOR THIS <> DIAMOND MARK 














Grito Cie 
_ JENKINS VALVES 


SINCE 1864 
For every Industrial, Engineering, Marine, Plumbing- 
’ heating Service . .. In Bronze, Iron, Cast Steel and 
Corrosion-resisting Alloys ... 125 te 600 lbs. pressure. 
Sold Through Reliable Distributors Fverywhere 
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REPUBLIC INDUSTRIAL PRODUCTS (, 
YOUNGSTOWN, O. 
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W. F. CROWDER, Executive Editor 
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_ Inventory 


HIS is the season when the thoughts of businessmen 

turn to inventory taking—that annoying, tedious 
job of physically counting stock. It should also be a 
period of inventory taking in another sense on this our 
first peacetime Christmas season in six years. It should 
be a period first of thanksgiving for the successful con- 
clusion of a war that kept free men free. That thanks 
comes from the hearts of all free men. 

In another sense, it should be a period of inventory 
taking by each trade and industry as well as by each 
individual firm. It should be a period of review. of 
reappraisal and rededication. We pledge our faith in 
the free enterprise system. Indeed, it is only in an 
economic society where men are free to make their 
own business decisions, right or wrong, that personal 
freedom of the individual exists. In those forms of 
society where economit decisions are made from a point 
of centralized authority, men themselves become the 
subjects of manipulation by other men in authority. 

With this right or opportunity of free choice in busi- 
ness decisions which characterizes our system of eco- 
nomic organization, is a correlative duty or obligation 
on the part of those exercising the choice. There is an 
obligation for risk taking, for production, for per- 
formance. Each industry, and more specifically, each 
firm within each industry has certain functions to perform 
and in the efficient performance of these functions its 
existence must be justified. 

We are just emerging from a war period when most 
business decisions were circumscribed by necessary war 
control measures. Although we recognized the neces- 


sity for the total mobilization of our economic resources, 
we didn’t like the controls which this mobilization 
entailed. 


In a deeper sense, and to cite a particular 
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case, those of us who have a responsibility for distribu- 
tion in at least one segment of our economic system, did 
not like the brief glimpse we got of the form capricious 
and arbitrary decisions by not too well informed con- 
trollers might take. 


measures designed to by pass the so-called middleman 


We all recall the narrowly averted 
the distributor—in the interests of economy early in 
the war. In our free enterprise system the continued 
existence of the distributor is a clear indication that he 
is performing a useful service. But even well-meaning 
controllers may base their actions on ill-informed judg- 
ments or just plain prejudice. That shadowy vision we 
got of the gun butt knocking on our door was not too 
pleasant a view of what control may mean and is cer- 
tainly a sobering reminder that we must make our free 
system work. 

Even our erstwhile critics concede the value of the 
contribution made by industrial distributors during the 
war. But the challenge is with us again. Produetion has 
demonstrated its tremendous capacity to turn out goods. 
The question now is, can distribution move the greatly 
enlarged volume of goods into the hands of ultimate 
consumers ? 


It is a challenge that, in our free enterprise system. each 
5 ] y 


That is a challenge to every distributor. 


distributor must meet individually. Ile has the responsi- 
bility in his own business for the performance of certain 
functions. Each distributor has only the responsibility 
for getting his own house in order. And as all parts 
move smoothly so the whole economic machine turns. 

Yes, this is a time of inventory taxing. It is the time 
in each firm for a critical analysis of each function. The 
days of free business decisions are close at hand, but so 
are the days when each business has a responsibility in 


its own sphere for production and performance. 
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Full Employment Bill, 1945 


In January and February of 1945 the so-called Full Em- 
ployment Bill of 1945 was introduced in identical form in 
both the House of Representatives and the Senate (H.R. 2202 
and S. 380). The Senate has passed a greatly amended form 
of the bill and this amended bill as well as the original are 
up for consideration in the House. This legislation deserves 
the most careful analysis by all businessmen and the results 
of their considered judgments should be made available to 
Congress. 

The declared purpose of the legislation is to assure the 
continuous full employment of the nation’s labor force within 
the framework of a system of free competitive private enter- 
prise. In the language of the House bill, “Jt is the policy of 
the United States to foster free competitive enterprise and the 
investment of private capital in trade and commerce and in 
the development of the natural resources of the United 
States.”” Certainly in these broad objectives everyone will 
concur. Disagreement and criticism can relate only to the 
means by which it is proposed these objectives shall be ac- 
complished, not to the end itself. 

Major criticism has been leveled at three provisions of the 
bills (1) the right to employment, (2) the spending provi- 
sions and, (3) the national budget. 

The House bill says “All Americans able to work and seek- 
ing work have the right to useful, remunerative, regular, and 
full-time employment, and it is the policy of the United States 
to assure the existence at all times of sufficient employment 
opportunities to enable all Americans who have finished their 
schooling and who do not have full-time housekeeping respon- 
sibilities freely to exercise that right.” 

Federal spending is to provide jobs should a gap occur, 
“To the extent that continuing full employment cannot other- 
wise be achieved, it is the further responsibility of the Federal 
Government to provide such volume of Federal investment 
and expenditures as may be needed to assure continuing full 
employment.” 

The House bill directs the President to submit annually 
in January a National Production and Employment Budget 
covering the fiscal year starting six months later, July 1. 
This budget includes (1) estimates of the labor force, (2) 
forecast of the volume of private business, (3) estimates 
of the deficiency, if any, of private expenditures below full 
employment requirements, (4) a program for reducing such 
deficiency, (5) estimates of the effects of this program, (6) 
estimates of the volume of government spending required to 
eliminate the deficiency and, (7) specific recommendations 
as to how such spending is to be accomplished. 


Currently Important 
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A number of individuals and business organizations have 
presented testimony before the various committees of Con- 
gress that have held hearings on the bill. One of the most 
penetrating and thoughtful of s@ch presentations that has 
come to our attention was that of the Machinery and Allied 
Products Institute. The full text of the statement before the 
House Committee on Expenditures in Executive Departments 
is available from the Institute at 221 N. LaSalle Street, Chi- 
cago. It is well worth careful reading in its entirety, but 
excerpts from the testimony on the three controversial pro- 
visions outlined here are of direct interest. 

After pointing out the difficulties involved in any attempt 
to administer a program based on full employment as defined 
in the bills, the testimony goes on to say, “Jt is an elementary 
principle of law that every right imposes a correlative duty 
or obligation, without which it is meaningless. Obviously, it 
is meaningless to confer on every American “able to work and 
seeking work” the right to a job unless by so doing we im- 
pose somewhere the duty to provide the job. On this point the 
bill is less than forthright, since it refers to the “policy” 
rather than to the “obligation” of the United States to pro- 
vide opportunity “freely to exercise this right” but the im- 
pression it seeks to create is clear: the federal government 
assumes the responsibility for guaranteeing jobs for all.” 

Our government spending as an econemic remedy, the 
Institute points out, “/t is as if they (the advocates of govern- 
ment spending) had discovered an economic panacea, to be 
applied indiscriminately whenever anything is wrong, regard- 
less of the nature of the malady. They appear to have lost 
interest in other remedies, or in efforts to correct the specific 
maladjustments that generate under-spending. Instead, these 
maladjustments are simply to be overridden or smothered by 
an outpouring of governmental expenditures. This over sim- 
plification represents one of the most ominous delusions of the 
present day. There is a world of difference between the 
proper use of deficit financing, conjoined with policies cal- 
culated to minimize the need for it, and its improper use as 
a panacea.” 

And on the forecasting required to produce the estimates 
of the National Budget, “70 anyone familiar with the art of 
business forecasting as now practiced, this is one of the most 
fantastic schemes ever propounded. Had it occurred to its 
sponsors to dig from the files of the Executive departments 
and agencies a random sample of the confidential forecasts 
made in the past by government soothsayers—there are thou- 
sands of such forecasts—they would have been quickly and 
conclusively disillusioned. As it is, they propose not only that 
the President forecast economic conditions for an entire fiscal 
year still six months away; he is to prepare a program predi- 
cated on this forecast and then say what effect it would have.” 
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Readers award plaque to publication in 


recognition of admirable service to the dis- 
tributor during war period, Walter Ethier, 
president, makes the presentation. 


THE UNUSUAL DISTINCTION of being honored by its readers 
for having performed outstanding service during the try- 
ing war years was conferred upon MILL SuppLies last 
month by the Central States Mill Supply Association at 
its thirteenth annual meeting in Chicago. 

Speaking for the association which is made up of 
midwestern industrial distributors, W. W. Ethier, 1944-45 
president, declared Mitt Suppiies “was of great help 
during the war, printing and explaining priorities fol- 
lowed by articles on renegotiation, reconversion, contract 
termination, and other subjects of interest to distributors.” 

Walter F. Crowder, executive editor of MILL SupPLigs, 
received the plaque from Mr. Ethier at the business session 
of the annual meeting. 


MILL SUPPLIES 





























STATEMENT OF WALTER W. ETHIER 


On The Occasion Of Awarding A Plaque 
To MILL SUPPLIES: 


MOST OF US each 
SUPPLIES, the industrial distributors’ magazine, 
its editorials and educational articles. MILL SUP- 
PLIES has been of great help to the distributor in so 
many ways it would be difficult to enumerate all of 
them. 


read issue of MILL 


Their research department is usually working 
on some phase of the distributors’ business and the 
results printed in MILL SUPPLIES are always inter- 
esting and enlightening. In the October issue, for 
instance, we find articles on salesmen’s compensation, 
outlining methods used by others in our industry 
which are eagerly read and thoroughly analyzed. 


MILL SUPPLIES was of great help during the 
war, printing and explaining priorities followed by 
articles on renegotiation, reconversion, contract ter- 
mination, and many other subjects of interest to dis- 
tributors. 


Therefore, the Central States Mill Supply Asso- 
ciation has asked me to present to MILL SUPPLIES 
this plaque in recognition of MILL SUPPLIES’ ad- 


mirable services to the distributor. 
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OPA’s 


Absorption Policy 
Denounced 


Attorney warns Central States Mill Supply group 
that OPA’s program will cut margins drastically 





unless curbed by concrete proof of undue severity. 


SEVENTY-FIVE EXECUTIVES of 54 mem- 
ber firms of the Central States Mill 
Supply Association met Nov. 5, in 
the Palmer House, Chicago, for a fast- 
moving, one-day annual meeting. It 
was their thirteenth anniversary and 
the first in the post war period. 
The midwestern distributors had a 
lot of questions. This was evidenced 
in floor discussions which followed 
talks on such things as Washington 
regulations, the 40-hour week, main- 


taining margins, and training and, 


paying salesmen. 

Members were seated at two long 
tables, crossed at one end by a speak- 
ers’ table. Thus the affair had the air 


of an informal, round-table discus- 
sion. 


A highlight of the day was a dis- 


cussion on the art of living within 
Washington rules and regulations. 


Legal Aspects 


Harold T. Halfpenny, of the law 
firm Halfpenny & Hahn, had one main 
message for the industrial distribu- 
tors. It was a warning to “get your 
house in order, get organized and 
present facts and figures to Washing- 
ton’s administrators.” The reason for 
this warning was bluntly stated: The 
distributive field has been selected to 
act as a buffer between rising manu- 
facturers’ costs and the consuming 
public. 

Mr. Halfpenny cited the OPA’s 
policy of “absorption” (by which dis- 
tributors are to absorb all or part of 
rises granted to manufacturers) as a 
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Get organized, present facts and 
figures .. . H. T. Halfpenny. 


definite trend “despite the fact that it 
is almost impossible for the industry 
to absorb all increases.” 

“For some time,” he said, “the 
OPA has required manufacturers to 
absorb wage and materials increases, 
Now, the OPA is finding it increas. 
ingly difficult to deny price increases 
to manufacturers.” He pointed out 
that manufacturers are presenting to 
OPA positive proof of their inability, 
in certain instances, to produce given 
items at prevailing prices. 

As for distributors, Mr. Halfpenny 
said there has been some relief in 
some cases. But policy in this di- 
rection is by no means automatic. 
Formulae have been developed and it 
is only by preparing cases which meet 
the tests of these formulae that relief 
may be obtained. 

“Regardless of what the industry, 
the only way to get results in Wash- 
ington is to work through unified 
groups,” Mr. Halfpenny said. “You 
must sumbit basic facts and informa 
tion backing up your position; you 
must be prepared to answer ques 
tions; you must prove your conten 
tions.” 

Mr. Halfpenny made it plain he 
believed failure on the part of the 












Elected unanimously as the 1945-6 
officers of the Central States Mill 
Supply Association were Hugi 
Stringham (Crerar, Adams & Coy 
Chicago), president; J. R. Pauly 
(Triplex Supply Co., Milwaukee) 
treasurer; A. M. Steed (Barrett Haré 
ware Co., Joliet), secretary and Jam@ 
H. Ruddell (Central Rubber & Supply 
Co., Indianapolis), vice-president. 
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Research and facts, and action on the 


facts are needed . . . Oscar Iber. 


mill supply trade to take such steps 
was endangering its position. Further- 
more, he said, you are not getting all 
of the benefits due you under the 
various laws and regulations. He rec- 
ommended formation of an industry 


advisory group to work with OPA. 

“If, for example, a manufacturer 
sends out a new price list which does 
not contain adequate provision for 
the distributors, there is little that he 
as an individual can do. It is too late. 
If, however, when the manufacturer 
filed his request for a higher price 
you were advised of the action, and 
you acted as a group in protecting 
your interests—then you'd have a 
chance. 

“All manufacturing groups now 
are beginning to get association 
minded,” Mr. Halfpenny said. “You 


Registering with Miss Anne Greene, executive secretary, 
for the thirteenth annual meeting of the Central States 
Mill Supply Association are C. F. Schlamp (Evansville 
Supply Co., Evansville), and T. S. McShane (T. S. Mc- 
Shane Co., Omaha). Leaning on the table in back of 
Mr. McShane is Frank M. Cruger (Indiana Manufac- 


turers’ Supply Co., Indianapolis.) 


re 
We requested real factory experts for 
sales meeting ... A. A. Beaufils. 


need to, also. The big job of all in- 
dustries is to have information avail- 
able; keep accounts in first class 
shape: You can’t do business in Wash- 
ington on abstractions; you’ve got to 
prove up and do it with clean-cut, 
unified action.” 


Same Percentage Of Profit 


Oscar Iber, president and treasurer, 
O. Iber Co., Chicago, led what turned 
into a bare-fisted discussion on mar- 
gins and manufacturer relations. “The 
manufacturer who goes to the OPA 
for a price rise and does not present 
a case for resale price rises plainly is 
not taking the distributors’ set-ups 
into consideration,” he said. 

Mr. Iber hit at what he called an- 
other dark cloud on the distributors’ 
horizon—Chester Bowles of the OPA 


Salary and commission is most popu- 
lar method .. . D. M. Edgerly. 


—“a pre-war advertising merchan- 
diser who, according to some author- 
ities, is experimenting with authority 
like an inexperienced, unqualified 
and incompetent referee who rules, 
reverses his rule and then rules again, 
leaving everyone in a state of confu- 
sion and uncertainty.” 

Stating that OPA’s policies were 
taking big bites out of distributors’ 
profits, Mr. Iber said that “business 
must help find for government a 
muzzle that will prevent his taking 
bites out of our profit or the govern- 
ment itself will suffer: no profit—no 
taxes.” 

Inertia of the industrial distributors 
was singled out for attack by Mr. 
[ber who called for prompt, aggres- 
sive committee action in meeting the 


(Continued on page 297) 


On the program committee for the Central States meeting 
were these Chicago men: W. C. Teare (Sterling Products 
Co., Chicago), chairman; Will Pedersen (Pedersen Bros. 
Tool & Supply Co.); A. A. Beaufils (H. Channon Co.), 
E. K. Welles (Chas. H. Besly & Co.), and Hugh String- 
ham (Crerar, Adams & Co.). The one-day session was 


_ held in the Palmer House, Chicago. 
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Now THAT THE Japs are taking their orders from 
Gen. MacArthur, industrial distributors throughout fj 
the country are turning their attention to the back- 
orders -which have piled up on them in the days of 
priorities. With deliveries on some items slower 
than in pre-V-J Day, this task promises to remain 
with distributors for some time. Here’s how the 
industrial supply department of Wimberly & Thomas 
Hardware Co., Birmingham, Ala., is tackling the 


J. Lloyd Mason, manager and buyer of in 
dustrial supplies for Wimberly & Thomas, 
checks with a customer to see whether he 
still wants the items he had ordered but had 
not received. 


Lou 
diter, and Mary 
een R. L. Parham, expe! ting file, is a nec- 


Coordination cane of back-orders and suppor 


s ta . the 
praritgnsven to a systematic attack on 
essary © 


back-order file. 


R. L. Parham is the liaison man between Wimberly & Thomas’ The supporting file, containing orders 
supply source and the customers waiting for their shipments. placed with supply sources for goods de 
By constantly checking on both, the company has made some manded on back-orders needs constant 
inroads on the back-order file. Mr. Parham directs parcelling revising as invoices are received and 
of shipments on back-order items. shipments made. 
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JUsT THE OTHER DAY we received a 
letter full of questions from a lad 
named Billy. Though it was sand- 
wiched in among thousands, it 
stopped us because it contained a par- 
ticularly thought-provoking query. 
Billy asked: “What is a salesman?” 
In these days of business as un- 
usual, Billy’s question seems partic- 
ularly pertinent. Here is our answer 
to Billy . .. our portrait of a salesman. 
What is a salesman? He’s a lot of 
things Billy. He’s a front office buck 
private ... a general in the field. 





Portrait of a Salesman 


He’s the fellow that feeds a thou- 
sand stomachs every day in the year 
—stomachs that belong to those who 
make and distribute things he sells. 
But he seldom finds time to feed his 
own face at home with mom and the 
kids. 

He’s a credit department, pack 
horse, reporter, host, story teller, tech- 
nician, display man, and, it’s a hun- 
dred to one bet, he’s a grinning dys- 
peptic—but mind you, 
Billy. 

He knows how to say yes when he’d 
like to And he can say 
no when yes would be easier. 


grinning, 


say no. 


While politicians wrangle, while 
dictators play cops and robbers, while 
dreamers dream—the salesman’s the 
bird who’s showing the world a con- 
structive brand of fighting—fighting 
that will preserve the American way 
of living. He’s out there selling. 
Whether it be chewing gum or trac- 
tors, he sells—sells those things that 
make Americans American. 





Quotas to him are sales convention 
handicaps that make the game fun. 


Others may work a forty-hour week. 
But the salesman kicks because there 
are not more hours in every day. He’s 
the fellow that does, while others 
And he loves it. 

That’s what a salesman is, Billy. 

Let’s hope he keeps on being him- 
self—for the sake of the life we enjoy 
in the U.S.A. 


Reprinted by courtesy of The Saturday Evening Post. 
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ent-up demand for homes and other buildings may 
easily be delayed until about 1949 by reconversion and 
supply problems, was the decision of members at the 
annual meeting of the Producers Council in Cleveland 
last month. The Council, national organization of manu- 
facturers of building materials and equipment, reviewed 
the factors involved during the association’s sessions. 


One of the members, Charles E. Young, economist of 





the Westinghouse Electric Corp., voiced the opinion that, 
although next year’s volume of building is expected to 
be 60 percent greater than 1945, “the peak of post war 
construction will not be reached for another three years 
or later because of the curtailment of civilian building 
during the war. Builders and contractors will require 
many months to rebuild their organizations to meet the 
peak demands, since the war years saw the breaking up 
and disintegration of many units.” 

Although not as pessimistic, J. E. Merrion, president of 
the National Association of Home Builders, believed that 
many families might have to wait “another year or so” 
before they could realize their ambition to own a home, 
even though the apparent decision of Federal officials to 
refrain from imposing price ceilings on new construc- 
tion had done much already to encourage building. 

It would appear, therefore, that a roof over the head is 
still better than two on blueprint. 











Even in sales promotion— 


There's No Back Door Selling 


CLayTon Cousino, president of the 
Ohio Belting & Transmission Co., To- 
ledo, has a very good reason for know- 
ing that sales promotion is a sound 
investment for industrial distributors. 
His reason: Numerous sales have 
been traced directly to inquiries 
prompted by mailing pieces sent out 
by the company’s advertising depart- 
ment. 

The department, under the man- 
agership of A. W. Taylor, uses no 
novelty advertising, concentrating al- 
most exclusively on manufacturers’ 
literature especially that which has an 
abundance of factual information 
about products. This type has proven 
the most attractive and helpful to 
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Ohio Belting’s customers and conse- 
quently is the most advantageous from 
the selling standpoint. 

Believing implicitly in “front door” 
selling only, Mr. Cousino and Mr. 
Taylor even extend this practice to 
their sales promotion, making sure 
that the purchasing department or the 
individual buyer receives copies of 
promotional pieces sent to shop su- 
perintendents, engineers or foremen. 
Experience has shown that the prac- 
tice pays. 

“Many a purchasing agent,” Mr. 
Cousino explained, “has been of- 
fended by the fact that a shop super- 
intendent would receive literature on 
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a new product and then put through 
a requisition asking for it. The buyer 
may never have heard of the product 
and his reaction is unfavorable to the 
company that sent the literature with- 
out letting him know about it.” 
Under the Ohio Belting’s system 
this cannot happen. While it is a little 
more costly to duplicate mailing 
pieces that are of primary interest to 
engineers or to superintendents, the 
company officials think the practice is 
well worth the cost, time and effort 
to put the buyer in the position of be- 
ing able to answer requisitions with 
“T know all about the product”. There 
is an added advantage in that a requi- 
sition prompted by an Ohio Belting 
mailing piece to an engineer or super- 
intendent is not likely to wind up as 
an order to another distributor. 
Pieces to be mailed are selected 
from a neatly kept library of manu- 
facturers’ booklets, pamphlets and 
catalogs. There is no set schedule for 
sending out literature, the choice of 
what product is to be pushed depend- 





Clayton Cousino, president of 
Ohio Belting, checks over the 
copy of a mailing piece calling 
attention to the company’s par- 
ticipation in a_ city-sponsored 
display. Mr. Cousino operates 
on the theory that it is good busi- 
ness to keep the firm's name be- 
fore prospective buyers at all 
times. 
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on the products the company is pushing with engineers and superintendents. 


ing almost completely upon the avail- 
ability of the literature and Ohio 
Belting’s ability to fill orders which 
result. 

One girl. working full time on the 
job, takes care of addressing and 
mailing. In addition, she keeps the 
mailing list up to date through the co- 
operation of the company’s salesmen. 
Each salesman is required to file a 
daily call report and, although such 


Advertising literature is 
closely tied in with the ac- 
tivities of salesmen. This 
“memo” was utilized re- 
cently, giving the advertis- 
ing piece the appearance 
of being mailed personally 
by the salesman. 


A return card listing a host 
of products has worked 
well for Ohio Belting. Sales- 
men are thus provided with 
a fool-proof means of know- 
ing what products to dis- 
cuss when they make a 
call. 





Ohio Belting & Transmission Co., insists upon keeping purchasing agents informed 


call reports usually are for the benefit 
of the sales manager or others in the 
executive branch of the business, at 
Ohio Belting the reports are for one 
chief purpose: maintenance of an ac- 
curate up-to-the-minute mailing list. 
The reports go directly to the adver- 
tising department. Rarely does Mr. 
Cousino see them. “It must be two 
years since I’ve looked at a call re- 
port,” he said. 

But, only by insisting upon the 

(Continued on page 218) 
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the most recent Catalogs, Bulletins, Technical Infor 
¢ ¢ mation and Price Sheets on: 


POWER TRANSMISSION EQUIPMENT 


) Babbitt Metal [{ )} Belts, Leather 





( 

( Belts, Rubber [( )} Belts, “V" 

{ Belts, Woven { ) Belt Cutters 

{ Belt Lacings, Hooks, Dressings, etq 

{ Bearings ) Bronze Bushings 
( Bronze Bars ( } Chain 

( Couplings { } Flange Units 

( Gears { ) Pillow Blocks 

( Pulleys { ) Sheaves, "V" Belt 
{ Speed Reducers—Ratiomotors 

{ ) Sprockets { ) Wheel Pullers 


Send To 
Attention of 


Belting & Transmission Co. 





























Ohio Belting’s latest mailing piece is 
about to be sent out and Miss Evelyn 
Phillips goes to work on addressing 
the envelopes. 




























MATERIAL HANDLING EQUIPMENT 
) Casters, Chair ( ) MoTowLifts 

) Casters, Truck { } Platforms, Skid 
} Chain Blocks { } Spotters, Skid 
} Conveyors, Portable 

} Conveyors, Overhead 

} Conveyors, Skid ( } Skids 

) Conveyors, Stationary : 

) Cranes ) Trailers 

) 

) 

) 

) 









Dollies ( } Trucks, Hand 
Elevators, Portable 
Hoists ( 
Lifts { 


) Wheels, Truck 

) Trucks, Large 
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OrriciALs aT J. E. Haseltine & Co., 
Portland, Ore., industrial distribut- 


the future of 
both commer- 


ing firm, believe in 


fluorescent lighting, 


cially and industrially, and, as a 
result, have instituted a sales cam- 
paign based on furnishing sound 


engineering advice. Specialization in 


illumination engineering of each 


lighting job from the ground up has 
proved itself, said A. H. Willoughby. 
head electrical department. 

Mr. Willoughby and his fellow 
lighting specialist, G. W. Read, do the 
engineering work, and most of their 
customer calls are now by appoint- 


problem with the aid of one overhead. 


ment. However, it is planned when 
more favorable conditions permit, the 
two specialists will contact all the 
company’s major industrial accounts 
every 60 days, while the regular line 
salesmen will make calls regularly at 
30-day intervals. 

To develop the salesmen’s profi- 
ciency in recognizing industrial light- 
ing possibilities and, most important. 
to improve their knowledge of the 
basic engineering problems involved, 
Mr. Willoughby relies not only on 
sales meetings, but also makes weekly 


F. Newell Byrne, G. W. Read and A. H. Willoughby (left to right), of the 
J. E. Haseltine & Co. electrical supply department, wany a fluorescent lighting 


with 
study pertinent problems. 


individual salesmen to 


Thus the 


trips 


salesmen acquire practical knowledge 


as well as an engineering background 
which will eventually enable them to 
handle all but the complex jobs. 

A good indication of the level of 
activity in the field is the fact that for 
the better part of the past year there 
has not been a single lighting fixture 
in stock—supply has not yet caught 
up with demand. Everything sold is 
on back order and the order 
backlog averages about 900 fixtures. 


now 





S. H. 





LARGE FARMERS and ranchers in Cen- 
tral California are industrial supply 
customers and good ones, according 
to S. H. Harnage, partner in Austin 
Bros., Stockton, Calif., with F. M. 
Viebrock. With new equipment im- 
possible to obtain and repairs at 
custom shops slow and inadequate, a 
large majority of farmers and ranch- 
ers equipped shops of their own. 
These farmers and ranchers made 
their own repairs and even construct- 
ed equipment for work in emergency 
cases. Some even employ mechanics 


The 


for repair and maintenance. 
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HARNAGE — 
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items most in demand are grinders, 
electric drills, chain hoists, complete 
acetylene and electric welding out- 
fits, welding rods, vises and hand 
tools of all kinds. Mr. Harnage ex- 
pects many shops will be retained. 
He described several examples of 
new manufacturer policies which are 
interesting from the standpoint of 
the industrial distributor serving the 
Several who have 
always sold through the 
distributor as a dealer, and left him 


agricultural trade. 
industrial 


to reach the consumer trade as best 
he could, have now changed to pro- 
vide a dealers’ margin. 

local hard- 


similar 


In rural communities, 
and 


on the industrial dis- 


ware stores types of 


dealers, draw 
tributor’s stock and are given sufh- 
cient margin to enable them to de- 
velop the local agricultural business. 
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F. M. 
VIEBROCK 


The dealer can do this through his 
acquaintanceship in the community. 
He reaches those whose requirements 
are too limited to warrant the dis- 
tributor calling but whose orders are 
significant in the aggregate. 

Another manufacturer adds instruc- 
tion to distributor and dealer to his 
pricing program. This manufacturer 
sends a representative to meet with 
distributor and dealer and instruct 
them in the use and maintenance of 
equipment. When orders justify it, 
this manufacturer follows up with an 
advertising campaign in the press. 
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Super-service, salesman finds, eliminates 





“Those Reconversion Blues’ 


Grinding wheel engineer discovers three-step formula for aiding customers 


who are overstocked, and, at same time, broadening his specialized field. 


By NEAL H. WOOD 
R. C. Duncan Co., 
Minneapolis-St. Paul 


IT HAS BEEN SAID often that success- 
ful selling requires constant adjust- 
ment by the salesman to the needs of 
the market. The reconversion period 
has given me a chance to demonstrate 
to my own complete satisfaction the 
effectiveness of this old saw. 

It came about this way: 

Almost everywhere I went after 
V-J day I ran into “reconversion 
blues.” Buyers did not know what 
was coming in the foreseeable eco- 
nomic future. They pointed to stocks 
of stuff far in excess of their normal 
needs and would ask: “Why should 
I buy now when I’m overstocked.” 
It was a brush-off everywhere I went. 

And in my specialty, grinding 
wheels, the situation was particularly 


bad. 


I had to overcome that in a hurry, 


so I changed my sales approach. 

The thing to do was to take nega- 
tive statements of my customers and, 
turn them so as to be not only to my 
advantage, but to theirs as well. So 
I offered a reconversion service; a 
study of their stocks of grinding 
wheels and of their probable needs in 
the light of their regular products 
and their new products. And then I 
did my best to help them dispose of 
what they did not need. 

In my calls, for instance, I found 
some customers with large stocks of 
wheels they no longer needed. Down 
the road a piece another customer 
would need that type of wheel but 
have a stock of some other type not 
needed. I got the two together. I got 
nothing out of it but I was getting the 
stock situation in my territory cleaned 
up. 

Next, of course, was to figure out 
some way of using my knowledge of 
my customers’ needs to their advan- 





Sales Conference: Postwar grinding wheel sales techniques are discussed by 
Grover Snow, manufacturer's representative, Norton Company, with L. R. 
Lister and Neal H. Wood, sales manager and grinding wheel sales-engineer, 
respectively, R. C. Duncan Co., Minneapolis 
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Neal H. Wood shows the type of 
grinding wheel that helped him lick 
“reconversion blues.” 


tage and to mine. I went over the 
various applications I had run across 
and decided that a specialized wheel 
would do the work quicker and more 
efficiently. With the current emphasis 
on lowering production costs, buyers 
definitely are in the market for any- 
thing which will turn out the jobs 
more quickly or otherwise more effi- 
ciently. 

The wheel I selected to base my 
sales talk on was one which is quite 
adaptable to several peacetime appli- 
cations. And I was truthfully able 
to tell my customers that they could 
save money by using this particular 
grinding wheel despite excess stocks 
of other types. I really concentrated 
on this wheel, always carried a few 
with me and would demonstrate wher- 
ever possible. It would give a cooler 
grind on thin stuff or would do a 
quicker grinding job. 

By so concentrating on one item [| 
found that I got the “reconversion 
blues” brush-off less frequently and 


(Continued on page 204) 








Selling Through the Industrial || 


Forum discussion of distributor problems highlights seventh anniversary 


meeting of Industrial Advertising and Marketing Council in Hartford. 


THE IMPORTANCE of effective distri- 
bution in reconversion and post re- 
conversion markets cannot be over- 
emphasized. We can produce a veri- 
table flood of goods as our wartime 
experience has demonstrated. But can 
we sell the greatly expanded output? 
That is the job of distribution—to 
find, develop, and sell a market that 
far exceeds anything we have known 
before. 

Industrial distributors and the man- 
pfacturers they represent are well 
aware of the magnitude of the job and 
the difficulty of the problems involved. 
There are a great many instances 
throughout the country of where the 
manufacturers and industrial distribu- 
tors have sat down together to work 
out a constructive program of action. 
The manufacturer on his part has a 
responsibility for sales aid in moving 
the goods, and the distributor likewise 
has a responsibility for performing 
efficiently his share of the joint ven- 
ture. 

On November 8 the Industrial Ad- 

-vertising and Marketing Council (the 
Western New England Chapter of the 


National Industrial Advertisers As- 
sociation) meeting in Hartford was 
one such open discussion of the two- 
way requirements involved in selling 
through the industrial distributor. 

At this forum meeting a panel made 
up of distributors and manufacturers 
thrashed out the problems involved in 
making the manufacturer-distributor 
team click. Interest in the subject was 
evidenced by the record attendance 
for a Council meeting. Mr. A. W. 
Tucker, Secretary and Sales Manager, 
of the Henry G. Thompson Co., Hart- 
ford, was moderator of the meeting 
and lead off the discussion. 

Mr. Tucker: “The subject which is 
being discussed tonight is based on 
the premise that through free choice 
‘we are committed to selling through 
the Industrial Distributor. We are not 
debating the question as to whether or 
not the manufacturer should sell 
through the distributor but the fact 
that having once committed yourself 
to this method of distribution, what 
should the manufacturer and the dis- 
tributor do to make industrial distri- 
bution more efficient. 





advertising and sales manager. 


tributor as a whole. 


the industrial distributor. 





THE PANEL 


A. W. Tucker, Secretary and Sales Manager of The Henry G. Thompson 
and Son Co., New Haven, moderator for the panel and representing the 
manufacturer as an industrial sales manager. 

E. V. Creagh, Advertising and Sales Promotion Manager, American 
Chain and Cable Co., Bridgeport, representing the manufacturer as an 


A. M. Morris, Manager, Mitt Supp.ies, representing the industrial dis- 


Miles Stray, Sales Manager of J. Russell & Co., Holyoke, representing 
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“The War definitely established the 
Industrial Distributor as an essential 
link between the user and the con- 
sumer. The services rendered by Dis- 
tributors during the War should per- 
manently lay at rest any doubts as to 
the Industrial Distributors’ rightful 
place in American Industry. While 
there was some threat to the Industrial 
Distributor in certain quarters during 
the War, these threats were mainly 
based on the lack of full knowledge, 
or just plain ignorance, of the dis- 
tributors’ functions. 

“Now, in the peace years, and par- 
ticularly in this immediate period of 
reconversion, the Industrial Distribu- 
tor is being called upon to render a 
sales service in addition to his well 
established consumer service to In- 
dustry. Selling through the Industrial 
Distributor is not a one-sided under- 
taking. There are problems confront- 
ing the manufacturer just as distrib- 
utors have their problems with their 
suppliers. To discuss these mutual 
problems, some vexing, others plain 
annoying, we have called together the 
Experts. 

“Each of the “experts” will state his 
views on selling through the Indus- 
trial Distributor in a brief initial 
statement.” 

Mr. Morris: “It seems to me that 
when we're talking about such a sub- 
ject as selling through the industrial 
distributor that we should have cer- 
tain basic points set up about what 
distribution is, the various methods 
of distributing products and then get 
to the subject of “Why Sell Through 
the Distributor?” 

“The distribution of industrial 
products consists of all of the acts of 
getting the product from the place it 
is made to where it is put to a useful 
purpese. It involves: 

“First, the finding, developing, sell- 
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Miles Stray, Sales Manager, of J. 
Russell & Co., Holyoke, tells E. V. 
Creagh, Advertising and Sales Pro- 
motion Manager, of American Chain 
& Cable Co., Bridgeport, just what the 
industrial distributor expects of the 
manufacturer in the way of advertis- 
ing assistance. The panel, reading 
from left to right, A. W. Tucker, Sec- 
retary and Sales Manager, of the 
Henry G. Thompson & Son Co., 
New Haven; Mr. Creagh; Mr. Stray 
ond A. M. Morris, Manager, MILL 
SUPPLIES. 


ing and servicing of the market. 

Second, warehousing. 

Third, the handling, filling, packing 
and shipping of orders out of 
stock. 

Fourth, customers credits, billing 
and collections and a lot of other 
auxiliary functions that are off 
shoots of these mentioned. 

“Now it doesn’t make any differ- 
ence whether a manufacturer chooses 
to sell his product to the industrial 
market. by mail, through the distribu- 
tor, manufacturer’s representative or 
his own personally controlled sales 
force—every act or function in the 
distribution process applies equally. 
In other words, it is not effected by 
the channel chosen. 

“For our purpose, let’s drop mail 
selling and we come down to two ac- 
cepted channels for selling industrial 
products, First, a manufacturer either 
performs all of the distribution func- 
tions himself—SELLS DIRECT, or 
second, shifts the main burden of 
some of the functions to the distribu- 
tor organization. 

“Let’s examine the opportunities 
that a manufacturer of industrial 
equipment tools and supplies has in 
selling through the industrial distribu- 
tor and see if those advantages, if 
properly exploited, is his most eco- 
nomical and best approach to finding, 
selling and servicing his natural mar- 
kets, 

“The first of the advantages of sell- 
ing through the distributor is in the 









warehousing problem. The manufac- 
turer can maintain a minimum stock 
inventory thus requiring smaller ware- 
housing facilities. Generally speak- 
ing, he moves his products directly 
from his production line to the dis- 
tributor warehouse thereby materially 
cutting down this expensive item in 
the cost of distribution. 

“He reduces tremendously the prob- 
lems and cost involved in handling, 
filling and shipping of orders. By sell- 
ing through the distributor, orders are 
reduced to the requirements of a hun- 
dred or so distributors—large easily 
handled shipments—instead of thou- 
sands of orders large and small from 
customers all over the country. 

“By selling through the distributor 
he is able to shift a major part of the 
problem of credits, billing and collec- 
tion. He is concerned with only this 
hundred or so distributors and thus 
shifts the burden of credit risks and 
billing and collection of thousands of 
accounts to his distributors. 

“In the actual selling of products, 
the manufacturer is able to utilize the 
efforts of a relatively compact sales 
organization of his own to marshall 
the strength of thousands of distrib- 
utors’ salesmen for‘selling his product 
in every industrial area that offers a 
market. It is only by selling through 
the industrial distributor that the av- 
erage manufacturer can sell the in- 
dustrial market effectively. It’s a sim- 
ple matter of sales manpower and 
arithmetic. 


MILL SUPPLIES * 


DECEMBER, 1945 


“If calls per salesman, per day 
mean anything, and I think we all 
agree that it does, then how can a 
manufacturer with a national market 


for his products hope to cover his mar- 
ket effectively with a limited sales 
force. I'll grant that they can take off 
the cream—war type cream—but they 
can’t hope to really penetrate the mar- 
ket possibilities for the average indus- 
trial product. 

“Now this leads us to the question 
of cost of distribution. We hear a 
great deal of talk about its being 
cheaper to sell direct than through the 
distributor. For my money, that’s a 
lot of tommy rot. It’s true that there’s 
little difference -in the cost of selling 
a man a $50 order and in selling a 
man a $1,000 order. So for the sake 
of argument, I’ll grant that if a manu- 
facturer is going to chop off only the 
very big orders and kid himself into 
believing that he is exploiting his mar- 
ket potential, then he may be able to 
distribute more economically by sell- 
ing direct. 

“But when a manufacturer is in- 
terested in actually exploiting all of 
his market possibilities, it’s just as 
cheap and probably more economical 
to sell through the distributor. Now 
I’m talking about the ultimate cost of 
distribution. It is a recognized fact 
—and there are figures to back it up— 
that large users, who carry inventories 
of products of some two to six months 
requirements, must add $10.55 per 

(Continued on page 220) 






91 








salesmen the practicality of using overhead transportation equipment 


A DISTRIBUTOR and a manufacturer 
got together in Buffalo recently to 
test a sales theory. They were look- 
ing for a better way to merchandise 
hoists and cranes. They had found 
that prospective customers were under 
the impression that it was practically 
mandatory for an “expert” to super- 
vise the selection of equipment and 
its installation. This confusion was, 
they reasoned, holding up sales. If 
hoists were shown to be so efficiently 
engineered and so easy to operate 
that there need be no further reason 
for the average buyer to shy away 
from them as “tricky contraptions”, 
a good part of the battle would be 
won. If a prospect could, after an- 
swering three questions, be assured 
that at least one type of hoist was 


“ 


bound to fill his desires, the campaign - 


to take the confusion out of hoists 
and cranes would be well on its way. 

So they held a hoisting clinic in 
Buffalo. The “diagnosing room” was 
the distributing firm of the W. A. 


¢€ 






















Finding “Hidden” Customers 


A course on the care, treatment and selection of hoists shows buyers and 





Miss A. W. Burns, the W. A. Case & Son clinic receptionist, registers a 
visitor as J. Raymond Jones of Manning, Maxwell & Moore looks on. 


Case & Son Mfg. Co., and the “head 
surgeons” were H. W. Fell, vice- 
president of the concern, and William 
F. Cisko, eastern district manager 
of Manning, Maxwell & Moore, Inc. 
Important “doctors” in attendance 
were J. S. Meyer, in charge of sales 





J. Spitzel, a salesman for W. A. Case & Son, examines the chain of a hoist 


while William Cisko of Manning, Maxwell stands by to answer questions. 
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promotion for Case, and J. Raymond 
Jones, field engineer for Manning, 
Maxwell. 

The idea for the overhead material 
handling equipment clinic developed 
out of a proposed joint sales meeting 
of the Case sales force and repre- 
sentatives of the manufacturer. Mr. 
Meyer and Mr. Cisko decided that it 
was also a splendid opportunity to 
show the people of Buffalo that there 
is a hoist for every job, and that they 
didn’t have to be experts to select 
and operate one. So, the clinic be- 
came part of the sales meeting—and 
a big part, as it proved. 

The wedding of the two was a good 
move, it was generally agreed. The 
supply firm’s customers and pros 
pects attended to get a better look at 
the eye-catching displays, to ask ques 
tions, and to buy, and the Case sales- 
men, watching and listening to the 
manufacturer’s engineers, received 4 
first-hand demonstration of the sales 
techniques taught them during the 








sales meeting. 

The combination meeting and clini¢ 
opened the salesmen’s eyes to the 
variety of people who felt that a hoist 
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Literature sent to Case customers 
and prospects included a sheet list- 
ing uses of hoisting equipment which 
showed prospects where they might 
speed their output with hoists and a 
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“news bulletin.” 


could help them. For example, who 
would consider going into a parish 
house to make a sale? No one in 
Buffalo had, so the priest went to the 
clinic. His handy-man complained 
about the work attached to lifting ash 
cans out of the furnace well in the 
church and having to roll them to the 
basement door. Before the pastor 
left, he had purchased a small hoist 
and learned enough about its opera- 
tion and installation to plan on sus- 
pending it from a jib boom in the 
proper location. Another sale of two 
hoists was made to a retired gentle- 
man who wanted them installed in his 
boat house, so that the seasonal job 
of taking his yacht out of the water 
could be more easily accomplished. 
Indeed, the clinic brought out many 
“hidden” customers, and their num- 
ber and variety was the subject of 
discussion in the sales meeting. 

The meeting was introduced by Mr. 
Fell, and the manufacturer’s policy 
and products were discussed by Mr. 
Cisko, C. L. Mortensen, C. E. Miller 
and Gardner Stebbins. All stressed 
the use of imagination and ingenuity 
in selling, generally, and their special 
applications in the selling of hoists. 

During the afternoon and evening 
sales meeting which closed the two- 


. 
day hoisting clinic, the great value of 
the clinic as a running mate to the 
meeting became even more apparent. 
It proved to be a perfect foil, for 
both the supply men and factory men 
had encountered every sort of pros- 
pect, and the Case men came armed 
with practical questions about almost 
every phase of hoist salesmanship. 
The manufacturer’s men, on the other 
hand, had been sharpened by their 
48-hour session with prospects and 
could answer almost any question 
raised out of recent experience. 

Mr. Cisko put the Case-Manning 
sales campaign into a nutshell when 
he called for a simple, down-to-earth 
approach to hoist selling, and the 
elimination of The 
salesmen’s printed selling material 
was so arranged, he pointed out, that 
the customer’s answers to five primary 
questions would provide the basis for 
the selection of the equipment needed. 
Put to the test by the salesmen, it 
was found that any combination of 
answers, except for a few very unusual 
circumstances, worked out “according 
to the book.” 


abracadabra. 
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The five primary questions used by 
Case hoist salesmen are: 

1. How much weight do you want 
to lift? 

2. How high do you want it lifted? 

3. How fast is it to be lifted? 

4. What type of suspension is to be 
used (lug, hook, boom, geared rail, 
etc.) ? 

5. What type and how much elec- 
tricity can be devoted to the equip- 
ment? 

The first three questions refer to 
chain blocks and hoists, while the full 
series of five come into play when a 
prospect for electrical hoists and 
crane assemblies gives the answers. 

Backing up their new non-technical 
approach to hoist selling, the dis- 
tributor salesmen have the satisfaction 
of knowing that many concerns, both 
large and small, are prospective buy- 
ers. They personally saw many un- 
likely prospects come into the hoisting 
clinic and reveal their needs for over- 
head material handling equipment. 
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A general optimism, tempered by some impatience over 
deliveries, marks distributor reaction to reconversion in and huge facilities for making synthetic rubber. 


the South Central states. At the left is Louisville, Ky. 


In the 


Distributors Tackle Problems Of 


Since v-J Day, distributors through- 
out the country have turned their 
attention to the problem of reorgan- 
izing for the peace. Many, realizing 
that substantial gains were made dur- 
ing the war, intend to hold these 
gains. They appreciate the fact that 
pre-war norms will not be applicable 
to a post war organization which will 
have to handle increased business. 
Sales staffs need rebuilding, new 
plants are being contemplated, terri- 
tories require revaluation and inter- 
nal operations will stand overhauling. 
As an indication of the way distri- 
butors are handling the problems of 
peace, the experience and thinking 
of distributors in the South-Central 
states is relevant. 

The industrial development of the 
South-Central district has 
been featured in the past by a wide 
diversity of manufacturing. It may 
have been expected that five hectic 
years of intensified war effort would 
change this. However, a sounding of 


nation’s 


the opinions of some 70 industrial 
distributors in Louisville, Ky.; Nash- 
ville, and Memphis, Tenn.; New 
Orleans, La.; and Mobile and Bir- 
mingham, Ala., reveals no startling 
departure from diversification. The 
appearance of such large enterprises 
as aircraft, synthetic rubber and ship- 
building failed to alter the essential 
character of the picture. 

Important basic industry groups 
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in this area according to the Bureau 
of Census report (1939) are: lumber 
and timber basic products; tobacco 
manufacturers; chemicals and allied 
products; furniture and finished lum- 
ber products; textile mill products; 
iron, steel and their products (except 
machinery); stone, clay and glass 
products; food and kindred products; 


“rubber products; apparel and other 


finished fabric products, etc., and 
non-ferrous metals and their products. 

In describing the situation in Nash- 
ville, Tenn., Mrs. C. F. Mager, direc- 
tor of industrial research for the 
Nashville Chamber of Commerce, 
analyzed it as having expanded not 
so much through the acquisition of 
new industries as much as through 
the addition to facilities of previously 
established industries. The analysis 
is applicable to the entire South-Cen- 
tral section, everywhere distributors 
reported increased business with reg- 
ular customers as the factor contribu- 
ting most to their increased sales 
volumes. The conditions are also 
reflected in the negligible effect can- 
cellations of war contracts had on 
distributors, whose outstanding 
claims were regarded as small. Many 
had offset the ill effects of cancella- 
tions by turning more attention to 
post war business about a year ago 
without diminishing service to war 
industries. This meant increasing 
service to those customers who were 
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in, or who expected to be, in civilian 
production. 

Distributors’ sales volumes in the 
area dropped sharply in August, 
right after V-J Day, climbed through 
September, and in October, promised 
to rise points above 1940 averages. 
Thus, while distributors everywhere 
are complaining of slow deliveries 
and scarcities, they generally admit 
monthly sales compare very favor- 
ably with pre-war levels. The consen- 
sus is that future business potential 
is large. Commenting on the psycho- 
logical state in which the distributor 
finds himself daily, P. M. Smith, 
vice-president of The Perry Supply 
Co., Birmingham, said: “When you. 
sit at your desk every day and, for 
what seems an interminably long 
time, tell people that you cannot 
deliver this or that any sooner than 
six weeks or even six months, you 
inevitably get the impression you are 
losing a lot of business. However, 
at the end of the month, when you 
look at the total sales, you are sur- 
prised to find you have done exceed- 
ingly well.” 

Distributors conceded that many 
inquiries about items in short supply 
are being spread among several dis- 
tributors in the same locality. Im 
an effort to purchase some 3-in. pipe, 
Mr. Jones may inquire of several 
distributors in his vicinity in am 
effort to obtain it immediately. How- 
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Peace 


ever, distributors are not basing 
estimates of business potential on 
such flimsy structures. More indica- 
tive of the back 
orders which are being retained in 
the files. Distributors are carefully 
checking these back orders with their 


customers periodically and these files 


demand are the 


remain large. 

From individual surveys, distribu- 
tors have learned that their customers 
intend to used facilities expanded 
during the war for civilian produc- 
tion. These customers have signified 
their intention to find new markets 
for new products where necessary. 
In order to service these customers 





The stress is on sales forces, accord- 
ing to L. H. Erdmann, president of 
Erdmann Supply Co., Louisville, Ky. 


center is Nashville, the industrial section in the fore- 
ground, the business section lording it on the hills. At 
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better, distributors have certain 
immediate objectives: 

(1) Reconstruction of sales staffs 
depleted during the war by the armed 
forces and by the appeal of more re- 
munerative war occupations. 

(2) Clean up back order files. 

(3) Increasing manpower in stock 
rooms and on delivery staffs. 

(4) Construction of new ware- 


housing facilities or remodeling of 


present quarters. 
(5) Integration of operations for 


the right is downtown Memphis where several distributors 
have construction started or pending. 
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Industrial supply firms in South-Central states stress larger sales 
staffs, cleaning up back orders, efficiency, restored inventories 


time and money saving efficiency to 
meet the competition of the buyers’ 
market. 

(6) Restoration of inventories to 
levels adequate for prompt deliveries 
and improved services. 

The chief deterrent to the task of 
rebuilding sales forces appears to be 
the slow demobilization of former 


salesmen still serving here and 
abroad. Most firms with former sales- 
men still in uniform are waiting 
until these men appear on the scene 
before the job of rebuilding begins 
in earnest. Typical is the experience 
of J. W. Smither, manager of the 
Birmingham, Ala., branch of Noland 



















Oliver H. Van Horn of Van Horn & _ T. Walker Lewis, head of Lewis Sup- 
Son, Inc., New Orleans, is an ad- 
vocate of up-to-date merchandising. 


ply Co., Memphis, and a power unit 
at Lewis-Diesel Engine Co. 
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& Co. Mr. Smither has kept in close 
touch with his soldier-salesmen and 
all have advised him they are ready 
to resume where they left off. Con- 
sequently, Mr. Smither must operate 
short handed. In addition, some dis- 
tributors may be faced with the prob- 
lem of what to do in the case of dis- 
abled veterans, some of whom may 
be able to continue selling, and unfor- 
tunately, some of whom may not. 

R. L. Wolfe, manager of the 
industrial supply department of 
Keith-Simmons Co., Inc., Nashville, 
Tenn., anticipating an enlargement 
of his sales staff, is not waiting until 
servicemen return but is adding prom- 
ising material from inside workers. 
When servicemen return, they will 
take their former posts. 

Most distributors agree that, al- 
though a stress on selling is immi- 
nent, the time for it has not arrived 
yet. Preston Allen, manager and 
buyer of industrial supplies for Orgill 
Bros. & Co., Memphis, expressed the 
conviction of many distributors when 
he remarked that he doesn’t underesti- 
mate the importance of selling and 
the need for a vast improvement over 


pre-war techniques in this depart- | 


ment, but the continued scarcities and 
delays in deliveries of such products 
as pipe, valves, fittings and small 
tools keeps procurement the domi- 
nant theme. The ability to secure the 
items the customer wants most, say 
these distributors, is still the supply 
house’s most valuable asset. 

Taking an opposite view is an 


Advocate of efficient operations is 
Mark Lyons, Sr., president of Mc- 
Gowin-Lyons Hardware Co., Mobile. 


articulate minority which insists that 
the buyers’ market is here. Promi- 
nent among these advocates are How- 
ard Schramm, of Turner Supply Co., 
and Mark Lyons, Sr., of McGowin- 
Lyons Hardware & Supply Co., both 
of Mobile, Ala.; E. L. Griffin of Pate 
Supply Co., and Don Richards of 
Owen-Richard Co., both of Birming- 
ham. The wartime emphasis on serv- 
ice, said Mr. Schramm, has stultified 
selling instincts. These need a stim- 
ulus. Complaints about lack of de- 
liveries and scarcities are no substi- 
tute for an aggressive and thorough 
sales campaign. Seconding the thought 
is Mr. Richards who saw in V-J Day 
a general let-down in selling for emo- 
tional rather than logical reasons. 
Mr. Richards, as soon as the shouting 





Food and kindred products 

Tobacco Manufacturers 

Textile mill products 

Apparel and other finished products, etc 
Furniture and finished lumber products 
Printing, publishing and allied industries 
Products of petroleum and coal 


Leather and leather products 
Stone, clay and glasé products 


Non-ferrous metals and their products 
Electrical mac 


Automobiles and automobile equipment . 
Transportation equipment (except autos). . 
Miscellaneous 
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The time for selling is now, E. Lj 
Griffin, young sales manager of Pate 
Supply Co., Birmingham, Ala., says.) 


4 


and furore died somewhat, immedi-) 
ately instituted a sales campaign) 
which, in two months, proved his) 
point beyond his expectations. 

The same sort of thinking prevails} 
in the comparatively young firm of 
Pate Supply Co., Birmingham, off 
which E. L. Griffin is sales manager.) 
Mr. Griffin, who is only 31 years off 
age, serves under E, J. Pate, presi 
dent, who is only 37. These young 
men are aggressively sales-minded. 
They have completed a survey o 
Alabama industry and its probable 
needs and have selected lines to carry. 
Mr. Griffin decided the time to switch 
from order taking to selling was 
year ago. The advent of V-J Day 
found the firm unconcerned about 
cancellations because most items could 
be disposed of. Customers producing 
civilian goods were geared to reg 
ular calls. 

T. Walker Lewis, president of th 
Lewis Supply Co., and the Lewise 
Diesel Engine Co., Memphis, stresse 
action and training. Mr. Lewis ha 
formed the Lewis-Diesel Engine Co 
to continue a manufacturing proj 
ect started during the war, in addi 
tion to carrying on the original andj 
expanded distributing business. Lewi 
Supply’s executives and sales force 
according to Mr. Lewis, “are cente 
ing their thoughts and efforts on ¢ 
panding lines to take care of the man 
ufacturers we represent in the bes 
way possible to give them complet 

(Continued on page 214) 
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TOPIC OF THE MONTH 


Cost Analysis 


Gathering and studying facts on costs means increased profits for distributors. 


By E. R. HAWKINS 
U.S. Department of Commerce 


Industrial distributors. looking for- 
ward to keener competition than ever 
before, are again facing the old dilemma 
of the need for a high level of service. 
on the one hand. and lower operating 
costs. on the other. No one can ques- 
tion the necessity for service in your 
business. The industrial distributor 
exists because he performs for his buy- 
ers the services of contacting hundreds 
of supply sources, maintaining adequate 
inventories of perhaps 20,000 items for 
speedy local delivery as needed, expe- 
diting the procurement of materials not 
regularly carried in stocks, and sup- 
plying technical information on the se- 
lection and application of products. 

Surveys have shown—and the indus- 
trial distributor knows from experience 
—that industrial buyers look to you pri- 
marily for service. 

At the same time, there can be no 
doubt of the need for reducing costs. 
According to the 1939 census. the gen- 
eral category of “mine and mill sup- 
ply” wholesalers had average operating 
19.1] 


sales 


sales. 
the 
same group had average operating ex- 


cost ratios of percent of 


Manufacturers” branches in 
penses of 12.4 pereent of sales if they 
earried stocks and 8.7 percent if they 
did not. 
these figures are not directly compar- 


There are many reasons why 


able. but they suggest the need for cost 
reduction by industrial distributors to 
avoid increased diversion of sales to the 


chief competitive channel. 


ACCOUNTING AND COST RATIOS 
The first step in the control of costs 
is to learn what and where they are. A 
study of the costs of operation may be 
made in many ways; the easiest, and 
least valuable, is to compare total costs 
With total gross margin to determine 
whether a net profit has been earned. 
Such a procedure reveals nothing about 
the causes of costs or profits. and gives 
no indication as .to what actions can be 
taken to improve the profit showing. 
The usual accounting system reveals 
total costs and also the items for which 


the expenditures were made (rent, tele- 
phone, labor, etc.). Since these repre- 
sent past transactions, the only value of 
recording them is to gain a basis for 
intelligent future actions. But it is 
dificult to know whether a certain cost 
has been “too high.” Some measure 
of this may be had by comparing this 
but the 
comparison may not be fair. Sales may 
be different from year to year. To mini- 
mize this, a step beyond the accounting 
system is taken, This is to express each 
cost as a percent of sales. giving a ratio 


year’s cost with last’ year’s: 


hetween expense and total sales. Such 
ratios can then be compared for differ- 
ent vears. A difficulty with this compari- 
son, of course, is that not all expenses 
should with 
sales. 


Another step is taken when such op- 


change proportionately 


erating Cost ratios are compared not 
only with other periods for the same 
firm. but also with the ratios for other 
firms. While comparison of absolute cost 
figures of firms of different sizes would 
be meaningless. a comparison of ex- 
pense ratios may yield valuable results. 

It should be emphasized. however, 
that individual peculiarities of the firm 
may cause its cost ratios to differ from 
the average. Even the size of the com- 
pany will make a difference, for all costs 
do not vary uniformly with volume of 
sales. Certainly differences in lines of 
xoods. location. service policies, and 
methods may he expected to cause dif- 


ferences in cost ratios. If a company 


finds one of its cost ratios is higher 
than average, it should not assume im- 
mediately that there is ineflicieney. In 
stead it should seek the cause and then 
if the difference in 
For example, a higher cost 


determine cost is 
desirable. 
ratio for some items may be considered 
worth-while to build sales. 

In like fashion. an average or below 
average operating-cost not 
the firm may be per- 


ratio does 
prove efficiency 
forming less work of the type causing 
this expenditure. Moreover, the average 
cost ratio is not an index of efficiency. 
for all of the firms whose figures make 
up the average may be more or less in- 
eficient. This objection is met by com 


paring your own cost ratios not with the 
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Formerly professor of marketing at Wharton 
School, University of Pennsylvania, E. R. 
Hawkins has been associated with the United 


States Department of Commerce for the last 
He is Chief of the Distribution 


ad 


five years. 


Cost Unit. 


average of the industry, but with “goal 


figures.” or the cost ratios of selected 


successful firms. 


NEED FOR ANALYSIS 
weakness of the use of cost ratios as a 
study is that they do 
not really show the source of the trou 


The greatest 


method of cost 
ble, but at best only suggest its exis 
tence. Such studies tend to focus. at- 
tention upon reducing costs that are 
felt to be “too high.” rather than upon 
directing effort In the right directions. 
The final goal of a business is net profit, 
and cost results from efforts that lead 
to net profit. Seen from this viewpoint, 
it is just as desirable to increase costs 
in some directions as it is to decrease 
them in others. The problem of manage 
ment is to decide in which ways to direct 
the energies and materials that cause 
and For this 
problem, operating cost ratios, repre 
senting the cost results of all the activ- 
ities of the company, are poorly adapted. 
The most interesting thing is to com- 


costs result in 


profits. 


pare costs directly with the revenue re- 


sulting from them, to see which cost 
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items should be increased and which 
decreased. Revenue can be traced as 
coming from customers, buying certain 
goods, in certain territories. It is pos- 
sible to ascertain the amount of rev- 
enue coming from each territory, the 
amount arising from the sales of each 
commodity, and the amount coming 
from each customer class. The most 
valuable cost data, then, are those that 
show the cost of operating in each ter- 
ritory, and the cost of selling each com- 
modity, and the cost of selling to vari- 
ous customer groups. 

Cost analysis by territories, commodi- 
ties, and customers has three general 
purposes: (1) To help in deciding 
which to eliminate and which to add, 
(2) to direct effort in the most profit- 
able ways, and show the need of change 
in unprofitable departments, etc., and 
(3) to aid in setting prices. 

But before costs can be analyzed this 
way, it is necessary to change “natural” 
costs to “functional costs.” 


EXPENSE CLASSIFICATIONS = The 
ordinary accounting system involves 


classification of expenses; the thou- 
sands of transactions are not recorded 
in their full and individual details, but 
the chief characteristics of each are se- 
lected and the transactions grouped un- 
der broad headings along with other 
transactions of the same main charac- 
teristics. These headings are o! a “nat- 


ural” type, and the system of classifica-— 


tion is called the “natural” one. This 
means that expenses are listed accord- 
ing to the name of the thing bought, as 
coal, furniture and fixtures, labor, or 
the name of the payment, as rent, wages, 
etc. This developed because it is “nat- 
ural” in the sense that it relatively easy 
to determine what you have bought, or 
what type of payment you have made 
(which, of course, is basically deter- 
mined by what you have bought), hence 
it is easy to analyze and classify trans- 
actions immediately. 

The objection to this type of classi- 
fication is that it does not tell you what 
you did with the things bought. For 
this reason, it is an inferior tool for 
management. Management decisions 
must run in terms of the benefits re- 
ceived from various activities of the 
business, and the costs of performing 
these activities. This is recognized in 
that the usual profit and loss statement 
does not adhere strictly to the natural 
basis of classification. To give some 
help to management, the natural ex- 
pense “labor” is frequently broken down 
into “selling,” “office,” “warehouse,” 
etc., indicating the type of work done. 

A functional classification of expenses 
groups all expenses according to the 
functions or activities performed. Com- 
mon classifications, for wholesaling are 
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selling and promotion, receiving and 
shipping, trucking, occupancy, invest- 


ment, credit and collection, office and ac- 
counting, and general administration. 
These may be further subdivided. 

In selecting a list of functions with 
which to work, the following points 
should be considered: (1) Ease of 
grouping the expenses under functional 
headings. Ina small company, one man 
may do several different things. This 
makes it very hard to break his salary 
down into these headings, and a small 
list of broad functions may have to be 
used. Available records also must be 
considered. There is no use in distin- 
guishing between credit-granting and 
collecting if you do not have, or can- 
not get, information permitting you to 
find the cost of each. (2) The use to 
be made of the information. If man- 
agement is concerned about the cost of 
collections, then collections should be 
made a sub-function of credit, and an 
attempt made to separate the costs. It 


MILL SUPPLIES * DECEMBER, 1945 


is also desirable to group together, in- 
sofar as practicable, all the functions 
for which one man is responsible, so 
that the comparison of benefit and cost 
may be made pertinent to the actual per- 
sons involved. (3) The ease of allocat- 
ing functional costs. If it is impossible, 
from available records, to determine 
how much collection expense should be 
charged each territory, you might just 
as well group this expense with general 
credit activities, and distribute the costs 
to the territories on the same_ basis, 
unless it is desired to study collection 
expense for the company as a whole, 
irrespective of territories. 

After the list of functions has been 
selected, the natural expenses must be 
re-arranged, under the functional head: 
Some natural expense accounts 
may be placed intact under the ap 
propriate functional heading, as “a¢ 
vertising” under “selling and promo 
tion.” Others must be broken down, a 
some “labor” cost will have to be put 


ings. 
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under each of the functional headings, 
depending upon the cost of the labor 
devoted to each activity. In some cases 
time-studies are necessary to determine 
the amount of labor used in each fune- 
tion. It is desirable to distribute all 
of the natural expenses to the func- 
tions. even though some of them will be 
again distributed to selling departments. 
For example, the administrative offices 
will be charged their share of rent, in 
order to arrive at a true cost of the 
administrative function, even though all 
of this administrative expense is later 
distributed to selling departments. 

The table titled, “Classification of 
Natural Expense Items to Functional 
Cost Groups”, illustrates how some of 
the so-called “natural” expense items 
may be assigned to various functional 
cost groups. 

The advantages of having expenses 
grouped on such a functional basis are 
great. For example, when you talk to 
other distributors about the costs of 
physical handling you cannot get a 
proper idea of whether your costs are 
in line with theirs unless you know 


what is included in your “handling 
costs” and theirs. For that matter, you 


do not even know what your own han- 
dling costs are until you have added 
to the direct warehouse labor costs the 
proper share of interest, rent, and gen- 
eral administrative cost. 

The Census of 1939 reports functional 
costs of mine and mill distributors who 
keep their records on that basis, and 
were able to supply the figures. Ex- 
pressed as a percent of sales, the aver- 
age expenses were: 


Selling ............04. .2+ 5.5% 
Delivery .............. cee §O 
Warehouse ............... 15 
ROCUPARCY 2.0 cs ccvesceces 2.1 
Administrative ...... secves OD 
CO ee . bs 
TOBY 0. oc 00 60 ce cece es e LOI 


To use such average figures as a basis 
for comparing your operations with 
others. however, you would need to 
know how much of each activity was 
represented by the figures. For exam- 
ple, your delivery expense might be 
2 percent of sales and still be efficiently 
handled, if your delivery volume was 
greater than the average. And you can- 
not tell whether your handling fune- 
tion is being performed efficiently until 
you have related the cost to the amount 
of work being done, and compared this 
unit cost figure with other periods or 
other firms. 

If the total cost of performing each 
function is divided by an appropriate 
measure of functional service, 
control 
firm 


real cost 
On this basis the 
can know, for example, that last 


is possible. 
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month salesmen’s calls cost $4 per gested above, the answer is that you 
prospect, approving credit cost $.10 per — need know both your costs of per- 
order, assembling orders cost $.08 per forming various functions and your 


item assembled, and preparing monthly 
statements cost $.10 per customer ae- 
count. Such can watched 
from period to period, and any decrease 


figures be 
in efficiency of operation will quickly 
show up. 


OTHER COSTS But a knowledge of 
the cost of performing each function is 
just a beginning. You may be doing 
each job efficiently, and yet expending 
your efforts in wrong directions, in ways 
that reduce your final profits. No mat- 
ter how efficiently you perform your 
physical handling operations, you may 
have profit leaks if you are handling 
the wrong lines; salesmen may 
be planning their trips and routing their 
calls so as to achieve a low selling ex- 


your 


pense per call, and yet they may be 
calling on the wrong prospects—with 
the result of low sales per call. As sug- 
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costs of handling each commodity line, 
of selling in each territory, and of sell- 
ing to each customer or customer group. 

The methods of making cost studies 
of the rang- 
ing from a paper-and-pencil calculation 
figures you already have, which 
half an hour, to the installa- 
tion of a continuous record-keeping sys- 


sort indicated are many, 
with 
may take 


tem that will supply commodity and cus- 
tomer costs as part of the general ac- 
counting system. In general, the method 
of study must be tailored to your own 
establishment. 

The 


same 


broad steps are, however, the 
whether they 
department, or 
such 


The 


for all studies, are 
commodity, 


although 


customer, 


territory studies, each 
study must be 


steps are: 


made separately. 


1. You must know the sales volume 
and total dollar gross margin vou get 
99 





from each territory, or customer, or 
commodity, that you are studying. This 
information is essential for any intelli- 
gent direction of sales effort, and it is 
the responsibility of management to fur- 
nish salesmen with such data to guide 
them. But sales volume and profit may 
be quite different things. and you do not 
have the true picture until you take 
steps to discover the costs of selling. 

2. Direct costs sometimes exist which 
can be charged directly to the territory 
department or other segment. These 
are costs which are incurred solely for 
the segment of the market being studied. 
such as special handling equipment for 
certain commodities, the pay of spe- 
cialty salesmen selling only a few lines, 
ete. 

3. Overhead or indirect are 
classified into functional groups, as ex- 
plained above. 

1. These functional expenses are then 
charged to the commodities or other seg- 
ments on the basis of the amount of use 
made of the functional activity. For ex- 
ample, delivery expense might be 
charged to commodities on the basis of 


costs 


the number of items delivered and the 
size and weight of each. The clerical 
expense routine might be 
charged to customers on the basis of 
the number of invoice lines in the cus- 
tomers’ orders. Selection of the proper 
basis of allocation of expenses is not al- 
ways easy. but there is frequently a 


of order 


common-sense measure of how much of 
a given activity each phase of your mar- 
ket is absorbing. 

5. The direct and indirect 
charged to each commodity or other seg 


expenses 


ment are then added. to give you the 
total expense of handling the commod- 
itv, on selling to the customer. ete. 

6. The expense is subtracted from the 
dollar gross margin of the commodity 
(or other segment) to find net profit. 

The charts illustrate this procedure. 
as applied separately to commodity and 
customer analysis 


RESULTS OF COST ANALYSIS Past 
studies have shown that an over-all net 
profit figure often conceals unprofitable 
departments. customers. 
that are being carried 


commodities. 
and territories. 
along by the profitable segments of the 
business. 

In the first 
made by the Bureau of Foreign and Do- 
for example, 


distribution cost study 


mestic Commerce in 1927. 
it was found that a large proportion of 
the sales of a hardware wholesaler was 
handled at a this 
wholesaler eliminated about 50 percent 


loss. In case, the 


of the number of his customers and 
dropped about 30 percent of the num- 
ber of items carried in stock. In spite of 
an appreciable decline in sales volume. 
in the first year atter this policy was 
put into effect, the following results 
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Expense items 


Sales salaries and expense. 
Truck expense... 

Truck wages pats 
Truck depreciation... . 
Outside trucking... 
Advertising...... 
Warehouse wages 


Office wages 


Executive salaries... 
Rent.. ; ; 
Storage (outside)... 
Warehouse repairs... 
Warehouse supplies. . 
Insurance: 


SOOO 5. 0000s005 
Personnel. . 
Office expense . 


Utilities 


Professional services 
Taxes, inventory .. 
Social Security... 
Bad debts. 


Property and equipment. . 


Means by which natural 
expense items are 
assigned to functional 
cost groups 


Time study 

Direct (to cost group 

Direct (to cost group 

Direct (to cost group)....... 

Direct (to cost group) 

Direct (to cost group)....... 

Time study (or direct to cost 
group) 

Time study (or direct to cost 
group) 

Managerial estimate . 

Space measurement 

Direct (to cost group). . 

Managerial estimate 

Managerial estimate 


Managerial estimate 
Direct (to cost group)... 
Wages 
Direct 

managerial estimate 


Some direct (to cost groups 
others to cost groups via 
space measurement 

Managerial estimate... 

Direct (to cost group)... 

Add to wages..... 

Direct (to cost group 


Classification of Natural Expense Items 
into Functional Cost Groups 


Functional cost 

groups to which 

natural expense 
items are assigned 


Order routine and promotion 

Handling (or delivery) 

Handling (or delivery) 

Handling (or delivery) 

Handling (or delivery 

Promotion 

Handling, 
vestment 

Order routine, reimbursement 
or other functions 

All functional groups 

All functional groups 

Storage 

Storage and handling 

Storage and handling 


storage, and in- 


All functional groups 

Investment 

All functional groups 

Order routine, reimburse- 
ment, promotion or other 
functions 

All functional groups 


Functions benefited 
Investment 

All functional groups 
Reimbursement 











were obtained: operating expenses were 
significantly—4 percentage 
points below the average expense ratio 


reduced 


prices to cus- 
were lowered, and dollar net 
profits were three times as great as aver- 
age previous annual earnings. 


for the trade as a whole 
tomers 


In a study made of a wholesale drug- 
gist it was found that 64 percent of the 
number of his customers were unprofit- 
able. The allocated cost of serving these 
customers ranged from 59 percent to 
200 percent of sales. while the average 
expense ratio for the business as a 
whole was 16 percent. This unprofitable 
group consisted of those customers 
whose annual purchases were $100 and 
less. and. while they were 64 percent of 
the total number of customers, they ac- 
counted for less than 2 percent of the 
wholesaler’s sales volume. 

In a wholesale grocery firm studied 
in the Louisville Grocery Survey, it was 
found that more than 50 percent of the 
total number of customers brought in 
less than 2 percent of the total sales 
volume. Similarly. 40° percent of the 
total number of items carried in stock 
accounted for less than 2 percent of the 
While cost alloca- 


tions were not made. several factors in- 


total sales volume. 


dicated that these customers and com- 
modities were clearly unprofitable. 

In a later study of wholesale grocery 
operations, the Bureau reported the case 
of a wholesale grocer who found that 
those of his customers who purchased 
less than $10 per week were unprofit- 
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He decided to eliminate most of 
As a result, although 
volume = fell, were re 
duced and a net loss of 1.70 percent was 
turned into a net profit of 1.47 percent. 
Industrial distributors may say that 
they have always known that some com: 
modities and customers are carried at 
a loss but nothing can be done about it 
The specialist who carries only the fast. 
moving lines can naturally operate at 
lower costs. but who is going to handle 
the slow-moving items? The full-line 
distributor feels that it is his obligation 
to his customers to have in stock the 
supply items that may cause expensive 
breakdowns _ if cannot get 
them quickly —even if these items nor 
mally move so slowly that they are um 
profitable. Many industrial buyers are 
known to feel that. although they pre 
fer specialty distributors on some lines 
they should maintain at least two mill 
supply companies on a regular basis be 
cause they carry items badly needed at 
times and obtainable nowhere else. 


able. 
these customers. 


sales expenses 


customers 


But dropping lines or customers # 
not the only remedy for conditions re 
While small 
lo serve, most 
small at one 
time, and you may well afford to carry 
along a small customer at a loss if you 
feel that he has good prospects for ft 
ture business. 

You may, however, be able to pet 
suade him to group his orders so that 

(Continued on page 206) 


vealed by cost analysis. 
customers may be costly 
customers 


of your were 
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CONTROLLED ATOMS 
or CONTROLLED LIVES 





INCE August 6th when the first atomic bomb was 

released over Hiroshima, the American people have 

been subjected to a continuous barrage of pro- 
ouncements on the use and control of atomic energy. 
Some of this comment has been strident, and much of 
t conflicting. A considerable portion of it has been of 
sincere and constructive excellence. 

It has not been easy to separate the wise counsel from 

e merely noisy, and it is small wonder that the minds 
bf many are troubled and confused. 

However, the sheer mass of discussion poured into 
bress and microphone has awakened us all to the gravity 
f the issue. In terms of any problem on which Ameri- 
ans ever have been called to exercise a judgment—This 
5 It! 

Even the dullest now recognizes that atomic weapons 
ang over modern civilization like the Sword of Dam- 

les, and understands in some measure how fragile 

d taut is the hair of political balance that holds it 

spended. 

From this point on, we need the coolest and most 

refully considered judgment that can be brought to 
ear. Discussion highly charged with emotionalism will 
ut increase the tensions both at home and abroad, and 
ender wholly insoluble a delicately intricate problem. 


What Is The Problem? 


The major outlines of that problem now are coming 
hto focus in understandable terms: 
1. The scientists have opened up a new and virtually 
nlimited storehouse of energy, and the engineers have 
scovered how to turn it into a military explosive in- 
pmparably more powerful than any we have known. 
Je know that this energy may also be used to produce 
pat for useful power, and we suspect’that the radio- 
tive substances produced by the process in hitherto 
imagined quantity may also have medical, industrial, 
d other constructive applications. 
2. Terrifying as have been the demonstrations of the 
omic bomb thus far, we know that they are as noth- 
g in comparison with its potential destructiveness. The 
plosive force of individual bombs can be increased 
emendously, and means for their effective delivery to 
edetermined targets in wholesale quantity already are 
hand. The experts tell us that no practicable means 
interception can be devised, and that reprisal in kind 
obably will be the only answer to an enemy attack 
ith atomic weapons. 
3. So far as we can see now, even successful retalia- 
bn would be at best an answer of hollow effect. Any 
yo nations each having wholesale stock-piles of bombs 
uld accomplish the practical destruction of each other. 


Since a first treacherous blow might well constitute an 
enormous advantage, a nation actuated by a ruthless 
urge to conquest or revenge might have the best chance 
of survival. But since the widest possible dispersal of 
bombs and launching units would be dictated by the 
strategy of atomic weapons, it is doubtful that one nation 
could destroy another without itself suffering destruc- 
tion. On both sides the major centers of population could 
be wiped out, and the nation of least concentrated in- 
dustrialization and commerce would suffer least. How- 
ever, no one can be sure that the concentrated explosion 
of as many as 20 thousand atomic bombs would not 
poison the atmosphere of the world to an extent that 
would be fatal to great masses of population, not only 
within the country bombarded, but perhaps in the coun- 
try which launched them. 

4. The problem is further complicated because, so 
far as we know now, any large-scale commercial use 
of atomic energy as a power source is more or less in- 
extricably linked to a potential military use. It is true 
that, if atomic power becomes economically feasible 
(which is by no means certain for a long time to come), 
it would require only low-grade concentrates of fission- 
able material, which would need further elaborate and 
costly processing before reaching explosive potential. 
But the process of producing such low-grade concen- 
trates constitutes perhaps two-thirds of the industrial 
effort required to make effective bombs. It follows, then, 
that if nations were to equip themselves to produce large 
quantities of low-grade concentrates for power genera- 
tion, the effort required to develop large-scale bomb 
production would be materially reduced. Moreover, the 
maintenance of an effective inspection to police agree- 
ments not to produce bombs might be forbiddingly dif- 
ficult if atomic power generation were allowed. 

5. In addition te the major problem posed by the use 
of atomic bombs in international war, any nation which 
produces or possesses such bombs, or the fissionable 
materials with which they are loaded, faces still an- 
other in the danger of their falling under the control 
of paranoid elements in its own population. 


What Are We Going To Do About It? 


We face the hard fact that we have produced a weapon 
capable of destroying whole nations—perhaps even the 
whole world. Although we were importantly aided in 
its development by the nationals of other countries, we, 
together with Great Britain and Canada, now must take 
the initiative in deciding what shall be done with it. 
We have only two choices. We can try to keep this 
weapon as a monopoly of our own, or we can try to 
place it under broad international control. 











Can We Keep It To Ourselves? 


If we know one certain fact about the atomic bomb, 
it is that it cannot long be held as a monopoly of those 
nations which produced it. 

If Nazi Germany had succeeded in developing the 
weapon first, it probably would have attempted to achieve 
world dominion, with utter destruction as an alternative. 
Such a course is not within our range of choice. It violates 
every principle for which we stand. 

Much reckless nonsense has been uttered concerning 
the inability of other nations to master the scientific, 
engineering, and industrial problems involved. It is the 
virtually unanimous opinion of those who worked on 
the project that several nations today are fully equipped 
in science, engineering, and industrial organization to 
produce atomic bombs and to provide the means for 
launching them. At least one of these nations, Russia, 
has also access to an ample supply of the necessary raw 
materials. The only debate is over whether it would take 
three, or five, or ten years for her to marshal her re- 
sources to produce bombs in multiple thousands. Once 
such an atomic race were on, we have no reason to be- 
lieve that Russia might not divert more resources to the 
task than we ourselves should be willing to put into it. 

Additional nonsense is talked as to how we might 
attempt to cope with the problem of living in a world in 
which mutually suspicious or hostile nations faced each 
other, with stores of atomic weapons on both sides. We 
hear talk of dispersing our cities and even of moving 
underground. No one has seriously reckoned the dif- 
ficulty or the cost of following such counsel of despair. 
Still less has anyone appraised the neurotic effect upon 
men’s minds of living by any such preposterous formula, 
under continuously mounting tension day after day, and 
year after year. 

Certainly, if we could find no way to prevent the com- 
petitive production of atomic weapons, we should be 
driven at least to the selective dispersion of our bomb- 
launching facilities, of certain key industrial establish- 
ments, and of our centers of government and governing 
personnel. We should be forced, also, to change our 
traditional requirement that only Congress can commit 
us to active war. We should be forced to organize our- 
selves as a police or military state, with our scientists 
regimented and muzzled, with all of us under constant 
surveillance against the smuggling and planting of time- 
bombs, and constantly alerted against attack through 
the air. 

Before we commit ourselves to any such intolerable 
procedure, we should be mad not to explore al! possible 
means for making it unnecessary. 


The Only Feasible Alternative Is Effective 
International Control 

This cardinal principle has been recognized in the 
statement of November 15th, issued jointly by Presi- 
dent Truman, and Prime Ministers Attlee and King. Their 
statement frankly concedes that against atomic weapons 
there can be no adequate military defense, that no nation 
can command a monopoly of such weapons, that responsi- 
bility for eliminating’ atomic energy as an instrument of 
war and for devising safeguards over its use for the 
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advancement of science and other peaceful and humani- 
tarian ends rests upon the civilized nations of the world, 

They propose that a commission be set up at once under 
the United Nations Organization to make recommenda- 
tions: (a) for extending between all nations the ex- 
change of basic scientific information for peaceful ends, 
(b) for control of atomic energy to the extent necessary 
to ensure its use only for peaceful purposes, (c) for the 
elimination from national armaments of atomic weapons 
and of all other major weapons adaptable to mass de- 
struction, and (d) for effective safeguards by way of 
inspection and other means to protect complying states 
against the hazards of violations and evasions. 

Already criticism is leveled at the wording of the 
statement, at alleged omissions, at the wisdom of choos- 
ing the United Nations Organization as the medium 
through which to seek agreement in view of the weak- 
nesses of the UNO Charter. 

None of these issues should be crucially important, 
What matters is that an invitation has been issued in 
good faith for the nations of the world to meet and de- 
cide upon means for assuring the elimination of weapons, 
the existence of which no one can afford to tolerate. 

The decision cannot be other than international; it 
will require the best thought of the best brains the world 
can muster. The smaller nations have an equal stake 
with the large, and from them may well come the most 
fruitful suggestions. But Russia now holds the key to 
the success or failure of our proposal. If she accepts our 
invitation, no other nation will refuse. 

Alternatively, there will be an international arma- 
ment race paced by atomic weapons. It will mean an 
end of free science, a severe policing and regimentation 
of international travel and trade, and innumerable re- 
strictions upon those individual freedoms which we have 
just fought so desperately to preserve. This is the dis- 
mal prospect if we fail to arrive at a genuinely inter- 
national accord on the control of atomic energy. But even 
this interval would promise to last only for an uneasy 
period, until someone started pressing the push-buttons 
on the panel-boards of extinction. 

The only permanent solution lies in finding means to 
eliminate war itself. That we cannot hope to achieve 
overnight, but we can, and do hope that the nations will 
now agree to eliminate atomic weapons and their radio- 
active by-products as instruments of war. 

If they do that, we can move forward more surely to 
the constructive development of the incalculably valu- 
able resources that science has newly opened to our use. 
And, we can hope also for a progressive improvement in 
international understanding. 

Unless the nations can reach agreement on this para- 
mount issue of atomic energy, it is difficult to conceive of 
any vital issue on which they might agree. 





President, McGraw-Hill Publishing Co., Inc. 
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Assuring Prosperity 


Profit-sharing plan for mature salesmen furnishes incentive for 


men to build business; salesman and distributor reap benefits. 


By A. B. ANDERSON 
President and General Manager 
Duluth Plumbing Supply Co. 
Duluth, Minnesota 


THE QUESTION of salesmen’s compen- 
sation always has been topical. But 
with the current emphasis on im- 
proved sales service, the matter has 
assumed a new magnitude. For, true 
as it has been in the past, it is more 
true now: An organization—any or- 
ganization—eventually stands or falls 
with its sales force, and good sales- 
men must receive adequate pay. 

In our own particular firm the 
problem was attacked with the funda- 
mental question: What kind of sales- 
men do we need? This is the logical 
starting point. Salesmen, like men in 
all professions, vary in nature from 
the prima dona to the plodder who by 
sheer exposure to business picks up a 
few orders. And the type of man 
wanted usually determines the com- 
pensation. 

We decided against hiring youths, 
training them, putting them through 
stockrooms and the like and then 
sending them out on the road. Con- 
ceivably there could be exceptions to 
that policy now that our sales force 
is established. But in forming it we 
decided we wanted mature men, re- 
sponsible men who know the lines. 
The immature, untrained salesman 
ducks the technical sale. He’s afraid 
of it and usually winds up with a cata- 
log, turning pages under a purchas- 
ing agent’s nose. We wanted men who 
would go after the business, dig it out 
and win their ways by intelligent, 
dynamic effort. And to get that type 
of man several factors were necessary. 

First his nature must be considered. 
Some firms load their men with 
paper work. And some few salesmen 


take to paper work like a fish to 








A. B. Anderson and his son, Lawrence M., treasurer and assistant general 
manager, Duluth Plumbing Supply Co., talk over results and prospects for 
their system of profit-sharing salesmen’s compensation 


water. I believe that this type of 
man is not a good salesman but is of a 
Other firms force 
their men into doing excessive paper 
work, but it usually is at the price of 


sales. This is not to say that some pa- 


clerical nature. 


per work is not necessary. But a car- 
dinal point should be: keep it as sim- 
ple and little as is possible. 

Our salesmen really are in business 
for themselves. They share without 
limit in the profits on all sales from 
their territories, pay their own ex- 
penses and are given wide latitude in 
their approach to their work. Be- 
cause we have selected high-grade, 
mature men, usually with at least high 
school education and considerable ex- 
perience in engineering or mechanical 
work, we have confidence in them. 
Naturally, there must be some rules, 
but they are simple and held to the 
minimum. 

A high-grade staff of mature men 
does not come cheaply. They must 
have good territories and adequate 
not 


compensation. Territories are 


sacred divisions of geography. Ours 
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have been worked out by trial and 
error and no doubt we still are err- 
ing, but we still are trying, too. 

As for the method of payment: 
There are several ways to arrive at a 
satisfactory basis and one method cer- 
tainly would not fit all distributors. 
In the instance of our profit-sharing 
method we give our men 20 per cent 
of the gross profit on city sales; 25 
percent of gross profit on country 
sales. The latter, of course, requires 
the salesman to spend more money 
per dollar of sales. Hence the differ- 
ential. Of course, there is a drawing 
account for each, but after the men 
are established it becomes of second- 
ary consideration. 

Use of the profit-sharing system 
places the burden of each salesman’s 
own prosperity squarely on his own 
shoulders. Naturally it required the 
costing of each item sold, but once 
the groundwork was laid the rest was 
a comparatively simple matter. And 
the result was worth the effort—high- 
grade men, satisfied men—building 
for themselves and for the company. 
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The file in which Mr. Bridges’ “Industrial Survey” cards 
are stored is handy for the sales manager. 
swings around in his chair and picks them out. 





He just 


Before interviewing a salesman, Mr. Bridges finds it pays 
to study each survey card thoroughly “so you'll know 
what you're talking about.” 


Keeping Salesmen on the Beam 


System for knowing how each salesman is faring in the field developed by 


“Bill” Bridges who retires from Buhl Sons post on Jan. 1, after 53 years. 


AFTER 53 Years in the industrial sup- 


ply field, William “Bill” Bridges, 
sales manager and manager of the 
mill supply department at Buhl Sons 
Co., Detroit, will retire Jan. 1. How- 
ever, before he lays his business wor- 
ries aside to concentrate on fishing, 
he will turn over to his successor a 
complete system for keeping abreast 
of salesmen’s activities. 

Mr. Bridges maintains detailed card 
records with the result that he knows 
at all times how each individual sales- 
man is faring in the field. The rec- 
ords, developed over the years, are 
designed for the sole purpose of 
equipping the sales manager with 
sufficient information to permit him 
to discuss salesmen’s problems in- 
telligently and to offer constructive 
criticism. 

One card file, on the surface, would 
seem to be a check on whether sales- 
men are working but it was neither 
designed nor does it serve this pur- 
pose. The file is labeled “Industrial 
Survey” and contains 5x8-in. cards. 


One of Mr. Bridges’ assistants periodi- 





104 





MILL SUPPLIES ° 


cally goes into the field and inter- 
views customers to obtain the in- 
formation which is contained on each 
card. When the investigator goes 
into a territory the salesman who cov- 
ers that area is advised of the action 
thus eliminating the possibility of a 
salesman considering that he is being 
spied upon. Each customer is tact- 
fully asked several questions and, as 
Mr. Bridges pointed out, the success 
of the interview is dependent almost 
completely upon the ability of the 
questioner because if a customer gets 
the idea that he is doing a disservice 
to the salesman involved, the study 
would become of doubtful value. 

On the other hand, careful phrasing 
of questions creates a favorable im- 
pression—the customers realize that 
Buhl Sons is interested in them and in 
the distributing company’s ability to 
improve its service. 

As an example of fully explaining 
the value of the study to customers, 
Mr. Bridges’ assistant will explain 
to customers that Buhl Sons is check- 
ing on the names of the purchasing 
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agents and his assistants to insure that 
news of developments that will inter. 
est them are sent to the correct per: 
sons. Obtaining an answer to the 
question “what is the nature of your 
production?” is greatly simplified 
when a customer realizes that only by 
knowing the answer can the distribu. 
tor render his best service. And learn 
ing the number of persons employed 
by a customer invariably is easy when 
the questioner off-handedly remarks 
“you must employ about — persons.” 

The frequency of a salesman’s calls 
may be an important factor in the 
number of orders he obtains from 4 
given customer and thus when the 
question of how many calls are made 
is asked the customer rarely shows 
any hesitancy in giving the informe 
Comment on this leads natur- 
ally into the next two questions (see 
form on opposite page). 

Keeping the distributor’s catalog up 
to date for customers is considered # 
Buhl Sons as an important part of the 
A check on ths 


score, therefore, is valuable. 


tion. 


salesman’s job. 
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Once the card is filled out along 
with observations of the interviewer, 
Mr. Bridges is in a position to sit 
down with a salesman and analyze 
each individual account. 

The customer’s answers to Mr. 
Bridges’ assistant, experience showed, 
often are much more frank than if the 
study were made by the salesmen 
As Mr. Bridges pointed 
out, it is pretty difficult to expect a 
buyer to criticise a salesman’s actions 
when he is talking with the salesman 
involved. 

These cards, however, are not the 
only ones Mr. Bridges has before him 
when he analyzes a salesman’s ac- 


themselves. 


He also has a customer rec- 
ord of sales by months and years, giv- 
ing him a complete picture of the 
activity of an account. (See accom- 
panying form at right.) 

An additional form employed (not 
shown) is one on which the sales 
manager himself records his checkups 
on salesmen. There are blanks for 
listing the dates of interviews with 
the salesmen and for answers to four 
pertinent questions: 

Is customer’s catalog up to date? 

Is our service OK? 

If not, why? 

Why decline in sales? 

During the war years Mr. Bridges 
system paid handsome dividends in 
that the company could, at a glance, 
compare the activity of accounts with 
former years and thus obtain some 
Measure of guidance for points on 
which to concentrate. And now that 


counts. 


peace time activities are again in the 
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"Good Luck” wishes are exchanged by Mr. Bridges and A complete file of survey cards will be turned over to 
his successor as sales manager at Buhl Sons, Dan Doyle. 





Mr. Doyle when he takes over his new position. 


When this form is filled out Mr. Bridges can check on the activity of an 


account without bothering 
foreground, Mr. Bridges feels that his 
system will be of even more value for 
it will show the new sales manager, 
Dan Doyle, which accounts to have 
the salesmen devote extra attention. 

In order to achieve any goal, Mr. 
Bridges explained, you first have to 
know where you are going and then 
you must determine how you are 
going. The system, Mr. Bridges said, 
supplies the answers. 

As for Mr. Bridges himself, he’s go- 
ing to spend his winters in Florida 
and his summers at his country place 
in Canada. 

It was on March 15, 1892, that Mr. 
Bridges joined the Buhl company. He 
started as an office boy but when he 
was only 19 years old he was given the 
Detroit industrial territory to cover 


to check with 


DECEMBER, 1945 


the accounting department. 


and a few retail stores were added, 
just in case Mr. Bridges found time 
on his hands. 

In February 1909, Mr. Bridges was 
placed in charge of the newly created 
“industrial division”. There were two 
salesmen on the payroll at that time 
but during Mr. Bridges’ long period 
of service he saw that number rise 
to 21. 

Mr. Bridges was born in Canada 
but moved with his parents to Detroit 
That 


he has taken root in Detroit is shown 


when he was seven years old. 


by his membership in many organiza- 
tions including International Rotary, 
Detroit Board of Commerce, Back 
Grove Golf Club, Shawnee Gun and 
Country Club and the Army Ordnance 
Association. 












Caught Short Once, 
Now Studies Literature 





Louis R. Emdey found a customer who 
knew where to buy an item when the 
salesman didn’t. Keeping up on product 
information is now a “must.” 


Louis R. Emdey, 44, salesman for the 
Warren, Balderston Co., Trenton, N. J., 


for the last 23 years, is convinced every ~ 


industrial supply salesman should read 
Mii Suppuies. There was a time when 
Mr. Emdey occasionally passed up his 
copy, excusing himself on the grounds 
that he was pretty familiar with its con- 
tents. An embarrasing experience with 
a customer who did take MiLt SuppPies 
seriously cured Mr. Emdey. 

A buyer for a pottery firm needed 15 
rotary band saws. Mr. Emdey’s firm at 
that time did not carry any such item 
and he was at a loss as to what product 
he could suggest. Chiding the salesman 
for overlooking Mitt Suppties, the 
buyer pulled out a copy and showed 
him an ad of the product he wanted. 


Mr. Emdey noted the name of the manu-. 


facturer, his firm secured the band saws 
and Mr. Emdey not only sold 15 to the 
pottery plant but three to a university 
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and more elsewhere. He could have 
sold 50 to 100 more had the manufac- 
turer been able to supply them but the 
war made things tight. Despite the em- 
barrassment, Mr. Emdey was grateful 
to the buyer for the lesson in extracur- 
ricular reading. 

Although he has been selling for more 
than two decades, Mr. Emdey is alert 
to learning about new sales aids. He 
has just completed a thorough course 
given by a light machine tool manufac- 


+ turer. Previous to that, he attended simi- 


lar courses given by a maker of cutting 
equipment and a maker of bearings. 
Mr. Emdey feels the practical knowl- 
edge of products gained thereby makes 
selling more interesting and easier from 
the standpoint of being able to answer 
questions about the product authorita- 
tively and of the assurance this imparts 
to the customers. 

Previous to joining Warren, Balder- 
ston Co., Mr. Emdey sold for three years 
for the Trenton Hardware Co. He is a 
graduate of Trenton High School. He 
handles about 120 accounts. 





Disliked Line First, 
Then Found It Sold 


W. R. Young, Pacific Pump & Supply 
Co., San Francisco, has discovered that 
prejudice against a line or product, 
especially when hastily arrived at, ham- 
pers a salesman and narrows his field. 

“When we first took a line of water 
softeners, I was not particularly en- 
thused,” says Mr. Young. “We stocked 
just one in the beginning and, frankly, 
it was a long time before I sold it. I 
have discovered since that this was be- 
cause | wasn’t interested in the equip- 
ment and, as a consequence, was unable 
to interest anyone else in it.” 

All this changed, however, when 
Mr. Young found the customer who had 
bought the water softening equipment 
particularly enthusiastic about its per- 
formance. After that, the salesman did 
a little research into the possible mar- 
kets and discovered the equipment to 
be in demand both as a home item and 
as an industrial one. 

“There are few localities that do not 
have some form of water trouble,” he 
points out. “The water can be too hard, 
forming deposits and scale, and requir- 
ing excessive amounts of soap to make 
it useable for cleaning purposes. Then 
again, there may be iron in it that will 
discolor porcelain, create rust in plumb- 
ing, etc. All the effects of hard or caus- 
tic water are felt in some way in the 
homes and industries of a particular 
area.” 

Pacific Pump & Supply distributes its 
water softening outfits through pump- 
ing equipment dealers, who have a real 
opportunity for sales among the same 
customers already buying pumping and 


W. R. Young has acquired a healthy respect for the water conditioning equipment 
stocked by the Pacific Pump & Supply Co., San Francisco. 
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similar equipment. Mr. Young explains 
the workings of the equipment to the 
dealers, and then impresses upon them 
the inadvisability of selling or recom- 
mending a single unit without first hav- 
ing an authoratative test made of the 
water to be treated. This part of the 
sale is taken care of by the manufac- 
turer of the equipment. In each pro- 
posed installation, a sample of the water 
is secured and sent to the company for 
analysis. After making all tests, the 
company advises the distributor of the 
size and type of filter or water softener 
to be used. The test covers appearance, 
nature of sediment, acidity, hardness, 
alkalinity, chloride content and iron 
content, and each phase of the water’s 
characteristics governs the size of the 
unit and the frequency with which the 
softening compound used must be re- 
newed. 

“This assistance on the part of the 
manufacturer is almost priceless,” says 
Mr. Young, “because it would be fatal 
to a supply firm’s good will in a neigh- 
borhood if the equipment was sold on 
a ‘guess’ system, and then failed to 
work properly.” 


Urges Reconversion 
Of Sales Approach 





Enmities built up during the war, when 
Many salesmen concentrated on one 
Group of customers to the exclusion of 
others, make a new approach necessary, 
Says Claude French, Lewis Supply Co., 
Memphis. 


“While we’re going about the recon- 
Version of machinery, merchandise and 
general policies, let’s not forget that 
the minds of our customers are under- 
going swift reconversion, too, and that 
the rather haphazard, slap-happy sales 
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“This is one of those days when I feel like saying 


approach of six months ago is now defi- 
nitely archaic,” warns Claude French, 
a veteran of 25 years selling with the 
Lewis Supply Co., Memphis. 

Mr. French, the supply firm’s oldest 
employee though only 43, draws on his 
knowledge of selling to point out fur- 
ther that the salesman of today must 
take up a brand new approach to the 
art and realize the importance of hand- 
ling customers in the manner they wish 
to be handled, and not in the fashion 
desired by the salesman. With the re- 
turn of a peace time economy, customers 
will be chased as they have never been 
beforé and, says Mr. French, there are 
going to be hard times for the men who 
obviously went out of their way to slight 
or defy customers during the past four 
years, instead of catering to them as 
much as possible. 

There will have to be much more of 
the “you” in the selling game from now 
on, and the very minimum of the “I”, he 
says. The shoe will be on the other 
foot, and if salesmen don’t stay in line, 
it’s going to pinch. 

“The hurt feelings of our customers 
engendered by the ‘seller’s market’ of 
the past few years have been building 
up future sales resistance like beavers 
build a dam,” he says. “And while we 
have learned a lot of new technical 
things and shortcuts to help the manu- 
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Oh—Shut your big mouth!!” 


facturer, the problem of handling custo- 
mers during the war period was sadly 
overlooked. This will now prove disas- 
trous to the salesman who forgets that 
his number one job is to sell and to 
cater to his customers’ wants and de- 
sires.” 

To assist salesmen in the reconversion 
of sales attitudes. Mr. French offers 
five rules to be kept constantly in mind: 

1. Go to see a customer with the idea 
of selling at least one definite item, and 
have literature with you to leave with 
him. Don’t make “routine” calls. 

2. Do not do all the talking. Be open- 
minded and give the customer a chance 
to ask questions. 

3. Know your customers. Become fa- 
miliar with their likes and dislikes and 
cater to them. ! 

4. Do not shy away from unfamiliar 
items. View them as challenges and 
make them familiar by study. 

5. Take an order for anything and 
then follow it through to the end. 

“TI feel that an order is a trust that 
has been placed in me, and I'll go to all 
kinds of trouble to see that the trust is 
fulfilled,” adds Mr. French. “I want 
my customers to have the utmost con- 
fidence in what I tell them, and I try 
to keep that idea always in mind so as 
not to sidestep when the temptation 
arises to make claims I cannot back up.” 














NEW PRODUCTS 


with Sales Possibilities 








Soldering Iron 


Quick Heating 





Built-in thermostatic heat contro] is a 
feature of the new “Kwikheat” soldering 
iron. The iron heats up in 90 seconds. 
This is made possible by a special pow- 
erful 225 watt quick-heating element, 
held in check by the thermostat. The 


soldering iron has’ a_hard-chrome 
plated steel octagonal shell, a cool safe 
plastic handle, and weighs 14-ounces. 
Six different tip styles can be easily in- 
terchanged. The tips are made of cor- 
rosion-resistant copper alloy. They 
screw into the iron for good contact and 
are tapered for efficient heat conductiv- 
ity—Sound Equipment Corp. of Calif., 
Glendale 4, Calif —Mu.t Suppputes, De- 
cember 1945. 


Winch 
Hand Power Unit 


The “Handiwinch” is an all steel con- 
struction hand power unit, consisting of 
a drum mounted between two side 
frames rigidly held together by two 
threaded shouldered tie bolts and a sta- 
tionary drum shaft. The drum shaft is 





welded to one side frame and pinned to 
the other. The drum can be driven 
either through 27:1 double reduction 
gears for heavy loads, or 4.5:1 single 
reduction gears for light loads. The 


108 


winch is equipped with a removable 
crank, readily adjustable from 10-in. to 
20-in. A band brake is furnished which 
engages with a drum mounted on the 
high speed pinion shaft having a gear 
ratio of 27:1 to the drum, providing 
safe handling of heavy loads. The winch 
is equipped throughout with bronze 
bushings, self lubricating, with the ex- 
ception of drum bushings. Overall di- 


* mensions are 16%4-in. x 1514-in. x 1634- 


in. high—American Hoist & Derrick 
Co., St. Paul 1, Minn —Mut Supp.iss, 
December 1945. 


Tubing 


Hot or Cold Air 





Created during the war for aircraft heat- 
ing and ventilating; “Airtron” is now 
available for other uses as a ducting for 
hot or cold air. Made of glass cloth 
and rubber, it provides high insula- 
tion qualities as well as great flexibility. 
The flexibility makes its use desirable 
where vibration is present, for it will 
operate indefinitely under conditions 
where metal ducting would develop fa- 
tigue cracks. It withstands tempera- 
tures from minus 60 degrees F. to 300 
degrees F. without a change in proper- 
ties and will stand well over 50 pounds 
per square inch internal pressure at all 
temperatures. It is unaffected by air, 
light, water, gasoline, oil and all but 
concentrated mineral acids. Manufac- 
tured in tubes from l-in. to 6-in. in 
diameter and in any length, as well as in 
specialized shapes.—Arrowhead Rub- 
ber Co., Los Angeles 11, Calif —Mut 
Suppiies, December 1945. 
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Container 
Heavy Aluminum 





A handy container for a wide range of 


shop uses. Made of heavy aluminum 
and built to stand plenty of abuse. A 
feature of the can is the crossbar sup- 
port inside the can, which can be re- 
moved for cleaning. This serves both 
as a wiping bar for surplus material 
on the brush, and as a unit upon which 
to hang the brush when it is not in use. 
The cone-shaped top fits snugly over the 
can, covering both the brush and the 
contents, preventing hardening and 
evaporation. The container is available 
in one and two-quart sizes for varying 
needs.—Kindt-Collins Co., Cleveland 11, 
Ohio—Mut Suppuies, December 1945. 


Gas Gun 


Self-Lighting 





A self-lighting, self-extinguishing acety- 
lene torch. The gas ignites with the pull 
of the trigger and extinguishes on its re 
lease. Because of this feature substat- 
tial savings on gas consumption are 
affected, and fire hazards are eliminated. 
Variations in flame with a temperature 
range of from 950° to 2,000° F. are 
obtained by adjusting the pressure. The 
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Built-in thermostatic heat control 
High insulation and great flexibility 


Self-lighting, self-extinguishing 
Exceptional cutting range 

Form of miniature bench stand 
Grip fits hand comfortably 
Scientifically designed orifice throat 
Position locked permanently 

Fluid drive principle 

Usable on high speed grinders 
Range of Sizes 

Leather wearing surface 

Maximum rigidity with light weight 
Cam-lever mechanism 

Resistance to high temperatures 
Improved method of indexing 

Easily mounted without machinery 


New low brightness 
Instantaneous measurement 
Variable speed buffing 
Installed direct on shaft 
Hoisting and control mechanism 
Improved design 

Easily controlled 

Head toughens with use 

Dust resistant steel enclosures 





All steel construction hand power unit 


Removable crossbar support inside can 


Improved method of holding wire rope 


Sound Equipment Corp. of Cal. 
American Hoist & Derrick Co. 
Arrowhead Rubber Co. 
Kindt-Collins Co. 

Century Aircraft Co. 

Robert H. Clark Co. 
Nicholson File Co. 

Binks Monufacturing Co. 
Strong, Carlisle & Hammond Co. 
Faultless Caster Corp. 
Toolcraft Mfg. Co. 

Abrasive Company 

Oil-Rite Corp. 

Industrial Gloves Co. 
Manning, Maxwell & Moore 
Boyer-Campbell Co. 

William Brand & Co. 
Chicago Drillet Co. 

Bakewell Products Co. 
National Production Co. 

G. E. Lamp Dept. 

Hickok Elec. Instrument Co. 
Standard Electrical Tool Co. 
Salsbury Motors, Inc. 

Service Caster & Truck Div. 
Quimby Pump Co. 

Yale & Towne Mfg. Co. 

Nu Products Co. 

Square D Co. 











gas gun is an efficient torch for solder- 
ing, light brazing and lead burning, as 
well as aluminum soldering, sheet metal 
work, low-temperature welding and gen- 
eral equipment repair work.—Century 
Aircraft Co., Inglewood, Calif —MiLu 
Supppiies, December 1945. 


Counterbore Sets 


Convenient Package 


To save production time and cut tool 
inventory costs, announcement has been 
made of a set of 4 adjustable counter- 
bore spot facers with exceptional cut- 
ting range. These four tools cut any 
fractional or decimal diameter within 
Y%-in. to 13%-in. O.D. Each one is 
quickly adjustable to a wide range of 





sizes. Each CS-1H set contains, in ad- 
dition to four counterbores, an assort- 
ment of 11 extra pilots, all mounted in 
convenient wood crib box.—Robert H. 
Clark Co., Beverly Hills, Calif.— 
Mitt Suppties, December 1945. 


Rotary Files 


Handy Kit 





The “Rotakit” is an attractive method 
of packaging rotary files and burs. 
Built in the form of a miniature bench 
stand, enabling the mechanic to keep 
his files readily accessible when they 
are not in use, the kit has a glass front 
fdr, visibility and to protect the con- 
téfite from dust. Three assortments are 
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available: “Rotakit” #20, containing 
ten ground burs; #30 containing ten 
hand cut rotary files; #40 containing 
five ground burs and five hand cut ro- 
tary files. From these carefully selected 
assortments, the mechanic can find a 
selection to meet his requirements in die 
sinking, pattern making, tool making, 
etc.—Nicholson File Co., Providence 1, 
R. I.—Mu.u Supp.ies, December 1945. 


Spray Gun 


Comfortable Grip 


Light in weight, the Model 19 spray 
gun is well balanced and is easy to 


(Continued on page 231) 














Practical applications of industrial 
supplies to pass on to customers 
for solving their production problems. 











TRAP-DOOR QUENCHING BAS- 
KET—The time required for emptying 
baskets of small parts after heat-treat- 
ment and quenching was materially 
reduced at the Vultee Field division, 
Consolidated Vultee Aircraft Corp., 
through the development of a trap- 
door wire basket which can be un- 
loaded directly into a skid or tub. A 
hinged door, A, is provided near the 
top of the quenching basket to facili- 
tate the loading of the parts. Trap- 
doors, C, are hinged from the center 
of the basket bottom and are locked 
at the edges. When the basket has 
been hoisted out of the quencher and 
centered over a skid, the locks, B, are 
tripped and the parts dumped without 
further handling. Compared to the 
old method of maneuvering the bas- 
kets into position to be up-ended, this 
saves time. 





























































































HOIST FOR HEAVY DRUMS— 


Lifting drums on end was a_ back- 
breaking job until this shop-made de- 
vice was installed. Now. the drums, 
weighing half a ton each, are rolled 
to the air lift, air pressure is applied 
and the drum upended. An old double- 
acting cylinder type air hoist and 4 
three-way valve were used to make the 
labor saving device. 
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DOUBLE JOB FOR V-BELTS— 
On the theory that a real power trans- 
mission distributor is never stumped, 
Eldon E. Rempfer, president and gen- 
eral manager, Industrial Supply Co., 
Inc., Minneapolis, did not bat an eye 
when it was proposed that he generate 
both alternating and direct current 
simultaneously from the same steam 
engine-driven generator. One of the 
larger office buildings in Minneapolis 
has its own power plant which con- 
sists of a 330 hp. steam engine driving 
a direct-connected d.c. generator. 
Eventually a.c. was desired by many 
of the tenants, but others insisted on 
retaining direct. The only solution 
was to generate both kinds of current. 
Mr. Rempfer called in a consulting 
engineer, Dwight M. Bell, and they 
designed a V-drive to operate from the 
fly wheel of the engine to a generator 
which produced a.c. This application, 
a V-flat belt drive, has proved highly 
satisfactory and has been in operation 
for five years without a belt replace- 
ment. The belt economy is due, says 
Mr. Rempfer, to the fact that the belts 
receive equal wear on three sides—the 
bottoms on the pulley and the V-sides 
on the sheave. Furthermore, he points 
out, any slippage inherent in the un- 
usual drive will take place at the 
sheave, for the pulley has a much 
greater diameter and affords a greater 
gripping surface. 


PLIERS USED AS DRILL JIG— 
In assembling the rib of a spar, it 
had been the practice in the Kaiser 
Fleetwings division to spotweld the 
work in place, then hold the rib to 
the spar with pliers while the rivet 
hole locations were measured and 
marked off in pencil. After the holes 
had been laid out, they were drilled 
and the rivets driven. This process 


























The V-flat belt drive installed by the Industrial Supply Co., Inc., Minneapolis. The 


belts deliver power off the pulley of the steam-driven generator at left to the V-sheave 


on the smaller a.c. generator. 
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required considerable time, and one 
of the workers presented the idea of 
using the pliers themselves as drill jigs. 
By drilling a hole through the plier 
jaws and perpendicular to their clamp- 
ing surface, the pliers can be used to 
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hold the work pieces together and 
serve as a drill jig at the same time. 
This development eliminated measur- 
ing and laying out holes, and substi- 
tuted a positive method for locating 
them in the assembly. 


WINDING HOT PIPE ON A DRUM 
—In winding pipe coils of size %4-in. 
and over, the Gulf Shipyard Corp. has 
found the winding drum or mandrel 
illustrated to be a great time and 
money saver. The drum, internally 
cooled by water, must be substantial 
enough to resist the pipe bending 
stresses. It is supported by two bear- 
ings and is revolved through a large 
sheave or pulley connected with the 
power source. The cooling water pipe 
passes through the shaft or axis. To 
form a coil, the free end of the pipe 
is hooked under a clip welded to the 
head of the drum, and the pipe, heated 
to redness by the use of a torch, is fed 
onto the mandrel as it revolves. Skill 
is soon developed so that the coils are 
wound at a uniform distance. 
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Tags Call Attention 
To Shortages 


Wanting a quick and visual method 
for keeping tab on its stocks of cut- 
ting tools, the Manufacturers Sup- 
ply Co., Grand Rapids, has been us- 
ing a simple, yet effective means. All 
the drawers in the firm’s enormous 
bank of cutting tool drawers have 
red tags as danger signals. The tags 





PP LOD DP DP PD PP Sa AD Pa DE PA dt dea dd DS SSS 


Warehousing methods in shelf and bin arrange- 
ments, frames for casters, stock identification 
through signs, and ideas to speed inventory. 
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are on strings that are nailed to the 
inside of the drawers. When stock 


_in. any drawer approaches the mini- 


mum, the stock clerk simply pulls out 
the tag and lets it dangle in front. 
When Ray Goby, the firm’s buyer of 
industrial supplies, makes his daily 
rounds to check cutting tool stock, 


the red danger signals serve as eye- 
catching warnings. 
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Although the sturdy stock bins at the 
E. Keeler Co., Williamsport, Pa., are 
more than ten feet high, Charles 
Lundquist, stockman, uses the firm's 
system of rolling ladders to make his 
tasks easier. 


An Aid 
For Stockmen 


In working along the rows of bins 
at the Federal Pipe & Supply Co., 
Fresno, B. Thompson thought of a 
way to save himself a great deal of 
climbing and stooping. Taking several 
small wooden packing boxes and 
some heavy wire, he proceeded to 
bore holes in the upper sides of the 
boxes, and then cut the wire into 
equal lengths. The pieces of wire, 
hooked at both ends, catch on the 
edges of the bins and are then hooked 
onto the boxes. When Mr. Thomp- 
son takes inventory, or collects stock 
from the top shelves, he takes a box 
up the ladder with him, attaches it 
at a handy height and then proceeds 
to his work. If he is taking inven- 
tory, for instance, he can count stock 
along an entire row of upper bins 
without climbing down or stooping. 


B. Thompson, Federal Pipe & Supply 
Co., Fresno, Calif., demonstrates the 
handy stock-picking box he developed 
to help in making up orders or tak- 
ing inventory. 
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' Storage Frames 
| For Caster Wheels 


Built especially for caster wheels, 
| the frames used by the Colson Equip- 
_ ment & Supply Co., Los Angeles, are 
made in sections 30-in. wide and 5}- 
ft. high. They can be readily moved 
to any part of the warehouse and set 
' up in units as desired, like sectional 
_ bookcases. The construction is of an- 
_ gle iron, riveted throughout, and each 
| section has eight compartments, plus 
| the top shelf. Large wheels, up to 8- 
| in. in diameter, can be accommodated 
' on each shelf, but in the case of 
) smaller wheels, the compartments are 
» given an additional stringer piece 

midway between the two outside 
| stringers. These compartments can 
then hold two rows of small casters. 
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Sectional frames made especially to hold the firm's stock of caster wheels 
are utilized by the Colson Equipment & Supply Co., Los Angeles. 


Signs Show 
Position Of Stock 


Each aisle in the warehouse of the 
J. T. Wing Co., Detroit, has a sign 
at the head on which all the articles 
in the various bins are listed. The 
supply company adopted the system 
not only to speed up the work of 
filling orders, but also as an aid to 
new employees, who’ find the plainly 
printed signs a great advantage in es- 
tablishing their familiarity with the 
Wing warehousing system. 


Signs at the head of each warehouse 
aisle show the location of stock at 
the J. T. Wing Co., Detroit. Note the 
use of often-wasted space over- 
head between aisles. 
















































How They Do It (Continued ) 


Second Tier 
Helps In Storage 


The Wiley-Hughes Supply Co., Trenton, N. J., has made 
good use of what might have been waste space in the firm’s 
higher than average one story building. When building 
the original floor level shelving, care was taken to make it 
of unusually strong construction in line with future plans 
for the construction of a second tier for additional storage 
space. When the Wiley-Hughes stock began to overflow 
the ground-level floor, the company put flooring over the 
tops of a number of the eight foot high shelves, thus mak- 
ing room on the upper tier for packaged stock. 








Packaged and other light stock is kept on a floor resting 
on top of the ground-level shelving at the Wiley-Hughes 
Supply Co., Trenton, N. J. 





Chains Inventory 
Steel Bar Stock 


Chains “count” steel bar stock at 
the Easton, Pa., branch of the H. N. 
Crowder, Jr., Co. As illustrated, the 
hooks on the left are tabbed with 
numbers representing the usual 
amounts of stock to be found in the 
stock stands during a year. On in- 
ventory, the chains are stretched 
across the stands and hooked to the 
number showing the amount of stock. 
Any withdrawals or increases change 
the position of the chain, thus making 
it possible to determine the amount of 
current stock at a glance. 





Eye And Ring Bolts 
Compactly Racked 


Unless care is taken to store eye 
and ring bolts in a uniform manner, 
the stock can become a mixed and dis- 
organized mass that demands much 
sorting and classifying before being 
shipped. The Nuttall-Styris Co., San 
Diego, ran into this problem and 
finally beat it with the bolt rack 
illustrated. This neat and compact 
arrangement offers a steel pin for 
every type and size of eye or ring 
bolt. The supply company advises 
that it consumes a little more time in 
placing the bolts on the pins, but 
the rack makes a fine selling display 
and shows the variety ‘of the stock. 
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Kew Power Brush 
COST 17: 


Saved thousands 
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OSBORN’S New Miracle Brush— The SITUFT — beats records 
for deburring, scale removal, thread cleaning, removing rust, 
corrosion and foreign matter from hard-to-reach places. Can 
be used on any high-speed press, portable tool or bench grinder. 


OU’VE never seeg a power brush 

like the new Osborn SITUFT. 
It’s built on an entirely new prin- 
ciple of wire suspension. It can do 
jobs no other brush (in some cases, 
no other tool) could ever do be- 
fore. Its cost is almost unbeliev- 
ably low — 17c per brush — yet it 
has saved thousands of dollars in 
production costs for 36 manufactur- 
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SPECIAL TOOL CRIB 
ASSORTMENT 
leach of 12 sizes from 4” $985 


fo 14" plus 2 holders . . . 5401 Hamilton Avenue 
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ers in unrelated and diversified in- 
dustries. 

Osborn developed the new brush- 
ing tool in the last days of the war 
to speed the output of military ma- 
teriel. Now it can help you increase 
production of your product and at 
the same time improve it and lower 
its cost. AVAILABLE NOW FROM 
LOCAL OSBORN DISTRIBUTORS! 


THE OSBORN MANUFACTURING COMPANY 


Cleveland, Ohio 






SUPPLY SALE 
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Area 


North 
Atlantic 


South- 


em 


North 
Central 


Western 


Pacific 





Sept. 
Oct. 


Sept. 
Oct. 


Sept. 
Oct. 


Sept. 
Oct. 


Sept. 
Oct. 


Sales 
Indi- 
cator 
230.2 
258.0 


225.5 
257.0 


210.4 
251.0 


232.0 
289.0 


200.3 
304.0 


Orders 
per 
Sales- Volume 
man per 
per Day Salesman 
15 $11,330 
15 13,100 
19 $14,920 
17‘: 16,500 
19 $11,780 
19 13,280 
* $8,735 
13 11,000 
10 $6,875 
13 9,340 


Size of . 
Average 
Order 


$30.98 
30.60 


$27.92 
28.45 


$26.95 
25.73 


* 
40.30 


$30.33 
23.55 


% Omitted because of insufficient data. 
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THE SALES INDICATOR for October climbed 


to 258, which was due, in part, to additional working 


days over September. 


The average order amounted 


to $28.50, and 94 orders were received each day. The 
salesman’s volume for the month was $13,820, and he 
averaged 16 orders per day. 
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NO. 422 POWER VISE STAND 


Cutting off, reaming and threading pipe with hand tools| 
powered by human muscles not only is tough work but 
wastes time. Try it and you'll see why the Oster No. 422 
POWER VISE STAND is so easy to sell. * 


HIGHLIGHTS ON THE OSTER 





ed This portable power drive for hand pipe tools takes the place 
ing of the old-style vise stand. All your customer needs to buy is 
red the basic machine. He can use his own vise, die-stocks, cut- 
‘he ters, and reamers and make the four legs from standard 1” 
he pipe. Feet for the front legs are furnished with the machine. 


REGULAR EQUIPMENT includes the 2 H. P. universal, 
reversible, variable speed motor (geared head type) and 
switch for operation on 110 volts, either A. C. single phase 
or D. C. (220 volt can be furnished at no extra cost to cus- 
tomer); front gripping chuck; rear centering chuck; two 
carrying arms; feet for front legs; universal, vise mount plate 
and 1 quart of Oster BESTOIL cutting oil. 


Weighing only 140 pounds, the Oster POWER VISE 
STAND is carried easily by two men, set up in two minutes 
ready for action. 


OSTER POWER VISE STAND SPEEDS COMPARED WITH HAND THREADING 





























PIPE SIZES %” %” a 14" 1%" > ies 
HAND METHOD 2 min. 15 sec. | 2 min. 51 sec. | 4 min. 27 sec. | 5 min. 15 sec. | 5 min. 51 sec. | 7 min. 21 sec. 
POWER VISE STAND 1 min. 14 sec. | 1 min. 25 sec. | 1 min. 36 sec. | 1 min. 42 sec. | 1 min. 48 sec. | 1 min. 54 sec. 
TIME SAVED WITH POWER VISE STAND] 1 min. 1 sec. | 1 min. 26 sec. | 2 min. 51 sec. | 3 min. 33 sec. | 4 min. 3 sec. | 5 min. 27 sec. 





























RANGE OF MACHINE 
Standard range__ .__ ¥%”" to 2” pipe 
Extra range______-__ Ye” and 4” pipe 


Range with drive shaft, 214” to 6” pipe 
SUGGESTION! 


Send for complete information on the 
Oster No. 422 POWER VISE STAND. 
Learn its features and advantages NOW 
and be ready for quick sales when 
normal delivery schedules can be main- 
tained. You can make this machine one 
of yr vr top-notch sales leaders! 
THE OSTER MANUFACTURING CO, 


2041 EAST 61ST STREET 
CLEVELAND 3, OHIO, U.S.A. 
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Proposal For 
Small Business 


Small business has been a political 
football since the trust busting days of 
Teddy Roosevelt and for this reason, 
Henry Wallace’s proposal of a plan to 
“secure the future for small business” 
has caused skeptical eyebrows to be 
raised in Washington, says Business 
W eek. 

Ears are cocked for the sound of ham- 
mering on a suspected political fence. 
Discussing Alfred Schlinder’s (Wal- 
lace’s undersecretary) promotion of the 
plan here and there about the coun- 
try, the austere Centenary Association of 
the Philadelphia Chamber of Commerce 
and Board of Trade liked the keyhole 
view of its contents obtained on Novem- 
ber 13. “But some businessmen,” the 
article says, “expressed the hope it 
would not turn out to be another dress- 
ing up of statistical studies dished out 
with soothing syrup.” 


Larger Strikes 
Cloud Outlook 


Strikes, both large and small, con- 
tinue to retard reconversion and to hold 
back production of civilian goods 
needed to curb inflation. Threats of 
still larger strikes cloud the business 
outlook, Business Week points out in 
its “Outlook”. 

All this overshadows a steady trickle 
of wage settlements, most of them peace- 
ful. A few hundred workers are cov- 
ered here, a few thousand there, and 
most of them in the range of 10% to 
15% pay increases. 
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Production Loss 
Due to Strikes 


The loss in steel production due to 
the coal strike is set around 750,000 
tons. According to American Machinist, 
its effects upon durable goods industries 
cannot be measured, although it is 
known that production plans of most 
reconverting industries have had to be 
scaled downward due to reduced steel 
deliveries. This has backed up orders 
on steel mills and caused many steel 
producers to allocate their output to 
district offices’ customers. The steel loss 
exceeds $40,000,000 in value at the steel 
mills alone, and a minimum loss equal 
to that amount was probably experi- 
enced in the plants of potential users 
due to lack of steel, inability to machine 
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it, and the loss in finished products. 
The strike of machinists on the West 
Coast, and many other strikes through- 
out the country have also taken their 
toll in lost production and wages. Over- 
all, the nation’s reconversion setback 
will take many months to overcome. 


Million Personal Planes 
Forecast for Decade 


Operation of 1,000,000 personal 
planes in the United States by the end 
of the first post war decade is entirely 
feasible, predicts Victor Perlo, chief of 
the industry research branch, bureau of 
program and statistics, War Production 
Board, Aviation News, reports. 

Perlo bases his conclusion on a study 
which he made for use of the Civil Aero- 
nautics Administration, which indicates 
that approximately 2,800,000 families or 
one quarter of the number expected to 
be in the $5,000-and-over income 
bracket, will be able to afford airplanes 
easily within the first post war decade. 


Expanding Market 
For Small Tools 


The greatest market for small tools 
ever known in the history of the nation 
is now opening up and toolmakers can 
look to further increasing demands as 
construction expands, according to Con- 
struction Methods. 

It was pointed out that at the end of 
October there was a backlog of 25.5 
billion dollars of future construction 
proposed and that additional billions 
will be added during reconversion. 
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Yale Spur-Geared Chain Hoist 
demonstrates its flexibility in 
production operations. This oper- 
ator lifts long, heavy pipe sections 
up to his power saw and steadies 
each section with the hoist while 
he cuts. 


















































. 
os — ——— Yale Cable King) Electric 
aA ate cy : ai Wire Rope Hoists, avail- 
- i ess able in types to meet all 
needs, are sturdily -built, 
power-operated produc- 
tion lifting machines. 
Air-cooling assures 
perfect Operation on a 
heavier duty cycle. 












ducts. 


~- | YALE HOISTS 


Over- 


al sell on quality... 
stay sold on performance 


iS Yale Midget King Elec- 
tric Hoist is the ideal, 
economical, light-duty 








@ Offer a prospect quality that makes him want to buy, add power hoist for speeds 
sonal performance value to convince him that his decision was right handling of many. pro- 
1e end ~and you have the ideal combination for sales. presen ns ap 
ntirely Yale Hand and Electric Hoists provide both of these essen- — — seenieen 
hief of tial qualifications. Thousands of plants throughout the coun- ag 
eau of try use rugged Yale Hand Chain and Electric Hoists to 
luction eliminate the hidden costs which grow wherever needless time Yale Hand Lif Trucks are ruggedly 
and effort are consumed in materials handling. Built to built for long life—provide easy lift, 
_ study strictest specifications, embodying the latest principles of ie. A a comer 
| Aero- hoisting efficiency, Yale Hoists lift heavy loads Reson better, models and ot psig =a 
licates and at lower cost. handling of skids, skid bins, and 
ilies or Point out to your prospects the outstanding advantages of — 
sted to highly efficient, powerful, “safety first” Yale Hand and 
ncome Electric Hoists. It pays! For Yale performance will prove the 
planes truth of your every claim—in sevdilodees service—in greater 
lecade. production at lower cost. And cutting down production costs 


means boosting your own profits. The Yale & Towne Manu- 
facturing Company, 4530 Tacony Street, Philadelphia 24, Pa. 











MATERIALS HANDLING MACHINERY \ 


CUTS PRODUCTION COSTS ... SAVES TIME. . . SAVES EFFORT. . . PROMOTES SAFETY 
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HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC « KRON INDUSTRIAL SCALES 
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IN THE BEGINNING... 


P roncee HINDOO CRAFTSMEN TURNED OUT 
PRECISION WORK ON THIS CURIOUS LATHE, 
HOLDING THEIR CUTTING TOOLS BETWEEN 
TRAINED Toes! oe yrs 


~ > 
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bad 


* 


- 








’ AY, 








eo 

Gf PROBABLY WERE THE 
SUPPORTS USED FOR THE 

EARLIEST LATHES. THE WOOD OR MeET- 

AL WAS SUSPENDED ON CENTERS 6GE- 

TWEEN TWO TREES AND WAS ROTATED 

RECIPROCALLY BY A BENT SAPLING 

OPERATING A CORD WHICH 
PASSED AROUND THE 














, "ANY raenenaie 4 SHOPS OF “THE 


¥100'S HAD FOOT-WHEEL- OPERATED CoN: 
Mame TINOUS-MOTION LATHES, BUT SOMETIMES 
SA THEN HAD TO “CODDLE" STIFE NECKED 
} PREDIUOICED MACHINISTS BY EQUIPPING F 
THEIR LATHES WITH THE OLD~'FASH- B 

3 IONED OVERHEAD SPRING BOW-OR 


ge Ly), | aaa a pees | POLE WHICH OPERATED RECIPROCALLY. 
Ts IN THE sHoP OF HENRY MAUDS- 17 2 1! ET SE _ 


LAY, BRILLIANT (St CENTURY ENGUSH MACHINE 
OL INVENTOR, SCOFFED AT HIS NEW-FANGLED 
SLIDE- REST, CALLING IT A“ GO CART." BUT IT 
REVOLUTIONIZED PRECISION SCREW-CUTTING, THE 
RUDIMENTARY PRINCIPLES OF THE SLIDE- REST 
WERE KNOWN TO CLOCK-MAKERS OF “THE MIDDLE ii 
AGES. AS LATE AS 1850, HOWEVER, SOME OPERA- ‘ 
"TORS PREFERRED TO CHASE SCREW HEADS - BY HAND. 
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T OFTEN happens that a welding fitting 

must be cut to an odd angle in order to 
meet a special condition. Tube-Turn elbows 
and returns are seamless welding fittings 
with uniform wall thickness within ASA 
tolerances at all points throughout the fit- 
ting. Tube-Turn fittings can be cut to any 
odd angle and will line up perfectly with 
the pipe. 

This is one of the many advantages fea- 
tured by distributors and their salesmen 
who sell the first line. First seamless weld- 
ing fittings to be introduced, the Tube Turns 
line of over 4,000 items is still first in 
strength, safety, economy and efficiency. 
Tube Turns’ continuous advertising helps 
keep this line first in the minds of important 


TUBE:TURN 


TRADE MARK 


buyers—in refineries and power plants, in 
shipbuilding, processing and heating, and 
in manufactured products. 

“Fitting Comments,” a helpful bulletin of 
selling information, goes out every month 
to every distributor salesman. All distribu- 
tors receive close co-operation from branch 
offices and home office. Vastly expanded 
markets in replacement, reconversion, and 
modernization offer new opportunities for 
the first line—the complete line—the Tube 
Turns line! 

* * * * * * 

TUBE TURNS (inc.), Louisville 1, Kentucky 
Branch Offices: New York, Chicago, Philadelphia, 
Pittsburgh, Cleveland, Dayton, Washington, D. C., 

Houston, San Francisco, Seattle, Los Angeles 


Welding Fittings 
and Flanges 
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Associated With 
McCarthy Firm 


E. E. McCarthy, who for three years 
was on active duty in the United States 
Navy, has joined McCarthy & Co., 
Gainsville, Ga., manufacturers’ repre- 
sentatives in mill and industrial sup- 
plies. Mr. McCarthy was commanding 
officer of a minesweeper during the 
Pacific campaign. 


Davis Purchasing 
For Ross-Willoughby 


R. E. Davis has been made purchas- 
ing agent for the Ross-Willoughby Co., 
Columbus distributing firm. Mr. Davis 
succeeded E. M. Birkenbach, who re- 


cently resigned the position. 


Warehouse Returned 
To Strong, Carlisle 


Manufacturer’s Machine Shop, -Inc., 
a subsidiary of the S. K. Wellman Co., 
Cleveland, has turned back the St. Clair 
Avenue building it used during the war 
to the Strong, Carlisle & Hammond Co. 
The distributing firm will once again 
use it for a warehouse. The machine 
shop has moved to Wellman plant No. 2. 





George H. Simes, Providence Mill Supply 
Co., Providence, puts the finishing touches 


on an abrasives exhibit in the firm's 


product display room. 
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Four Salesmen 
Back With Seither-Ellis 


Fred J. Wilson, Raymond J. Krusen, 
Robert H. Mitchell, and Bernard Mar- 
tin, all honorably discharged from the 
armed forces, have returned to their 
jobs as telephone salesmen, Seither & 
Ellis, Inc., Newark. 

Mr. Wilson was with the 143rd In- 
fantry, 36th Division, saw service in the 
Italian, French and Rhineland cam- 
paigns. Mr. Krusen, connected with 5th 
Army Headquarters, participated in the 
Italian campaign. Mr. Mitchell, with 
the 82nd Airborne Division, not only 
saw action in the Battle of the Bulge 
and in the Rhineland, but was later 
sent to the Philippines. Mr. Martin, 
Oth Fighter Squadron, 49th Fighter 
Group, 5th Air Force, saw much ac- 
tion in the Pacific and is officially cred- 
ited with the destruction of two Japan- 
ese aircraft. 





and Mercedes 
Mitchell, stenographer, do some checking 
in the sales department, Van Horn & Son, 
Mr. Walker has been 
selling for the distributing firm for two 
and a half years. 


Tom Walker, salesman, 


Inc., New Orleans. 


Olsen And Garrott 
Form Supply Firm 


Dorken, Inc., a new distributing com- 
pany in Madisof&, Wis., is only several 
months old, but has already been forced 
to move to larger quarters. 

According to Kenneth R. Olsen, pres- 
ident of the firm and a former manu- 
facturers’ agent, the new organization is 
now stocking, among others, a line of 
trailers. William Garrott, formerly a 
supply sergeant in the 91st Infantry, is 
vice-president of Dorken. One full time 
salesman, A. D. Rasmussen, is employed 
at present in addition to two part time 
men. 
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After 35 years as president and general 
manager, Central Commercial Co., King- 
man, Ariz., Jay M. Gates still feels there is 
a lot in this distributing business. 


Diversified Outlets 
Open to Kingman Firm 


The Central Commercial Co., a dis- 
tributing firm in Kingman, Ariz., stocks 
supplies for the mine, contracting, and 
ranching industries, thus making a 
highly diversified field for the sale of 
its industrial supplies. The cattle 
ranches of northwest Arizona, for in- 
stance, are so vast in extent that they 
demand large volumes of steel, tools and 
other equipment. 

Jay M. Gates has been president and 
general manager of Central Commercial 
since the firm was founded in 1910, 
His son, Jay, Jr., just back from the 
Navy, is vice-president and _ outside 
salesman. 





George P. Thompson, salesman for the 


Industrial Supply Co., Inc., Minneapolis, 
makes a duty call to check up on one 
of his company’s transmission installa 
tions. 
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, a dis- 
-» stocks H° Is always prepared to serve 
your needs . . . to supply #he 
right products to match your indus- 
trial problems and requirements... 
. at the right price... and at the 
time you need them. 
When industrial water hose is 
your need, your Industrial Supply 
Specialist will recommend Hewitt. 
Produced in three world-famous 
brands — Monarch, Ajax ‘and Con- 
servo — there is a Hewitt industrial 
| water hose ‘“Job-Engineered” to your 
rom ' A . specific requirements. Great flexibil- 
outside i 4 5 ity, toughness and abrasion resistance 
make Hewitt ‘Job-Engineered”’ 
Water Hose your best bet... and 
you can rely on your Industrial 
Supply Specialist to recommend 
the type best suited to your needs. 
* 
Specify “Hewitt” for quality industrial 
rubber products. Phone the Hewitt dis- 
tributor listed in the Classified Section 
of your telephone directory ... or write 
Hewitt Rubber Corporation, 240 Ken- 
sington Avenue, Buffalo 5, New York. 























of Buffalo 
Joh-Engineered Industrial Hose. Belts. Molded Goods 


QUALITY RUBBER PRODUCTS FOR INDUSTRY FOR 85 YEARS 
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’ Century And Quarter 
In Supply Business 


In a mathematical mood, C. J. Peter, 
a partner in the Anderson Machine 
Tool Co., St. Paul, recently figured out 
four men in the firm have totaled 125 
years in the industrial supply field. Mr. 
Peters figured it this way: C. J. Ander- 
son, a partner, 12 years; J. T. Murphy, 
a partner, 18 years; L. L. Erwin, man- 
ager of the railway division, 46 years, 
and Mr. Peter, 47 years. 





B. D. Scott, Hichard E. Ela Co., Madison, 
Wis., stands behind the new sales counter 
in the supply firm’s new building. The 
open door behind the scale leads to a 
railroad siding platform. 


Madison Distributor 
Buys Own Building 


Although the firm was founded only 
eight years ago, the Richard E. Ela Co., 
Madison, Wis., found it necessary sev- 
eral months ago to move into its own 
building. Containing three stories and 
basement, the firm’s new home boasts a 
readily accessible truck freight dock on 
one side and a railroad siding at the 
rear. 





Miss Fannie Fiorenza, Carl W. Witt, pur- 
chasing agent, and Roy G. Rennacker, 
president and general manager, (left ta 
right), of Chicago Engineer Supply Co., 
discuss postwar plans in the engineering 
and power plant specialties field. 
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The Barrett-Christie Co., Chicago, would be good prospecting ground for Hollywood 
Here are 30 of the company’s 42 girl office workers. 


talent scouts. 


Rockford Supply Firm 
Anticipates Growth 


Factory Supplies Co., Rockford, IIl., 
founded in 1939, is entering the post war 
period anticipating still further growth, 
according to B. O. Schmaling, president 
and general manager. 

“Our stocks are about as high as 
ever,” Mr. Schmaling said. “We are 
putting in some additional shelving to 
accommodate a still further broadening 
of our lines, and we now have one more 
salesman than during the war.” 

In all, three salesmen were taken on 
in the latter part of 1945, but two of 
them were former employees. Roger 
Storm, after serving his hitch in the Air 
Forces, has returned as an outside sales- 
man, a promotion over his earlier post 
of inside salesman. Faye Schmidt, for- 
merly a shipping clerk, is now on city 
sales after three years in the Army. 
Harvey Miller has been added to the 
outside sales staff. Mr. Miller, prior to 
three years’ service in the SeaBees, was 
a purchasing agent for W. F. and John 
Barnes Co. 





These three Factory Supplies Co. sales- 
men are fresh out of the armed services. 
They are in traditional order, Roger Storm, 
Harvey Miller and Faye Schmidt. 
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Surplus Airports 
Must Be Left Intact 


Acting in cooperation with the Sur- 
plus Property Administration, the War 
and Navy Departments have issued or- 
ders that airports to be declared sur- 
plus must be left intact. Commanding 
officers have been instructed to see that 
neither installations nor buildings are 
stripped of equipment, except where 
such equipment is in short supply and 
needed at other airports. 

Best indications are that upwards of 
700 airports, valued at more than §$2,- 
000,000,000, will be declared surplus 
by the Army, Navy, Reconstruction Fi- 
nance Corp. and the Civil Aeronautics 
Administration. An SPB regulation gov- 
erning the disposal of airports is being 
drafted. 


Robert B. Masters is the latest addition to ¢ 
the outside sales force of Pedersen Bros. 
Tool & Supply Co., Chicago, having 
started at his new job last September. 
Mr. Masters formerly was a purchasing 
agent for Metro Tool & Gauge Co., and 
prior to that was a millwright. His hobby 
is sailing his own boat on Lake Michigan. 





Ze Value that MEETS the HIGHER PRESSURE 
PERATURE CONDITIONS of the Future 7/¢, 


ie The steady trend toward 

re B LE M e constantly higher tem- 

Fe R peratures and pressures 

puts particular strain 

; on valves. Many de- 

signers are laying out projects to operate initially 

at high, but not excessive, pressures and tempera- 

tures, but want equipment installed now to be 
suitable for more severe service later. 


Here is one Edward 
answer to the problem. 
While keeping the 
proved principles of Ed- 
see that ward disk guiding, pa- 
a tented Edward .Impactor handwheel, hour-glass 
disk-piston and other exclusively Edward design 
features, these Edward non-return valves incor- 
porate many design innovations. Among them are Pressure-sealed bonnet non-return valve with exclus- 
surplus | Pressure-sealed bonnets, closure indicators, en- po fod rs neh omonpr essen ose 
tion Fi- closed bonnets and yokes, flow directional guid- sure class. Internal parts easily removed. 
onautics ing, and redesigned internal contours for lower- 
ing further the already low pressure drop which is 
characteristic of Edward valves. 


Compact, functional 

and dependable, this 

valve design is but one 

of several Edward of- 

fers for extreme service 
conditions. If you are designing for tomorrow’s 
problems today, it will pay you to get in touch with 
an Edward engineer, and to have the new Edward 
Catalog No. 12. 


‘EDWARD Steel. VALVES 
THE en RD VALVE & FG. Co., INC. Sas Ge cow Malivacins Gua tcigauens alah 


pressure power project. Body-bonnet connection tight 
at highest temperature. 
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Philadelphia 30, Pa. 
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1/4 to 80 tons 
Capacity 
LINE UP WITH 
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The office staff of the J. B. Delaney Co, 
New Orleans, caught in action. Left 
right, Esther Barnes, Sal Guarino, N. 
Delaney, and “Happy” Swon. 


Strelinger Manager 
Dies In Detroit 


Harry W. Cowan, sales manager o 
the machine tool division of The Chas. 
A. Strelinger Co., Detroit, for the past} 
28 years, died Nov. 5 after a short ill4 
ness. 

Born in Port Huron, Michigan, i 
1891, and educated there, Mr. Cowan 
served an apprenticeship as machinist) 
in the Grand Trink Railroad shops and) 
later learned saw-making, advanced to 
the position of superintendent of the 
Wilson Saw & Mfg. Co. in Port Huron. 

He joined the Strelinger organization 
in 1912 as a machine tool salesman and, } 
within five years, became sales manager 
of their machine tool division. During” 
both wars he worked very closely with 
the government and Michigan defense 
plants in connection with their machine 
tool requirements, and in World War 
II was an active member of the Machine’ 
Tool Panel of the Detroit Ordnance} 
District. 4 

Mr. Cowan was a charter member of 
the Detroit Chapter, American Society 
of Tool Engineers, and a member of 
the Detroit Yacht Club and Detroit 
Board of Commerce. 

Surviving him are his wife, Pearl; a 
son, Ensign Harry W. Cowan, Jr., who 
has been in the Navy for the past three 
years; two daughters, Mrs. Edward 
Kirschke and Mrs. Russell Trainer, of 
Detroit; and two sisters, Mrs. Ela Sloat 
and Mrs. Barbara Dunn, of Port Huron. 


Connors In West 
For W. D. Allen 


Charles J. Connors is now in the field 
for the W. D. Allen Mfg. Co., Chicago 
manufacturer of hose accessories. He 
represents the firm in eight western 
Minnesota, North 
Missouri, 


states: Wisconsin, 
and South Dakota, lowa 


Kansas and Nebraska 
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In 45 cities—strategic centers of produc- 
tion—you’ll find Carboloy Branch Offices 
_or Authorized Distributors ready to fill 
your needs fast from complete stocks 
_ of Carboloy standard cemented carbide 
tools and blanks. Experience has shown 
that 60-80% of ALL your carbide re- 
quirements can be met out of the 300 
sizes and styles of standards available. 
Call the nearest listed representative for 


prompt deliveries. 


Call upon these men, too, for expert 
advice on carbide tool application or 
maintenance problems—they’ve been 
-factory-trained to aid you. 


And these fast, easy-to-apply carbides" 


are accumulating an amazing history of 
diversified uses. Let Carboloy’s repre- 
sentatives help get you the full benefit of 
faster output, Jower production costs— 
throughout your plant—with Carboloy 
Cemented Carbides. 
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DISTRIBUTORS: HERE'S WHAT WE'RE TELLING YOUR PROSPECTS THIS MONTH 
AUTHORIZED DISTRIBUTOR LIST 


Sager-Spuck Supply Co. “Houston, Texas 
.. The L. A. Benson Co., Inc. Jacksonville, Fla. 


St. Louis, Mo.......4.. 
Salt Lake City, Utah 


.Sligo Iron Store Co 


Detroit § Quinn & Quinn 
A. N. Nelson, Inc. 
Pearl; a hag 
harleston, S. C. 
Jr., “a The Cameron & Barkley Co. 
ast three hicago. Illinoi Samuel Harris & Co. 
Edward P80, Illinois. \Screw Machine Supply Co. 
ainer, of fmcinnati, Ohio. .....The E. A. Kinsey Co. 
‘la Sloat fFeveland, Ohio 
t Huron. Strong, Carlisle & Hammond Co. 
tumbus, Ohio .. The E. A. Kinsey Co. 
, Texas .Machinery Sales & Supply Co. 
taver, Col... The Mine & Smelter Supply Co. 
: : Sterling Supply Co. 
mt, Mich. The Chas. A. Strelinger Co. 
Paso, Texas 


El Paso Saw & Belting Supply Co. 
the field #onolulu, Hawaii, U.S.A. 
Chicago W. A. Ramsay, Ltd. 


les He 


western se LOY COMPANY, 


North 


{ jasouri. bd Cleveland . Houston . 


IC ARE 





The Cameron & Barkley Co. 


Kansas City, Mo. 


Ellfeldt Machinery & Supply Co. 
. The W. S. Murrian Co. 
Garrett Supply Co. 
J. E. Dilworth Co. 
The Cameron & Barkley Co. 
. The John C. Eide Co. 


Knoxville, Tenn.. 
*Los Angeles, Calif 
Memphis, Tenn. . 
Miami, Fla... 
Minneapolis, Minn.. . 

Muskegon, Mich. 


Muskegon Hardware & Supply Co. 


New Orleans, La. 


Murray-Baker-Frederic, Inc. 
General Carbides Co. 


*Newark, N. J. 
Norfolk, Va. 


Empire Machinery & Supply Corp. 


Oklahoma City, Okla. 
Marshall! Supply & Equipment Co 


Omaha, Nebr... Fuchs Machinery & Supply Co. 


Pittsburgh, Pa. 
Portland, Ore. 


INC. 


Harris Pump & Supply Co 
J. E. Haseltine & Co 


les Angeles « Milwevkee « Newark . 


* . 


11131 E. 8 Mile Street 


Philadelphia . Pittsburgh - Themaston 


The Mine & Smelter Supply Co. 
Savannah, Ga...The Cameron & Barkley Co 
Seattle, Wash..... J. E. Haseltine & Co 
South Bend, Indiana.South Bend Supply Co 
Syracuse, N. Y. Syracuse Supply Co 
Tampa, Fla. The Cameron & Barkley Co 
Toledo, Ohio. Mill & Factory Supply Co. 
Tulsa, Okla. 

Marshall Supply & Equipment Co 
Waterbury, Conn.. The White Supply Co 
Waterville, Me Harold W. Kimball Co 
Wichita, Kan. 

White Star Machinery & Supply Co., Inc 
Williamsport, Pa. Lowry Electric Co., Inc 
Winston-Salem, N. C. Atlas Supply Co 

*STOCKS ALSO MAINTAINED AT FOLLOWING BRANC 
OFFICES OF CARBOLOY COMPANY, INC.: 
Detroit, Michigan ¢ Houston, Texas ¢ Los 
Angeles, California « Newark, New Jerscy. 


Detroit 32, Michigan 


CEMENTED 
CARBIDES 








Associated With 
McCarthy Firm 


E. E. McCarthy, who for three years 
was on active duty in the United States 
Navy, has joined McCarthy & Co., 
Gainsville, Ga., manufacturers’ repre- 
sentatives in mill and industrial sup- 
plies. Mr. McCarthy was commanding 
officer of a minesweeper during the 
Pacific campaign. 


Davis Purchasing 
For Ross-Willoughby 


R. E. Davis has been made _ purchas- 
ing agent for the Ross-Willoughby Co., 
Columbus distributing firm. Mr. Davis 
succeeded E. M. Birkenbach, who re- 


cently resigned the position. 


Warehouse Returned 
To Strong, Carlisle 


Manufacturer’s Machine Shop, -Inc., 
a subsidiary of the S. K. Wellman Co., 
Cleveland, has turned back the St. Clair 
Avenue building it used during the war 
to the Strong, Carlisle & Hammond Co. 
The distributing firm will once again 
use it for a warehouse. The machine 
shop has moved to Wellman plant No. 2. 





George H. Simes, Providence Mill Supply 
Co., Providence, puts the finishing touchés 


on an abrasives exhibit in the firm's 


product display room. 
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Four Salesmen 
Back With Seither-Ellis 


Fred J. Wilson, Raymond J. Krusen, 
Robert H. Mitchell, and Bernard Mar- 
tin, all honorably discharged from the 
armed forces, have returned to their 
jobs as telephone salesmen, Seither & 
Ellis, Inc., Newark. 

Mr. Wilson was with the 143rd In- 
fantry, 36th Division, saw service in the 
Italian, French and Rhineland cam- 
paigns. Mr. Krusen, connected with 5th 
Army Headquarters, participated in the 
Italian campaign. Mr. Mitchell, with 
the 82nd Airborne Division, not only 
saw action ia the Battle of the Bulge 
and in the Rhineland, but was later 
sent to the Philippines. Mr. Martin, 
9th Fighter Squadron, 49th Fighter 
Group, 5th Air Force, saw much ac- 
tion in the Pacific and is officially cred- 
ited with the destruction of two Japan- 
ese aircraft. 





and Mercedes 
Mitchell, stenographer, do some checking 
in the sales department, Van Horn & Son, 


Tom Walker, salesman, 


Inc., New Orleans. Mr. Walker has been 
selling for the distributing firm for two 
and a half years. 


Olsen And Garrott 
Form Supply Firm 


Dorken, Inc., a new distributing com- 
pany in Madiso&, Wis., is only several 
months old, but has already been forced 
to move to larger quarters. 

According to Kenneth R. Olsen, pres- 
ident of the firm and a former manu- 
facturers’ agent, the new organization is 
now stocking, among others, a line of 
trailers. William Garrott, formerly a 
supply sergeant in the 91st Infantry, is 
vice-president of Dorken. One full time 
salesman, A. D. Rasmussen, is employed 
at present in addition to two part time 
men. 
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After 35 years as president and general 
manager, Central Commercial Co., King- 
man, Ariz., Jay M. Gates still feels there is 
a lot in this distributing business. 


Diversified Outlets 
Open to Kingman Firm 


The Central Commercial Co., a dis- 
tributing firm in Kingman, Ariz., stocks 
supplies for the mine, contracting, and 
ranching industries, thus making a 
highly diversified field for the sale of 
its industrial supplies. The cattle 
ranches of northwest Arizona, for in- 
stance, are so vast in extent that they 
demand large volumes of steel, tools and 
other equipment. 

Jay M. Gates has been president and 
general manager of Central Commercial 
since the firm was founded in 1910, 
His son, Jay, Jr., just back from the 
Navy, is vice-president and _ outside 
salesman. 





George P. Thompson, salesman for the 


Industrial Supply Co., Inc., Minneapolis, 
makes a duty call to check up on one 
of his company’s transmission installo- 
tions. 
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sig stocks E IS always prepared to serve 
ing, and H your needs . . . to supply the 
aking a : right products to match your indus- 
> sale of trial problems and requirements... 

cattle : ...at the right price... and at the 
, for in- ‘ time you need them. 


hat they é . oe be e When industrial water hose is 
your need, your Industrial Supply 
Specialist will recommend Hewitt. 
Produced in three world-famous 
brands — Monarch, Ajax ‘and Con- 
servo — there is a Hewitt industrial 
water hose “Job-Engineered” to your 
7 specific requirements. Great flexibil- 
outside | ‘( ‘ ity, toughness and abrasion resistance 
make Hewitt ‘Job-Engineered”’ 
Water Hose your best bet... and 
you can rely on your Industrial 
Supply Specialist to recommend 
the type best suited to your needs. 
® 
Specify “Hewitt” for quality industrial 
rubber products. Phone the Hewitt dis- 
tributor listed in the Classified Section 
of your telephone directory ...or write 
Hewitt Rubber Corporation, 240 Ken- 
sington Avenue, Buffalo 5, New York. 


dent and 
mercial 











of Buffalo 
Job-Engineered Industrial Hose. Belts. Molded Goods 


QUALITY RUBBER PRODUCTS FOR INDUSTRY FOR 85 YEARS 
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’ Century And Quarter 
In Supply Business 


In a mathematical mood, C. J. Peter, 
a partner in the Anderson Machine 
Tool Co., St. Paul, recently figured out 
four men in the firm have totaled 125 
years in the industrial supply field. Mr. 
Peters figured it this way: C. J. Ander- 
son, a partner, 12 years; J. T. Murphy, 
a partner, 18 years; L. L. Erwin, man- 
ager of the railway division, 46 years, 
and Mr. Peter, 47 years. 





B. D. Scott, Hichard E. Ela Co., Madison, 
Wis., stands behind the new sales counter 
in the supply firm’s new building. The 
open door behind the scale leads to a 
railroad siding platform. 


Madison Distributor 
Buys Own Building 


Although the firm was founded only 
eight years ago, the Richard E. Ela Co., 
Madison, Wis., found it necessary sev- 
eral months ago to move into its own 
building. Containing three stories and 
basement, the firm’s new home boasts a 
readily accessible truck freight dock on 
one side and a railroad siding at the 
rear. 





Miss Fannie Florenea, Carl W. Witt, pur- 
chasing agent, and Roy G. Rennacker, 
president and general manager, (left to 
right), of Chicago Engineer Supply Co., 
discuss postwar plans in the engineering 
and power plant specialties field. 
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The Barrett-Christie Co., Chicago, would be good prospecting ground for Hollywood 
talent scouts. Here are 30 of the company’s 42 girl office workers. 


Rockford Supply Firm 
Anticipates Growth 


Factory Supplies Co., Rockford, IIL. 
founded in 1939, is entering the post war 
period anticipating still further growth, 
according to B. O. Schmaling, president 
and general manager. 

“Our stocks are about as high as 
ever,” Mr. Schmaling said. “We are 
putting in some additional shelving to 
accommodate a still further broadening 
of our lines, and we now have one more 


‘salesman than during the war.” 


In all, three salesmen were taken on 
in the latter part of 1945, but two of 
them were former employees. Roger 
Storm, after serving his hitch in the Air 
Forces, has returned as an outside sales- 
man, a promotion over his earlier post 
of inside salesman. Faye Schmidt, for- 
merly a shipping clerk, is now on city 
sales after three years in the Army. 
Harvey Miller has been added to the 
outside sales staff. Mr. Miller, prior to 
three years’ service in the SeaBees, was 
a purchasing agent for W. F. and John 
Barnes Co. 





These three Factory Supplies Co. sales- 
men are fresh out of the armed services. 
They are in traditional order, Roger Storm, 
Harvey Miller and Faye Schmidt. 
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Surplus Airports 
Must Be Left Intact 


Acting in cooperation with the Sur- 
plus Property Administration, the War 
and Navy Departments have issued or- 
ders that airports to be declared sur- 
plus must be left intact. Commanding 
officers have been instructed to see that 
neither installations nor buildings are 
stripped of equipment, except where 
such equipment is in short supply and 
needed at other airports. 

Best indications are that upwards of 
700 airports, valued at more than $2, 
000,000,000, will be declared surplus 
by the Army, Navy, Reconstruction Fi- 
nance Corp. and the Civil Aeronautics 
Administration. An SPB regulation gov- 
erning the disposal of airports is being 
drafted. 





Robert B. Masters is the latest addition to 
the outside sales force of Pedersen Bros. 


Tool & Supply Co., Chicago, having 
started at his new job last September. 
Mr. Masters formerly was a purchasing 
agent for Metro Tool & Gauge Co., and 
prior to that was a millwright. His hobby 
is sailing his own boat on Lake Michigat. 
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is being 


The steady trend toward 

constantly higher tem- 

peratures and pressures 

puts particular strain 

. on valves. Many de- 

signers are laying out projects to operate initially 

at high, but not excessive, pressures and tempera- 

tures, but want equipment installed now to be 
suitable for more severe service later. 


Here is one Edward 

answer to the problem. 

While keeping the 

proved principles of Ed- 

ward disk guiding, pa- 
tented Edward Impactor handwheel, hour-glass 
disk-piston and other exclusively Edward design 
features, these Edward non-return valves incor- 
porate many design innovations. Among them are 
pressure-sealed bonnets, closure indicators, en- 
closed bonnets and yokes, flow directional guid- 
ing, and redesigned internal contours for lower- 
ing further the already low pressure drop which is 
characteristic of Edward valves. 


Compact, functional 

and dependable, this 

valve design is but one 

of several Edward of- 

fers for extreme service 
conditions. If you are designing for tomorrow’s 
problems today, it will pay you to get in touch with 
an Edward engineer, and to have the new Edward 
Catalog No. 12. 


hewane “Steel vaLvess 


BAST CHICAGO, INDIANA 


Pressure-sealed bonnet non-return valve with exclus- 
ive Edward impactor handwheel. Valve weighs only 
40% of standard flanged type of same size and pres- 
sure class. Internal parts easily removed. 


Motor-operated remote control non-return valve 
built for new Midwestern high temperature-high 
pressure power project. Body-bonnet connection tight 
at highest temperature. 








ALL STEEL 
Construction 


oiving 
SAFETY— 
LONG LIFE— 
& 
ECONOMY— 


appeals 
to the 
careful 
buyer 


1/4 to 80 tons 
Capacity 
LINE UP WITH 
HARRINGTON PRODUCTS 


COMPANY 
Philadelphia 30, Pa. 
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The office staff of the J. B. Delaney Co,, 
New Orleans, caught in action. Left to 
right, Esther Barnes, Sal Guarino, N. H, 
Delaney, and “Happy” Swon. 


Strelinger Manager 
Dies In Detroit 


Harry W. Cowan, sales manager of? 
the machine tool division of The Chas. 
A. Strelinger Co., Detroit, for the past | 
28 years, died Nov. 5 after a short ill- | 
ness. 

Born in Port Huron, Michigan, in” 
1891, and educated there, Mr. Cowan | 
served an apprenticeship as machinist | 
in the Grand Trunk Railroad shops and 
later learned saw-making, advanced to 
the position of superintendent of the 
Wilson Saw & Mfg. Co. in Port Huron. 

He joined the Strelinger organization | 
in 1912 as a machine tool salesman and, © 
within five years, became sales manager © 
of their machine tool division. During | 
both wars he worked very closely with 
the government and Michigan defense % 
plants in connection with their machine § 
tool requirements, and in World War’ 
II was an active member of the Machine 4 
Tool Panel of the Detroit Ordnance ¥ 
District. 4 

Mr. Cowan was a charter member of 
the Detroit Chapter, American Society 
of Tool Engineers, and a member of 
the Detroit Yacht Club and Detroit 
Board of Commerce. 

Surviving him are his wife, Pearl; a 
son, Ensign Harry W. Cowan, Jr., who 
has been in the Navy for the past three 
years; two daughters, Mrs. Edward 
Kirschke and Mrs. Russell Trainer, of 
Detroit; and two sisters, Mrs. Ela Sloat 
and Mrs. Barbara Dunn, of Port Huron. 


Connors In West 
For W. D. Allen 


Charles J. Connors is now in the field 
for the W. D. Allen Mfg. Co., Chicago 
manufacturer of hose accessories. He 
represents the firm in eight western 
states: Wisconsin, Minnesota, North 
and South Dakota, Iowa, Missouri, 
Kansas and Nebraska. 
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’ LOCAL STOCKS OF 


CARBOLOY sTANDARDS 


‘In 45 cities—atrategic centers of produc- 


tion—you’ll find Carboloy Branch Offices 


.or Authorized Distributors ready to fill 


your needs fast from complete stocks 


_ of Carboloy standard cemented carbide 


tools and blanks. Experience has shown 
that 60-80% of ALL your carbide re- 
quirements can be met out of the 300 
sizes and styles of standards available. 
Call the nearest listed representative for 


In 495 abuts a. J aa T 10 COAS 


Call upon these men, too, for expert 
advice on carbide tool application or 
maintenance problems—they’ve been 


‘factory-trained to aid you. 


And these fast, easy-to-apply carbides 
are accumulating an amazing history of 
diversified uses. Let Carboloy’s repre- 
sentatives help get you the full benefit of 
faster output, jower production costs— 
throughout your plant—with Carboloy 


3 me . 


Cemented Carbides. 
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DISTRIBUTORS: HERE'S WHAT WE'RE TELLING YOUR PROSPECTS THIS MONTH 


Sager-Spuck Supply Co. 

.. The L. A. Benson Co.,. Inc. 
Quinn & Quinn 

A. N. Nelson, Inc. 

R. C. Neal Co., Inc. 


The Cameron & Barkley Co. 
Phicago Illinois. /Samuel Harris & Co. 

3 \Screw Machine Supply Co. 
Fincinnati, Ohio The E. A. Kinsey Co. 
reveland, Ohio 

Strong, Carlisle & Hammond Co. 





bus, Ohio.......The E. A. Kinsey Co. 
, Texas. Machinery Sales & Supply Co. 
ver, Col... The Mine & Smelter Supply Co. 


: : Sterling Supply Co. 
mt, Mich... |The Chas. A. Strelinger Co. 
1Paso, Texas 


El Paso Saw & Belting Supply Co. 
Olulu, Hawaii, U.S.A. 
W. A. Ramsay, Ltd. 


e Cleveland e« Houston e 





JC ARE 


ARBOLOY COMPANY, INC. 


Los Angeles °« 


AUTHORIZED DISTRIBUTOR LIST 


*Houston, Texas. 
Jacksonville, Fla. 


The Cameron & Barkley Co. 


Kansas City, Mo. 


Ellfeldt Machinery & Supply Co. 
The W. S. Murrian Co. 
.Garrett Supply Co. 
‘ J. E. Dilworth Co. 
. The Cameron & Barkley Co. 
. The John C. Eide Co. 


Knoxville, Tenn 
*Los Angeles, Calif....... 
Memphis, Tenn.. 
Miami, Fla.. . 
Minneapolis, Minn.. . 
Muskegon, Mich. 


Muskegon Hardware & Supply Co. 


New Orleans, La. 


Murray-Baker-Frederic, Inc. 
General Carbides Co. 


*Newark, N. J........ 
Norfolk, Va. 


Empire Machinery & Supply Corp. 


Oklahoma City, Okla. 


Marshall Supply & Equipment Co. 
Omaha, Nebr... Fuchs Machinery & Supply Co. 
Harris Pump & Supply Co. 
.J. E. Haseltine & Co. 


Pittsburgh, Pa... 
Portland, Ore......... 


Milwaukee © Newark e 


* ® 


11131 E. 8 Mile Street 


Philadelphia 


eee 
Salt Lake City, Utah 

The Mine & Smelter Supply Co. 
Savannah, Ga...The Cameron & Barkley Co. 
Seattle, Wash..... J. E. Haseltine & Co. 
South Bend, Indiana.South Bend Supply Co. 
Syracuse, N. Y. Syracuse Supply Co. 
Tampa, Fla.....The Cameron & Barkley Co. 
Toledo, Ohio.....Mill & Factory Supply Co. 
Tulsa, Okla. 

Marshall Supply & Equipment Co. 
Waterbury, Conn.. The White Supply Co. 
Waterville, Me Harold W. Kimball Co. 
Wichita, Kan. 

White Star Machinery & Supply Co., Inc. 
Williamsport, Pa... .Lowry Electric Co., Inc. 
Winston-Salem, N. C.......Atlas Supply Co. 

*STOCKS ALSO MAINTAINED AT FOLLOWING BRANCH 
OFFICES OF CARBOLOY COMPANY, INC.: 
Detroit, Michigan * Houston, Texas « Los 
Angeles, California « Newark, New Jersey. 


.Sligo Iron Store Co. 


Detroit 32, Michigan 


Pittsburgh 2 
CEMENTED 
CARBID 


Thomaston 
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Automatic 
Lowering 

4 Ratchet 
‘ . Jacks 


elrr 4 


‘ 
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Hydraulic 
Jacks 


BUDA Model 
2215-SB Auto- 
matic Lower- 
ing Ratchet 
Jack. 15 ton 
capacity. 





_ ~ 


YA: 
Ser A 
. — Ws ae? 


— 


a better jack for any lifting job 


15413 Commercial Ave. 
” HARVEY (Chicago Suburb) ILLINOIS 


“Two Speed” 
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Factory Men Play 
Strong, Carlisle Match 


Although it poured most of the day, 
the golf party recently held at the Co- 
lumbia Hills Country Club under the 
auspices of the Strong, Carlisle & Ham- 
mond Co., Cleveland, proved an enjoy- 
able affair to members of the supply 
firm and the manufacturers’ representa- 
tives who were their guests. 





The Strong, Carlisle & Hammond golf 
match found in attendance (left to right): 
Messrs. Sloan (Morse Chain), Amolsch 
(Strong, Carlisle), Hubler (Alexander 
Bros.) and Vogel (Yale & Towne). 





The gentleman in the sporty sweater, Mr. 
Muth (B. F. Goodrich), is flanked by 
Messrs. Goodman (Skilsaw) on the left, 
and Gold (Rack Engineering). They at- 
tended the Strong, Carlisle golf party. 





After a damp day on the course, the men 
of Strong, Carlisle & Hammond and their 
guests had dinner in the club house. 
Seated here, left to right, are Messrs. Ham- 
mond of the Cleveland distributing firm, 
Forbes and Bacon (National Tube), 
March, Jorns and Poister (Strong, Carlisle), 
and Johnson (Nutional Tube). 




















Orgill Bros. Starts 





















































Construction Program — The Truck of a 

> day, : : a —_ 

Co. The fifth construction program to ac- ~ 7 t 
‘ h commodate expansion undertaken by 
— Orgill Bros. & Co., Memphis, Tenn., in 

="; 98 years has been started and will re- 
er sult in a 75 by 170 ft. addition to the 
7 main office building and warehouse and 


a new steel warehouse. This is in ad- 
dition to the recent purchase of a four- 
story building on Tennessee and Cal- 
houn Sts. and which stands between 
the main office building and the new 
steel warehouse now under construc- 
tion. 

The steel warehouse under construc- 
tion will be an L-shaped one-story proj- 
ect on the north and east sides of the 
building recently purchased. It will 
front 50 ft. on Calhoun and 92 ft. on 
Tennessee and will be 270 ft. deep. It 
will be connected to the present six- 
story office and warehouse by an ultra- 
modern over-the-street bridge that will 





Swe feature a 960-ft. two-way conveyor that 
right): will accommodate heavily loaded trucks 
molsch every 30 ft. with a capacity of 96,000 
ronder Ibs. This system will be further aided 


by belt conveyors and spiral chutes 
for the handling of lighter merchandise. 
To the west of the present offices a 
four-story and basement addition is 
being constructed. This building will 
feature recessed loading dock and addi- 
tional shipping space on the first floor, 
a recreation room for employees and 
considerable more warehouse space. 
Orgill Bros.’ first expansion was in 















1850 when the firm build a three-story 4 
brick building which it occupied until 
1922. A four-story warehouse was 
added in November 1904 and this was runs all day on a gallon of gas 
destroyed by fire in May 1908. After oe — 
the fire, a six-story building was con- 
si oa structed on the same site. In 1922, the The rome a air d ei ri cnet 
4 by firm opened a large branch at Jackson, old style methods o — a Chetan cer 
Miss. has sped up the handling of plant Pa with “Dump 
e left, : ‘ ‘ ee Hopper” 
ey at . supplies while actually lowering & Se, 
ty. moving costs. The BUDA Chore Boy 


will pull, push or carry unwieldy loads 
up steep ramps, through swinging 
doors, over rough ground—quickly 
and for a few pennies a day... 

no wonder so many BUDA Chore Boys supaModel_—_ BUDA Model, 25-8-10 
are being used throughout industry. Gawain’ obadie tnaeat Jack 


Write or wire today for bulletins. 



























“Lowest Ginst Cost... > 
Lowest Maintenance Cost!" 

1e men 

d their 

house. 

. Ham Henry Reuling, service engineer, Tafel 

g firm, Electric & Supply Co., Louisville, demon- 

Tube), strates one of the fire extinguishers in 

rrlisle), Btock. He believer demonstrations to be 15413 Commercial Ave. 

the most convincing sales arguments. HARVEY (Chicago Suburb) ILLINOIS 
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| Wallace Pond Retires, 
| Nicholson Sales Head 


WHEN | 
ARE THEY 
USED ° 
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WALLACE L. POND 


Wallace L. Pond, a fifty-year veteran 

of the Nicholson File Co., Providence, 
has retired as director of sales at the 
age of 70. 
! Before leaving the firm, however, he 
_ wrote letters to his many friends in the 
| industry in which he stated that the 
friendships formed during his many 
years of traveling about the country 
were now exceedingly pleasant to re- 
view. He asked that those who fol- 
lowed his paths in the interests of 
Nicholson be extended the same gen- 
erous, courteous and friendly treat- 
ment that had always been accorded 
him. 















When your customers want 
° accurate, precision filing. 

American Swiss Swiss Pattern 

Files are their logical choice. 
Tool makers, model makers, watchmakers, instrument mak- 
ers, all depend on these quick cutting. smooth finishing. 
uniformly hard files. They know from experience that 
American Swiss files make filing jobs easier because they 
stay sharp and produce a perfect cut throughout their 
length. 


That's why our distributors report that these high-quality 
tools sell readily and produce highly satisfactory profits 
for them. The large American Swiss line of more than 
3,000 different shapes, cuts and sizes provides a selection 
to meet every need. It will pay you to investigate this fast- 


Three Shifts 
For Hewitt Men 


Arthur Purmort, former salesman 
who served in the production and en- 
gineering departments during the war. 
has been moved to St. Louis as district 
sales manager for the Hewitt Rubber 
Corp., Buffalo. 

William E. McCue, formerly in the _ 
purchasing department and_ recently 
trafic manager for the concern, has 
joined the sales department and is cov- 
ering the Cleveland and northern Ohio 















selling line. ge Crane, who has been in the 
| Buffalo sales office for a number of 
Buy from our Distributor | years, has been shifted to the Indiana 
| territory, with headquarters in In- 
AMERICAN SWISS FILE & TOOL CO. | Ganapali 
ELIZABETH 1, NEW JERSEY 
ASK FOR THEM BY THIS NAME | Sales Force Increase - 


_ At McJunkin Supply 


In line with its plans for increased 
| sales activity and greater coverage of 
territory, the McJunkin Supply Co.. 
Charleston, W. Va., has added three 


7s har a 









| industrial supply salesmen to its force. = 
SW | 5 S PATT ig R N e | L EF S | They are: Chase Beckner, Edward Mil- A 
| ler and L. B. Trout. 
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untry 
oO Tre- 
» fol- 
ts of 
gen- 
treat- 
orded 
nem Industry's greatly diversified and specialized needs for abrasive products are 
n- 
ia matched by Abrasive Company's wide range of Grinding Wheels, Segments, 
strict Mounted Wheels and Points, Grains, Bricks and Sticks. 
ibber 
Borglon (aluminum oxide) and Electrolon (silicon carbide), of several types 
‘ ue , in every required grain size, with Vitrified, Resinoid, Silicate, or Shellac bonds 
rently 
has are fabricated into all shapes and sizes, in every grade and density. From the 
3 COv- selection of raw materials, and the manufacture of abrasive grains on through 
ale every stage of production, constant laboratory control with countless scientific 
n the tests and inspections govern the quality of Borolon and Electrolon Products. 
er of 
diana 
. In- 
SELECTIVE DISTRIBUTION 
Through the Abrasive Company policy, Industrial Dis- 
tributors have available the opportunity to establish 
themselves as an inclusive Grinding Wheel source for 
ager Division of Simonds Saw and Steel Company all users. Inquiries are welcome. 
Co.. 
three 
force. 
| Mil- ABRASIVE COMPANY * TACONY & FRALEY STREETS * PHILADELPHIA 37, PA« 
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MILWAUKEE 
Machine Tools 


This policy statement —- recently released 
_ to Delta-Milwaukee distributors — is not 


® something new. With slight revisions — 


made necessary by the passing of time — 
it embodies the principles which for years 
have governed the relationship of Delta- 
Milwaukee distributors with the maker of 
one of their most important lines. In short, 
it is significant because of the record that 
stands behind it. 


Three Cardinal Principles 
of Fair Dealing 


A full-margin. line is a reality when you 
deal with Delta-Milwaukee, for these 
three reasons: 


P © Delta offers a one-price: proposition 
— the same to all mill supply distributors. 


e@ Delta distribution is selective — pro- 
portioned to local market potentials. 


id Delta sells only through established 
trade channels and accepts no direct busi- 
ness. (A few exceptions are clearly defined 
in writing.) 


By sticking to these principles in the 
daily conduct of business—year after year 
— Delta-Milwaukee has proved that it is 
on your side in basic matters of policy. 


Progress is Built on Confidence 


When you can depend on the safety of 
your investment of time and effort — the 
‘safety of your investment of money for 
adequate stocks — you can really step out 
and do a job. And that’s the formula for 
success. 


Concentrate on Delta-Milwaukee tools 


— it pays! 


THE DELTA MANUFACTURING COMPANY 


638N E. VIENNA AVE, MILWAUKEE 1, WIS. 
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Almost surrounded by pumps and tanks, 
F. G. Woodley, treasurer and buyer of 
industrial supplies, Smith-Monroe Co., 
South Bend, Ind., feels the supply situa- 
tion is a bit better than it was earlier in 
the year. 


Sterling Makes 
Territory Changes 


William G. Wood, formerly Minne- 
apolis district manager, Sterling Tool 
Products Co., Chicago, has been made 
manager of the newly created Kansas 
City territory. The new area will in- 
clude Missouri. Kansas, Nebraska and 
southern Iowa, and Mr. Wood will make 
Kansas City, Mo., his headquarters. 
John Andrews will work with Mr. Wood 
in the new territory. 

N. B. Leydorf. after a year in the 
firm’s field research department and in 
the Chicago sales district, has been 
made Minneapolis district manager. 

Warren Hanson, formerly an automo- 
tive distributor salesman, is now Pitts- 
burgh district representative, assisting 
F. L. Bamford. 

In the Denver area. Edward Frester 
and Earl Miller have joined the Sterling 
sales force assisting distributors in the 
Rocky Mountain states. 



























@ Listed below are a few of the 
many features of the FORD TRIBLOC 
shown in this cut-away view. 
Many other hoists have some of 
these same features, but no other 
hoist in FoRD’s price class has all 
of them. 


1. Precision-made ball bearings run in 
alloy steel races. 


2. Ball-sealed oil ducts permit direct 
lubrication. 


3. Drop-forged, heat-treated hooks of 
special steel slowly open before 
critical overloading of hoist. 


4. load-wheel pockets accurately 
pitched to chain. 


5. Load-chain coupling drop-forged—easily detached. 
6. Oil-less bronze bushings support driving pinion. 
7. load suspension members hove safety factor of 5 to 1. 
8. Automatic load-brake prevents slipping. 
9. Fewer ports than any other hoist in its field. 
10. Hook assemblies allow both rocking and swiveling. 
11. Driving pinion is one-piece alloy-steel forging. 
12. Powl is drop-forged with file-hard tip. 
13. Load-chain is high-carbon heat-treated steel. 
14, Load-chain guard operates in any position. 


Lumber Industry 
To Get Priority Aid 


In an effort to increase the produc- 
tion of lumber, CPA extended special 
priorities assistance to producers of 
lumber and logs in Dir. 5 to Prior. 
Reg. 28, classifying lumber as a critical 
product. The action entitles lumber to 
receive particular emphasis in assign- 
ment of CC ratings under Para. (d) 
(1) (iii) of Prior. Reg. 28. These 
ratings may be given to log and 
lumber producers to replace machinery 
and equipment which is in imminent 
danger of breakdown or to obtain con- 
struction materials and new capital 
equipment that will result in a sub 
stantial increase in production. 


Order from Your Distributor 






Philadelphia, Chicago, Denver,Los Angeles, 
Portiand, San Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 
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ELECTRIC DRILLS 


SCRUGUN 
SEREW DRIVERS 





VALVE RESURFACERS 





A 


ELECTRIC SAWS ELECTRIC HAMMERS SHEET METAL SHEARS AL Me* SEAT GRINDERS 


2 Pe es " 
10, ul. DRILLS PORTABLE GRINDERS VALVE cu if. ELECTRIC DRILLS 


Tr SCRUGUN 


SCREW DRIVERS 


HOLGUN DRILLS ' atvere | : RILLS ELECTRIC SAWS 


of 


. 


SHEET METAL SHEAR 














SCRUGUN 
SCREW DRIVERS NUT RUNNERS HOLGUN DRILLS 
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INDUSTRIAL 
DISTRIBUTORS... 


The Sale of ofc TOOLS 
Is Now in Your Hands! 


In response to insistent requests from Mill Supply Houses, 
and in recognition of the growing importance of their 
service to industry, we are concentrating on the In- 
dustrial Distributor method of selling the OTC line of 
Heavy Duty Industrial Tools. 


The outstanding War Service record made by OTC 
TOOLS—on the battle fronts as well as in helping War 
plants to maintain peak production—has tremendously 
increased OTC prestige and the market for OTC TOOLS. 
Factories, mills. mines, and power plants will continue 
to buy OTC TOOLS for plant reconversion and main- 
tenance for postwar production. YOU are the logical 
source of supply. 


Most of our greatly increased production is now availa- 
ble for distributor's stocks. Write today for complete 
information and discounts. 


OWATONNA TOOL CO. gigs. 


312 CEDAR STREET * OWATONNA, MINN. 
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Staib Represents 
Delaware Hardware 


Tt TE IE mE $ % 





CHARLES R. STAIB, JR. 


Charles R. Staib, Jr., purchasing 
agent of du Pont’s Newport, Del., plant 
for the past five years, has joined the 
industrial supply department of the 
Delaware Hardware Co., Wilmington, 
N. J., as a sales representative. 

Mr. Staib is 33 years of age, married 
and has two children. He is a life-long 
resident of Wilmington, having been 
graduated from Wilmington High 
School and Wharton School of the Uni- 
versity of Pennsylvania. His hobby is 
music. 


Mr. Staib was associated with the E. 


I. du Pont de Nemours & Co., for 


15% years. 


Reinstatement Rights 
Cooperation Offered 


The U. S. Employment Service, De- 
partment of Labor, will cooperate with 
interested management and labor in 
those areas where the local wartime 
manpower stabilization program had in- 
cluded a provision intended to protect 
the reinstatement rights of workers 
transferring to war jobs who now want 
to return to their former employment. 
Robert C. Goodwin, director, explained 
that such provisions existed in only 
a few of the locally developed stabili- 
zation programs. 


Patton Joins 
Oliver Iron 


Joseph B. Patton, associated with the 
Carnegie-Illinois Steel Corp., Pitts- 
burgh, for 24 years, has joined the 
Oliver Iron & Steel Corp., Pittsburgh, 
as manager of industrial relations. He 
had been in the industrial relations de- 
partment of Carnegie-Illinois in the 
Vandergrift, Pa., plants. 
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Why 


SIMONDS 


INSERTED-POINT 


SAWS 


Cut More Board-Feet 
Per Man 






































Simonds I. P. Saws have large, open gullets for easy running 
in hard or frozen timber. The teeth carry more hook, for easier 


cutting on less power. And the plate, of Simonds special nickel sood ans, Red Circle” Shanks Cahors, _ 
alloy steel, stands up longer without hammering. ba Bits (below) are = Jong wear, «five 
toughness, easy tally tempered yw 
What's more, Simonds “Blue Tip” Bits in “Red Circle” alike’ P°X€S, easy to handle fogeo Packed in 


Shanks have enabled scores of mills to cut smoother, higher- ithe aaaeee 


grade lumber . . . and to cut as much as 20% more lumber 
per set of bits. That’s why mills all over the country 
consistently order — and re-order — Simonds I. P. Saws, 
Bits, and Shanks. 


*sIMONDS (rhymes with diamonds) is the name of the longest- 
experienced U. S. firm of sawmakers ... who also make Files 
and Knives. 


BRANCH OFFICES: 1350 Columbia Road, B STi 
Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W.Eighth 
St., Los Angeles 14, Calif.; 228 First St., San Francisco 

5, Calif.; 311 S. W. First Ave., Portland 4, Ore.; 31 
W. Trent Ave., Spokane 8, Wash. 
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Millions of whirling abrasive wheels, trained 
in war's tough school of precision finishing, 
each doing a prime job in laboratory, tool 
room, aboard ship, on production line. And 
—they're all set and eager to tackle civilian 
goods, now that peace machinery is sing- 
ing again. 

Whether it's removing burrs, smoothing edges, squaring surfaces 
so accurately that the finish can be measured in micro inches, or 
cut-off work—there's a Chicago ready to do a top-ranking job 
for you. , 


VITRIFIED GRINDING WHEELS with o 50-year pedigree. Up to 3" 
in diameter in various abrasives and bonds including the famous FV Bond. 


MOUNTED WHEELS. The largest assortment made with a shape and 


abrasive to take care of every internal and external finishing job. 
CUT-OFF WHEELS. All types and sizes. Now offered with the sensa- 


tional new special-formula RT Bond (rubber or resinoid). 


— DISTRIBUTORS — 


This advertisement is appearing in leading industrial publications. Write 
for Cataleg and Engineering Survey Forms helpful in solving your cus- 


tomer's grinding problems. 
Send coupon for illustrated Catalog 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 


. Gatto etuy @ jalization has established our reputation as 
the Small Whee 1 People of the Industry. 








Send Catalog. Interested in [) Grinding Wheels [] Mounted Wheels 
(CD Cut-off Wheels [] Send Test Wheel. See.......... 

















Lee Redman, owner of the two-year-old 
distributing firm, Lee Redman Co., Phoe- 
nix, Ariz., formerly managed the Duluth 
branch of the Ingersoll-Rand Co.. New 
York. 


Redman Supply Firm 
Grows in Two Years 


Lee Redman, for 15 years Duluth 
branch manager for the Ingersoll-Rand 
Co., New York, established the supply 
firm of Lee Redman Co., Phoenix, 
Ariz., only two years ago. Specializing 
in contractors heavy equipment and sup- 
plies, Mr. Redman reports that the 
infant business is going strong. A new 
building, to be used as a warehouse and 
shop, is under construction. Boasting 
10,000 sq. ft. of floor space, the building 
will be serviced by an overhead crane. 


Shank And Davidson 
Join Appleton Electric 


Luther D. Shank and William A. 
Davidson have become associated with 
the Appleton Electric Co., Chicago 
manufacturer of electrical fittings. 

Mr. Shank, formerly chief of the 
electrical materials section, WPB, and 
once connected with the National 
Board of Fire Underwriters, has been 
made Philadelphia district manager for 
Appleton. 

Mr. Davidson, an alumnus of Tem- 
ple University, has been engaged in 
sales activities in the electrical field 
in Pittsburgh for the past five years, 
and is now Pittsburgh district manager 
for the Chicago firm. 


Fisher And Canipe 
On Hajoca Sales Force 


J. C. Fisher, formerly warehouse 
superintendent of the Asheville, N. C., 
branch, Hajoca Corp., Philadelphia, is 
now working out of that branch as an 
industrial salesman. 

Frank Canipe, recently discharged 
from the armed forces, has joined the 
industrial sales staff of the Charlotte 
branch. 
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WITH STERLING 
AIR-DRIVEN SANDERS! 





@ Here's an efficient sander... really in 
demand in all industries! The Sterling 
Model “E” Speed-Bloc Sander is air-driven— 
excellent for extreme wet sanding (water 

or volatile liquids). 


@ Plants and shops everywhere have many uses 
for this speedy sander in production, maintenance 
and refinishing of wood, metal and plastics. 


@ The Speed-Bloc operates dry or wet, on flat 
or curved surfaces . . . coarse to finish sanding, 
rubbing or polishing. There’s a big market for 


it with good profits for you. Tell your prospects ss q-Bloe U ace, ait 
the job it will do...demonstrate...and you have ate Sterling — os a peguiatot 
made fast, easy sales. Write for complete information. e This Por all essential of filter ors 
P u our’ i sacks 
nose: — He cael objec 
and poF a 
mnopility 1% Over 19,000 


Sterling Speed- 


STERLING —- 
TOOL PRODUCTS CO. 


384 East Ohio Street © Chicago 11, Illinois 


’ By the manufacturers of Sterling wW 
1000 Portable Glectric Sanders! ‘WY 
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Preferred . FROM MACHINE TO FRONT OFFICE 


Putnam Distubutorsa 


cate plastics mold. 


2. Roughing out a 
slot. 


3. Deep contour cut- 
ting. 

4. Increased speed in 
slotting operation. 


5. Exceptionally high 
finish milling. 





Can Supply the END MILLS 


Required by Their Customers for 


EVERY MILLING OPERATION 


ONE of the most important advantages Putnam Distributors 
enjoy is the completeness of the Putnam line which enables them to 
supply the end mills required by their customers for any milling 
operation. In the Putnam line are nearly 800 standard end mill items 
—of all types and sizes—any of which-you can supply your customers 
immediately from your shelves or from full factory-maintained stocks. 


THE proven performance of Putnam End Mills, their ability to 
cut faster and last longer—have earned 
for them a customer-preference in the 
metal-working industries that will result 
in steady, profitable repeat sales for 
the Putnam Distributor. 


ee ee 
Here is the new 92-page Putnam catalog — illustrating 
and describing the complete line of Putnam Hi-Speed 
End Mills, Reamers, Counterbores, Holders, etc., manu- 
factured. Send for your copy today! 





LORE ia OM WAL) Me OLE) POCO) EUW R 


2981 Charlevoix Ave. e Detroit 7, Miéhigan 








1. Machining intri- 









William Garrott, vice-president of the new 
Madison, Wis., supply firm, Dorken, Inc., 
towers over Jean Steindorf and Colletta 
Back, two bobby soxed clerks. 
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Residual Fuel Oil 
Ceilings Lowered 


Wholesale ceiling prices for heavy 
residual fuel oils at principal Atlantic 
coast ports were reduced one to five 
cents a barrel by OPA effective Nov. 
28. The reductions were attributed to 
recent reduction in tanker transporta- 
tion rates from the Texas gulf coast. 
The ceilings reduced are those on sales 
in wholesale quantities by refiners and 
terminal operators to industrial users. 
These oils are not sold in retail quan- 
tities, ° 

The ports where the reductions occur 
are Portland, Me.; Portsmouth, N. H.; 
Boston and Fall River, Mass.; Provi- 
dence and Tiverton, R. I.; New Haven, 
Conn.; Albany and New York, N. Y.; 
Philadelphia, Pa.; Baltimore, Md.; Nor- 


| folk, Va.; Wilmington, Del.; Charles- 


ton, S. C.; Savannah, Ga.;, and Jack- 
sonville, Fla. 
At the same time, specific ceiling 


| prices at all levels of distribution have 


been established on petroleum fractions 
sold for use as pressure appliance fuel 
in California, Arizona, Nevada, Oregon 
and Washington. 


Lurie Hardware 
Made Partnership 


Edward I. Lurie, formerly sole owner 
of the Lurie Hardware Co., Chicago, has 
made the company a partnership in as- 
sociation with his brother, H. H. Lurie. 
Mr. Lurie has been associated with the 
business since his retirement from the 
Army Air Forces in Sept., 1944 with 
the rank of major. 








eo a 








new 
Inc., 
letta 


savy 
ntic 

five 
Nov. 
d to 
yrta- 
past. 
sales 

and 
gers. 
uan- 


ccur 


rovi- 
ven, 

¥.: 
Nor- 
rles- 
jack- 


iling 
have 
tions 

fuel 


egon 


wner 
», has 
n as- 
surie. 
h the 
n the 
with 





DRAIN COCKS 





In addition to drain 
cocks Weatherhead 
plonts moke all types 
of fittings, valves, flex- 
ible hose assemblies 
and other ports for 
these industries: 


AUTOMOTIVE 
* 
REFRIGERATION 
* 
RAILROAD 
* 
MARINE 


EQUIPMENT 
* 
ROAD MACHINERY 

* 

DIESEL 
* 

L. P. GAS 
* 


APPLIANCE 
MANUFACTURERS 








Look Abead with € To meet all modern machinery specifications, 
Weatherhead Drain Cocks have been improved 
to include shut-off, straight and angle bib, ground 
plug and two and three way types. Also in a com- 

e a t e r e a plete range of sizes and thread connections. Sim- 
plified, sure grips, smooth functioning stems, 
THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO easy installation advantages are but a few features 
Tae that characterize our extensive line of drain cocks 
for all purposes. For literature or information, 
write or phone any Weatherhead branch office. 











eg BRANCH GFFICES: NEW YORK © PHILADELPHIA + DETROIT + CHICAGO + ST. LOVIS ¢ LOS ANGELES 
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in spite of the elements 


Harper Everlasting Fastenings, at first glance, may 
seem remote from the Rock of Gibraltar, but the 
comparison is closer than you might suppose. 
The “Rock” has withstood the elements of wind and 
wave and time for centuries. To all intents and 
purposes it is Everlasting. Harper fastenings, 
made exclusively from non-ferrous metals or stainless 
steel, also resist the elements, rust and corrosion 
so stubbornly that they are considered Everlasting 
compared with common steel—or the products 

in which they are used. 











everlasting fastenings 


Harper Everlasting Fastenings may be ordered 
from a stock of over 5000 items including 
bolts, nuts, screws, washers, rivets, nails 

and special fastenings. Other special fastenings 

are made to order quickly from large stocks 
of raw material. Write for 104 page catalog. 


THE H. M. HARPER COMPANY 
2622 Fletcher Street . Chicago 18, Illinois 


BRANCH OFFICES: New York City «+ Philadelphia «+ Los Angeles 
Mitwavkee « Cincinnati «+ Houst 





Representatives in Principal Cities 


BRASS 


mae HARPER 
ill Chicago 








Party Marks Century 
For Delaware Hardware 


Marking the century anniversary of 
the founding of the Delaware Hard- 
ware Co., Wilmington, members of the 
distributing firm held a party in Novem- 





Harry Topkis, right, the “grand old man” 
of the Delaware Hardware Co., Wilming- 
ton, seated with George Brodersen, Jones 
& Laughlin Steel Co. representative, dur- 
ing the Delaware anniversary party. 





The winners of the first and second door- 
prizes flank J. H. Davidson, Delaware 
Hardware Co., Wilmington. E. A. Ripka, 
Delaware Rose, Inc., received first prize 
and Hector Ataldian, Wilson Line, Inc., 
got the second. 





The managers of the Delaware Hardware 
Co. party in Wilmington were, left to right, 
E. J. Tee, J. H. Davidson and C. R. Staib, 
Jr. The guests made the most of their 
preparations. 


ber to which they invited more than 
100 customers and friends. 

Under the over-all guidance of J. 
Henry Topkis, general manager, and 
the personal management of E. J. Tee, 
J. H. Davidson and C. R. Staib, Jr. 
the men of Delaware Hardware pro- 












3aL2eae: 





It’s easier to make a °48 sale on 


7 SKILDRILL Model "80" than a smaller sale on a 


ae 


This 

our ¢ 

adve 
appeari 
leading | 
magazines 





MILL SUPPLIES * DECEMBER, 1945 



























































J. Henry Topkis, left, has just welcomed 
Thomas Herlihy, Jr., the Mayor of Wilm- FA 
ington, to the Delaware Hardware Co. 
“Open House” in celebration of the firm's 
hundredth anniversary. 


duced a party seldom surpassed for 
the quantity and quality of the re- 
freshments and the variety of the en- | # 
tertainment. The guests found the 
party spread over the entire first floor 
of the firm’s building, including the 
office space, the store and the ware- 
house. Large platters of sliced turkey 
and baked ham were featured. 

One of the chief guests was His 
Honor, the Mayor of Wilmington, 
Thomas Herlihy, Jr. 





Iron, Steel Scrap 
Aided War Industry 


Millions of tons of iron and steel scrap 
| which otherwise would not have been 
available for America’s smelters re- 
sulted from the wartime salvage cam- 
paign sponsored by the WPB’s Salvage 
Division. During the war years, Ameri- 
can industry faced the largest demand 
for iron and steel which this or any 
other country had ever known. This de- 
mand called for an average of more 
than 50,000,000 gross tons of scrap an- 
nually. 

While it is impossible to estimate ex- 
actly how much of the increased flow of 
scrap to industry was directly due to 
the activities of the Salvage Division, the 
marginal flow of scrap, which kept up 
the mills’ inventories, resulted from the 
division’s paid and volunteer workers, 
| WPB said. The Salvage Division was 

dissolved on Sept. 30. 








Hoeflich Joins Ace, 
Former Disston Man 


Edward C. Hoeflich, formerly mana- 
ger of the steel specialties division, 
Henry Disston & Sons, Inc., Philadel- 
phia, has been made sales manager of 
the Ace Mfg. Co., Philadelphia. He 
will direct the sales programs in the 
firm’s contract parts division and hard- 
ware division. 
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mission pioneering stands be- 
hind The American Pulley 
Company today... half a cen- 
tury of research, development, 
and experience available to 
help you solve your custom- 
ers’ drive problems. 


Highlighting those fifty years 
are many important contribu- 
tions to industry. .. American 
products which help you step 
up sales because they give 
your customers so many out- 
standing advantages. First the 
Steel Split Pulley provided 
easier mounting and dismount- 
ing, greater strength, less 
weight, and 10% greater pull- 
ing power. Next came Wedg- 
belt Drives, a complete line of 
fractional-horsepower, multiple 
groove and adjustable diameter, 
V-belt sheaves with hand- 
finished grooves that length- 
ened belt life. 


Continuous research into drive 
problems emphasized the im- 
portance of proper belt tension, 
and the American Econ-o-matic 
Drive was the result. This sci- 
entific motor mounting har- 
nesses the load-controlled 
torque reaction of the motor to 
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50 Years Experience Vo Solve 
Tomorrow’s Drive Problems 


Half a century of power trans- 


The Uimerican Pulley 


4200 WISSAHICKON AVE., PHILA. 29, PA. 





control belt tension, tightening 
the belt under heavy loads and 
loosening it under light loads. 


When constant contact with 
drive users revealed the need 
for a flexible, easy-to-install 
slow-speed drive, the American 
Reduction Drive was introduced. 
It mounts directly on the driven 
shaft and handles jobs of 14 to 
25 h.p. with six standard sizes, 
delivering speeds from 11 to 
154 rpm. 


Newest of American’s contribu- 
tions to power transmission is 
the Speed-Jack Drive providing 
variable speeds for drives up 
to 1 h.p. It has the advantage 
of universal mounting plus easy 
adaptability to remote control. 


Solving your customers’ drive 
problems has always been the 
guiding factor in American's 
research. And today, the same 
principle is being employed on 
other new developments which 
will give your customers greater 
benefits, paving the way to 
extra profits and sales for you. 
You can look with confidence 
tp American Pulley to help you 
solve your customers’ drive 
problems of tomorrow, as well, 
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TRIPLE 
CAP 
SCREWS 


Now you can get quick shipments on 
many large diameter TRIPLEX Cap 
Screws without waiting. 


The large diameters include 9%’, 54’’, 


34”, i” and 1”. Made in various 


lengths up to 8”. 


Remember, the complete line of 
TRIPLEX Cap Screws includes flat, 
fillister and button heads. 


Send your order now. It might be just 
the thing we can ship immediately 
from stock. 


THE TRIPLEX SCREW CO. 
5307 Grant Avenue, Cleveland 5, Ohio 
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A. G. Melde, a superintendent for the past 
15 years in the Seattle office, Henry Diss 
ton & Sons, Inc., Philadelphia, has been 
made sales adviser and consultant for 
the firm's cutter head operations east of 
the Rocky Mountains. He will make 
Atlanta his headquarters. 





October Surplus 
Sales Show Rise 


Government surpluses originally cost. 
ing $89,198,000 were disposed of dur- 
ing October at a price of $33,054,000, 
according to a report by the Surplus 
Property Administration. Measured in 
terms of original cost, the agency 
stated that disposals during October 
were $23,831,000 greater than during 
September. In addition to disposals, 
there was $44,815,000 of surplus prop: 
erty on lease as of Oct. 31. 

Agencies disposing of surplus prop- 
erty received new net acquisitions of 
$3,029,464,000 during October. At the 
end of the month, exclusive of prop- 
erty on lease and property overseas, the 
inventory of surplus property stood at 
$6,955,541,000. Major acquisitions 
were those of surplus capital and pro- 
ducers goods, totaling $2,703,975,000; 
consumer goods at $216,076,000, and 
agricultural commodities at $57,864,000. 

The largest single item in surplus is 
nonsalable aircraft with a total inven 
tory on Oct. 31 of $3,723,443,000. Sur: 
plus plants and industrial real property 
had an inventory total on Oct. 31 of 
$1,441,808,000, including $11,570,000 on 


lease. 


Davis and Cook Sell 
For Berger Division 


William S. Davis, formerly a sales 
man for Milcor Steel Co., Milwaukee, 
is. now representing the Berger Mfg 
division, Republic Steel Corp., Canton, 
O., in the Rochester, N. Y., territory. 

L. H. Cook, connected with the build- 
ing products field for more than 3 
years, is selling for Berger in the 
Indianapolis area. 
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Looking for Precision 
eye Getting It! 





PERFECT FIT in a New Britain Hand 
Tool leaves no room for a slip that might 
smash knuckles, chew a stud or gener- 
ally gum up a job. That sweet fit be- 
tween New Britain wrench parts as well 
as perfect fit “on the nut” is no accident 
. it starts way back in the manufac- 
turing process when the form tools to 
machine wrench sockets are ground with 
microscopic precision. New Britain looks 
for and gets that high standard of pre- 
cision every step of the way. Even the 
big, versatile Automatic Screw Machines 
on which these famous sockets are 
formed are built by this company. 
There’s one RIGHT SIZE for every 


tool in your customers’ cribs and kits. 


Above—a battery of New Britain’s own 
Gridley Automatic Screw Machines. In the 
circle—a close-up of the business end o 
one of these Automatics forming wrenc 
sockets. To the left is shown a Periscopic 
Grinder. The operator sees an image greatly 
enlarged. Grinding to microsco pe 
point accuracy on this exclusive che 
ain device produces form tools ‘eo use on 
the Automatics that machine Wrench Sock- 
ets with hairsplitting precision, 


New Britain Wrench Sockets are made 
that RIGHT SIZE by New Britain’s own 
six spindle Automatics, These amazingly 
precise machines have made the phase 
“Permanent Accuracy” a reality wher- 
ever they are in service throughout 
American industry. 

Ask to see the New Britain Hand Tool 
Line . . . once your customers try one of 
these Tools, they will want more of 
them—they’re that good. The new 
Britain Machine Co., New Britain, Conn. 


The Army-Mevy “E” Pennant, wih stare, 
Piles ever Maw Beitmin : phate, abymeiie 
log emtetemdleg prowessew of mae hdems 
ke, abrerett amples perin sed prahwcttine. 


GREATER STRENGTH © BETTER FIT WANDTOOMS: 
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THIS MODERN CHUCK SETS A NEW STANDARD 
IN MANUFACTURING ... AND A NEW PROFIT 
OPPORTUNITY FOR DISTRIBUTORS WHO SELL IT! 


Modern plants — especially those with multiple spindle | 
machines on heavy production drilling and reaming-| 
are responsive to a new tool design that will save costs 
and promote efficiency. This brings an opportunity to 
you-with Jacobs Production Chucks — if there are plants 
with heavy production equipment in your territory. Note 
these powerful sales points: ‘ 


1 Ability to handle an unusually wide range of drill 
sizes. 


2 Extreme simplicity which features the Rubber-Flex 
Collet of one-piece construction ground as a unit] | 
after molding. 


3 Ever-parallel jaw gripping surfaces that provide a 
tremendous hold on drill or reamer sh , 


The chuck socket, designed to take the flatted tang of 
the drill, will accommodate all drills having the same 
flat size. But on most applications — because of the tena- 
cious grip of the Rubber-F lex Collet - standard drills can 
be used without slippage! 















rao. 





ADJUSTABLE ADAPTERS AND ARBORS 


Jacobs Production Chucks have a male thread for mounting 
directly on the machine spindle or attaching to Morse Taper 
Arbors or Adjustable Adapters. 


The Adjustable Adapter"Assembly provides a quick, con- 
venient means of compensating for variations in drill length. 
Arbors and Adapters are available in all popular sizes. 
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12 PRODUCTION CHUCKS 


AND 3 ARBORS COVER MORE 
THAN 300 SINGLE PURPOSE 
CHUCK APPLICATIONS! 







DARD featuring the Rubber-Flex Collet 


OF IT “THE COLLET WITH A RANGE” 


! 
LIT! See how the new design and construction principle 
Dindle | inside vertical facesotjaws Of the Rubber-Flex Collet backs up your recommenda- 








° comprise bore of collet — . es . Springing or flexing is 
ning - | outsidefacesengagethe tions for efficiency and economy of machine opera- taken care of by the Neo: 
 cosis tions. The hardened alloy steel jaws are uniformly 974, passes through holes 
aL to spaced and molded into an integral unit with a special 
o- compound of oil-resisting Neoprene. 

The action of the rubber is displacement rather than 

£ drill compression. Under pressure, it is displaced from its 

original shape, the volume of rubber between the jaws 
Fes being the same as before force was applied. When 
+ unit the force is removed, it springs back to original shape, 

positively opening the jaws. The jaws of the collet grip 
de a their full length and are always parallel throughout 

their entire range! 
ng of All these outstanding design and performance fea- 
same tures —- proved by actual shop tests - add up to satis- 
tena- fy faction for every user . . . sales and profits for you. ; 
SCON | -Gsrarcershanks-jawate, Tite forBulletin P-6.today. TheJacobs Manufacturing On, moller shanks. jaw: 


and have a full-length 


fovea fulllengih bear Company, Hartford 2, Connecticut. seeae 


post 


—_— 


THE NATIONAL STANDARD FOR WAR PRODUCTION 
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Where do repeat orders originate? 


Aprofitable mill supply business is built up 
of customers who come back for ‘‘more of the 
same.” Therefore, you are careful of the 
quality of products you recommend. 

Oliver Industrial Fasteners can be definitely 
. helpful in establishing steady patronage, be- 
cause Oliver products are of highest quality. 


Such features as accurate dimensions, clean 






4 4,6 


MILL SUPPLIES 


‘threads, uniform materials enable users to 


speed assembly, obtain tight, dependable 
joints. 

Made by one of the oldest and ‘largest 
manufacturers in the field, a stock of Oliver 
products will bring your customers back for 


more. 








OLIVER: 


IRON AND STEEL 


4 


4 é 
SOUTH TENTH AND MURIEL STREETS - 


PITTSBURGH, PENNSYLVANIA 
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Stewart Heads Sales 
For Clark Manufacturing 


Charles W. Stewart, formerly asso- 
ciated with the Hoffman Specialty Co., 
Indianapolis, has joined the Clark 
Mfg. Co., Cleveland manufacturer of 
steam and fluid controls, as vice-presi- 
dent in charge of sales. Mr. Stewart 
has served as president of the Steam 
Heating Equipment Manufacturers’ As- 
sociation since 1942 and has been a 
member of the American Society of 
Heating and Ventilating Engineers 
since 1919, 


Mid-States Industrial 
Builds Sales, Stocks 


Mid-States Industrial Corp., Rock- 
ford, Ill., is proceeding along two main 
lines to improve service in its drive for 
a larger share of the post war market, 
according to Mr, Charles W. Litsey, 
president and general manager. 

“We are striving for a top notch, 
well-informed sales staff,” he said. 
“Training will emphasize more and bet- 
ter use of product sales meetings, road 
work with manufacturer’s representa- 
tives, and manufacturers’ schools. 

“At the same time we are working 
toward even further expansion of our 
stocks which today are at an all-time 
high,” Mr. Litsey said. 

“The major lines have been well 
defined through analysis of sales and 
there are two trends: 1. A more com- 
plete representation, i. e., fuller stock- 
ing of all components of a given line, 
and 2. larger stocks of the faster mov- 
ing components of the lines. 

“A new catalog will be issued shortly 
which reflects this policy. The new cata- 
log will contain some 700 pages whereas 
the old had but 475. Inasmuch as only 
two new lines have been added most 
of the additional pages reflect the 
company’s policy. Of course, more 


complete engineering data in some in- 
stances accounts for part of the catalog 
expansion.” 





Officials of the Mid-States Industrial Corp., 
Rockford, Ill., distributing firm are plan- 
ning to present full lines to their custom- 
ts, with the assurance that planned 
purchasing will keep stocks always on 
hand for immediate delivery. 
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OTHER IMPORTANT ROPER FEATURES 


Axial Hydraulic Balance, Four Bear- 
ing Support, 


Four Port Design Cuts Installation Time. 
Floating Equal Size External Gears. 

Efficient Operation in Either Direction. 
— be Serviced Without Disturbing Pipe 














\. 


GEO. D. ROPER CORP. 
ROCKFORD, ILLINOIS 


PROLONGS LIFE OF ROPER PUMPS 





COMPLETE BEARING LUBRICATION, 
CONTINUOUS CIRCULATION... 


Engineered for clean, non-corrosive liquid applications, 
this design feature of Roper Rotary Pumps insures 
complete continuous bearing lubrication. The liquid 
being pumped enters the inlet bearing groove (A) 
under pressure, then passes through the drilled journal 
(B) and is drawn through groove (C) in the opposite 
bearing to the suction side (D). Both the drive gear 
and driven gear are self-lubricated by the same hydraulic 
principle. Flow reverses automatically with change in 
pump rotation. It’s another dependable Roper feature, 
engineered to increase pump life and over-all efficiency. 


The Hydraulic Self- 
Lubricating Principle 
is one of the many ex- 
clusive features that 
help you sell Roper 
pumps. 

Ask about Roper direct 
field assistance. 





Write for Bulletin 
No. 12-42 


Pumps to handle pres- 
sures up to 1000 Ibs. 
P.S.I., capacities from 
34 to 300 G. P. M. at 
speeds up to 
R.P.M. 
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| ment, drafting room supplies and tools, 


Tool Engineers 
Exposition Slated 


The American Society of Tool Engi- 
neers exposition will be held in Cleve- 
land, Ohio, April 8 to 12, inclusive. 
Arrangements have been made for the 
use of the entire Cleveland Public Au- 
ditorium and it is planned to use the 
entire quarter of a million square feet 
of space available. 

This will be the fifth such exhibit of 
production equipment and _ processes 
held by the society and the first major 
post war show featuring machine tools, 
materials handling and control equip- 
ment, cutting tools and _ production 
processes. The name of the 1946 exhi- 
bition was chosen, according to C. V. 
Briner, president of the society, because 
of the expanded influence of the society 
in the field of mass production and 
the broadened scope of such interests. 

The show is being designed with 
major attention to its educational and 
informative value for all engaged in 
the field of production. Aside from 
machines and tools, the show is planned 
to include all types of materials for 
fabrication, materials handling equip- 


machines and devices for determining 
costs of production and job evaluation, 
coolants and lubricants, gages of many 
kinds, control devices of pneumatic, hy- 
draulic electrical and electronic design, 
as well as other tools and devices neces- 
sary to turn raw materials into finished 
products. Because of the importance 
of delivering finished products to the 
ultimate user in good cendition, space 
will be devoted also to exhibits dealing 
with methods and materials for pack- 
aging. 

The annual meeting of the American 
Society of Tool Engineers will be held 
in conjunction with the exposition and a 
series of technical sessions will be 
scheduled. A complete floor plan of ex- 
hibit space is being mailed to all former 
exhibitors and other copies may be ob- 
tained from ASTE headquarters, Penob- 
scot Building, Detroit 26. 











A new plant for the manufacture of its 
Hancock line of valves, injectors and 
ejectors is being built by Manning, Max 
well & Moore, Inc., Bridgeport, at Water 
town, Mass., a suburb of Boston. 
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THE NORTHROP GAINES 
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HAND TRUCK 


Here’s an amazing new aluminum alloy 
hand truck that will speed up your pack- 
age and materials handling... make hand 
trucking and stevedoring easier... save 
on upkeep...improve appearance. 

So light, balanced, and free-rolling that 
a girl can handle them effortlessly, Air- 
light trucks withstand loads far greater 
than would ever be imposed in service. 
They are cast from a weldable aluminum 
alloy that resists distortion and fracture. 
Under test, they have easily carried ten 
times a normal load. 


You can forget about hand-truck main- 
tenance when you use Airlights. Their 
aluminum-alloy frames are resistant to 
corrosion, impossible to splinter. Their 
smooth surfaces shed dust and dirt. Even 
more important, their high capacity, 
noiseless Airlight wheels are designed to 
operate the equivalent of ten thousand 
miles without regreasing. The special 
waterproof grease cannot escape from 
the factory-packed Timken tapered roller 
bearings even under conditions ranging 
from subzero to more than 200F. 





MILL SUPPLIES: 


a If you would like complete information on how to simplify your hand trucking and 
at the same time improve appearances, send for this booklet. There is no obligation. 
Just write Northrop Gaines, Inc., 1985 E. 16th St., Los Angeles 21, Calif. Dept. 
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Fine for 
a Painter 


but — 


Swell for a 
Knife Sharpner 


for applying coolants to machine tools 
és 
GRAY-MILLS 
COOLANT SYSTEMS 





The younger set shows its two-handed 
grip on the hammer. Sandra, five years 
old, is pictured witk her dad, Kenneth R. 
Olsen, president of Jorken, Inc., Madison, 
Wis. 





Don’T slow down good “ 
machines and good work- 
men with makeshift cool- 
ant applications. With a 
Gray-Mills Coolant System 
you can simply, inexpen- 





Farm Machinery 
Production Down 


Farm machinery production de- 
creased $17,707,697 in the third quar- 


sively apply coolants and 
cutting oils to all machin- 
ing operations. The system 
can be switched from one 
machine to another, will 
apply coolants and cutting 
oils in controlled volume. 
constantly orintermittently, 

A Gray-Mills Pumping 
Unit on machines not hav- 





ter of 1945 from the corresponding 
1944 total of $163,551,380 because of 
peacetime transition difficulties, CPA 
stated recently, However, production 
was expected to move up moderately 
in November. Lack of materials, par- 
ticularly steel sheets and castings, was 
the biggest stumbling block to in- 
creased production as shown by 300 
reporting companies, according to the 
Farm Machinery and Equipment Di- 





vision, CPA. Manpower problems also 
were listed as brakes on production. 
The present tight situation in man- 
power and materials is expected to ease 
very slowly, CPA emphasized. Repair 
parts showed the greatest reduction of 
the 22 classifications on farm machinery 
reported, dropping to $43,142,352 in 
dollar volume during the third quarter 
from $50,319,580 in the third quarter 
1944 period. Tractors contributed the 
second largest production decline. In- 
dustrial tractors declined from $2,587, 
000 in 1944 to $1,678,000 in 1945. 


ing a built-in-system, results in stepped-up pro- 
duction because it is possible to increase cutting 
speeds, prolong tool life and improve finish. 
Lower production costs—get the most out of 
your machines— grinders, drill presses, abrasive 
cut-off machines, lathes, metal cutting band saws, 
milling machines, etc.—with a Gray-Mills Coolant 
System. They are available in a variety of models, 
with pans and fit-" 
tings for every re- 
quirement. Send 
for complete in- 
formation today. 








New Quarters For 
Portable Tool Firm 


The Forss Pneumatic Tool Co., for- 
merly located in Rockford, IIl., has 
moved its production facilities to new 
and larger quarters. The new plant at 
518 Hankes Avenue, Aurora, IIl., will, 
officials say, enable the firm to increase 
production. : ‘ 


GRAY-MILLS CO. 
1949 Ridge Avenue, Evanston, Illinois 


Complete Portable 
COOLANT SYSTEMS 


M. P. PUMPS e PARTS CLEANING SYSTEMS 
INDUSTRIAL FLUID REFRIGERATING SYSTEMS 
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Advertisements like the one above have been 
telling industry’s buyers, every month in 1945, ”* Telephone D 
to go to Dayton V-Belt Distributors for their actory 4g 
ower transmission drive requirements. It has 
Lieot a pre-selling campaign designed to help 
you make more sales, more profits. 
In 1946 an even more powerful and com- 
plete advertising program will continue this 
quarter pre-selling for you. More space in leading in- 
quarter dustrial publications has been planned to help 
make next year even more profitable for you. 
In addition, there will be a complete promotion 
program that will help you take full advantage 


of this sales-building advertising. rT & 
So plan now to make full use in 1946 of J y 
Dayton’s biggest V-Belt sales program and of bis =a 


the completely-stocked, strategically -located Pret “ie tle. sel 


Dayton warehouses. Plan to sell Power Trans- 
mission Engineering the simpler, more profit- 
able Dayton way. Write NOW for full details. wu n n ] 
THE DAYTON RUBBER MANUFACTURING COMPANY 


DAYTON 1, OHIO THE MARK OF TECHNICAL EXCELLENCE IN SYNTHETIC RUBBER 
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Representatives of eight distributing com- 
panies are pictured with men of the # 
American Pulley Co., Philadelphia, during 4 
ea recess of the manufacturer's October 
distributors’ school. 


Distributors Attend 
American Pulley School 


The most recent gathering of the dis- 
tributors’ school of the American Pul- 
ley Co., Philadelphia, found the follow- 
ing distributors in attendance: Russell 
S. Leonard and Roy S. Connatser, Pye- 
Barker Supply Co., Atlanta; L. Bradley 
Trout, McJunkin Supply Co., Charles- 
ton, W. Va.; Edwin G. Ireland and War- 
ren L. Jones, L. M. Cranz Co., Buffalo; 
Victor E. Glenn and John M. Gilreath, 
Dillon Supply Co., Durham, N. C.; Ray- 
mond A. James and H. Preston Hoskin, 
Clark Hardware Co., Jamestown. N. Y.; 
Michael J. Vail, Seither & Ellis, 
Newark, and Kenneth B. Miles, Jr., 
Greenville Textile Supply Co., Green- 
ville, S.C. 







PRODUCES 


... cutters that can be depended 
upon even under the toughest dress- 
ing operation conditions. Because 
Vincent cutters are made of a special 
analysis steel, and because they are 
heat treated by the exclusive Vin- 
cent Process in our own plant— 
one of the country’s largest and if VW 
most complete heattreating shops— 

they always have the exact degree 

of hardness required for this type of tool. 





Copper Scrap Users’ 
Data Unnecessary 





Consumers of copper scrap and cop- 
per alloy scrap are no longer required 
to furnish the OPA with monthly re- 
ports of settlements made for these 
commodities as of Nov. 13. OPA ex- 
plained that a recent survey indicated 
that the industry has become sufficiently 
acquainted with OPA’s operations and 
requirements and that there is no longer 
any need for further statistical informa- 
tion. However, the record keeping re- 
quirements of the regulation have not 
been changed. 


Regularity in dressing and trueing grinding 
wheels saves not only the wheels but produc- 
tion time as well. When you sell Vincent- 
Huntington Dressers and Cutters to your 
customers, you provide them with the tools 
which do maintain maximum grinding wheel 
efficiency. Information on the complete line 
is yours for the asking. 


Black & Decker 
Transfers Beaty 


Carl W. Beaty has been transferred 
from the New Orleans sales branch of 
Black & Decker Mfg. Co. to the Detroit 
branch, where he will cover the territory 
formerly assigned to Bernard W. Carle, 
who is going to Canada for the com- 
pany. 

With Black & Decker since 1933, Mr. 
Beaty has represented them in both the 
St. Louis and Dallas territories. 





Ce 


IGA 








2434 BELLEVUE AVE - DETROIT 7, MICH 


ts et + tie et ee 
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AS®ESTO-SoRn xuaps FLOORS 
sara It removes oil and grease 
from any kind of floor —fast! 





TASY TO usm Just sprinkle it 
on... and sw, 
greose a 





THE PHILIP CA 


Riy MANUFACTURING co, 
LOCKLAND, 


CINCINNATI 1 5, Onto 








. Industrial insulations . 
Mt-up Roofing 7 


Asbestos 


Rock 
Roof Coatings ond Cements 


Wallboard and Sheathing 












Srease are used inyo 
Mill Supply 
about Asbesto-Sorb or 
Carey, 


Wool Insulation 
















from Sijqping ‘right off the job! 


ASBESTO-SORB is 4 com- = 


Mon-sense safety measure for every 

plant where much Oil and grease is 

used. It removes the menace of grease 

and oil-slick floors quickly and 

easily. Even stubborn accumulations 

that resist other compounds yield NON-COMBUSTIOLET 
Sorb has been cla 


Asbesto- 
readily to Asbesto-Sorb. It's econom- 


ssified as 
, non-combustible by Under. 
ical . . . can be re-used until thor- writers’ Laboratories, ine. 
oughly oil-soaked. Packed in handy 


50-pound bags. 


A safety suggestion: 
able slipping accidents. 
Asbesto-Sorb handy wh 


End prevent- 
Keep a bag of 
erever oil and 
ur plant. Ask your 
House representative 
Write direct to 





SAFE TO usa: No caustics or 


acids to harm shoes, hands or 
floors. 
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The Miracle 
Coating that 
defies RUST 
CORROSION 
oR ake Mw .UCa - 


NEOLUX OFFERS YOU AN OPPORTUNITY TO CASH IN ON ONE OF THE BIGGEST MARKETS 
AVAILABLE TODAY! 


During the hectic years of the war, preventative 
maintenance went by the boards. Manpower and 
materials just weren’t available, with the result that 
today repainting is first on practically every mainte- 
nance man’s list. 

e The experience of these last few years has taught 
industrial paint users this important fact: the cost of 
a protective coating is measured not in dollars per 
gallon but in years of protective service. The ordinary 
protective coatings used before the war were simply 
not good enough! 

@ Today, when rising costs bump against a fixed-price 
ceiling, longer, maintenance-free life for machines, 
plants and equipment is a “must” of the first order. 
Every cost-conscious maintenance man, every corro- 
sion engineer your salesmen call upon will want 
Neolux! For Neolux is unlike any protective coating 
they have ever used. 


NEOLUX IS NOT AN ORDINARY PAINT 

Neolux is an entirely new type of protective coat- 
ing, combining both thermosetting and thermoplastic 
synthetic resins, perfectly balanced and blended with 


proper plasticizers, stabilizers and special high-boil- 
ing-point solvents. 

This unique combination of chemically inert ther- 
mosetting and thermoplastic resins results in a coating 
possessing the top advantages of each: chemical resis- 
tance, flexibility, a hard, durable, lustrous surface, a 
coating that is non-contaminating, tasteless, odorless, 
and not subject to oxidation. 

Neolux is applied in the conventional manner, just 
as you would any ordinary paint. It may be air-dried 
or baked. Neolux can be applied to practically any 
surface: metal, wood, concrete, brick, stone, even 
over old paint. 


HOW NEOLUX WAS DEVELOPED 

Neolux is the joint development of skilled plastic 
and paint research chemists. It is not a “research 
accident,” but the result of a deliberate effort to build 
a protective coating that would give the greatest 
protection at the lowest cost. 

Corrosion engineers and maintenance men from a 
wide range of industries were asked to outline the 
properties they would like to have in a protective 
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coating 
al resis- 


greatest 


from a 
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coating. From the information they gave us, we drew 
a picture of the “ideal” coating, and set our chemists 
at work to produce it. 

We didn’t expect to attain the “ideal.” We hoped 
to come close. And we did. Much closer even than we 
expected. Neolux was proved under some of the most 
severe laboratory and field tests ever given any pro- 
tective coating: wear tests, aging tests, water spray 
and submersion tests, chemical resistance tests . . . tests 


for adhesion, for under-film corrosion—and Neolux 
took them all in stride! 

We honestly believe that Neolux comes closer to 
meeting the “ideal” set up by corrosion engineers and 
maintenance men than any coating we have tested in 
our laboratories, and we have tested most of them. 
© None of the facts we can give you about Neolux 
will be half so convincing as your own tests. Write 
today for a generous free sample of Neolux, and full 
details of our profitable distributor proposition. 


Chamberlain 


Engineering 
Corporation 
Akron 9, Ohio 
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You 


don’t have to “walkie-talkie”... 
to sell CORBIN screws 


Your customers wish to assemble goods faster, better and at lower 








ao 





cost, so as to be able to sell more goods in competitive markets and | 


show reasonable profits. 


In Corbin Screws you have an “‘Assembly Call’’ that commands 


the attention of Purchasing Agents and Production Men. 
can prove the advantages of CENTERED DRIVING with Corbin- 
Phillips Screws. You can offer uniformity (troublemakers thrown 


You 


out); a delivery schedule that keeps ahead of mass production; 


high quality, clear labeling, strong packaging... 
These points mean business for you . . 


. profits for your customers. 


. And you don’t have to chase a man to give him money! 





_ CORB IN-PHILLIPS AND CORBIN SLOTTED 














Wood Screws, Machine Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine 
Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . . . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 


NEW BRITAIN, CONN, Warehouses: New York, Chicago 











The American Hardware Corp., Successor 


ST-12 
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Whitney Directs Sales 
For Nicholson File 





HARRY L. WHITNEY 


Harry L. Whitney, for the past two 
and a half years assistant Lend-Lease 
administrator, and director in the For- 
eign Economic Administration, has 
joined the Nicholson File Co., Provi- 
dence, as director of sales. He suc- 
ceeds Wallace L. Pond, who recently 
retired. 

Mr. Whitney formerly held execu- 
tive posts with the U. S. Rubber Co., 
New York, and the Borg-Warner Corp., 
Detroit. 


GE Issues Movie 
On Fluorescence 


The General Electric Lamp depart- 
ment, Cleveland, has issued a 15-minute 
sound motion picture “Magic of Fluor- 
escence”, designed to give lighting 
people, students, and the general pub- 
lic a quick picture of fluorescent light- 
ing’s history and development. The 
film begins with the story of an Italian 
alchemist’s discovery of some glowing 
barite more than four centuries ago, con- 
tinues through the gradual development 
of lighting such as oil lamp, candle, gas 
jet, the incandescent lamp, and comes 
to a climax in the Nela Park laborator- 
ies with the development of fluorescent 
light. 


Mesher Tool Co. 
New Portland House 


About fifteen years as a specialist in 
the sale of small high speed cutting tools 
and machine shop supplies, Sam A. 
Mesher has opened his own supply 
house in Portland, Oregon. 

Mr. Mesher is anticipating the return 
from overseas service of his son, T/3 
Herman E. Mesher, who will have 
charge of the store. 
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1001 Uses in Maintenance and 
MEASURE “TONS TOTAL LOAD” Production..and a GAUGE gives 
Porto-Power all this EXTRA UTILITY 


This 20-ton Por- Testing breaking Testing load bear- 
to-Power ram is . f rials : liti feni 
mounted in a point of materials. ing qualities of soil. 


homemade press gies mia 

ays Checking weights [| Sinking piling to 
‘a re-determined 

iron gear. The of large, cumber- 

GAUGE on the 

pump tells the some _ structural 

operator what oe 

pe ronan Mhetomeny members. Inspection of ma- 


ed. . « prevents terials to _ spe- 


using excessive . . ‘ : 
pressure which Pressing plastics. cified loa bearing 


would crack the 
gear or damage standards. 


the assembly. ° : 
‘ [ Pressing parts to- [] Drawing cables 
gether with cau- and assembling 


MEASURE “Lbs. Per Sq. Inch” INTERNAL PRESSURE at notin Pn emerge 


pressure. fied tension. 


oads. 





This GAUGE is measurin " Porto-Power also does these 
the internal pressure devel- 


oped by the Porto-Power . jobs eee faster, more safely eee 

pump. The pressure is di- j ; : 

sected inso on siectalt pert * Pull gears + Lift machinery + Clamp parts for welding 

...atesting process in a Pan ‘ ; é 7 ‘ 

American World Airways es * Bend pipe «+ Straighten shafts... and countless other work. 

peony he I al yi INDUSTRIAL SUPPLY DISTRIBUTORS: Here is another “plus” 

: that Porto-Power gives your customers. Be sure to tell them about 

gauge-equipped Porto-Power, as well as the 1001 other Porto- 
Power applications that cut production and maintenance costs. 
Cash in on big extra volume. 


A Predvo of BLACKHAWK MFG. CO., Dept. PT7125, Milwaukee 1, Wis. 


=| GE BLACKHAWK 
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In recent years, especially 
during the war, new uses 
for casters have increased 
at a truly amazing rate. Caster sizes 
have grown in proportion. In fact, 
the term. ‘‘casters’’ is no longer ade- 
quate for the large wheel-assemblies 
— with diameters of 8” and up, 
capable of supporting several tons — 
now made by Bassick to add new mo- 
bility to heavy industrial equipment. 

In these bigger Bassick models, 
and in the grooved-wheel business, 
there are many worth-while oppor- 
tunities awaiting distributors alert 
to the rapidly growing trend towards 
larger wheels and wheel-mountings. 

To such distributors Bassick offers 





not only the sales value of an out- 
standing name, but the most aggres- 
sive advertising campaign to stimu- 
late the sales of casters and related 
items ever undertaken. Bassick en- 
gineering and merchandising, re- 
sponsible for the world’s most com- 
plete line of casters, are geared to 
keep pace with every latest develop- 
“ment in this rapidly expanding field. 

These important advantages are 
certain to mean more business for 
Bassick distributors, whose salesmen 
are on the lookout for caster business. 

THE BASSICK COMPANY, Bridgeport 2, 
Connecticut. Division of Stewart-Warner 
Corporation, Chicago, III. Canadian Division: 
Stewart-Warner-Alemite Corporation of 


Canada, Ltd., Belleville, Ont. 


Making more kinds 
of Castets--° 


Bassick “= 
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Charles H. Kirkwood, formerly a member 
of the sales force, W. P. & R. S. Mars Co., 
Duluth, has returned to the supply firm 
following his discharge from the U. S. 
Army. 





. the United States 





Capitol Mfg. & Supply 
Gets Army-Navy "E” 


In a colorful ceremony, during which 
S. M. Melton, president, accepted the 
Army-Navy “E” flag from Maj. Lyle 
S. Richardson, Cleveland Ordnance Dis- 
trict, the Capitol Mfg. & Supply Co., 
Columbus, was honored for its outstand- 
ing work in war production. Founded 
in Columbus in 1924, Capitol was one 
of the first producers for the Army and 
Navy during World War II. 


Safety Achievement Award 
To National Radiator 


Three plants of the National Radiator 
Co., Johnstown, Pa., have been awarded 
Department of 
Labor’s Certificate of Safety Achieve- 
ment for reducing accidents in the first 
half of 1945. They are the Plastic 
Metals division, Johnstown, and the 
company’s branch plants in Lebanon 
and New Castle in Pennsylvania. Plastic 
Metals accomplished a 100 percent re- 
duction in accidents, as did the Lebanon 
plant, while the New Castle factory 
reduced accident frequency 81.3 per- 
cent. 


Paddock Of Corbin 
Wins Award 


Elliot C. Paddock, general sales 
manager, the Corbin Screw Corp., New 
Britain, Conn., has been presented with 
a certificate of award for outstanding 
service as a member of the OPA Indus- 
trial Advisory’ Committee. 
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ahd | MAY be a funny-looking guy but I'm 

proud of my physique . . . my head is 
SPURRED for efficiency . .. my body is ELECTRI- 
FIED with strength and energy . . . my arms and 
legs are POWERFUL and UNTIRING and I can 
do all your LIFTING and PULLING jobs with 
an ease that is astounding . . . now that I’ve 
finished the job for Uncle Sam I’m ready to work 
for you... Ask my boss about the thousand and 
one jobs I can do for you and what a help I'll be 
in the post-war period.” 








you'd like our 
latest _ bulle- 
tins we'd be 
glad to send 
them to you. 





COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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H. L. McKinley, manager of the supply 
department, Skandia Hardware Co., Rock- 
ford, Ill., stands beside an always attrac- 
tive item for home workshop operators, 
a metal lathe. 





Skandia Prepared 
For Installment Sales 


Tool sales to hobbyists and farmers 
and others in the Rockford, IIl., area 
will be made on a time payment plan 
when desired, H. L. McKinley, manager 
of the supply department of Skandia 
Hardware Co., said recently. “There 
undoubtedly is a big market for install- 
ment selling, especially in the home 
workshop field,” he added. 


Protection From Radium 
Necessary For Workers 


Under a recent revision to Surplus 
Property Administration regulations, 
disposal agencies for radium and ra- 
dium active salts are required to channel 
all scrap containing such substances 
into the hands of radium refining or- 
ganizations or to eliminate it from the 
civilian economy by destruction. 

Luminous instrument dials and mark- 
ers are examples of radio-active surplus 
government property, and while the 
amounts of radium substances used in 
their production are very small, expos- 
ure to them may be fatal under certain 
circumstances. Industrial workers han- 
dling radium and similar materials now 
are protected by effective safeguards, 
but there remains a serious hazard in 
radium concentrated in small quantities 
in other metals and scrapped parts. 


Atkins Veteran Dies 


Henry Zschech, who retired in 1943 
after 55 years service with E. C. Atkins 
& Co., Indianapolis, died recently at the 
age of 73. He was president of the 
Atkins Pioneer Club in 1926. 















supply 
.. Rock- 

attrac- 
erators, 


armers 
., area 
it plan 
anager 
kandia 
“There 
install- 

home 


Surplus 
lations, 
ind ra- 
s=hannel 
stances 
ing or- 
‘om the 


1 mark- 
surplus 
ile the 
used in 
expos- 
certain 
rs han- 
als now 
guards, 
zard in 
antities 
arts. 


in 1943 
Atkins 
y at the 
of the 











FOR Iucreased Pru é 
PATALOG-STOCK: _ 












TOOLS 


ARMSTRONG 
RATCHET 
DRILLS 


“Specialties” 
that are bought everyday 


THE ARMSTRONG DISTRIBUTOR obtains plus business through 
the continuous sales of Armstrong Machine Shop Specialties. His 
daily sales sheets always show many Armstrong Specialties, such as 
Drill Drifts, Drill Holders, Ratchet Drills, Drilling Posts, Tool Posts, 
Grinding Holders, Drill Vises and special Tool Cabinets. 

This is profitable business — just one more reason why distributors 


catalog, stock and sell Armstrong "Across the Board." 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People"’ 


305 N. FRANCISCO AVE. CHICAGO 12, U. S. A. 


Eastern Warehouse and Sales Office: 199 Lafayette St., New York 12, WN. Y. 
Pacific Coast Warehouse and Sales Office: 1275 Mission $¢., San Francisce 3, Calif 


ON 5 TOOL HOLDERS Are Used in Over 96% c! the Machine Shops and Tool Room: | 
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ARMSTRONG 
SETTING-UP 




















Don’t just sell cranes! 


Sell the prospective buyer of a 
crane in your territory on the 
valuable assistance a jib crane 
will give him in serving a local- 
ized area in his plant or shop 
where machine parts or tools are 
handled. If he tells you he needs 
a crane to serve a large area, 
recommend a top-running or 
underhung bridge crane — either 
push type or gear type—to travel 
the load. Regardless of why he 
wants it—to serve moulding or 
machining bays, heat-treat de- 
partments; for accurately spot- 
ting loads in foundries, ice plants, 
warehouses — there’s no limit to 
the application to which these 
single-girder cranes can be put. 


Then tell him that the most 
economical and quickest way for 
him to get these cranes is to buy 
a ‘Budgit’ Crane Assembly and 
complete the crane himself. Ex- 
plain how simple it is to build a 
‘Budgit’ Jib or Bridge Crane. 
That there’s nd&® machining, .no 
drilling to do. And, by following 
the simple instructions enclosed 
with each crane assembly, any- 
one can build a ‘Budgit’ Crane in 
one hour’s time, using no other 
tool than a wrench! 


ALL THAT IS 
NEEDED 


eee 
A WRENCH 


AN I-BEAM 
ONE HOUR 





Write for Bulletin 
No. 355 to help you 
sell ‘Budgit’ Crane 
Assemblies. 


MAXWELL 


ils 


Crane Assemblies 


MANNING, MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
"Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Vaives and 
‘American’ industrial instruments, 
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Walter Allen Dies, 
Late Yale & Towne Head 


Walter Cleveland Allen, former presi- 
dent and retired chairman of the board 
of the Yale & Towne Mfg. Co., Stam- 
ford, died on Nov. 13 at Columbia- 
Presbyterian Medical Center in the Con- 
necticut city. 

Born in Farmington, Conn., Mr. Allen 
moved to Stamford as a youth, attended 
schools there, and entered the employ of 
Yale & Towne as a young man. He was 
29 years old when made general super- 
intendent of the company in 1906, was 
appointed manager of the New York 
office in 1909, and became president in 
1915. He served in that post until 1932, 
when he was elected chairman of the 
board. He had been retired since 1939. 

During the first World War, Mr. 
Allen served as a major in the aviation 
section of the Signal Corps. Promoted 
to lieutenant colonel, he was cited for 
conspicuous service, and also won the 
French Legion of Honor. 

He was a member of the Woodway 
Country Club and the University, Lotos 
and Engineers Clubs of New York. He 
held several civic posts in Stamford, 
and was a director of several of the 
city’s banks. 

He leaves a widow, the former Susie 
C. Travis; two daughters, Mrs. Fred- 
erick L. Reid and Mrs. A. W. Rossiter, 
Jr.; two grandsons; a grand-daughter, 
and a sister, Mrs. C. Dana Potter. 


Marsh Tritrol 
Widens Activities 


The Marsh Tritrol Co., Chicago, will 
now distribute the heating specialties 
distributed by Jas. P. Marsh Corp. along 
with the Marsh Tritrol Regulator and, 
to better describe the broadened opera- 
tions, the firm name is being changed 
to Marsh Heating Equipment Co., with 
main offices at 2122 Southport Ave., 
Chicago. James Emmett, Jr., will be 
vice president in charge of sales. 

The consulting service includes Roy 
Nelson, heating expert widely known 
throughout the country, and Fred 
Thuemling, who has specialized on heat 
control for many years. 


Machine Tool Output 
Skyrocketed During War 


From a total of 747 million dollars 
during the five years preceding 1940, 
the production of machine tools in the 
United States reached the huge total 
in dollar value of $4,480,440,000 dur- 


‘ing the five war years, WPB figures 


show. This represents an increase of 
almost 500 percent. 
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Ve 50-Year-Old 
STANDBY 


METAL REPAIRS 


For stopping leaks, sealing 
cracks, tightening loose parts, 
Smooth-On has been the repair- 
man’s first aid since 1895. 
Smooth-On is easy and inexpen- 
sive to use, quick and sure in re- 
sults. In industrial, power and 
process plants, factories and mills 
everywhere Smooth-On has proved 
indispensible. 


These are all good reasons why 
mill supply houses cannot afford 
not to carry Smooth-On No. 1. 
There are other reasons, too: 


—Steady, consistent advertis- 

ing, month in and month out 
reaching engineers, mechanics and 
maintenance men in every es- 
sential industry. 


—Follow-up of advertising by 

the distribution of thousands of 
copies of the famous 40-page 
Smooth-On Repair Handbook every 
month. Over one million already 
in circulation. 


—Conscientious factory serv- 
ice, insuring prompt deliveries. 


— profit for the sup- 
plier. 


Have you checked your 
Smooth-On stock lately? 


SMOOTH-ON MBG. CO.., Dept. 25 


570 Communipaw Ave., Jersey City 4, N. J. 


Say.to Your 
Customers: 


Do it with 


~ SMOOTH-ON 
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A new low-cost 
18” drill press that 


can really take it 


This New Duro 18” Drill Press has been de- 
signed and built to handle a much heavier 
load continuously than ordinary low-priced 
units. Has many new features including: spe- 
cial design for quick-changing of belts; head 
casting slotted to provide take-up when wear 
develops from movement of quill; six-spline 
telescopic self-aligning spindle that reduces 
play; heavy ribbed cast iron table and base 
with large machined surface and grooves for 
collecting coolant; base provided with "T” 
slots for bolting jigs; improved simplified 
depth gauge. Efficient production foot feed 
available. Specifications include: %4” ca- 
pacity. No. 2 Morse Taper. 4 New Depar- 
ture Ball Bearings. Speed range 425 to 
2030 R.P.M. Spindle travel—5”. Drills to 
center of 18” circle. Maximum distance from 
base to spindle—49”. Maximum distance 
from table to spindle—19”. Overall Height 
—68". Size of overall bose—18” x 284”. Send for Catalog—showing low-cost single and multi- 
Diameter of column—3 42”. Weight of Model spindle Drill Presses, Metal-Cutting Band Saws, Circular 
A3088 (as illustrated) less motor, 350 Ibs. Saws, Jointers, Routers, Shapers, Grinders, Lathes, Scroll 


Saws, Flexible Shaft Units, and Portable Electric Drills. Gives 
Also available in bench model. full specifications and prices. 


DURO "OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2660 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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SPINTITE SEr. 
Chuck Type Handle with 
Reamawl, 3 Screw Drivers, 
7 SPINTITES, Insulated 
Neutralizing Alignment 
Wrench, and 2 Pliers, all 
in a Leatherette Roll. . . . 
A Positive need in every 
RADIO, HOME and 
ELECTRICAL sHop. 
A Fascinating, Fast-Moving 
Item for thousands of stores. 
Your good jobber has it... 
WMpcenegs ute WALDEN 


of Automobile, Aircratt WORCESTER 
and Radio Tools. 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 
WORCESTER, MASSACHUSETTS 
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Weller Supply Co. 
Purchases Building 


The three story brick building occu- 
pied by H. P. Weller Supply Co., Erie, 
Pa., has been purchased by the firm. 
Up to the present time, several thousand 
dollars have been spent revamping the 
layout in order to expedite handling of 
orders and improve customer service. 


Long Is Appointed 
Bowles’ Assistant 


Norton E. Long of Cambridge, Mass., 
has become assistant to Administrator 


, Chester Bowles of OPA and will. coor- 


dinate various major OPA projects on 
assignment. Mr. Long went to OPA in 
May 1942 after several years of teach- 
ing public administration, public opin- 
ion and political science at Harvard 
University, Mount Holyoke College, 
Louisiana State University and Brook- 
lyn and Queens Colleges. 

The first project Mr. Long will 
work on is the building and housing 
program. “Mr. Long is particularly 
well qualified to handle this,” said 
Mr. Bowles. “For the past three and 
a half years, he has worked in our 
rent department and since April 1944, 
he has been director of the program 
division.” 


Jubilee Theme 
Re-Lighting America 


The nation’s leading lighting equip- 
ment manufacturers, in cooperation 
with the Lamp Department of the Gen- 
eral Electric Co., inaugurated on Novem- 
ber 26 the Victory Lighting Jubilee at 
the 17th Regiment Armory in New York. 
The jubilee will continue until Novem- 
ber 30. 

The General Electric exhibit, display- 
ing some 1500 different lamp types for 
all services, from ordinary incandescents 
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to revolutionary germicidal and im- 
proved fluorescent lamps, was supple- 
mented by exhibits of numerous light- 
ing fixture and portable lamp manufac- 
turers. Many of the new lighting prod- 
ucts will be unavailable to the public 
for several months. 

Bruce Barton of Batten, Barton, Dur- 
stine & Osborn, Inc., and Newbold Mor- 
ris, president of the New York City 
Council, were speakers at a luncheon 
sponsored by the General Electric Co. 
for exhibitors on the opening day at the 
Hotel Roosevelt. 


World Flying Now 
Standard Risk 


A survey by the Institute of Life In- 
surance indicates that world-wide airline 
passenger travel has advanced in the 18 
years since the Spirit of St. Louis landed 
at Le Bourget to the point where it is 
regarded as “Standard Risk” by about 
half of the 100 companies regarded in 
the institute’s survey. These firms are 
underwriters of more than 80 percent of 
the total life insurance in force in this 
country. 

Of the companies studied, only 10 
percent now decline applicants contem- 
plating such travel, and another 10 per- 
cent will accept a limited amount of 
world travel—say about 50,000 miles an- 
nually—as standard. Before the war no 
companies accepted unlimited trans 
oceanic travel as a totally standard risk. 


Perrin Advanced 
By Robins Conveyors 


Edwin M. Perrin, advertising mana- 
ger for Robins Conveyors, Inc., Passaic, 
N. J., subsidiary of the Hewitt Rubber 
Corp., Buffalo, since 1942, has been 
promoted to assistant manager of equip 
ment sales. Mr. Perrin will prepare 
sales literature and special bulletins t 
industries using conveyors and other 
material handling machinery. 

































A TREMENDOUS 
PENT-UP DEMAND 
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mount of dous pent-up civilian demand for Boice-Crane tures which are in fast growing demand. larly on all of your customers and potential. 
i] é tools is evident from the voluminous inquiry — a or t tale. tected buyers. 

miles an resulting from the national advertising. et ee ee ee ee 

ne war no ing many items not found in any other. 


od trans © The Boice-Crane Purchase Priority Plan® has As the world's largest manufacturers of cer- @ The flexibility and sturdiness of Boice-Crane- 

Jard risk. opened up enormous new sales opportunities tain types of equipment, Boice-Crane, with tools is well known because of their enviable 
eb Ginied: des matin enh Geb mass production methods, have effected tre- record of-performance in America's war plants. 
dealers. mendous savings which can be passed on to 


the buyer. @ it is generally recognized today that every 


®@ No other line offers the advantage of such Boice-Crane dealers are in a position to dollar invested in Boice-Crane fools does the 
= low prices on quality tools. maintain better floor stocks. work .of two spent on oversize machines. 
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has been of making big profits by crashing in on this market. 


The Boice-Crane franchise offers you a real opportunity 


of equip- 


prepare 1 BOICE-CRANE COMPANY 


lletins to 
nd_ other 939 Central Avenue * Toledo 6, Ohio 


*Complete details on the Boice-Crane Purchase Priority Plan will be sent upon request 


MILL SUPPLIES * DECEMBER, 1945 169 








Behind the genial smile of H. J. Turn- 
strand, vice-president and sales manager, 
Minnecpolis Iron Stores, Minneapolis, is 
the success of a long range program, be- 
gun in January 1944, to prepare the sales 
force for postwar markets. 








































First Unemployment 
Crest Is Passed 


Reconversion unemployment passed 
its first crest and has temporarily lev- 
eled out, according to a summary of 
post war unemployment compensation 
claims, the Social Security Board re- 
vealed recently. Although some 5 mil- 
lion war workers lost their war jobs 
through the wholesale cancellation of 
war contracts after Japan’s surrender, 
less than 1.7 million individuals were 
filing claims for unemployment insur- 
ance during each of the past six weeks, 
and only some 1.2 million of these were 
actually receiving unemployment in- 


surance checks. 
Since Japan’s surrender, about 3.4 
- million different individuals have filed 
claims for benefits, and more than 40 
percent of them found jobs by the end 
~ Y D A U L i C Jj A C af &, of October. Of those still on the unem- 
ployment compensation rolls, 10 to 15 


have many different industrial applications | perce sre dropping out every week. 


This means nearly 50 percent of them 


GREAT Investigate, and you'll be amazed. The time | 2"¢ now being reemployed each month. 
for dlab _ f Hein. We Hvd li To get a full view of the trend in un- 
enae SS SEVER MESS Ge Sane wae ReS Sey Sree employment insurance claims, it is nec- 
lifting Jacks can be big factors in helping shift ma- essary to go back to Germany’s defeat 

. ons : » 1945 : 
heavy loads  chinery, move heavy stock, or other lifting or | i" May, 194. At that time, the weekly 


number of claims was about 165,000. 


. pressing operations. The number rose to 300,000 just before 
moving These jacks are sturdy, compact, super- Japan surrendered, and then skyrock- 
machinery ‘ f . eted to nearly a million claims immedi- 
powerful, easy-operating, and absolutely de- | ately thereafter. During the next two 

sie pendable . . . Made in models of 3, 5, 8, 12, —eaguis it — “poses Bar about 

r i : .7 million, where it has settled since 
actrees 20, 30, and 50 tons Copacey- Oct. 1. The biggest jump came during 


the 10 days after V-J Day, when more 
etc. Write us for details than 700,000 new claims for unemploy- 


nt ins filed. Si hen, 

HEIN-WERNER MOTOR PARTS CORP. be suwhae 0t ee te aa 
WAUKESHA, WISCONSIN week has gone steadily downward, less 

: than 200,000 new claims being filed 


past x weeks 
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PSON-WALTON tackle blocks are engineered so that the toy 
or standing block can withstand not only the weight of the load 
but the hoisting strain as well. All U-W Safe Working Loads ar 
assigned on this basis. In many cases it is not necessary to use a shackl. 
at the top connection when you use U-W blocks—yet they cost nd 
more than any other brand. 














Compare these greatly increased Safe Working Loads! 

























USUAL UPSON-WALTON’S 
SAFE WORKING SAFE WORKING 
LOAD LOAD 
Br Mesh ctor cerwet 200 Ibs. 300 Ibs. 
git 300 Ibs. 535 lbs. 
| 400 lbs. 640 Ibs. 
Se eee eee 400 lbs. 510 lbs. 
ll a ae 550 lbs. * 1040 Ibs. 
sik: | Sr 700 Ibs. 1460 lbs. 
DF SIN ec dé circ vedcs 500 lbs. 880 lbs. 
BY ER 6 vece acces ee 750 lbs. 1370 lbs. 
hy | |” ERR 1000 Ibs. 2030 Ibs. 
pt SRE eee 1000 Ibs. 1420 lbs. 
NS so Gane seses% 1500 Ibs. 1900 Ibs. 
Oo Re i eadsusicseies 2000 Ibs. 2750 lbs. 
fi) eee 1500 Ibs. 1700 Ibs. 
pi eer 2000 Ibs. 2580 Ibs. 
cia | 2500 lbs. 3000 lbs. 
a) eerie 1700 Ibs. 2200 Ibs. 
ge re 2450 lbs. 2850 lbs. 
. a See 3200 lbs. 3500 lbs. 
Snes Sar ee 2600 Ibs. 2700 Ibs. 
NO TN cha cende seus 3400 Ibs. 3650 lbs. 
Cg a eee 4200 Ibs. 4900 Ibs. 
ee A ree ae 3000 Ibs. 3050 lbs. 
Se GN EO ais. bdo 6:5 bso cus 3750 lbs. {600€ Ibs. 
12! TRAGER cc tic ceeereens 4500 Ibs. 625 Ibs. 


Copyright 1945—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, “Jackle Glocks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


114 Broad Street 737 W: Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 




















MILL SUPPLIES * DECEMBER, 1945 
















THE SEAL OF 


| Quali 


Only Campbell High-Test Steel Chain 
carries this seal! it cannot be removed 
without being destroyed. This is the 
Seal of Quality that certifies this 
chain was thoroughly tested to 


NX assure maximum service. 


>» 


> 
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Scott Managing 
Wood Shovel Sales 





V. G. SCOTT 


V. G. Scott is now manager of sales 
for the Wood Shovel & Tool Co., Piqua, 
Ohio, having succeeded N. T. Jacobs 
who died on Aug. 20. Mr. Scott took 
over the post on Oct. 1. 

Previous to this appointment, Mr. 
Scott was production manager, having 
been appointed in December 1944. He 
joined Wood in January 1942 as assist- 
ant manager of sales. Before joining 
wood, Mr. Scott was 10 years in the 
sales department of Ames Baldwin Wy- 
oming. Previously he had been con- 
nected with the Pittsburgh Shovel Co., 
also in sales work. 


Bracken, Schutzendorf 
Return To Bunting Brass 


W. C. Bracken and Gordon G. Schut- 
zendorf have been discharged from the 
armed forces and are once again in the 
sales force of the Bunting Brass & 
Bronze Co., Toledo. Mr. Bracken, who 
was in India with the Army Engineers, 
has returned to his old territory in Geor- 
gia, with headquarters in Atlanta. Mr. 
Schutzendorf, in the Navy for two and a 
half years, is now covering New York 
State and making New York City his 
headquarters. 


St. John Returns 
To Arizona Hardware 


Picking up the threads where he 
dropped them 13 months ago, Don St. 
John has returned to his salesman’s job 
with the Arizona Hardware Co., 
Pheonix. Before becoming a salesman, 
Mr. St. John worked in practically all 
departments of the business, starting as 
a truck driver in 1938. He is a native 
New Englander, having been born in 
Rutland, Vt. 
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There they are . . . farms, factories, schools, stores, 
suburban homes, hospitals, hotels, dairies, ice and 
refrigeration plants and a host of other places where 
DEMING pumps and water systems will be sold in 
the years ahead. 


Certainly the farm market offers excellent sales 
opportunities. But don’t let that fact blind you to the 
equally bright outlook in all the other markets for 
pumps and water systems. 


Even in the centers of many towns and cities with 
municipal water works, high rates and threatening 
water shortages have created a big potential demand 
for various types of pumping equipment. 


It takes a COMPLETE line, like DEMING, to meet 
the highly diversified conditions encountered in 
ALL the plants which are badly in need of pumps 
and water systems. 


THINK of what that fact means to Deming Distrib- 
utors and Dealers ... an OPEN DOOR to their 
COMPLETE pump market . . . with all the advan- 
tages of simplification in dealing with ONE depend- 
able source of supply. 


THE DEMING COMPANY e SALEM, OHIO 





Open the Doors 
to Your COMPLETE 

PUMP MARKETS 
Plan NOW to Sell 
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DEMING WATER SYSTEMS 
For Farms and Suburban Homes 


All types of shallow and deep well 
pumps and water systems are included 
in the COMPLETE Deming Line 
which covers a range of capacities 
from 250 to 180,000 gallons per hour. 
(The Deming Jet-type Water System 
is illustrated.) 


DEMING CENTRIFUGAL PUMPS 


The exceptionally com- 
plete line of Deming Cen- 
trifugal Pumps includes 
numerous standard types 
in a wide range of capaci- 

a ties to meet the demands 
aEMING, ew * of factories, dairies, ice 


wer and refrigeration plants, 
Naeem cares 3 and many other industries. 


DEMING TURBINE PUMPS 


These popular water-lubricated deep 
well pumping units are widely used 
for general water supply and other 
uses in factories, schools, stores, 
hospitals, and a multitude of other 
industrial, commercial and institu- 
tional buildings. Furnished with 
various types of heads and in a wide 
range of capacities to meet 
requirements,” 


















YOUR GUIDE TO 
BIGGER PROFITS 


Every mill supply house interested in expanding post-war 
volume and profits will welcome this practical 

new guide to light-weight pipe sales. It is chock-full 

of selling facts. Presents the story of Naylor’s exclusive Lockseam 
Spiralweld structure. Introduces revolutionary coupling 
methods that save time, work and money 

for pipe users. And it lists Naylor Pipe applications by 
markets to guide you in your post-war operations. 


Write for your copy today. 


NAYLOR PIPE COMPANY 


General Office 
TREET « eile Vclome. 2 ILLINOIS 





1253 EAST 92ND § 


New York Office 
350 Madison Avenue + New York 17, N.Y 


NAYLOR LOCKSEAM 
SPIRALWELD PIPE 











Mau-Sherwood Supply Co., Cleve- 
land, is now stocking the precision tools 
of Brown & Sharpe Mfg. Co. Central 
Supply Co., Fresno, now distributes the 
V-belts of the L. H. Gilmer Co., Mason- 
Neilan regulating valves, and the fire 
extinguishers of the General Detroit 
Corp. McJunkin Supply Co., Charles 
ton, W. Va., has taken on the products 
of Manning, Maxwell & Moore, Inc., 
and the transmission equipment of the 
American Pulley Co. 

General Machinery & Supply Co., San 
Francisco, has added four major lines: 
Hexagon Electric Co. soldering irons; 
the hand tools of the North Bros. Mfg. 
Co.; the precision tools of the Lufkin 
Rule Co., and the file handles of the 
Lutz File & Tool Co. 

Strong, Carlisle & Hammond Co., 
Cleveland, is stocking all sizes of the 
power saws of the DeWalt Products Co. 

Mill & Factory Supply Co., Toledo, 
is distributing the machine tools of the 
Sheldon Machine Co. 

Taylor Supply Co., Baltimore, is now 
an authorized distributor for Manning, 
Maxwell & Moore, Inc. 

Antrim Hardware Co., Camden, N. J., 
is now handling the equipment of the 
Paasche Airbrush Co., the safety items 
of the Pyrene Mfg. Co., and the prod- 
ucts of the Owatonna Tool Co. 

Hickinbotham Bros., Ltd., Stockton, 
Calif., is distributing the products of 
the Armstrong Bros. Tool Co. 

Superior-Sterling Co., Bluefield, W. 
Va., is handling the drying equipment 
of the Fostoria Industrial Service. 

Ridge Motor & Machine Co., Du- 
buque, is stocking the industrial leather 
items of Alexander Bros. 

Marshall-Wells Co., Duluth, is han- 
dling the portable tool line of Skilsaw, 
Inc., the safety equipment of the Chi- 
cago Eye Shield Co., the steel products 
of the LaSalle Steel Co., the abrasive 
papers of Minnesota Mining & Mfg. 
Co., the shop machinery of the Atlas 
Press Co., and the machinery of the Cin- 
cinnati Tool Co. 

E. Garnish & Sons Hardware Coy 
Ashland, Wis., has taken on the welding 
equipment of the Linde Air Products 
Co. and the Lincoln Electric Co., the 
electric drills of the Millers Falls Co. 
and the packings of Greene, Tweed & 
Co. 

Valley Pipe & Supply Co., Fresno, is 
distributing the valves of the Consoli- 
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THE ACE (20M) 
Complete line with capac- 
ities from 3000 GPH to 
90,000 GPH 


BARNES FEATURES YOU 
CANNOT AFFORD TO 
~~ OVERLOOK 


N°? BETTER pump can be had for 4 AUTOMATIC PRIME 


general all-around industrial 
use — for emergency standby serv- ¥ LEAK-PROOF SUPERSEAL 


ice in case of floods, heavy rains or ¢¥ DIRECT SUCTION FLOW 
broken pipes . . . dewatering eleva- ¢ NO WATER DETOURS 

tor pits, underground floors, exca- / NON-CLOGGING IMPELLER 
vations, manholes . . . transferring 

liquids in tank cleaning and ¥ gyi pa 


numerous other uses. 


4 HEAVY DUTY BODY 


Barnes new automatic centrif- 
¥ RIGID FACTORY TEST 


ugal pumps are in a class by them- 
selves for ruggedness, trouble-free 
performance, and capacities produced. They present an entirely 
new conception of operating economy by handling more gallons 
of water for the pumping dollar. 


Take a look at Barnes Automatic Centrifugal Pumps and see 
how well they fill the needs of your industrial buyers. Write, 
phone, or wire for full information and the deal on handling 
these faster-selling, better Barnes Pumps. 









| LJARNES MANUFACTURING CO. 


VOT eT EE EI LEER MANSFIELD, On10 
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dated Safety Valve Division and the 

Hancock Valve Division, and the hose 

flanges of the Pinchblock Tool Co. 

Kelley-How-Thompson Co., Duluth, is 
handling the motors of the Reliance 
Electric & Engineering Co., the abras- 
ives of the Macklin Co., the products of 
the Morse Chain Co., and the leather 
belting of Alexander Bros. 

Federal Pipe & Supply Co., Fresno, 
is distributing the casters of the Bassick 
Co. 

Farwell, Ozum, Kirk & Co., St. Paul, 
is handling the sanding wheel of the 
Sand-O-Flex Corp. 

Dodge-Newark Supply Co., Newark, 
is distributing the all-speed drives of 
the Worthington Pump & Machinery 
Corp. 

San Jose Hardware Co., San Jose, 
Calif., is stocking the pneumatic tools 
of the Aro Equipment Corp. 
Interstate Machinery & Supply Co. 

Omaha, Neb., now carries the Alex- 

ander Brothers line of leather belting, 

leather packings, leather specialties, 
etc. 

Garco Machinery Co., Cleveland, has 
taken on air and hydraulic valves 
and cylinders and hydraulic pumps 
of the Gerotor May Corp., Logans- 
port, Ind. 

Milwaukee Machinry Co., Portland, Ore- 
gon, has been appointed exclusive dis- 
tributor for the complete line of Fair- 
banks-Morse turbine pumps, and they 
will also handle service and sales for 
Fairbanks-Morse Niagara Propeller 
and Mixflow pumps and Fairbanks- 
Morse Westco Horizontal turbine type 
pumps. 

Cascade Machinery Co., Seattle, has 
added the Fairbanks-Morse line of 
pumping equipment, motors and elec- 
trical equipment. 

These companies have become author- 
ized distributors of Worthington 
Multi-V-Drive power transmission 
equipment; Walco Electric Products 
Co., Providence, R. I.; Airport Ma- 
chinery & Storage Co., Anchorage, 
Alaska; Kiefer Sales Co., Fargo, N. 
D.; Equipment Engineering Co., Salt 
Lake City, Utah. 

The following companies are authorized 
Worthington dealers of industrial ma- 
chinery equipment: Airport Ma- 
chinery & Storage Co., Anchorage, 
Alaska; Kiefer Sales Co., Fargo, 
N. D.; General Electric Supply Corp., 
Seranten, Pa.; Panama Machinery & 
Supply Co., Panama City, Fla.; Porter 
Electric Co., Minneapolis, Minn. 

Electric Supply & Repair Co., Pittsfield, 
Mass., have become authorized dis- 
tributors of Worthington Allspeed 
Drives. 

Capital City Supply Co., Charleston, W. 
Va., are now authorized distributors 
of Worthington Allspeed Drives. 
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CUSTOMERS ...and Potential Customers 


are reached directly by ads featuring 


LUNKENHEIMER DISTRIBUTORS 


Every Lunkenheimer advertise- 
ment has a two-fold objective 
—to emphasize the superior 
qualities of Lunkenheimer 
Valves, and to direct the reader 
to his local Lunkenheimer Dis- 
tributor as a source of complete, 
convenient, and reliable valve 
service . . . Through the years, 
this policy has proved its value 
in securing more custom- 
ers for our Distributors, 
more business for them 
and for us. That’s why 
we're both “sold” on it. 











RAW 










THE LUNKENHEIMER CO., 
Cincinnati 14, Ohio, U.S.A. 


Offices: New York 13, Chicago 6, 
Boston 10, Philadelphia 7. Export 
Department: 318-322 Hudson St., 
New York 13, N. Y. 
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ABOVE ADVERTISEMENT IS NOW 














APPEARING IN THE FOLLOWING PUBLICATIONS: 


POWER * POWER PLANT ENGINEERING * SOUTHERN POWER & INDUSTRY * INDUSTRY 
& POWER * NATIONAL ENGINEER * CHEMICAL & METALLURGICAL ENGINEERING ° 
PAPER INDUSTRY & PAPER WORLD * SUGAR * OJL & GAS JOURNAL * PETROLEUM 
REFINER * PETROLEUM ENGINEER * CALIFORNIA OIL WORLD * FACTORY MANAGEMENT 











‘ * TEXTILE WORLD * MANUFACTURERS RECORD * MILL & FACTORY * PURCHASING. E 
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THE QUALITY PLIERS 
GOOD WORKMEN PREFER 


Klein Pliers are made for the man who appreciates exceptional 
quality in tools. He knows of the individual handcraftsman- 
ship that is so much a part of Klein quality. He appreciates the 
“hand fit” of the handles with the spring tempering that cush- 








ions his grip. He is familiar with the honed knives that stay 
sharp and assure clean cutting—the serrated jaws that give a 
sure hold—the fitted hinge that operates smoothly. Beyond all, 
he recognizes the Klein reputation. He has used Klein Pliers 
for years as his father has before him, and they have always 


stood up, even under tough service. 


Klein Pliers are now being produced for those workmen 


who recognize the advantages of quality tools. Everyone can- 
not be supplied at once, but our backlog of 
orders is being filled as rapidly as possible, 
and you will receive your stocks as fast as 
manufacturing conditions permit. 





This book on the care and safe use 
of tools will be sent on request. 





Since 1857 


coor KLEEN 


53200 BELMONT AVENUE CHICAGO 18 ILLINOIS 
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25 YEARS AGO 

Fred K. Blanchard, Maynard Lance 
and C. C. Lathrop have formed Fred 
K. Blanchard, Inc., Troy, to manufac. 
ture grinding wheels and other abrasive 
products. 

The F. E. Satterlee Co., Minneapolis, 
has gone in for specialization. To com- 
bat the objections of machine tool man- 
ufacturers to distributing their products 
through supply firms because of the 
inability, of regular salesmen to prop- 
erly sell machine tools, the firm has 
opened a special machinery department, 
which in turn is divided into wood 
working and metal working divisions 
under separate heads. 

It is noted that industrial trucks are 
rapidly supplanting’ ‘older means of 
transporting work around factories. 
Some of these machines can haul as 
much as 8,000 pounds. 

The National Supply & Machinery 
Dealers Association has mailed copies 
of a revised inventory ruling from the 
Bureau of Internal Revenue which pro 
vides a method whereby a taxpayer who 
has been basing inventory on cost may 
secure permission to change to the sys 
tem of figuring the inventory on cost 
or market price, whichever is the 
lower. 

The J. B. Engineering Sales Co., 
New Haven, has been appointed Con- 
necticut agent for the Conveyors Corp. 
of America, the Griscom Russell Co., 
and the Terry Steam Turbine Co. 

Announcement is made of the Triple 
Mill Supply Convention to be held in 
Atlantic City, May 16, 17 and 18, 1921. 


10 YEARS AGO 

The Franklin Hardware Co., New 
York, has been in business for 25 years, 
and is now largely devoted to industrial 
supplies. George L. Borst, president, 
and Andrew Diehm, treasurer, organ 
ized the company in 1910. 

The Southern Supply & Machinery 
Distributors’ Association reports the 
following additions to its membership? 


San Antonio Machine & Supply Coy 
Waco and Corpus Christi, Tex.; Texa® 


Belting Co., Houston; Peden Iron & 
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DICK LINE o- 


POWER TRANSMISSION EQUIPMENT 


1s linked to your needs 






















































DICK POWER 
TRANSMISSION EQUIPMENT 


STEEL PULLEYS—V-BELT DRIVES — 
BALATA BELTING... the line that offers 
big volume and attractive profits for 
distributors 


Definite features of design, construction and 
performance contribute to the acceptance of 
the Dick line by distributors and users alike. 
To the user, Dick Transmission Equipment 
means savings in horsepower, manpower and 
maintenance; to the distributor, Dick equip- 
ment provides the means of rendering a valu- 
able power transmission service—a profitable 
volume business that can be handled easily. 


While Dick equipment is standardized as to 
sizes it offers exclusive and specific advantages 
which are powerful sales features. Because 
these are Dick features, the Dick line is of rec- 
ognized high value to Dick distributors. 





Raj DICK COMPANY, inc. 


PASSAIC, NEW JERSEY 


San Francisco, Cal. * Chicago, Ill. © Seattle, Wash. 
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In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs. Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
and are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 


Type 330, at top, is made in 1/," to 18” sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are “Y” strainers, 
type 340, available in 1/,” to 6” sizes. 


We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET ¢ NORTH BERGEN, N. J. 


66 YEARS OF CONTROL PROGRESS 
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Steel Co., Houston; and Wessendort. 
Nelms Co., Houston. 

John Crimmins, Mills & Lupton Sup. 
ply Co., Chattanooga, an active member 
of his city’s Better Homes committee, 
was one of those responsible for the suc- 
cess of the recent Better Homes Exposi- 
tion held in Chattanooga. 

The entire sales force of the Leighton 
Supply Co., Fort Dodge, recently com. 
pleted an educational trip through the 
plants of several of their company’s sup. 
pliers. The manufacturers visited were 
the Continental Steel Co., Kokomo, 
Ind.; Holcomb & Hoke Mfg. Co., In- 
dianapolis, and the Weil-McLain Co, 
Michigan City, Ind. 

A Syracuse warehouse has been 
opened by the Edgar T. Ward’s Sons 
Co., national distributors of cold fin- 
ished steel bars, seamless steel tubing, 
welded tubing and drill rod. The ware. 
housing concern is affiliated with the 
Columbia Steel & Shafting Co., Pitts 
burgh, and the Summerill Tubing Co, 
Bridgeport, Pa. 





Kaster Joins 
Stapley Sales Staff 


R. C. Kaster has joined the sales staff 
of the O. S, Stapley Co., Phoenix, Aria, by 
as an industrial salesman. Mr. Kaster te 
spent the last three years with the 
Arizona State Highway Department as 
purchasing agent, and prior to that 
was associated with the Brown-Bevis § jegq_ 
Equipment Co. 


Robbins Manages faster 
Federated Metals 


Max Robbins, associated with the 
Federated Metals Division, Americana 
Smelting & Refining Co., New York, 
since 1936, has been made general 
manager of the division. Since joining 
the company, he has been manager of 
the Chicago plant, manager of the \ 





Whiting, Ind., factory, and then general 
manager of the firm’s midwestern de } 
partment. 





Chilton and Liggett 
Sell For Arizona Mining 


K. K. Chilton, after coming 
through the ranks of the Arizona Mim 
ing Supply Corp., Prescott, has be 
made salesman covering the northef 
Arizona territory. This includes t 
Navajo Indian Reservation, an area 
which the demand for industrial sij 
plies has been growing. 

R. R. Liggett, who was secured B 
cause of his knowledge of the con 
ing trade, will specialize in that f 
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BOTH 


No matter the size or the finish —cadmium— 
lead —zinc—parkerized or galvanized, the 

smooth protective coating of every circle © 
fastener is of the same uniform quality. You can be 

sure of its ability to resist rust and corrosion. 


COMPANY 


NORTH TONAWANDA, NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


A section of the 
Buffalo Bolt Company’s 
machine shop where 
dies are made by 

our own skilled 
toolmakers. 











NEW and DEPENDABLE 
BI-METAL 
THERMOMETERS 





Marshalltown Bi-Metal Dial Thermometers 
offer you an accurate, compact, durable 
instrument for the indication of liquid or gas 
temperatures. They are available in a variety 
of temperatures ranges—from —40° F. to 
500° F. Actuation is positive, direct with full 
freedom—no gears or pinions. Available in 
sizes 2", 2!/2", 3/2" and 4!/2". 


Write today for full details 
and prices 











MARSHALLTOWN MFG. CO. 
MARSHALLTOWN, IOWA 
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Promotion of high octane gasoline may 
be the keynote of competition among 
oil companies for the business of oc- 
tane-conscious motorists, even though 
few cars, now or in the near future, will 
require or be able to use it efficiently. 
Small refiners are at a disadvantage, as 
most high octane gas production facili- 
ties are owned by the big refineries. 


Containing tent, mattresses, table and 
storage space, a trailer now ia produc- 
tion unfolds into a summer camp for 
two persons. “Boat, ice-box, stove and 
portable shower are extra accessories. 


Signal Corps troops of the Indi1-Burma 
area have installed a 1,750-mile pole 
line from Calcutta to Kunming, link- 
ing China and India for the first time 
by telephone and telegraph. 


New designs, lighter materials, higher 
speeds and forced ventilation have re- 
duced specific weight in aircraft gen- 
erators from 43 pounds a kilowatt to 
4.2 pounds per kilowatt in the last five 
years. 


A new rechargeable battery for flash- 
lights is said to outlast 400 ordinary dry 
cells. 


Health authorities of a typical Ameri- 
can city have established that hand- 
washed dishes contain 23.72 times more 
living bacteria than dishes cleansed in 
an electric dishwasher. 


Electronic timers on riveting machines 
regulate the number of blows necessary 
to set a satisfactory rivet and prevent 
overdriving. 


Explosion-proof glass, a ‘war-time de- 
velopment, will be used extensively in 
the lighting of mines and is expected to 
bring a new age of safety to under: 
ground workers. Impact-resistant glass 
as a cover for miners’ lamps and other 
lighting will lessen the danger of fires 
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and explosions, often caused in the past 
by incandescent bulb breakage. 


_ Thin, porous mats of bonded glass fibres 


are being used as the base for a new 
plastic laminate, which greatly extends 
the field for plastic coil forms, con- 
denser spacers and standoff insulators 
in radio, television and other electrical 
equipment. 


10,000 tons of. Uranium are ultimately 
recoverable from the world’s deposits of 
pegmatites, oil shales, coal, bitumin and 
other sources whose potentialities are 
still unexplored, according to conserva- 
tive estimates. 


A new method of construction from 
the reof down, called “ratio structure”, 
utilizes a series of free standing posts to 
carry roof load and to form the struc- 
tural frame. Exterior walls and parti- 
tions are of the curtain type and may be 
moved about even after the building is 
completed. 


War time shortage of leather is re- 
sponsible for the development of a 
power-operated hog-skinning device, 
which is expected to make available 
some 2,000,000,000 sq. ft. of domestic 
pigskin formerly discarded because of 
the expense of hand skinning. 


Through August 15, American indus- 
try had delivered $192,000,000,000 
worth of weapons and supplies, and 
$10,000,000,000 was still scheduled for 
delivery through mid-1946. By Decem- 
ber, the monthly output will decline to 
$800,000,000. Shipbuilding is scheduled 
to be at one-third of its July 1945 rate 
by mid-1946; ordnance output will be 
at one-tenth of its former rate; aircraft 
production will drop to one-seventh, 


The U. S. Bureau of Mines collected 

















With as many as 80 kills in one night to 
its credit, this electronic rat trap looks to 
a rat like an open tunnel. When he starts 
through, he breaks an electric eye beam, 
causing doors to drop at both ends of the 
tunnel and a side door to open. To es- 
cape, he rushes through the side door 
into a small compartment and runs up a 
tramp leading to an execution chamber, 
his weight on the ramp closing the small 
door behind him. As he enters the death 
box, he is gripped by electrodes which 
kill him with 110 volts. The death 
chamber floor then opens, deposits the 
defunct rat in a wire basket, and the 
trap resets itself for the next customer. 








) ers Cuan & Casie Co., Inc. has acquired the 
business of the Certified Gauge & Instrument Corp. 


The Certified pressure gage, which has proved to be so 
revolutionary because of the Helicoid movement, will here- 
after be manufactured by American Chain & Cable. For 


the sake of clarity, this precision instrument will be known 


as the Helicoid Gage. 





The Helicoid movement is used 

exclusively in Helicoid Gages 
The outstanding performance of the Helicoid Gage will be 
even further improved by the engineering ability and experi- 
ence of American Chain & Cable. 


All Helicoid Gages are guaranteed 
accurate to within 2 of 1%. They 
stay accurate longer. They reduce 


service costs. 


Selling Helicoid Gages is profitable. 
Write us for our jobber proposition. 










L HELICOID GAGE DIVISION 
, AMERICAN CHAIN & CABLE 
> 









In Business for Your Safety 
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and conveyors running under average con- 
ditions where abrasive material is not 
likely to get into the joints. They are best 
adapted to moderate speeds, light loads 
and where low initial cost is important. 


REX PINTLE chain belts are used where 
greater strength and service are required 
at moderate costs. They have closed joints and will 
withstand more abrasive working conditions than 
detachable joints. Rex Pintle chains are available 
in light or heavy series, depending on the type of 
service involved. Both Pintle and detachable chains, 
as well as the rest of the Rex line of cast chains, are 
available in Rex Z-Metal, where operating con- 
ditions involve heavy loads, abrasion or corrosion. 








To make sure your customer gets the right chain belt, get the 
complete story of the Rex line of chain belts. No matter what 


the requirements may be . . . transmission of 
power ... timing of operations . . . conveying 
of materials . . . there is a Rex chain in the exact 
size and style needed. For example: 


REX CHABELCO chain belts are ideally suited 
for service involving heavy loads and severe 
operating conditions. They are especially 
adapted for service in cement mills, quarries, 
power plants, construction machinery, 
heat-treating furnaces, industrial plants 
and in any installation where strength 
and long life are vital requirements. 


REX DETACHABLE chain belts are suit- 
able for well lubricated light drives 











AND FOR THE COMPLETE STORY on Rex chain 
belts send for your free copy of the 768-page cata- 
log No. 444. It gives you all the facts on the Rex 
line. Horsepower tables, application data, design 
and manufacturing details, engineering infor- 
mation and general facts are presented in clear, 
informative style. Write for your copy today. 
Address Chain Belt Company, 1622 West Bruce 
Street, Milwaukee 4, Wisconsin. 


TREX) CHAIN BELTS 


CHAIN BELT COMPANY OF MILWAUKEE 


s 
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voluminous information about Japan's 
mineral resources, revealing that al- 
though self-sufficient in sulphur and 
pyrites and producing arsenic, bismuth, 
coal, fluorspar, graphite, magnesium 
and tungsten in its empire, she was 
short of the vital industrial minerals: 
ferrous metals, copper, zinc, lead, 
bauxite, petroleum, tin, mica and 
mercury. . 


Designed for setup anywhere for 
temporary or permanent storage oj 
food, supplies, tools and equipment, 
new man-size portable storage units can 
be installed singly er in batteries, 
Frames are 1¥-in. wood, with heavy 
screening, and joints interlock so no 
nails, screws or tools are needed. 


Possibilities are unlimited in the field 
of synthetic yarns. Of the eleven kinds 
now in production, only three are 
rayons;—viscose rayon, acetate rayon 
and cuprammonium rayon. The others 
are nylon, Vinyon, Fiberglas, Aralac, 
vinylidene, Plexon, Tensylon, and syn- 
thetic rubber. 


Asphalt and aluminum are combined in 
a new roof coating. When the coating 
is brushed on, the aluminum rises 
to the top to reflect about 72% of the 
incident solar radiation. Temperature 
differences as great as 22° F. between 
the upper and lower roof surfaces have 
been noted. 


Six of the eight top-priority items 
most home owners intend to buy when 
they are available again in quantity are 
electrical. According to consumer sur- 
veys, they are irons, ranges, refrigera- 
tors, radios, vacuum cleaners and wash- 
ing machines. 


A 360,000-bbl. pipeline across the 
Isthmus of Panama, the first portion 
built secretly two years ago, could sup- 
ply fuel to the Pacific fleet even if the 
Canal were damaged. Included are two 
20-in. fuel-oil lines (265,000 bbl/day) 
a 12-in. gasoline line (60,000 bbl/day) 
and a 10-in. diesel-fuel line (47,000 
bbl/day) with terminals and piers. 


Magnesium-alloy anodes, 4 x 20 in. or 
4 x 60 in., connected by heavy copper 
wire to pipelines and buried in the 
ground about 10 ft. away, protect the 
line from corrosion. This cathodic pro- 
tection may take large quantities of 
magnesium. 


A kit of parts that can be assembled 
by 3 men in 4 or 5 hr. converts a large 
tractor into a crane that will lift 6 
tons at 12-/t. radius. Boom length can 
be 20 to 35 ft. If fittings. are left on, 
the crane can be put on in 45 min. 
removed in 25. 


About 280 veterans are being hired 
by the airlines each week. More than 
3,000 were expected to be on the pay- 
rolls by the end of September, more 
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YOUR PAINTS AND VARNISHES, without 
doubt, belong to a “royal” line . . . but 
is this also true of the bolts and nuts you 
carry? RB&W EMPIRE is a name that 
stands for the highest quality in fasteners 
which, through their consistently superior 
performance, help to bring satisfied cus- 
tomers back into your warehouse. 

















WITH CLOSED Eves, a Milwaukee distributor 
took from his stock the RB&W bolt and 
nut reproduced here. Open your eyes to its 
clean-cut head, its accurate, well-finished 
barrel, its perfect threads. ..and remember 
that any other RB&W bolt and nut of 
the same type, found in any distributor's 
stock, is of similar high quality. 




















MANY HUNDREDS OF THOUSANDS of dollars 
have been spent by RB&W during the 
past 100 years, in the research and devel- 
opment work that enables distributors to 
offer their customers such unusual fastener 
values. Take advantage of all that RB&W 
offers, including RB&W’s advertising 
«campaign which is designed to enhance 
the value of your RB&W distributorship. 
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Factories at Port Chester, N. ¥., Coraopolis, Pa., Rock Falls, Ill. Sales 
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YOU GET 


fe + Satisfied Customers 


, »* Repeat Orders 
v) ny esa Profits 
with 


STAR 


HACK SAW BLADES 












The Star “Moly” High-Speed Steel blade is 
unbeatable for fast cutting when a clean, smooth 
finish is desired. 

The Star Unbreakable Special Flexible blade 
is the ideal tool, for maintenance and general 
utility work. It’s tough, sturdy—and just the 
tool, even for awkward positions. 


IT TELLS HOW—This handy pocket-size booklet “Metal 
Cutting” is a useful instruction manual on the selection, 
use, and care of Hack Saw Blades. Send 


for @ supply. 


aN ii 
No 1 EINSON 


CLEMSON BROS, Inc., Middletown, N.Y 


4 saw bD/od 


® 7563 
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than a fourth being former airline 
employees. 


The crater of the positive carbon in 
an arc light of the type used in motion- 
picture projection generates the most 
intense light known, greater in _bril- 
liancy than the sun. 


In contrast to 34% of Latin-American 
machine-tool imports purchased from 
the U. S. in 1938, post war purchases 
are expected to reach 84% from us, and 
volume will be much increased. Our 
increased proportion is that lost by 
Germany, which before the war sold 
half of all machine tools to Latin. 
American countries. 


Cemented-carbide dovetail slides and 
ways have replaced cast iron on the 
vertical wheel-spindle slide (80 strokes/ 
min.) of a profile grinder which grinds 
carbide tipped form tools. Grinding 
pressures with diamond wheels are very 
heavy, and required accuracy so great 
that the old gibs had to be adjusted 
every day and ways remachined every 
six months. The new ways have operated 
16 hr. per day for 6 mo. without further 
adjustment. 


Sound waves of a pitch too high to be 
heard are being used to detect flaws in 
steel castings up to 10 ft. in thickness,— 
too thick for inspection by gamma or 
X-rays. The Reflectoscope for super- 
sonic inspection consists essentially of 
a quartz crystal (oscillated at 5,000,000 
cps. by alternating current) and a mas- 
sive instrument with an in-built cath- 
ode-rayoscilloscope which picks up and 
shows the supersonic echoes from the 
flaws. 


The Civil Aeronautics Administration 
says that 87,610 Army Air Force officers 
and men can and wil? buy personal 
planes. A much larger group of 565,208 
returnees indicated they would buy 
planes if they could afford them; 240.- 
928 expect eventually to buy planes. 


Dip-coating frozen foods avoids many 
of the disadvantages of wrappers. There 
are no folds, cracks or seams in the pro- 
tective covering when the food is coated 
by dipping in a molten thermoplastic ma- 
terial, such as plasticized or microcrys- 
talline paraffin. When the food has 
thawed slightly, the covering is easy to 
strip off. 


A new oxyacetylene cutting torch will 
cut steel from 16 to 50 in. thick—hereto- 
fore a job for the oxygen lance. It is 
used on a straight-line cutting unit. 


GR-1 (butyl) synthetic rubber has 
proved most satisfactory for innertubes. 
It holds air better than natural rubber. 


Fuel-tank selector valves will be re- 
placed in military aircraft by an auto- 
matic continuous-flow fuel system. 
Based on a simple arrangement of fuel 
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Puelouars Can Beat Product Competition 


_Brightboy 

BURRING 
FINISHING 
- POLISHING 


steel welded part with Brightboy wheel. 


Brightboy’s proved applications achieve 
production short-cuts plus quality fin- 
ishing. Brightboy’s simultaneous-work- 
ing rubber and abrasive compound 
eliminates work-operations, bridges the gap between the grind and the 
buff; The three rubber cushioned Brightboy textures,—Standard, Fine- 
Tex and Tutt rare made in a — line of wheels, raspy sticks and 


s you: ¢ Liberal Profit Margin. © Territorial Sales-Pro- 
Cooperation from Brightboy field men. ¢ Extensive 


WELDON ROBERTS 


Brightboy 
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You Satisfy All Your Customers when you feature Crosby 
Clips. One stock of sizes meets every requirement they may have 
—there are Crosby Clips for every size of wire rope. You please 
I the majority who insist on or prefer the Crosby brand. You gross 
a larger volume with a faster turnover and a larger net profit. 
Furthermore, there’s never any complaint from users of Crosby 
Clips, and stock-keeping details are minimized, due to the service 
and cooperation you receive. 










Manufactured by AMERICAN HOIST & DERRICK CO., St. Paul 1, Minnesota 


CROSBY CLIPS 





lines and use of a float-operated valve, 
it provides continuous flow without 


change in pressure and without manual . 


operation of valves. 


Two piston-type reversing air motors, 
supplied with air through a 4-way uni- 
versal hand-operated valve, operate re- 
mote-controlled searchlights on ship- 
board. The searchlight can be elevated 
or depressed while rotating in either di- 
rection and speed is controlled by the 
rate of air flow. Motors are geared so 
little air is required to start movement. 
Air comes from the ship’s supply and 
cools the lamp. 


Both the location and nature of en- 
gine ignition faults can be shown on a 
screen, without direct access to the en- 
gine. What you see on the screen of the 
new apparatus is a ‘row of peaked 
figures, one for each spark plug, ar- 
ranged in the firing order. Perfect igni- 
tion gives a steady row of identical 
figures. A faulty plug affects the cor- 
responding figure, while a defect in the 
magneto or distributor alters the shape 
of the whole row of figures. An inter- 
mittent defect causes a flicker in step. 


High-speed movies on color film are 
being used to check analysis of faults 
in worsted spun yarns. Exposure is at 
about 64 frames per second. 


If steel wire is magnetized longitudin- 
ally by passing it through a strong mag- 
netic field, magnetic poles are produced 
at the splices. And if the wire is passed 
through a detector coil, the motion of 
the poles generates voltage which is 
amplified and impressed upon a thyra- 
tron trigger tube to operate a buzzer, 
produce a signal in a receiver or show 
on a cathode-ray tube. It is possible to 
detect .a single-strand splice in paired 
wire containing 14 strands. 


To eliminate fire hazards caused by 
insulation breakdown and excessive arc- 








This low-wing monoplane, featuring twin 
counter-rotating propellers on the tail, is 
powered by two V-type liquid-cooled en- 
gines mounted in the fuselage below the 
forward cargo compartment floor. An 
experimental bomber with this propeller 
arrangement is said to have a speed of 
410 miles per hour. 
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LOOK WHAT'S BACK! 











Work Bench No. 100. 
Heavy steel top. Will not 
crack, gouge or splinter. 
Easily cleaned. As shown, 
length 60’, $14.25. 


th 


Shop Desk No. 2131-12. 
All-welded steel construc: 
tion. Provides a smooth, 
firm working surface. As 
shown $19.60. 


“R” Box No. 
440F 11. 10° x 
20° x 8".$1.40 


“L” Pan No. 
410F18. 11" x 
22” x6". $0.88 





“RB” Box No. 
44511. 10" x 
20° x 8". $1.55 


Bench'Legs No. 2401-11. 
Heavy steel sections. 
Riveted and welded. 
Maximum rigidity. Re- 
versible front to rear. 
As shown, 28" x 32%", 
$2.95. 





Tool Toter No. 2983-11. 
18" Wide x 24” Deep 
x 34%" High. Two 
drawers. Price $11.30. 





Steel Stool No. 22. 
All-welded non- 
breakable con- 
struction, large 
comfortable seat. 
Tapered legs pre- 
vent tipping. 22° 
high. Price $1.90 











All prices are F.O.B. Factory. When ship- 
ment is made from nearest assembly plant, 
prices will be quoted F.O.B. that plant. 
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Where to Sell Jz! 


STEEL SHELVING: 


For stockrooms, toolrooms, fac- 
tories and industrial plants. For 
records storage, municipal and 
state Governments, insurance 
companies and railroads. For 
storage of supplies, hospitals, 
schools and similar institutions. 


STEEL CABINETS: 


Wardrobe and storage cabinets 
for all offices, factories, private 


offices of business men, schools, 
hospitals av 1 homes. 


STEEL LOCKERS: 


Schools, factories, offices, clubs, 
hospitals, department stores, 
local and state Governments, etc. 


STEEL SHOPROBES: 


Wherever ten or more people are 
employed in a factory, office, 
machine shop, garage, retail 
store, railroad, etc. 


STEEL FOLDING CHAIRS: 


In factories and offices for meet- 


ings, clubs, 


lodges, stadiums, 


gymnasiums, race tracks, public 
halls, county fairs, etc. 


LYON 


METAL PRODUCTS, INCORPORATED 


General Offices: 5311 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 


DECEMBER, 1945 
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Air Express speeds 
the day shell listen fo 


HER NEW FADO 


Yes, as industry races against time to 

make more and more radios, irons, 

washing machines and other goods the 

om wants and needs, Air Express is 
elping to get them faster. 

Here’s how. When a plant makes 
production changes, new tools, dies, 
machinery and parts are needed fast— 
critical material that is obtained via 
Air Express in a matter of hours. With 
such delivery speed, industry as a 
whole is gaining millions of man-hours 
in getting consumer goods back on the 
market and into the home. 


Specify Ai Express-2 Good Business Buy 








When time means man-hours saved, production gained, 
a customer made — Air Express “earns its weight in“gold” 





as thousands of firms, large and small, have learned. 





Shipments travel at a speed of three miles a minute 





between principal U. S. towns and cities, with cost includ- 





ing special pick-up and delivery. Same-day delivery be- 





tween many airport towns and cities. Rapid air-rail service 








to 23,000 off-airline points in the United States. Service 
direct by air to and from scores of foreign countries. 




















TYPICAL RATE CHART 
pans | 2 s.| 5 fos. | 25 ths.| 40 tos, vanbed 
149 [$1.00 |$1.00 [$1.00 ($1.40 3s 
349 104 3125 | 243 | 420 10s 
sv |u| 152] 438 | 700 | 175 
104? | 1.26 | 2.19 | 6.75 | 1400 3s. 
739 | 145 | 409 [20.13 13220 | 90s 
caso | 148 | 420/21.00 |3240 | 94. 














GETS THERE FIRST 






Airline or Express office. 
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Write today for “Jig Saw Puzzle,” a booklet 
packed with facts that will help you solve 
many a shipping problem. Air Express Di- 
vision, Railway Express Agency, 230 Park 
Avenue, New York 17. Or ask for it at any 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 








ing under the low pressure of high alti- 
tudes, electrical controls such as relays, 
contactors, circuit-breakers and switches 
are sealed in nitrogen-filled cans. 
Leaving the product in such a container 
provides trouble-free operation and long 
life as well. 


Improved flow of powder metals in a 
briquetting die can be achieved by add- 
ing about 5% of synthetic resin by 
volume and employing heat during com- 
pacting. The resin (usually a vinyl) 
is a dry flour (200 mesh) at 70° F., but 
becomes semi-fluid at 150° F., so the 
mixture flows readily into die recesses 
under moderate pressure. Then, if 
temperature is raised to 700° F., and 
pressure likewise increased, the resin 
decomposes. Momentary pressure re- 
lease ‘permits trapped gases to escape, 
but metal particles do not, so a perfect 
briquette results. 


Electronic equipment, utilizing the 
electric eye to dim headlights automatic- 
ally, has been designed for automobiles. 


Electrical manufacturers and_ utility 
companies are launching an intensive 
educational campaign for proper wiring 
in the estimated 6,000,000 homes plan- 
ned for construction when materials and 
labor are available, pointing out that 
none of the new electrical marvels or 
old standby appliances can be enjoyed 
fully, conveniently or economically 
without adequate wiring. The campaign 
is also directed to the owners of 
30,000,000 existing dwellings, most of 
which are said to be inadequately wired. 


The rapidly expanding frozen food 
industry expects to provide more than 
500,000 jobs within the next year. 


Prewar marine chronometers were 
mostly products of individual craftsmen, 
who guarded methods jealously, and to- 
gether made about 400 a year. When 
the Navy asked for thousands, manu- 
facture was standardized to permit mass 
production and make parts interchange- 
able. 


To avoid waste, a method of convert- 
ing sawdust, shavings and chips into 
hard wallboard has been developed. 
Wood waste is mixed with a chemical 
(probably lignin) and compressed at 
10-ton pressure for 10 minutes. The 
resultant hardboard reputedly is re- 
sistent to rot, termites, moisture. swell- 
ing and shrinking. 


Powers Advanced 
‘By Rawlplug 

F. B. Powers, sales manager of the 
Rawlplug Co., Inc., New York, has been 
promoted by the board of directors to 
vice-president in charge of sales, and 
secretary of the concern. 














Ten popular shapes of Nicholson Rotary 
Files in an attractive and convenient case! 
The Nicholson Rotakirt is a logical sequence to 
the rapidly widening use of rotary files or “burs” 
.. with growing numbers of skilled workers becom- 
ing “specialists” in rotary filing. 
From inherent human pride in good tools, the 


high-grade mechanic naturally wants his “own” 
kit of files. It pays — in top-quality work and maxi- 
mum production. All of which makes a powerful 
selling point for the mill-supply man —and an 
opportunity for sales in worth-while units. There- 
fore, Nicholson offers — 


A choice of three popular ROTAKIT assortments 
ROTAKIT No. 20 contains 10 assorted Nicholson Hand Cut Rotary Files. 


NICHOLSON FILE CO. « 


MILL SUPPLIES 


ROTAKIT No. 30 contains 10 assorted Nicholson Ground Rotary Files. 
ROTAKIT No. 40 contains 5 assorted Nicholson Hand Cu? and 5 as- 
sorted Nicholson Ground Rotary Files (as illustrated). 
Nicholson guarantees every Nicholson Rotary File 
made from high-quality, high-speed steel; keen, ac- 
curate cut; true-centered shaft and perfect radius 
at all cutting circumferences. 
Write ror Rorakir Price List, discounts, and 
any desired information. 


®@ Glass front (for visibility) 
and convenient hinged stand 
feature the handsome wood- 
case Nicholson ROTAKIT. 


91 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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De-STa-Co 
PRODUCTS 


Greater satisfaction to your customers 
Liberal Profit for YOU 














De-Sta-Co 


Steel or Brass «+ 12 Standard Thicknesses 
from .001 to .O15 


Made from selected materials, rolled to precision limits. 
Carefully oiled to resist rust and stains. All stock is 
clean and free from burrs or ragged edges. De-Sta-Co 
is the finest shim stock available. 


Two convenient sized packages: (A) contains twelve 
sheets of assorted thicknesses, .001 to .015, each sheet 
measuring 6” x 12”, and each identified to indicate 
thickness. (B) contains a roll measuring 6” x 120”, with 
thickness indicated every six inches of its length. These 
packages allow ease in storage—prevent waste and 
damage to stock. 












De-Sta-Co~ 














A PRECISION PRODUCT 


Essential for close tolerance work. 
Used for fitting piston, valve tappet 
clearance, spark plug gaps, for 


inspection production work 
where accuracy is vital. 
12” lengths + 2” wide 


Rounded on Both Ends 


14 standard thicknesses from .0015 
thru .015. Every piece identified 
to indicate thickness. Each piece 
packed in moisture-proof cello- 
phane envelope; 12 pieces of a 
thickness to a box. Display carton 
containing ten boxes of most pop- 
ular thicknesses now available. 


25-Foot Rolls 


Also supplied in 25-foot rolls packed 
in clear plastic case. 

















SHIMS 


For fast, accurate spacing of Milling Cutters, 
Gang Saws, Slitters, etc. 


Thicknesses .001 to 3” 
20 Standard Sizes from ¥/e" to 4” 











DETROIT STAMPING Co. 


Finished Products Division 
An old-established institution with a record 
of more than 30 years’ continuous operation 
332 MIDLAND AVENUE ° DETROIT 3, MICHIGAN 








For Gears, Bearings, etc. 
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BUSINESS 


Current industrig! production, while 
sharply declined from the 1944 war 
time standards, is higher than former 
peace time levels and should increase 
if current labor and material limita 
tions can be removed, says the Novem 
ber report of the Business Survey 
Committee, the National Association of 
Purchasing Agents. 





General 


Contract termination problems have 
rapidly evaporated under the prompt 
handling by the services with practical 
policies set up by the Office of Con- 
tract Termination. Surplus materials 
are just beginning to reach the mar- 
kets in some quantity, but have not 
affected them to any considerable ex. 
tent. Demand for materials and prod- 
ucts by manufacturers and distributors 
is almost unlimited, but supplies are 
restricted by various factors. Under 
these conditions, there is a strong infla- 
tionary pressure on prices. If contin- 
ued, this process may rapidly dissipate 
the purchasing power built up during 
the war. 


Commodity Prices 


Commodity prices are firm with 
strong upward pressure, and there are 
no reports or forecasts of lower prices 
generally. Purchasers feel that OPA 
has set a dangerous precedent in issu- 
ing the regulation allowing retroactive 
advances in the prices of steel castings. 
If this practice is repeated often, there 
will be no guide to costs and the trend 
will be definitely inflationary. In fact, 
inflationary clouds are mushrooming 
from the political fissures in the price 
stabilization program as the Govern- 
ment attempts to appease labor, agri- 
culture and other important elements 
of the economy. Escalator clauses per- 
mitting price increases if and when al- 
lowed are appearing more regularly. 
This is logical protection from the man- 
ufacturer’s point of view, but .buyers 
should retain the right to approve any 
such advances rather than issue a blank 
check. 














ecognized advantages of Bunting Cast Bronze Bearings 
.and Bars are maintained and increased by advanced metal- 


lurgy and manufacturing processes. These finer bronze bear- 
ings and bars are available in many different stock sizes from 
Authorized Bunting Distributors everywhere. Ask your Distrib- 
utor for Catalog giving complete listing. For Special bearings, 
to your own dimensions and alloys, write our factory direct. 
The Bunting Brass & Bronze Company, Toledo 9, Ohio. Branches 
in principal cities. 


30 


Bunting 


BRONZE BEARINGS BUSHINGS PRECISION BRONZE BARS 
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3 STEPS 


TO MORE PROFITABLE 








PACKING BUSINESS | 


/ ¢ Prospect sees Bel- 
mont - advertising* fea- 
turing handy PACKING 
RECOMMENDATION 
CHARTS. 








2. Belmont distribu- 
torsalesman uses PACK- 


ING RECOMMENDA- 


TION CHARTS to help 
prospect select right 
packing. 











¢ Satisfied customer 
decides to standardize 
on Belmont Packings to 
avoid power-wasting 
leaks and time-wasting 


replacements. 








*in POWER, POWER PLANT ENGIN EERING, SOUTHERN POWER & 


INDUSTRY, INDUSTRY & POWER, MILL & FACTORY, NATIONAL 
ENGINEER. Also in THOMAS’ REGISTER and REFINERY CATALOG. 





BELMONT 


EVERY SERVICE 


Rings, Spirals, C 
Reels Spo i Sheets 


Gaskets 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS « PHILADELPHIA 37, P 
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Inventories 


With steel, textiles, lumber and other 
items more difficult to secure than at 
any time during the war, most purchas- 
ing agents report difficulty in maintain- 
ing balanced inventories at the mini- 
mums allowable under inventory 
limitations. However, with the general 
inflationary pressure on prices, most 
organizations would try to increase 
inventories immediately if the limita- 
tions were removed—and only aggra- 
vate an already difficult situation. 
Prompt marketing of war surplus would 
relieve the jam to some extent, but 
the tendency is to stock pile, rather 
than liquidate. 


Specific Changes 


Many small tools and mill supply 
items are expected to advance in price. 
Motors, meters, and many equipment 
items are reported to have ceiling 
prices so close to direct costs, that 
any increase in labor or material costs 
would force manufacturers into the red, 
unless price advances were authorized. 
An advance in steel prices is generally 
anticipated, and several already-author- 
ized increases in some ‘types of lumber 
have been allowed. As a general prac- 
tice, such developments will advance 
the prices of many lines and products. 
Construction equipment, ready mixed 
cement and construction costs in gen- 
eral have increased. Building hardware. 
and bronze castings are advancing. 

Many companies and some industries, 
purchasers say, show tendencies to elim- 
inate unprofitable lines, sizes and prod- 
ucts. In other cases, the base price 
holds but extras that had been discon- 
tinued are revived. Such hidden in- 
creases, as well as quality deterioration, 
make any accurate reporting of price 
changes almost impossible. 


Coustan To Leave 
Allen Manufacturing 


David Coustan, associated with the 
W. D. Allen Mfg. Co., Chicago, for the 
past 24 years, will leave that firm on 
Jan. 1, 1946 to go into private practice 
as a certified public accountant. 

Mr. Coustan joined Allen Mfg. Co., 
after quitting school and studied ac- 
counting at Northwestern Evening Uni- 
versity. He received certification as cer- 
tified public accountant by the Univer- 
sity of Illinois in 1942. He started as 
office boy in the Allen firm and ad- 
vanced through various departments of 
industrial supplies and manufacturing 
division. At the outbreak of war. 
Mr. Coustan organized and supervised 
the work connected with WPB and OPA 
regulations. More recently he had 
charge of renegotiation and termination 
of war contracts. 
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Your prospects know about Goulds 
Pumps. They have read about them in 
Goulds advertising in their own trade 
publications. Goulds ads appear regu- 
larly in trade papers covering general 
manufacturing and industry, the marine 
fields, the oil and gas fields, paper and 
pulp industry, chemical industry, 
industrial engineering, and power. 


GOULDS PUMPS, 





- rot 


& 


YOUR PUMP PROSPECTS? 


No matter where you are located... 
dominates in your territory . . . there are two significant facts about 
Goulds that are important to you. 


INC., SENECA FALLS, NEW YORK 


CHEMICAL | 
\ INDUSTRY 











no matter what industry pre- 


For each of these fields, for every pump- 
ing application, there is a Goulds Pump 
that is designed specifically to do that 
work best. 97 years of exclusive pump 
designing and manufacturing experi- 
ence provide the background that en- 
ables Goulds, through you, to supply 
your pump prospects with the pump 
for the job. 








OUIGS 


the PUMP FOR the JOB 
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SPECIFY CHICAGO 


“SAFETY PLUS” PRODUCTS 


- When you have a problem having to 





do with design, assembly or manu- 
facture of a product involving tast- 
enings—specify Chicago “Safety 
Plus” Products. Only the finest raw 
materials are used, and manufactur- 


ing is done with a precision uncom- 








mon with this type of product. 





Chicago “SAFETY PLUS” Line includes: 


Socket Head Cap Screws * Socket Set Screws * Stripper Bolts * Square Head 
Dog Point Set Screws * Socket Pipe Plugs * Keys for Socket Screw Products. 


Complete Line includes: 
Hexagon Head Cap Screws * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap Screws ¢ Taper Pins 
Milled Steel Studs * Semi-Finished Hexagon Nuts. 


These Fine Products are sold 
only thru Authorized Distributors 





= 


THE GHIcAGo Screw Co. 


She YT Pee oe ee eee hye a 


1026 SO. HOMAN AVENUE CHICAGO 24, ILL. 

















G. M. Welles, Jr., manager of the supply 
department and buyer of industrial sup- 
plies for Kelley-How-Thomson Co., Duluth, 
is looking over territories with an eye to 
postwar business prospects. 





ICC Increases 
Rail Auto Rates 


The Interstate Commerce Commission 
revised upward the maximum rate on 
railway carload shipments of new auto- 
mobiles which in July it fixed at 75 per- 
cent of the first class rates. The action 
raises the maximum level to 85 percent 
of first class, roughly a 13 percent in- 
crease, compared with its earlier deci- 
sion. The new rates will be made effect- 
ive on or before Jan. 24, 1946. 

According to the ICC, the action was 
taken after railroads in the West, the 
North and the South had opposed the 
75 percent level. The Western carriers 
said that their reductions in revenue 
would amount to more than $1,300,000. 
and Southern carriers claimed it would 
result in a reduction of more than $500,- 
000. At the time of the earlier decision. 
the ICC said rates ran from 30 to 100 
percent of the first class rates. 


CPA Urges Distributors 
To Buy Nitrate Of Soda 


To forestall possible cutback in the 
output of nitrate of soda, which may re- 
sult from insufficient storage space at 
the point of manufacture, the Civilian 
Production Administration has urged 
distributors to place orders for the chem- 
ical immediately. 

Previous to Sept 30, the Chemicals 
Bureau of the War Production Board al- 
located nitrate of soda to various fer- 
tilizer plants, where it was stored dur- 
ing the off-season of consumption. With 
the ending of this allocation system, it 
is essential that distributors order their 
requirements now so that it may be 
moved early from the manufacturer to 
local storage points. 
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‘- SPANG-CHALFANT 


dur- 
With Division of The National Supply Co. 


ca EXECUTIVE OFFICES: PITTSBURGH, PA. 


y be 
+ to District Sales Offices: Atlanta; Boston; Chicago; Denver; Detroit; Houston; Los Angeles; 





New York; Philadelphia; Pittsburgh; St. Louis; San Francisco; Tulsa; Washington. 
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™ NEW 
BUSINESS 
$< 


Ria 


YOURS 


joe a Keady- Wade Wick 


Full stocks are returning—and with them, 
a highly selective customers’ market. 
Salesmanship is once again called upon 
to get out and prove what it can do. 
But some kinds of selling are going to 
be a lot easier than others. For ex- 
ample, take a line long acclaimed as 
tops in its class . . . recognized on sight 
because of the distinctively better- 
looking appearance of its products. 
Add the fact that this line was kept 
fresh in the minds of waiting customers 
all during wartime shortages — and 
you’ve got ready buyers right now. 
That’s Laughlin. Famous for outstand- 
ing value and advanced design since 
1866, Laughlin Wire Rope and Chain 
Fittings have been extensively adver- 
tised to your customers before and after 
Pearl Harbor — in leading trade publi- 
cations and through widespread distri- 
bution of the most comprehensive and 


popular catalog of its kind. They will 
continue to be so advertised — with 
representatives placed near you to give 
you every possible selling aid. 

Priorities and other restrictions are 
gone .. . but whether it’s a buyers’ or a 
sellers’ market, Quality, Service and 
Salesmanship will always be the chief 
measurements on the yardstick of Suc- 
cess. Get your peacetime business off to 
a head start with Laughlin, the most 
complete line that includes sales leaders 
like “Fist Grip” Wire Rope Clips, 
Improved 1945 Safety Hooks and 
‘Missing Links.” 

The Laughlin plant, with a backlog of 
orders weeks after V-J Day, will con- 
tinue operating on two shifts until you 
can be fully supplied with the stocks 
and service you need for the competitive 
selling that lies ahead. The Thomas 
Laughlin Company, Portland 6, Maine. 


LAUGHLIN PROTECTS THE DISTRIBUTOR 
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THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Discassing a planned promotion campaign 
are William B. Cline, executive vice-presi- 
dent and promotion manager, Burke Steel 


Co., Inc., Rochester, and C. A. Kraatz, 
right, advertising manager, Abrasive Co., 
Philadelphia. 


ee 
GE Lamp Unit 
Sold To Electro 


Although G. E. Lamp Department 
will continue to manufacture rectified 
fluorescent (RF) and Cooper Hewitt 
lamps, its fixture business has been sold 
to the Electro Mfg. Co., Chicago, on 
Nov. 14. Nela Park headquarters of 
the lamp department said the sale was 
in keeping with its policy not to engage 
in the manufacture of lighting equip- 
ment. 

According to Electro’s president, Vic- 
tor Nemeroff, purchase of the G. E. 
facilities is designed to expand Elec- 
tro’s industrial coverage. G. R. Glover, 
formerly Cooper Hewitt specialist and 
more recently sales representative for 
G. E. Michigan Sales District, resigned 
on Dec. 1 to join Electro in an execu- 
tive capacity to supervise and assist in 
sales operation. 


Ceilings For Gypsum, 
Liner Board Raised 


The OPA granted an increase of $3 
per 1,000 sq. ft. in manufacturers’ ceil- 
ing prices for gypsum lath and liner 
board, except that produced in Cali- 
fornia and Nevada, effective Nov. 16. 
The raise may be passed on to all buyers 
and resellers. Even with the increase. 
OPA claimed, the ceiling prices con- 
sumers will have to pay for gypsum lath 
and liner board will be substantially 
less than what they would have to 
pay for more expensive metal lath or in- 
sulation board if production of gypsum 
board and lath and liner board is not 
increased. Metal lath and insulation 
lath cost 25 to 100 percent more than 
gypsum lath and liner board. 

















precision cut threads, correct chamfering, 
excellent appearance, careful inspection. 
That's why an ever-increasing number of 
jobbers are stocking Capitol Couplings, 
Capitol Nipples and Capitol Kwik-Heat 
Coils. Every Capitol pipe product assures 
the uniformly dependable performance your 


customer wants. 


anufacturing & Supply 


COLUMBUS, OHIO 


REPRESENTATIVES 
IN 
PRINCIPAL CITIES 
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Darts don’t delay 


When you need a Union 


“Wl, 


Bronze to Bronze Ball Joint 
Seating Permits Instant Uncoupling 











Because Darts seat perfectly — without ruinous 
wrenching — they may be uncoupled instantly as 
often as needed in other locations. Bodies and nuts 
— made of high-test air-refined malleable iron —are 
practically unbreakable. 


nt 





It pays to recommend Darts 
—the most economical in 


3 7 length of service. 
untous DART UNIONS LIVE LONGER 


E. M. DART MANUFACTURING CO., PROVIDENCE, R. I. 
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Firman G. Hoyt has been made product 
sales manager, Woven Wire Fabrics di- 
vision, John A. Roebling’s Sons Co., Tren- 
ton, N. J. He had been in the Roebling 
Los Angeles branch for the past six 
years. 





Symington Issues 
Probe Regulation 


Investigation of complaints or infor- 
mation from any source indicating irreg- 
ular or improper disposal is required of 
all surplus government property dis- 
posal agencies by a regulation issued 
recently by W. Stuart Symington, Sur- 
plus Property Administrator. In any 
case involving criminality, the Depart- 
ment of Justice will investigate and 
prosecute according to the regulation. 

Subject to the supervision and direc- 


| tion of the administrator, each agency is 
| charged with responsibility of full com- 





pliance of its disposal activities with 
the Surplus Property Act and the orders 
and stated policies of the SPA. Each 
must maintain a compliance organiza- 
tion to investigate complaints, make pe- 
riodic surveys of field unit operations 
to prevent or correct irregularities and 
to make such special investigations as 
the agency itself or the administrator 
may consider necessary. 

All information indicating violation 
by any person of a Federal criminal 
statute or of provisions of the Act 
against fraudulent practices must be 
referred immediately to the Department 
of Justice for further investigation and 
disposition. After furnishing the De- 
partment or &ny other governmental 
agency which the Department designates 
all its information and evidence about 
indicated violations, the disposal agency 
will leave further action on criminal as- 
pects to the Justice Department. 

Cases involving unfair trade practices 
will be referred by the agency to the 
Federal Trade Commission. Where it- 
regularities involve wrong doing by im 
dividuals in government agencies other 
than the one initiating the investiga 
tion, the case is to be reported immedi- 
ately to the administrator. 
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125-pound Iron Body Bronze Mounted 


or All Iron O. S. & Y. Gate Valve. 





200-pound Bronze Regrinding 
Swing Check Valve. 


125-pound Iron Body Bronze 
Mounted or All Iron 0.8. &Y. 
Globe Vaive. 


200-pound Bronze 
Gate Valve with 
renewable disc. 





250-peund Iron Body Bronze Body Bronze Mounted 
Mounted Regrindable Swing or All Iron ‘Master 


Check Valve. 
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every Industrial Service 


Class 300-pound Cast Stee! 
O. S. & Y. Gate Vaive. 





WARVE (>- 









One hundred years ago Powell started making 
valves for Industry and ever since then the name 
“Powell” has signified leadership in the field 
of flow control equipment. Twenty years ago the 
Powell Special Alloy Division was established 
and today Powell not only makes bronze and iron 
valves of every type and pressure required by 
Industry; all types of steel valves for pressures 
from 150 to 2500 pounds and temperatures up to 
1400 F.; but also a complete line of Globe, Gate, 
Angle, Check, Y, Relief and Flush Bottom Tank 
Valves, Cocks and Liquid Level Gauges in the 
widest range of corrosion resistant materials ever 
used in making valves (catalogs on request). 


The Wm. Powell Co., Cincinnati 22, Ohio — 200-s0uns Bronze Re- 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES Saag pe Tews. 


































200-pound Bronze Globe 
Valve with regrindable, 
renewable seat and disc, 





125-pound Bronze Rising 


Stem Gate Valve. 150-pound Bronze Compo- 


sition Disc Globe Valve. 








125-150 pound tron 


125-pound Bronze Non- 


Pilot” Gate Valve rising Stem Gate Vaive. Class 150-pound Cast Stee! 


O. S. & Y. Globe Valve. 











SOCKET 


SCREWS 





@ Socket Set Screws 


@ Socket Head Cap 
Screws 


@ Socket Head Stripper 
Bolts 


@ Socket Screws— 
Dardelet Thread 


@ Socket Screw Keys 
@ Socket Pipe Plugs 


@ Square Head Set 
Screws—Alloy Steel 


@ Tool Post Screws — 
Ailoy Steel 


Jue standard set during our days of heavy production 
schedules establishes the fact that BLUE DEVIL Products 
will fill an important place in today's manufacturing pro- 
gram. Your customers can expect the same good quality 
that has always set BLUE DEVIL Products apart—proper 
selection of metals with proper heat treatment, and strict 
adherence to our manufacturing methods makes it possible 
for us to give them products to sustain the most exacting 


manufacturing demands. 


iret OO Che 


4445 N. KNOX AVE. 








EU COMPAITT 


CHICAGO 30, ILL. 
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Washington 
Roundup 


CPA Scouting For 
Power Driven Presses 





A campaign to bring into utilization 
for reconversion all power driven me. 
chanical presses possible is being con- 
ducted by the Civilian Production Ad- 
ministration which regards the scarcity 
of these items as a serious threat to 
reconversion in the next six to nine 
months, Mechanical presses are need- 
ed in the mass’ production industries, 
such as plants making automobiles and 
refrigerators. The rate of delivery of 
| these presses is one of the key factors 
determining the rate of reconversion in 
these industries and the pace of recon- 
| version generally. 
| If production is not stepped up be- 

yond that now forecast, CPA stated, 

| there is a strong possibility that the 
, delay will interfere seriously with the 
| manufacturing goals set by the major 
consumer goods industries for the re- 
mainder of 1945 and the first half of 
1946. Field officials of CPA are now 
making a survey in their districts to 
discover any idle large presses which 
manufacturers might be willing to sell 
to other producers. The presses most 
critical to reconversion are those of the 
large machanical forming and shaping 
types of 150 tone and more. These 
presses are made by eight of the 20 
companies in the. industry. 

RFC recently catalogued as surplus 
property 2000 small presses (100 tons 
and under) and is in process of catalog- 
ing an additional 6000, which should 
ease the current tightness in small 
presses. Reconverting industries are in 
great need of fast presses for stamping 
parts, to replace presses which were 
disposed of when ‘plants converted to 
war work, or which wore out during the 
war years. 





MANILA ROPE—No manila rope is ex- 
pected to he available for general civil- 
ian use during the remainder of 1945 or 
in the first quarter of 1946. according 
to CPA. Although some quantities of 
manila fiber are arriving from the 
Philippines, the supply is still insuf- 
ficient to allow for civilian use. Sched- 
uling of production for various claimant 
agencies will probably have to be con- 
tinued into 1946. Total third quarter 
finished rope production amounted to 
44,978,000 Ibs., as against a quota of 
50,338,000 Ibs. Production lag was at- 
tributed to manpower shortages and 
vacations. 




















NEW PROFITS selling NEW PRODUCTS 


Every Progressive Plant 


is a prospect for 


IDEAL 
DUST COLLECTOR 


Executives of modern 
plants realize the need 
for removing abrasive 
dust, etc., from around 
machines. With IDEAL 
Dust Collectors you 
can offer them the 
greatest number of 
advantages such as: 
Powerful twin cyclone 
separators (with filter) 
—real cleaning power 
—500 cubic feet per 
minute—a completely 
enclosed unit —com- 
pact, easy to ingfall on any machine —no need 
to relocate prpent machinery —safeguards 
workers’ health—inexpensive. 


PROMPT DELIVERY 


Write for Information and Prices on Complete 
Line of IDEAL Machine Tool Accessories ¢ 


MILL SUPPLIES 


IDEAL PNEUMATIC TOOLS 


Build bigger volume and make more money through 
the fast growing demand for Pneumatic Tools. Sell 
the IDEAL “Air- Horse” Pneumatic Tools which 
offer new standards in Jight weight, in compactness, 
in perfect balance and in easy operation. Check into 
these selling features: — 


*Air-Horse” Pneumatic Hammer; a cool working tool 
— impossible to overload —3 Sizes—light, medium 
and heavy impact. Lightest riveting hammer weighs 
only 2 Ibs., 5 0z., and is only 55;," long —built for fast, 
effortless, high-production riveting. Two handle styles 
— offset and grip. 


“ Air-Horse” Rotary File and Die Grinder, designed as 
a tool post grinder for internal grinding, finish die 
grinding and similar grinding. In machine shops it has 
many uses as a rotary file. This high speed, powerful, 
durable tool weighs only 16 ounces, handles wheels up 
to 1” diameter. Collet chuck for '4” shank, also sleeve 
collet for \4" or “%¢" shank, operates at 25,000 r. p.m. 


IDEAL 


Branch offices in principal cities © Consult your local telephone book 
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GRIFFIN 











f Molybdenum High Speed Steel Blades | 


special Griffin tempering process gives these 
A molybdenum steel blades a toughness and break- 
resistance that makes them the most economical buy 
you can find for production metal-sawing. Their 
keen, hard teeth will cut through any alloy except a 


few of the very hardest. In hand and power sizes. 


A GRIFFIN BLADE FOR EVERY METAL-CUTTING SERVICE 


GRIFFIN HIGH SPEED STEEL .. . For cutting toughest alloys—stain- 
less, chrome, nickel, etc. Power and hand sizes. 


GRIFFIN SOFT CENTER . . . Most economical general purpose hand 
saw blade: Exclusive with Griffin. Hardest teeth, hard back, soft 
but TOUGH center. 


GRIFFIN NON-STRIP . . . A specially tempered hand blade for 
cutting thinnest sheet and tubing without tooth breakage. 


Latest Griffin Hack Saw Price List on request. 


General Sales Agent 


JOHN H. GRAHAM & CO. INC. 


oe 














105 Duane St., New York 8, N. Y. 








PERSONNEL—The Bureau of Recon- 
version Priorities, CPA, is now directed 
by Lincoln Gordon and is composed of 
the four following divisions and their 
respective directors: Controls. Read- 
justment Division, Lucius F, Foster; 
Special Assistance Division, Frank V. 
Connolly; Compliance Division, Morris 
S. Verner; Inter-Agency Division, John 
C. Houston. 


Price Adjustments 
For Fasteners 


Manufacturers of bolts, nuts, screws 
and rivets, in applying for individual 
ceiling price adjustments, must show: 
(1) they are currently suffering finan- 
cial hardship, and (2) that either their 
established maximum prices are below 
the general level of prices of other 
producers, or that they impede pro- 
duction needed for an orderly reconver- 
sion to peacetime economy. Manufac- 
turers may apply to OPA for approval 
of price schedules that were not in 
effect during Oct. 1 to 15, 1941, the 
base date of the regulation. Formerly 
the regulation did not contain a method 
by which these price schedules could be 
approved so it had been necessary to 
calculate maximum prices for each item 
according to a formula. 

Another change is the discontinuance 
of the provision that required manu- 
facturers to recompute maximum prices 
upon the basis of actual production 
experience. 


REFRACTORIES—Producers of refrac- 
tories and kindred products (brick, 
sand, gravel, crushed stone, asphalt 
and asphalt products, gypsum and 
gypsum products) with gross annual 
sales of $1,000000 er less may make 
applications for adjustments in ceiling 
prices to regional offices of OPA. Pre- 
viously manufacturers with gross an- 
nual sales of $200,000 and over were 
required to apply to Washington. Manu- 
facturers also may apply for price ad- 
justments when their over-all opera- 
tions have been conducted at a loss, 
regardless of whether their production 
is essential or low-priced. 





Reconversion Blues 
(Coma from page 89) 





in many cases other sales opportuni- 
ties came to light. 

My third step in fighting the “re- 
conversion blues” was to concentrate 
on a certain type of shop—the ones 
I figured would be busy. Tool and 











RECONVERT 


with © 


Wren reconversion brings new grinding problems 
Norton is ready with both the facilities and the 
knowledge to solve them for you — with wheels in the 
sizes and shapes, abrasives and bonds for every 
grinding job —with distributor stocks in 184 cities 
and warehouse stocks in five industrial centers — with 
skilled abrasive engineers to give you real engineer- 
ing help—with extensive research laboratories to 
develop new wheels for new grinding problems. 


NORTON COMPANY, WORCESTER 6, MASS. 
Behr-Manning, Troy, N. Y. is a Norton Division 
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HOW TO GET Wore Dollars 
from Your Welding Fittings Sales 





Regardless of what line of welding fittings you 
now handle, you can get more dollars from each pip- 
ing job sale when you handle WeldOlet Fittings! 


Here’s why. 


On every order you get for fittings for a welded 

= piping job, chances are that there are a number of 
branch pipe outlets to be made. Without WeldOlet 
Fittings for making these outlets, nine chances out of 
ten they will be made with a pipe-to-pipe joint. 
And you will have lost the outlet fittings sales! 


With the addition of WeldOlet Fittings to your line, 
you are in a position to cash in on the sale 
of fittings for branch pipe outlets. They 
round out your-line and permit you to 
render a complete welding fitting service. 


Write today for your copy of the new WeldOlet 
Fittings catalog and distributor proposition. It will 
pay you in sales — profits — customer service! 





Forged Fittings Division 
Bonney Forge & Tool Works - 645 N. Meadow St. - Allentown, Pa. 


BUY BONDS AND KEEP THEM 


WELDOLETS 


Welded 5 
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die and model-making. shops came 
into this category because in tooling 
up civilian production they were first 
in line for business. True, they are not 
the big buyers that line-production 
factories are, but by going into these 
places I did find a market where | 
could be of service and that was what 
I needed. 

In the meantime I was broadening 
the field of my specialty. I feel that 
since diamond wheel dressers and 
coolant systems, for instance, are 
closely related to grinding wheels, 
that I should be an expert in them too. 
Through these and other steps to meet 
changing conditions I have nothing 
but optimism for the future outlook. 





Topic of Month 
—Cost Analysis 


(Continued from page 100) 





they are not individually so small. One 
paint distributor analyzed his orders by 
size groups and found that he was los- 
ing money on orders under $3 in value, 
which amounted to 75 percent of all his 
orders but accounted for only 22 per- 
cent of his sales volume. By establishing 
a minimum order quantity he reduced 
these losses and increased his total net 
profits. Of course emergency orders 
must be taken care of whether they are 
small or not, but the chronic small-order 
buyer can sometimes become a profit- 
able customer through less frequent 
purchasing. 

Cost analysis gives a sound basis for 
pricing, and customers can understand 
the reason for a high margin when they 
see the costs properly chargeable to the 
business. Charles A. Livesey, in his ar- 
ticle “Appraising the Mill Supply. Dis- 
tribution,” in the Harvard Business Re- 
view, says that industrial buyers feel 
that prices are not closely enough regu- 
lated in conformity with costs, and that 
“Industrial buyers would rather pay 
higher prices on orders which involve 
greater than normal expense to fill and, 
correspondingly, receive the benefits of 
lower prices when warranted by de- 
creased cost on the part of the distribu- 
tion.” In any case, whatever the pricing 
situation, cost analysis can guide you 
as to which items actually are profitable 
and which are not. 

Another remedy. for unprofitable com- 
modities or customers is to change your 
method of dealing with them. For ex- 
ample, perhaps the small customers are 
unprofitable, when costs are properly 
charged against them, only because 
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your salesmen visit them too often or 
spend too much time with them. Or 
maybe you are giving them too much de- 
livery or credit service. 

A commodity may be unprofitable be- 
cause you have it located in the wrong 
place in your building, with resulting 
high costs of handling. Relocation may 
turn it into a profitable item, or at 
least reduce the loss. Changes in pack- 
aging may have the same result. Or, 
you may Carry too large a stock of some 
things, with resulting high storage and 
interest charges. On the other hand, 
your inventory in some lines may be too 
narrow, with the result that you lose 
sales you should be getting. Again, 
you may be putting too much effort into 
pushing items carrying a high percent- 
age of gross margin, but which actually 
return you a small number of dollars of 
net profit. 

Whatever the cause of unprofitable 
conditions in certain lines, territories, 
departments, or customers, cost analysis 
will spot the facts and usually will sug- 
gest the remedy. 


OPA’s Absorption 
Policy Denounced 
(Continued from page 83) 


problems ahead: research and facts, 
and action on the facts are what we 
need, he said. 


The 40-Hour Week 


Hugh Stringham, president, Crerar. 
Adams & Co., led the discussion on 
the 40-hour week, asking: “Does the 
forty hour week fit into our type of 
business?” 

From his own observations, Mr. 
Stringham felt that in most cases it 
did—or could. 

“Everyone likes the idea,” he said, 
“but there are some members faced 
with problems which make them think 
they may not be able to efficiently 
operate on the five-day week.” 

Speaking for his own company, Mr. 
Stringham said that it had gone on a 


five-day week immediately after V-J - 


day and that the new schedule has 
worked out successfully. 

“We work from 8:45 a.m. to 5:30 
p-m., taking a 45-minute lunch period 
starting at noon,” he said. “On Satur- 
days we maintain a skeleton force: 
two employees in the office and two 
in the warehouse. Thus far we have 
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LM kept the telephone switchboard open. 
1F IT'S WORTH BUILDING...IT’'S wo RTH SAVING but we are considering closing it. 
] _ Also, we keep a light truck available 
for emergencies,” Mr. Stringham said. 
A. A. Beaufils, sales manager and 
manager of the industrial supply de- 
partment of the H. Channon Co., 
division, Hibbard Spencer Bartlett & 
Co., said his firm had been on a 40- 
hour week before the war, maintain. 
ing only a skeleton force on Saturdays 
and making no deliveries. 


SSS we aas unc W. C. Teare, president, Sterling 
ae ¥ Products Co., told members he had 
' : been “absolutely against the 40-hour 

week.” He added, however, that ex- 

perience had changed his mind. 


“After the boys started, we thought 
A by CG NR S oe mW ) Rr Cc i u Cc T we'd try it,” he said, “and we changed 


eae f : our day to start at 8:30 a.m., and end 

for every building construction and maintenance need ae Rikl-oon,, with 4h. nena de 
Are gou equipped, today, to fill what- maintenance (see chart)—each one a_ | lunch starting at 12:30 p.m. A skele- 
ever need a customer may have for pro- _ profit-maker in itself and a strong recom- ton force works three and one-half 
tecting his building equipment surfaces mendation for sales of the others—for | or 
against the effects of wear and weather? every type of building. | hours Saturdays, and this is rotated. 

The Sonneborn line of “Building Cash in on this ready-made market for We've canvassed our personnel and I 
Savers” gives the distributor— from a_ profitable sales in your territory. For : 
single source of supply — a wide variety details of the Sonneborn “Building | do not think we ever could go back to 
of products for building construction and Savers” franchise, write Dept. M12. | our old work week.” 


J. F. Bennett, vice-president and 
| general manager, Couch & Heyle, Inc., 
| Peoria, took some exception to the 
| generally favorable tenor of remarks 
concerning the five-day week. “I don’t 
see.” he said, “how, with our large 
| quantity of small tool sales, we can 
close Saturdays. If we had a skeleton 
force on the sixth day, we'd be 
| swamped.” 
| But W. E. Price, president, The 
Knapp Supply Co., Muncie, said that 
the answer was cooperation: “We’ve 
got to get together on this,” he said. 
“Back in the old days merchants 
stayed open nights. Then they closed 
early. Now the trend is toward Satur- 
day closings. You don’t find your 
customers asking you to stay open 
Sunday,” he said. “And you don’t 
find them expecting you to be open 
Saturday afternoon. After awhile, they 
won't be expecting you to be open 
Saturdays at all—it’s the trend 
whether we like it or not.” 


Salesmen’s Compensation 


D. M. Edgerly, vice-president, In- 
terstate Machinery & Supply Co., 


Mya é , 
BUILDING PRODUCTS DIVISION Omaha, in discussing salesmen’s com 


: NC, | Pensation, presented statistics taken 
L.S — EB sortie = w.y | from a check of Indiana and Illinois 
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THIS TYPICAL GREENFIELD TAP AND DIE ADVERTISEMENT APPEARED RECENTLY IN LEADING METAL TRADE PUBLICATIONS 


~ GREENFIELD MAN”’ 


SHOW-HOW 








1 This firm was having tapping trouble—cutting 
torn and oversize threads. A “Greenfield Man” 
called in, discovered that the turret lathe spindle 
holding the work was off center causing run-out, 
and that the nut itself was bronze instead of brass 
as specified on the original tap order. 







~~ i 
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Having diagnosed the trouble, the “Greenfield 
Man” had the run-out in the spindle eliminated 
and himself re-ground one of the taps (a %”-18 Com- 
mercial Ground Straight Pipe Tap) with a hook 
for bronze. 
















3 He suggested that in re-ordering taps they in- 
form“Greenfield”’that the material was hard bronze. 
He also recommended that they specify 5 lands in- 
» stead of 4 as the narrower lands would minimize 
friction. In this way, he insured that they would 
get maximum tapping performance on this partic- 
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4 More than that, the “Greenfield Man” actually 
showed the operator how to salvage the taps the 
firm had on hand for this job, simply by grinding 
oft the extra threads on the chamfer and correcting 
the cutting angle. 
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members by the Central States Mill 
Supply Association. 

“In Indiana,” he said, “the re- 
sponse to the questionnaire was ap- 
proximately 60 percent. Salary and 
commission was by far the most popu- 
lar method of computing salesmen’s 
pay, being favored by 42 percent. 
Straight salary accounted for 33 per- 
cent and the balance—25 percent— 
was straight commission. 

“In Illinois response was 50 per- 
cent. Here, too, 42 percent favored 
salary and commission, but straight 
salary was in smaller favor, account- 
ing for 24 percent. Straight commis. 
sion was paid by 34 per cent,” he said. 

Mr. Edgerly read typical comments 
concerning the determination of a 
straight salary: 

“Based on profits on sales.” 

“Based on years in service.” 

“Figure straight salary at about 24 
percent of gross sales.” 

“Percentage of gross profit.” 

“Volume of business; years of 
service.” 

Comments on how commission 
rates were fixed were read: 

“City, 20 percent of gross profit; 
country, 30 percent.” 

“We pay a 1 percent additional 
commission on all gross sales over 
quota.” 

“We pay 4 percent plus expenses on 
a quota; all sales over quota are on a 
lesser rate.” 

“25 percent of gross profits in city; 
31 to 36 percent in the country.” 

Mr. Edgerly said that when it came 
to expense accounts the differences be- 
tween houses were pronounced: 

“All traveling expenses; all car ex- 
pense; $150 yearly depreciation.” 

“None.” 

“City salesmen who furnish their 
own cars are given an allowance of 
$5.00 a week; entertainment and 
other expenses average $5.00 a week.” 

“Auto expenses ; traveling and other 
expenses.” 

“Hotels, meals, incidentals paid ; we 
pay 5 cents a mile for auto; no other 
allowance.” 

“Salesmen use company-owned cars 
and we pay them for car expenses, 
meals, hotel and incidentals.” : 

Carl Channon, president, Great 
Lakes Supply Co., Chicago, sounded @ 
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For a SOLID > 
PROFITABLE 


FUTURE 








... distributors intensify coverage 


with KARDEX 


0993 








 GRAPH-A-MATIC ” 





Reconversion—and the opportunity 
to develop a solid peacetime future! 
Reconversion—and the danger that a 
wealth of potential sales may be lost 
amid fast-changing conditions! 

Now, as never before, you, as a 
distributor, need the best possible 
sales control to carry out plans for 
the most intensive coverage and the 
deepest “digging” to yield a greater 
share of the industrial potential. 

More and more mill supply execu- 
tives are using Kardex Visible Sales 
Control. They like the way Kardex 
selects vital facts from the mass of 
sales statistics and assembles them 
in compact, visible form for instant 
recognition; the way it frees the 
mind from detail for important prob- 
lems; the way Kardex analyzes as it 
works and simplifies planned action 
for the future. 





“Sales control” becomes a live 


force continually working to increase 


sales and profits when Kardex goes 
to work. With the flash of a signal 
Kardex shows you instantly who are 
your best prospects 
for each line—what 
and how much each 
customer is buying. 
You see each sales- 







Sales Control ! 


man’s performance against estab- 
lished averages and against quotas. 
You know where weaknesses in your 
sales structure need bracing, and 
where to improve coordination be- 
tween specialty and general salesmen. 

And here’s an advantage of Kardex 
you shouldn’t overlook these days— 
it costs up to 50% less to use than 
less effective methods! 


IDEAS FOR NOW! “'Graph-A-Matic Control for Sales Management’ 
presents scores of proven ideas covering the entire subject of sales man- 
agement. Get this 96-page study free from our nearest Branch Office, 
or write to us in New York. 
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SYSTEMS DIVISION 


REMINGTON RAND 


315 Fourth Ave., New York 10, N. Y. 


COPYRIGHT RE~INGTON RAND INC. 
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WHAT TYPE APRON 
CAN YOU SELL? 
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There is a tremendous market for industrial 
aprons and Rainfair’s quality line includes 
a type for almost every conceivable con- 
dition ranging from water to oil and in- 
cluding acids, alkalies and many other 
corrosive chemicals. Rainfair aprons SELL. 


| VA nized 


” 


Each Rainfair apron is a quality product designed and engineered 
to meet specific requirements. Its protective features increase job 
efficiency, improve employee relations and add up to repeat orders 
for you. % Rainfair’s 60 years of experience has produced a stand- 
ardized line of protective clothing for industry that includes Rain- 
coats, Hats, Aprons, Suits, Leggings and Industrial Specialties. 
* Now made with Buna §, they’re better than ever! The new Rain- 
fair products are made from softer, more flexible, longer wearing 
fabrics that will take plenty of punishment. 
ee ee sop 0 mt neta Soe 


it profitable for dealers to stock Rainfair. Write for information on Rainfair’s 
distributor arrangement and catalog of the complete Rainfair line. 


RAINFAIR, INCORPORATED © Dept. 55-M1 © RACINE, WIS. 


RAINFAIR: vutcAnizep 


WATERPROOF WORK CLOTHING 
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note of warning for those contemplat- 
ing changes in methods of compensa- 
tion. 

“Now is not the time to make 
changes,” he said. “Wait until busi- 


ness has leveled off. Now there is a 


danger that any modifications will be 
viewed with suspicion if not down- 
right resentment. We are in foresome 
troubled times and if the method of 
paying is changed management will 
be singled out for blame for reduced 
earnings.” 


Training Salesmen 


Mr. Beaufils in leading the discus- 
sion on salesman training, said that 
in H. Channon Co. they formerly had 
manufacturers’ salesmen address the 
sales force. “But we got tired of hear- 
ing ads, of hearing how big and fine 
the factories were. So a year ago we 
decided to request real factory experts 
— not salesmen — men_ especially 
trained in their work, experienced 
teachers. Immediately there was a 
marked difference and our men really 
learned about the products, applica- 
tions and specifications.” 


Business Session 


W. W. Ethier, 1944-45 president 
and vice-president and general man- 
ager of the Western Iron Stores Co., 
Milwaukee, opened the business ses- 
sion by commending MILL Suppties 
for outstanding service to the indus- 
trial distributing industry (see page 
81). He awarded to Mitt Suppuies 
on behalf of the Central States Mill 
Supply Association a copper and oak 
plaque. Walter F. Crowder, executive 
editor, accepted for the publication. 

Next business was unanimous elec- 
tion of the following slate of officers 
for the 1945-46 year: President, Mr. 
Stringham, succeeding Mr. Ethier; 
vice-president, J. H. Ruddell, vice- 
president, Central Rubber & Supply 
Co., Indianapolis, succeeding Mr. 
Stringham; secretary, A. M. Steed, 
general manager, Barrett Hardware 
Co., Joliet, succeeding C. W. Litsey, 
president, Mid-States Industrial Corp., 
Rockford, and treasurer, J. R. Pauly, 
president, the Triplex Supply Co., 
Milwaukee, succeeding Mr. Price. 

Resolutions were passed directing 
that committees be formed for. (1) 
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is and Sincere Wishes that the new year 
Gant Happiness and Prosperity to our many 
stry, engineering and the building fields. 
‘ahead to the first full year of peace...it is our 
it will be a full year of bountiful production and 
progress throughout America. 

As new building gains momentum... we'll do our best 
to keep pace with your demands for the complete line of 
TOLEDO Threaders. In the future, as in the past, TOLEDO 
Pipe Tools will be engineered and built for unbeatable per- 
formance—to do the job faster, better and cut costs! The 
Toledo Pipe Threading Machine-Company, Toledo, Ohio. 4 
New York Office, No. 2 Rector Street Building. 
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FOR PRECISION PIPE TOOLS 
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TH ANAS 


CARBIDE TIPPED CUTTING TOOLS 






A wide range of tools of all types to 
meet a variety of needs. 










More quality sales features per tool. 
They're better, therefore more saleable. 









W-S Tools are easy to stock, easy to 
find, easy to identify. 






Every tool protected with molded plastic 
tip easy to remove and replace. 










Leading publications carry. Wendt-Sonis 
ads where they count the most. 









Generous discounts assure you of a 
liberal profit on W-S line. 





Write for the full story about this finer line of carbide tipped 


cutting tools today... it's the line you're looking for! 





%, 
~~ a. : nen 


WENDT-SONIS COMPANY, HANNIBAL, MISSOURI | 
Branch Warehouse: Long Beach, California 

BORING TOOLS ¢ CENTERS © COUNTERBORES © SPOTFACERS ¢ CUT-OFF 

TOOLS @ ORILLS ¢ END MILLS ¢ FLY CUTTERS © TOOL BITS ¢ 

MILLING CUTTERS © REAMERS © ROLLER TURNING TOOLS © SPECIAL TOOLS 













214 MILL SUPPLIES * DECEMBER, 1945 





working with MILL SuppPLies to ob- 
tain from the United States Depart- 
ment of Commerce a more desirable 
census clzssification for the industry, 
and (2) to study problems in connec. 
tion .with manufacturers, OPA price 
policies and other matters. 

The concluding dinner was an in- 
formal affair addressed by J. Archer 
Kiss, author, psychologist and lec- 
turer, who spoke on “Cooperation.” 
Mr. Kiss said, in part: “Every asso- 
ciation has, as its objective, the need 
for cooperation to fight common en- 
emies and to support common causes, 
. .. Legitimate distributors who want 
to survive must combat bad trade 
practices but that can only be done by 
cooperation—the exchange of in- 
formation—the free discussion of 
trade practices, and the naming of 
names when that is necessary.” 





Distributors Tackle 
Problems of Peace 
(Continued from page 96) 





distribution in our territory for the 
large increased production that we 
know is coming.” A progressive sales 
campaign is being set up and new 
salesmen will be added as fast as vet- 
erans are demobilized and can be re- 
trained for the territory. 

In the same city, Pidgeon-Thomas 
Iron Co., finds itself with expanded 
facilities as it, too, is in manufac- 
turing—building LCT boats for the 
Navy. Phil Pidgeon, president, along 
with his two brothers, Frank and 
James, are seeking working means to 
utilize the new skills and improved 
methods in civilian activities. 

The improvement in the manpower 
situation has been slight and many 
distributors’ service departments are 
short-handed. In at least one case, 
salesmen were alternating on the job 
of assisting inside and loading and 
unloading shipments. The consensus 
is that postwar manpower require- 
ments, exclusive of sales. forces, are 
definitely above prewar-level. The 
shortages hamper general efficiency 
and service. 

Probably no other factor reflects 
the distributor’s optimism more than 
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Simslex No. SOHJ 
Hydraulic Jack, 
capacity 50 tons. 
Low height 12”, 
hydraulic lift 7”. 
No. 30HJ, same 
double pump de- 
sign, capacity 30 
tons. Also 3, 5, 8, 
12 and 20-ton Hy- 
draulic Jacks. 


For easy and rapid lifting of 
heavy loads, industry prefers a 30 
or 50-ton Simplex Hydraulic Jack 
because: 


* It really makes heavy lifting jobs 
easy and speedy. 
Can be used in vertical or hori- 
zo\'4' position. 
Double lever socket speeds op- 
eration in close quarters. 
The two pumps, high and low 
speed arranged in tandem, can 
be operated singly or in unison. 
Well balanced “pyramid” con- 
struction assures stability. 
Minimum closed height and 
maximum lift are provided. 
Ruggedly constructed through- 
out; no delicate wearing parts. 
Non-deteriorating pressure seals 
and shielded release valve. 
A safety factor of 50%. Each 
unit is tested on a hydraulic 
press to over one and one-half 
times its rated capacity. 








plans for additions to their facili- 
ties through new construction or mod- 


ernization of old buildings for office. 


and warehouse space. Belknap Hard- 
ware & Mfg. Co.; Tafel Electric & 
Supply Co.; Albert B. Crush Co.; 
Dehier Bros. Co., Inc.; Erdmann Sup- 
ply Co.; Oglesby & Simpson Supply 
Co., all of Louisville; J. E. Dilworth 
Co.; Orgill Bros. & Co., and Lewis 
Supply Co., in Memphis; Owen-Rich- 
ards Co., Birmingham; McGowin- 
Lyons Hardware & Supply Co., and 
Standard Equipment Co., in Mobile; 
M. T. Gossett Co., in Nashville, are 
among the active planners for new 
construction or remodelling. Others 
have projects for remodelling inte- 
riors of present quarters for a greater 
utilization of space. 

Mark Lyons, Sr., president of the 
McGowin-Lyons Hardware & Supply 
Co., Mobile, visualizes the need for 
more éfficient operation by industrial 
distributors as a means of holding 
their wartime gains in the competitive 
market which some say is here and 
which some say is merely approach- 
ing. Distributors will have to increase 
sales and cut their costs. Mr. Lyons 
believes this can be accomplished by 
intensive training of salesmen and a 
more efficient use of labor and facili- 
ties in handling and storing. To dis- 
tributors contemplating erection of 
new quarters, Mr. Lyons gives advice 
to build horizontally rather than ver- 
tically as handling and storage are 
lesser problems in a one-or-two-stor) 
building than in a three-, four- or 
five-story plant. Much can be gained. 
he added. by a study of the handling 
and storage in present quarters. Mc- 
Gowin-Lyons recently made such a 
study and, by shifting the storage of 
heavy goods to spaces nearer to load- 
ing and unloading docks, the firm has 
been able to cut two days from the 
time required previously to unload 
and store a carload of heavy items. 
The conditions under which a pre- 
cedure such as unloading and stor- 
ing seems logical and efficient, change 
often.- Periodical surveys and studies 
pay dividends in tirhe and money 
saved. 

It has been difficult to maintain 
suitable inventories during the war, 
and with the disappearance of ratings, 


MILL SUPPLIES °¢ 





DECEMBER, 1945 














STAINLESS STEEL 


VALVES 
AND FITTINGS 
? 


Tt has been demonstrated, time and time 
again, that supply houses calling on 
chemical and process plants can add to 
their earnings and provide increased 
service to their customers by being able 
to supply stainless-steel valves and fit- 
tings. While rolled stainless-steel has 
been employed in equipment in such 
plants for years, its value has often been 
lost because ordinary steel, cast iron or 
bronze valves and fittings have been 
used on important processing lines. 
Cooper provides the answer. 


Cooper valves and fittings are made by 
one of the largest foundries in the coun- 
try specializing in castings of stainless- 
steel, monel, nickel and other special 
alloys for corrosion resistance. Why not 
write today for complete details . . . you 
will not be obligated in any way. 


danger § 
clean. oS 


uk} LUSTR 


COOPER ALLOY 


Foundry Ca. 


BLOY ST; HILLSIDE’ N. J 
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For Utmost 
Dependability 





Pree DARNELL MANUAL 


LONG BEACH 4 CALIF NIA 


DARNELL CORP Ls, 


60 WALKER ST. NEW YORK 13 NY 
Ryo Ge), PEO), eG ie Ge) op el 
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the job has become even more diffi- 
cult. Distributors are unanimous in 
declaring the situation more trying. 
Customers read in newspapers that 
such and such restrictions on the 
manufacture and distribution of such 
and such items were revoked. They 
seem to ignore reports of scarcities, 
labor difficulties and huge demands, 
The plaint: “But the restrictions are 
off. I saw it in the papers weeks ago,” 
has made and is still making many 
distributors wince. It is repeated too 
often. 

In an effort to procure some addi- 
tional stocks, several distributors are 
in constant touch with government 
surplus disposal agencies. However, 
the Surplus Property Administra- 
tion’s plan to create a reserve of items 
for holders of priorities on govern- 
ment surplus goods, had not had a 
chance to operate. Complaints of de- 
lays and red tape were numerous. 
The chief obstacles to a more active 
interest in surpluses, according to Ed 
F. Stauss of Stauss & Haas, New Or- 
leans, are that the descriptions of 
items offered are too vague; the “as 
is, where is” conditions of sale and 
inconvenience of inspection. 

There is a general approbation of 
the Reconstruction Finance Corpo- 
ration’s cutting tool disposal plan. 
This plan provides fora disposal 
agency turning over surplus tools to 


‘the manufacturer for rehabilitation, 


scrapping or resale to ordinary trade 
channels. Distributors would like to 
see this plan extended to other items 
of industrial supplies. 

Apprehension over the labor situa- 
tion, OPA’s price-absorption policies 
and the government’s taxation pro- 
gram was felt in varying degrees 
throughout the area and all distribu- 
tors had opinions as to the effects of 
possible developments on future busi- 
ness. Some feared that strikes might 
sap the buying power out of the huge 
demand for all sorts of civilian goods 
and thus turn the boom into a bust; 
others expressed the opinion that 
manufacturers could not, and would 
not, produce goods under OPA’s pre& 
ent ceilings. Several are convinced. 
that manufacturers were withholding 
deliveries in the final quarter in 
order to reap the benefits of a repeal 











When he asks you 
for a Slim Taper... 


DEALERS TELL Us that the one way to strengthen your position 
for building more profitable sales, both now and in postwar 
years, is to concentrate on only quality merchandise. Take files. 
‘When your buyer asks you, say, for a slim taper, it pays to give 
him a Heller Nucut,—because Nucut is the best file value that 
money can buy. 

Another practice many dealers also find helpful is to suggest 
the purchase at the same time of some other shapes, cuts and 
sizes. Often the buyer that originally asked for just one file 
frequently finds that he has good use for several more. The 
accompanying chart lists the more popular Heller Nucut 
Saw Files. 

Above all, make certain that your file buyer understands 
thoroughly why a Heller Nucut cuts more, more quickly, more 
easily. It's all in the patented “wavy-teeth” design,—a two-in- 
one file feature that enables a Heller Nucut both to cut and 
smooth at every stroke. Your jobber will be glad to suggest the 
right stock to meet your customers’ needs best. 


HELLER BROTHERS COMPANY 
America's Oldest File Manufacturers—Good Tools Since 1836 
Newark 4,N.J. « 


HELLER NUCH) 


Newcomerstown, Ohio 
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Typical Applications of Heller Nucut Mill and Saw Files 


Sharpening mill, ice and circular 
saws, axes, implements, knives, 
shears, tools; lathe work; draw fil- 
ing; polishing 


Sharpening saws, axes and milling 
cutters 


Sharpeni circular, cross-cut ond 
buck cone 


Sharpening fine-tooth hand and hack 
sows 


Sharpening fine-tooth saws 


Filing M-shoped teeth of cross-cut 
saws 


Sharpening cross-cut saws of the 
Great American type. Also wood or 
hack saws 


Filing teeth of pit or frame saws 


WAVY-TEETH ja 


FILES 
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Toper 


Slim Taper 


Extra Slim Taper 
Double Extra Slim Taper 
Cant Sew 


Cross-Cut 
















REGISTERED U.S. PAT. OFFICE 


WELD-ALL 
ELECTRODE KIT 





This handy kit contains a generous 
supply of 12 types of rod in various 
sizes. It is designed to make all 
welding jobs easier, Enables you to 
weld all types of metal. Handy chart 
on cover flap identifies each rod and 
lists the jobs for which it is especially 
designed. The Marquette Weld-All 
Kit will help you make Extra profits 
- « « it paves the way to regular 
Marquette Electrode sales. 


“The Key to Better Welding” 






u 
A.C. ARC WELDERS 


Marquette A.C. Arc Welders are 
designed to take all welding jobs in 
stride from light sheet metal to heavy 
steel structures. The exclusive A.C. 
feature of “Balanced Polarity” gives 
Thorough Penetration and Metal Con- 
trol with a Single rod . . . and com- 
pletely eliminates the problem of 
troublesome “Magnetic Blow”. All 
Marquette Welders are completely 
equipped with no exiras to buy. 


These features make Marquette 
Welders ideal for High Speed pro- 
duction, maintenance and repair, 


PRODUCTION or MAINTENANCE 


Show this combination to Production Men for ‘round the 


clock, High Speed Production Welding. 
up production by allowing th 


turning out better work... 


It actually speeds 


@ operator to concentrate on 
in less time. 


Show this ae to Maintenance Men. The Port- 


ability of the M 
Marquette Weld 


ing any job that comes along. 


racks, bins, stifety gu 


ette Welder and the Versatility of the 
Kit make them ideal for 
Explain how 
ards and trucks inexpensively. Point 


uickly repair- 
ey can build 


out the big advantage of repairing broken machinery “on 


the spot” without dismantling. 


Show this combination to Tool and Die men for saving 
time and 74! on all jobs from fabricating jigs, gauges 





and fi ely h 


of tools, pry pa cutters. 


urfacing working edges 


Remember, when you sell Marquette’s Complete Line of 


high quality Weldin 
Welders and W 


g ap a you're all set to make 
Big Profits on aaeeeate Gas Wi 
elding Rasensesie 


ding Equipment, A.C. Arc 
. - with an extensive 


advertisin: ing campaign to back you up. 


MARQUETTE MFG. CO., 
Minneapolis 


REGISTERED U.S. PAT. CFFICE 


14, Mina. 


EQUIPMENT 


ELECTRODES And SUPPLIES 
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of the excess profits tax in 1946. How- 
ever, this is speculation and the more 
practical thinking appears to be in the 
direction of improving sales staffs, 
cleaning up back orders, increasing 
service, building or remodelling, seek- 
ing efficiency of operation and re- 
storing inventories. In short, dis- 
tributors of the South-Central District 
are generally ready, as far as it was 
possible to be, for servicing the in- 
dustries, which all confidently expect 
to be expanded over the pre-war 
levels. 





There’s No 
Back Door Selling 


(Continued from page 87) 





daily reports does Mr. Cousino feel 
that the possibility of misdirecting 
literature is kept at a minimum. 

The mailing list is kept on 4 x 6-in. 
cards, one for each of the approxi- 
mately 3,000 plants in the Toledo 
area. On the front of the cards are 
the names, addresses and telephone 
numbers of the company. On the bot- 
tom of the front side of the card there 
are three columns; the first column 
contains the name of the purchasing 
agent plus the names of any assistant 
buyers; the second column lists the 
names of the maintenance engineer 
and his assistants; the third column 
contains the names of the plant su- 
perintendent and his assistants. 

On the back of the cards is kept 
a record of all personal calls made on 
the company and the date and amount 
of each billing. 

Colored cards are employed; each 
salesman being assigned a_ special 
color. Thus, it is a simple matter to 
direct a mailing piece to a particular 
salesman’s territory without going 
through the entire file. 

While Ohio Belting executives do 
not believe there is any substitute for 
personal calls made by salesmen, they 
maintain that through careful selec- 
tion of advertising material many rou- 
tine and non-productive calls of sales- 
men are eliminated. At one time, Mr. 
Cousino explained, some of the sales 
men did not have faith in the value of 
our promotion, but everyone knows 
now that it is an aid to him. 
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EN 


TO MAKE GAUGE 
S CUSTOMERS 








The customer to whom you can render a definite service is the 
customer who will invariably call on you to fill his orders. 
That’s why you will be well repaid if you recommend gauge 
glasses on the following basis: 


The Pyrex Broad Red Line Gauge Glass is for service 
where poor lighting conditions create a problem in 
water line visibility. The broad red line makes the 
water level easier to see—even at a distance. 


visibility is desirable, the Pyrex Red Line Gauge 


e Where pressures run high and more than ordinary 
Glass meets the requirements. 


lem, the Pyrex High Pressure Gauge Glass will give 
long service even under severe operating conditions. 


2 For high pressure duty where visibility is not a prob- 


mining factors, CorniNG Standard is the gauge glass 


a Where moderate pressures and initial cost are deter- 
to recommend. 


In the above four gauge glasses you have a complete line with 
which you can meet practically all of your customers’ gauge 
glass requirements. Each of them will give the kind of service 
which builds confidence in you and your organization. They 
will help you build business on satisfactory service—the 
soundest basis of all. 


“PYREX” and “CORNING” are registered trade-marks and indicate manufacture by Corning 
Glass Works, Corning, N.Y. 
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Every Year There Is An Increasing Demand for Weinberg 
& McKee Photo Offset Printed Catalogs 





SAMUEL HARRIS 
Chicago, Illinois 

R. C. DUNCAN CO. 
Minneapolis, Minnesota 

HOUSH INDUSTRIAL SUPPLY CO. 
Evansville, Indiana 


STANDARD EQUIPMENT & SUPPLY CO. 


Hammond, Indiana 

PHILLIP & EASTON SUPPLY CO. 
Wichita, Kansas 

IOWA MACHINERY SUPPLY CO. 
Des Moines, Iowa 

PULVER MACHINISTS SUPPLY CO. 
Chicago, Illinois 

NEAL & BRINKER CO. 
New York City, New York 

CLEVELAND TOOL & SUPPLY CO. 
Cleveland, Ohio 

TRIPLEX SUPPLY CO. 
Milwaukee, Wisconsin 

INDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 

BARRETT HARDWARE CO. 
Joliet, Illinois 

CENTRAL RUBBER SUPPLY CO. 
Indianapolis, Indiana 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

BALDWIN SUPPLY CO. 
Indianapolis, Indiana 

KASPER & KOETZLE, INC. 
Brooklyn, New Ycrk 

S PUMP & SUPPLY CO. 

Pittsburgh, Pennsylvania 

GALIGHER CO. 
Salt Lake City, Utah 

HARRIS IRON & SUPPLY CO. 
Memphis, Ternessee 

LINDQUIST HARDWARE CO. 
Bridgeport, Connecticut 


HARPER FOUNDRY & MACHINE CoO. 


Jackson, Mississippi 
LEWIS SUPPLY CO. 
Memphis, Tennessee 
PERTH AMBOY HARDWARE CO. 
Perth Amboy, New Jersey 
R. C. NEAL CO., INC. 
Buffalo, New York 
MACHINISTS TOOL & SUPPLY CO. 
Los Angeles, California 
McCONKEY-DOCKER & CO. 
Phoenix, Arizona 
HART INDUSTRIAL SUPPLY CO. 
Oklahoma City, Oklahoma 
PRODUCTION TOOL & SUPPLY CO. 
St. Louis, Missouri 
JONES & AUERBACHER, INC. 
Newark, New Jersey 
WALTER A. CARR CO. 
San Francisco, California 
FUCHS MACHINERY & SUPPLY CO. 
Omaha, Nebraska 
GLOBE MACHINERY & SUPPLY cq. , 
Des Moines, Iowa 
BARRETT-CRISTIE CO. 
Chicago, Illinois 
COGGINS & OWENS CO. 
Baltimore, Maryland 
METROPOLITAN SUPPLY CORP. 
Los Angeles, California 
MACHINERY SALES & SUPPLY CO. 
Dallas, Texas 


A. V. WIGGINS CO. 
Syracuse, New York 
THE BALBACH CO. 
Omaha, Nebraska 
MECHANICAL SUPPLIES CO.’ 
Cincinnati, Ohio 


WM. H. TAYLOR CO. 
Allentown, Pennsylvania 
RAILEY MILAM, INC. 
Miami, Florida 
STACY SUPPLY CO. 
Springfield, Massachusetts 
CRAMER HARDWARE CO. 
North Tonawanda, New York 
TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 
M. D. LARKIN CO. 
Dayton, Ohio 
HARTFIELD-HEALY CO. 
Buffalo, New York 
CROSBIE CO. 
Washington, D. C. 
MIZE SUPPLY CO. 
Waynesboro, Virginia 
INDUSTRIAL SUPPLY CO. 
Richmond, Virginia 
CLARK HARDWARE Co. 
Jamestown, New York 
PEDERSEN BROS, CO. 
Chicago, Illinois 
PATRON TRANSMISSION CO. 
New York City, New York 
McCRACKEN, R. 8. & SONS 
Philadelphia, Pennsylvania 
WARNER HARDWARE CO. 
Minneapolis, Minnesota 
TOOL HARDWARE & SPORTING GOODS CO. 
Detroit, Michigan 
MORRIS ABRAMS, INC. 
New York City, New York 
OLIVER ABRASIVE & TOOL CO. 
Buffalo, New York 
ABRASIVE MACHINE & SUPPLY CO. 
Newark, New Jersey 
J. T. WING & CO. 
Detroit, Michigan 
YARROW INDUSTRIAL SUPPLY CO. 
Philadelphia, Pennsylvania 
STAR MACHINERY CO. 
Seattle, Washington 
AIRCRAFT STEEL SUPPLY CO. 
Wichita, Kansas 
W. T. WEAVER .. SONS 
Washington, D. C. 
PACIFIC TOOL & SUPPLY CO. 
akland & San Francisco, California 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 


' THE F. HALLOCK COMPANY 


Derby, Connecticut 


‘THE WARREN COMPANY 


, Troy, New York 

THE FAETH COMPANY 
Kansas City, Missouri 

BARRON MILL SUPPLY CO. 
Cedar Rapids, Iowa 

STANDARD BATTERY SUPPLY CO. 
Waterloo, Iowa 

TRANTER MFG. COMPANY 
Pittsburgh, Pennsylvania 


® Tools Made of HIGH SPEED STEEL. are priced in red. 

© Nationally Advertised Lines are tied.up with manufacturers adver- 
tising by use of their trademarks. 

© Action illustrations demonstrate the use of many products. 

@ Every catalog is painted from New Plates. 


610 W. VAN BUREN ST. 
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Selling Through the 
Industrial Distributor 


(Continued from page 91) 





$100.00 of stock carried to the actual 
cost of their purchases. This cost is 
made up of charges for storage space, 
stockroom labor, insurance, interest 
on investments, obsolescence etc. 

“So while the direct selling manu- 
facturer may have been able to sell 
this big buyer at a lower price than 
the distributors could, the actual end 
cost to the buyer is as much or more. 

What the industrial distributor ac- 
tually does from the standpoint of 
cost of distribution is to absorb cer- 
tain costs that the manufacturer would 
otherwise have if selling direct. At the 
same time, he absorbs some costs of 
the ultimate uses which is also distri- 
bution costs. Remember the distribu- 
tor is the warehouse for the supplier 
and he also acts as the stockroom for 
the industrial buyer who can draw on 
his requirements when and as needed. 

“I anticipate a lot of questions 
around here this evening on the efhi- 
ciency of the industrial distributor in 
acting as the sales organization for 
the manufacturers. Let me say on that 
point that it is a pretty well recog- 
nized fact among manufacturers sell- 
ing through the distributor that they 
get, in the way of sales effort, just 
about what they put into it. A distrib- 
utor sales organization just like a 
manufacturer’s own personal selling 
organization reacts to selling know 
how. It’s the manufacturers respon- 
sibility to furnish that. * 

“My friend, Miles Stray, here isn’t 
going to get terribly excited about put- 
ting the sales effort of Ais salesmen 
on the product of a manufacturer 
whose interest drops after Russell 
takes on the line. On the other hand, 
one of his suppliers who is constantly 
pointing out sales possibilities, keep- 
ing him up to date on the products, 
giving him regularly proper selling 
ammunition—and—in every way 
showing him the profit possibilities of 
the product; is going to get his coop- 
eration to assure sales effort. 

“Many manufacturers think that 
selling through the distributor is a 








Pd 


VS J LU 



















Efficiency-Balanced 


RIFAID / 
PIPE CUTTERS 
It pays to sell this 
easier, cleaner 
pipe cutting 


Very thin blade 
cutter whéel 
speeds cutting 








RIRMID Tubin 
Cutter with ro 
—quick cutting 
of any tubing or 
thin-wall conduit, 


@ Everybody likes the feel of it— 
the neatly balanced design of 
the rugged new style malleable 
frame tells the practiced hand 
that it’s going to cut pipe with 
easy speed. d it does —the 
thin tool-steel blade wheel al- 
ways cuts true, fast,almost with- 
out burr. Everycutteriscarefully 
factory tested before shipment. 
Five sizes to 6," two 4-wheel cut- 
ters to 4." Your customers thank 
you with orders for this pipe 
cutting with least effort. 





Millions of RIFBID 


Tools in use 
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Sell pipe threading with 
utmosf ease and speed 


with semi-automatic self-contained 


Fela No. 65R 


_Workholder 
sets 
instantly! 






















Dies set to 
thread 1” to 2” 
pipe in 
10 seconds! 















WORK-SAVER PIPE TOOLS 











@ Easy profitable sales because this 
popular die stock cuts clean preci- 
sion threads on 1,"1%,"1%2" and 2” 
pipe more quickly and with least ef- 
fort. For 1 set of high-speed steel 
. dies threads all 4 sizes, sets to pipe 
} size in 10 seconds — no dies to 
} change orcarry around. And its fool- 
# proof workholder adjusts instantly 
— only 1 screw to tighten, no bush- 
ings to fool with. You make more 
money selling this semi-automatic 
self-contained rimmip No. 65R. 


lt stands up handily 
on the floor. 









The Ridge Tool Company 
Elyria, Ohio, U.S. A. 
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This Xmas season it seems extremely appro- 
priate that we express our gratitude to all that 
have cooperated with us so splendidly during 
the difficult days that we have surpassed. 


' May Santa Claus again please you—just as 
Spartan Saws have continued to please users 


everywhere. 


Spartan offers you a complete line of Hack and 
Band Saw blades, plus direct factory coopera- 
tion, protection on your profits and a merchan- 


dising plan that really works! 


partad SAW WORKS INC. 


SPRINGFIELD e MASSACHUSETTS 
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matter of signing up a certain num- 
ber of houses and then sitting back 
and waiting for the orders to roll in. 
Don’t think there are only a few of 
them either. These are the manufac- 
turers who sell TO, rather than 
THROUGH the industrial distributor. 
I insist that a manufacturer working 
with his distributor must sell through 


not to them. He must consider them 
‘an intimate part of his own sales 


organization and work with them and 
back them up in exactly the same way 
he would his own personal sales 
force. When that’s done, selling 
through the distributor is the most effi- 
cient and intelligent way of develop- 
ing, selling and servicing the indus- 
trial market on a national scale.” 

Mr. Stray: “We seem to have heard 
rumors to the effect that Mass Pro- 
duction is only a by-product of Mass 
Distribution. 

“Industrial Distribution is doubt- 
less the most interesting business in 
the world and should not be engaged 
in indiscriminately by anyone having 
nervous or stomach disorders, thin 
skin or dignity. For anyone with av- 
erage intelligence, tolerance plus 
nothing minus 20% and with an ap- 
petite for mild chaos and variety, it 
is certainly a natural. The days. bear 
no resemblance, one with another. 

“J. Russell & Company, Inc., estab- 
lished 1848, assume responsibility for 
industrial distribution in Massachu- 
setts, West of Worcester, the State of 
Vermont, and New Hampshire in the 
Connecticut River Valley. 

“Products vary from capital equip- 
ment at high four figure values per 
unit down to package goods at $.10 
per gross and include Compressors, 
Pumps, Arc and Gas Welding Equip- 
ment, Paint Spray Equipment, Drills, 


Taps, Dies, Cutters, Reamers, Gages, 


Hack Saws, Portable Electric Tools, 
Hoisting and Material Handling 
Equipment, Anti-Friction Bearings, 
Transmission Equipment, Carbide 
Tools, Coated Abrasives, Grinding 
Wheels, Light Production Machinery 
and others. 

“Our market includes paper, tex- 
tiles, veneer mills, wood turning, fur- 
niture, saw mills, gravel banks, 
crushed stone plants, machine build- 
ers, tool and die shops, sheet metal 
fabricators, screw machine shops, 
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LUBRICATION 

SERVICE FOR 

MACHINERY 
MANUFACTURERS 





The machinery manufacturer can use 
LUBRIPLATE for initial lubrication . . . but 
once a machine is shipped, the lubrication 
is up to the user. To assure continued 
lubrication with LUBRIPLATE, we offer the 
TAG P to machinery manufacturers. 
|. Points to be lubricated and types of 
LUBRIPLATE to be used ore imprinted 

on the tag. 

2. The name of the machine manufac- 
turer on the tag gives authority to the 
recommendation. 

A return postcard is part of each tag. 
The machine buyer dons the tag and 
moils it to us. 

. We notify the nearest LUBRIPLATE 

Dealer. We send the name of the 

dealer to the machine user. 
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LU BRIPLATE 
Lubricants — 
° 
o~ on costs and ~ 
long the lite of oe 4 - 
infinitely rete essive weet 
PLATE arres 


LATE 

LU ana protect machine parts 
7 the destructive action of 
This feature 


ely reduce fric- 
o minimum. 


against ~ 
sion. 
rae a ss UBRIPLATE far out in 


front of conventional lubriconts. 


LUBRIPLATE as 
Lubricants ore extremely - 
mical for reason thet Y 

“ s very long lite and “stay~ 
er” properties. A little LUBRI- 


PLATE goes © long WOY- 








Write for o booklet, The LUBRIPLATE Film" 
written c for your industry. 


LUBRIPLATE 


WISE SALESMEN 
PLAN NOW FOR 
1946 


It is surprising how much more 
productive a salesman can 
make his time if he follows a 
predetermined plan. Any plan 
to be workable, however, must 
take into consideration the 
“musts” of his regular routine. 


First of all he must regularly 
cover his territory, and make 
certain calls. While he may 
pick up an order on a call, 
whether or not he picks up an- 
other from the same customer 
on the next call may depend 
upon the selling for the future 
he does on the former call. 
Plan I1—sow seeds for future 
sales on every call. 


In traveling a territory there always 
seem to be dead spots, accounts you 
can’t seem to open up. The way to get 
started on an account like that is to 
offer them something they need but 
can’t get from anyone else. Plan 2— 
pick an item that is a much needed 
specialty. 


Introducing a product takes time. It is 
important, therefore, that you only have 
to introduce it to a customer once and 
thereafter can get an order by simply 
asking for it. Plan 3—introduce the 
product that is-a natural repeater. 


The industrial supply salesman who has 
the line of LUBRIPLATE Lubricants 
to offer is ready to put all three plans 
into effect. To only mention LUBRI- 
PLATE is to sow seeds for the future. 
LUBRIPLATE is well known and 
well liked. People who have not already 
used it are curious about it. Because 
LUBRIPLATE is only sold by exclu- 
sive dealers, it is a door opener for the 
salesman who is lucky enough to be a 
salesman for one of those dealers. When 
a user once tries LUBRIPLATE he 
is always a user from then on. LUBRI- 
PLATE is a 100 per cent repeater. 


If you do not have LUBRIPLATE in 
your line, ask your salesmanager about 
it. Maybe the territory you cover is 
open. Get it if you can for it will help 
you with your sales plans for 1946. 
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LUBRICATION | 

SERVICE FOR 

MACHINERY 
USERS 





The monvtacturer of 
machinery using LUBRI- 
PLATE for initial lubrice- 
tion wants the machine 
operator to continue to 
use it for service lubri- 
cation. LUBRIPLATE is the best lubricant 
for the job. That is why it was used in the 
first place. To assure you of o convenient 
Source of supply of LUBRIPLATE, the ma- 
chine manufacturer put a tag with o post- 
card on the machine before he shipped it. 
Tear off the postcard, fill in your name and 
address and mail it to us. We will notify 

ov of the name and address of the near- 
est LUBRIPLATE Dealer ond see that he 


calls on you. 
FOR YOuR | 
MACHINERY 
RY 


NO. Jmideal tor 

tion. Ri General oil type | 

sigh feeds ond peeering i, wick — 

Ne. ; 

end tonite monet MGA fim rong 
‘c in most types of ling per. 

G90rs (speed reducers). enclosed 

No. 107—-One of the 


type Products for ™0st popular 
Pressure gun or Gon | appli nm by 
No. 70—Fo, ew 
ide 
plications, special ey $f Grease op. 
V® 200 degrees %. 


No. 130.4 AK 
superior lubricant fey eet onwide as the 
bearings open gears, heavy 


= » wire rope, etc, 






























Write for a booklet, The LUBRIPLATE Film 
written especially for your indysiry. 


LUBRIPLATE 


NEAR 
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NEW PLASTIC DISCOVERY 





- Ld 
AMARD HITTING Softle 


NO MAR, STING OR REBOUND 


NLIKE ANY OTHER HAMMER, the 
Nupla Hammer heals itself when 
dented or deformed. Made with a new, 
flexile plastic head, it hits hard effective 
blows without marring, cutting, or battering. 
Useful to all craftsmen—tinners, machin- 
ists, assemblers, plumbers, etc. — it’s a 
quality tool. Has many advantages. Will not 
explode. Not affected byoil or gasoline. 
Will not chip, or crack. It’s a tool every 
craftsman wants and needs, 


TESTED! FLex-o-cryst 


the new plastic discovery has been 
thoroughly tested. 

A 6-inch cylinder of Flex-O-Cryst 
(used in head of Nupla Hammer) 
was flattened into a sheet }/s of an 
inch thick and released. Slowly it 
regained its original shape and size. 
That's how the Nupla Hammer heals 
itself when dented. 


JOBBERS & DEALERS WANTED 


Nupla Hammers are now available for imme- 
diate shipment. Liberal discounts. National 
tradepaper advertising supports sales. Demon- 
strator counter-card and literature rack fur- 
nished. Write or wire, today! 
NEW PLASTIC CORP. © 1017 No. Sycamore Ave., Los Angeles 38, Calif, 
A NUPLA HAMMER FOR EVERY JOB 


5 SIZES 29 WEIGHTS 








S 


MIGHTY PLASTIC 
but Gentle HAMMERS 
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etching plants, chemical plants, one 
bicycle plant, one tire manufacturer, 
molding both plastic and rubber and 
cutlery, and others. 


“Obviously, considering the vari- 
ables represented here, it would be 
hazardous, if not disastrous, to at- 
tempt a definition of the minimum 
basic requirements for a satisfactory 
consumer, distributor, manufacturer 
—and that is the order of their im- 
portance to us—relationship. 


Mr. Creagh: “When I was re- 
quested to participate in this discus- 
sion on “Selling Through the Indus- 
trial Distributor” and deal with it 
from the standpoint of advertising, | 
decided to make a little study of what 
manufacturers say to distributors in 
their advertising. So, I spent an in- 
structive evening reviewing the most 
recent issue of MILL SUPPLIES to 
get a line on “copy angles.” Frankly, 
I was surprised to find so many dif- 
ferent approaches to the distributor. 
In fact, there are about fifteen differ- 
ent copy slants. 


“First we find a pipe manufacturer 
who shouts his trade name and that’s 
all. Next, is a small tool firm using a 
regular consumer trade paper ad, just 
adding a short paragraph in small 
type telling “jobbers” their territory 
may be open. Then, there’s another 
small tool maker who does a fine job 
with a double spread featuring the ad- 
vertising he’s doing on behalf of 
distributors—“524 ads in 63 indus- 
trial magazines help sell for you,” he 
says. A pump maker features his sales 
literature. A bronze manufacturer 
points out the types of plants that are 
prospects for the distributor. A 
maker of drive chain lists the selling 
points of his product for the benefit 
of the distributor. A chuck manufac- 
turer uses cut-away sketches to show 
why his is a better chuck. Two other 
companies tell about the sales schools, 
they conduct to help train distributors’ 
salesmen. A large mechanical rubber 
goods company builds a good story 
on the value of its “franchise.” A 
maker of socket screws illustrates two 
presentations on its “line”—one for 
present distribution to keep them sold, 
the other to convince prospective dis- 
tributors. A company making tube 
working tools gives information in 
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¢ 
Gb 1b sscsntne V-Belting is of jacket. This extra sturdy construction assures a 


special construction designed tor use with a con- firm grip for the metal connector and resists the 
nector. And it has characteristics of effective service pull of normal tension under a driving load. Smooth 
heretofore available only in standard endless V-Belts. operation is maintained at speeds up to 3000 f.p.m. 


This popular, easy-to-sell belting consists of multiple Round out your V-Belt line with Gilmer Stream- 
layers of specially woven duck, firmly bonded by a liner V-Belting. It will help you to reund up more 
high friction compound and encased in a multiple belting business. 





THERE IS A GILMER BELT FOR 
EVERY POWER TRANSMISSION NEED 











V-Belts—F.H.P. and multiple—in standard and special sizes. Gilmer has the largest assortment 


ides no 
prov! pub! \p from gineet yently 
Gilme’ both \es helP \ le a in conver of V-moulds in the world. 


advertisio Girect SONS, .. vO” tock | 





poye’s “office per 4 ,.aded Kable Kord Flat Endless Belts. The Gilmer first-line belt for flat pulley power transmission: 
prone hen neede enovse> Its “two-belts-in-one"’ continuous cord construction (contactor and power) offers an effective 
wi wor i 
once Wand selling point. 
joc? 


Kable Kord Non-Endless Flat Belting. Same general construction and features as Kable 
Kord Endless Belts. Supplied in rolls. 


Standard Cut Edge Flat Belting. Acompetitively priced, rubber-fabric belting of first quality. 
Tough structure provides a firm foundation for connectors. 

High Speed Belts, from 7,400 f.p.m. up to 10,000 f.p.m. and over . . . flat, endless, fabric 
belts of different types . . . each noted for grip, toughness and extreme flexibility. 

Light Duty Power Tr ission Belts. A pl line, including Spliced Endless Cotton Belts, 
Solid Woven Endless Belts, Special Cotton Duck Belts spliced according to special require- 
ments, and Gilmer F.H.P. V-Belts. 

Light Conveyor Belts for a wide range of applications including confectionery, bakery, 
paper box, cannery, fruit sorting establishments, etc. 

























Round Endless Belts for drives on small high-speed drills, hammers, tappers, saws, light 
woodworking machinery, valve refacers, etc. 


Special Industry Belts widely used in textile plants (cone, lickerin, winder, spinner, gainer), 
for the lumbering industry (Planer Belts), and the like. 


Gilmer regular belts and belting are for general applications— industrial plants, quarries, 
mines, shops. Because of their general use, they are carried in stock by the distributor. 
Besides the Gilmer Belts which the distributor should stock—consisting of V-Belts 
(F.H.P. and multiple), Kable Kord Flat Belting and, where desired, Standard Flat 
Belting—Gilmer offers a line of Special Purpose Belts that open up a broad sales 
field. Since these belts meet the specialized requirements of plant engineers, need 

not be carried in stock, and are not subject to general competition, they are attractive 

to sell for prestige as well as profit. 





MILL SUPYLIES * DECEMBER, 1945 225 





What a Sweet 
Fachige to Sell / 





HIPPED fully assembled, ready to plug in and op- 

erate .. . complete with a rigid steel bencl. with a 
built-in 4-speed v-belt underneath motor drive, the 
SHELDON S-56 handles like package goods. It makes 
a “sweet” unit of sale and is just the righi size for 
unlimited sales. With its extra capacity (1144" swing, 
1” collet capacity) and industrial design, precision and 
quality features, it is right fér tool rooms, machine 
shops, production turning of small parts, second op- 
eration work, maintenance departments, garages and 
schools. 


Selected by the Army. the Navy, the Marine Corps 
and the Maritime Commission, the SHELDON is not 
only today’s most outstanding 10” Lathe but is rapidly 
becoming America’s best known moderate priced 
lathe too. Keep one on the floor of your show room 
and sell them like “package goods” “over-the-counter”. 


SHELDON sacuine co., inc. 


4232 N. Knox Avenue Chicago 41, U. S.A. 
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such detail that a distributor’s sales- 
man could clip the ad and sell right 
from the page. A definite and forth- 
right bid for new distributors is the 
mission of a double spread of a weld- 
ing apparatus company. Announce- 
ment of a new line is made by a com- 
pany making tools. And, here’s an- 
other pipe company that does more 
than shout its name—this one offers a 
new catalog as a working tool for mill 
supply houses. Then, an abrasive ma- 
terials maker dwells on profits for 
the distributor, and what could be 
more important? 

“Many manufacturers _ selling 
through distributors carry a line in 
their advertising in hundreds of trade, 
technical and industrial papers tell- 
ing readers to “order from your in- 
dustrial distributors.” Some manu- 
facturers are devoting entire adver- 
tisements to the advantages to users 
when they buy from their local mill 
supply house. This is a fine and com- 
mendable effort, but it would probably 
lose its effectiveness if too many man- 
ufacturers came out at one time with 
that type of message. I don’t think 
that is likely to happen. 

“Now let’s discuss “sales litera- 
ture.” Manufacturers could do a lot 
more effective job if they followed the 
suggestions and recommendations 
that were made as a result of the fine 
work done by the Sales Promotional 
Committee of the American Supply 
and Machinery Manufacturers’ Asso- 
ciation. Another point is the impor- 
tance of distributors being properly 
set up to do a good promotion job, 
that is, having a department organ- 
ized to carry on that activity or at 
least one person delegated to see that 
promotion work is done on a continu- 
ing basis. 

“The question that bothers a lot of 
manufacturers is—what happens to 
supplies of folders and booklets they 
supply to distributors? Are they ef- 
fectively used or do they gather dust 
in some dark shelf in the distributor’s 
stockroom?” 

Mr. Stray: “Definite and traceable 
value. We can cite instances where 
the subjects in our correspondence 
and items in our orders are the re- 
sult of “stuffers”. Numerous instances 
where larger promotion pieces have 
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“THANKS TO YOU, 
PORTABLE OUR DISTRIBUTORS" 


ELECTRIC 
GRINDERS We take this means of making public acknowl- 
edgement to our distributors who did such 
pagan See yeoman service throughout the war years. And 
operations in foundries, railroad, now that the United States reconversion pro- 
and body shops. For production or . ae ° 
maintenance. Streamlined with gram is complete and production is in its stride 


straight line ventilation. Light 
weight. High powered. 








MODEL HSH 






our 6-POINT CERTIFIED DISTRIBUTORS PLAN 
becomes more active than ever. 





PORTABLE ELECTRIC SANDERS 
Model HSHD 7 Heavy Duty —p 
D 7 HEAVY DUTY Powerful, all around general purpose sander for E 
production or maintenance. Amply powered for 
metal finishing, removing scale and rust with 
wire brush and for smoothing welds and casting 
ridges with cup grinding wheel. Streamlined 
design with straight line ventilation which pre- 
vents clogging and assures cool motor operation. 


PORTABLE ELECTRIC DRILLS 


Model 12SP '/2"' Special 





motors. Equipped with 3-jaw screw-back 
chuck, cable, plug. 


Model 12HD /2"' Heavy Duty ELECTRICAL 


Model (2SP Ball bearings on armature. Chuck spindle 
9” Special mounted in two radial thrust bearings. 
Model 12HD Chrome nickel steel gears, heat treated, 
Ye" Heavy Duty in g and sealed. Universal Bart et sir irr 


0 
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No. 6075 


Stock this set of “ALLEN” 
drivers for Allen-head screws 


Includes a set of 5 complete “Handi-Hex” Keys in 
sizes from .050” to 14” hex diameters, fitting set screws from #4 
to 14” inclusive and cap screws from #1 to #8 inclusive. With 
15 extra blades (3 of the same length for each of 5 handles), 
contained in plastic screw-top tube. Driver handles are made of 
durable plastic; each a different color to aid identification of 
the hex size. Chuck is firmly bonded in‘handle; grips the blade 
rigidly. . . Use of this set tremendously speeds-up assembly with 
hex-socket (Allen-head) screws of the smaller sizes. Available 


now for sale by Allen Distributors. 


THE ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A 
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resulted in orders and _ inquiries 
months later can be recalled. The re- 
turn has a definite ratio to the amount 
of time and effort a manufacturer 
plows into it.” 

Mr. Creagh: Have you got any sug- 
gestions as to how the advertising ma- 
terial supplied by manufacturers 
could be improved?” 

Mr. Stray: “Provision for a large 
conspicuous imprint on the front. 
Stuffers, brief with a minimum of 
copy, may be cute or humorous and 
preferably not too heavy from the 
standpoint of consumer assimilation. 
Catalog selections or larger promo- 
tional pieces more dignified and the 
complete catalog well done and com- 
plete with all data and interchange- 
ability data, if it can be included. If 
not, and interchangeability informa- 
tion is advantageous, include it in a 
separate piece. We are more inter- 
ested in promoting Russell than the 
manufacturer. Definitely.” 


Mr. Tucker: “What has been the 
experience of J. Russell with manu- 
facturers educational programs and 
manufacturer schools? Have they 
helped you sell more goods?” 

Mr. Stray: “We have participated 
in many and would like to partici- 
pate in many more. They have varied 
from a one day visitation to a manu- 
facturer’s plant to observe the manu- 
facturing process only to a week out 
of town involving classroom and prac- 
tical instruction at a manufacturers 
school. They are here to stay and as 
they are refined will be far more 
productive. The best we have had was 
suggested by ourselves and involved 
an organized and concentrated single 
day when our men arrived at the 
plant at 8:30 A.M. and left at 5:30, 
with 20 minutes for lunch. We have 
seen nothing approaching this one in 
actual and immediate results. We 
have a sound projector ordered now 
and with this and educational films, 
which most vendors have now or in 
project, we will be able to pick up 
and tend to ourselves a lot of the edu- 
cational load which manufacturers 
are now carrying. We are particularly 
grateful to our vendors for this type 
of assistance.” 

Mr. Creagh: “Do you regularly 
hold sales meetings and how can the 














—Key to Progress in Many American (ndustries 





@ OLD-STYLE SCRAPER: 
USED IN HIGHWAY 
CONSTRUCTION 


MODERN 
SCRAPER 
USING 
THERMOID 
HYDRAULIC 
CONTROL 
HOSE 


INCE 1880, Thermoid has contributed to the prog- *THE THERMOID LINE INCLUDES: Transmission Belting « 
ress of American Industry. In many fields of F.H.P,. and Multiple V-Belts and Drives + Conveyor 
business, Thermoid Products play an indispensable Belting - Elevator Belting - Wrapped and Molded Hose 
part. The development of Thermoid Powerflex Wire ¢ Sheet Packings - Industrial Brake Linings and Friction 


Braid Hydraulic Control Hose has widened and Products - Molded Hard Rubber and Plastic Products. 
accelerated the use of hydraulic controls on many 


types of equipment requiring flexible connections. The 





Thermoid Line* is the result of 65 years of research 

and experience that not only has kept pace with the . Ih rmoid 
demands of Industry, but in many cases anticipated e 

industry's needs. The Thermoid Line* of belting and 

hose for materials handling and power transmission Rubber 

may contain the key to another step forward in the 

improvement of your process and the reduction of 


your costs —"It's Good Business to Do Business 
With Thermoid.” 


Contributor le Industrial Advancement Since 1880 
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TAYLOR 





—Your Best Bet 
in Chai 





@ TAYLOR MADE Alloy Steel Sling Chains are out 
standing for many reasons. Stress-free welds are guaran- 


teed by uniting two “U” shaped half-links. Taylor’s 


controlled heat-treatment insures tensile strengths twice 


that of wrought iron or low carbon steel chains; elimi- 


nates the necessity of periodical heat-treating to preserve 


ductility; increases resistance to work hardness, grain 


growth and shock at low temperatures. As a result 


Taylor Chain is world famous for long life and depend- 


ability. Write today for literature or phone your mill 


supply distributor. 


1873 
: §.C. TAYLOR CHAIN CO. 





Box 509 M-12 « 
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manufacturer be of most help in mak- 
ing them productive?” 

Mr. Stray: “Don’t send the sales- 
man who is calling on. us: regularly. 
The man we want is the man. who 
knows the most answers not only re- 
garding the vendor’s product but also 
the products of competition. We are 
very much interested to observe the 
technique with vhich a customer’s 
arguments for a competitive product 
are disposed of. We do not require 
and would prefer to do without wine, 
women and song and will thoroughly 
enjoy an hour to an hour and a half 
of interesting facts, figures and de- 
tails, with an additional half hour of 
discussion. Either bring the note- 
books and pencils for the salesmen 
or we will supply them. They are a 
necessary part of the meeting.” 

Mr. Creagh: “Do you prefer to 
have a manufacturer’s representative 
work alone, or with your men?” 

Mr. Stray: “Alone. Our men re- 
strict the activities of a manufactur- 
er’s man and vice versa. There are 
products where it is rather necessary 
and would like to limit these if pos- 
sible to once a year for educational 
value to our salesman only. We will 
be glad to make route sheets or sug- 
gestions for calls to the manufactur- 
er’s man except in cases where he 
knows it all, or more about the terri- 
tory than we do. 

“Specifically, our salesmen call on 
every plant as they make their rounds. 
Therefore, if a manufacturer’s man 
travels with our man, he’s bound to 
have a lot of lost time waiting around 
for Russell’s salesman to make his 
calls. By the same token, if the man- 
ufacturer’s man wants to confine calls 
to prime prospects for his line, it 
means our man will have to pass up 
a lot of his regular calls on that trip. 
We would definitely prefer to have 
the manufacturer’s 
make his own calls. In either event, 
and to save time both ways, the manu- 
facturer’s representative should work 
out his schedule ahead of time with 
the distributor.” 

Mr. Tucker: “What position do you 
take on exclusive distribution?” 

Mr. Stray: “We hold no brief for 
Exclusive Distribution. We have it 
on a number of products and it is 
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in the World... 





will shape the pattern of his present and future life. 


| You Can Become A Charter Member 
of the Best Informed Audience 


Every thinking American wants to know HOW these amazing achievements 


A PROMISE!! 


vane 


Starting in 


April, 1946, McGraw-Hill will publish a thrilling new non-technical general magazine that 


will interpret, month by month, the impact of the scientists’ world-shaping as it happens. 


MEET A NEW AND DIFFERENT MAGAZINE 


The job that SCIENCE ILLUSTRATED has set for 
itself has never been done before. 


The need for such a magazine has long existed but 
the demand was never as pressing .. . the American 
public was never as inquisitive minded .. . as science- 
hungry ... as deeply conscious of impending changes 


in our social and economic life as it is today. 


SCIENCE ILLUSTRATED will cover the broad 
fields of science, invention, mechanics and discovery. 
It will discuss the new challenges and opportunities 
that are coming out of radar, the heady secret of the 
atom, and the amazing, world shaking advancements 
in communication and transportation. 


It will interpret, for the progressive thinking layman 
as well as for the business man, the great new tri- 
umphs in drugs, medicines, chemicals, metallurgy, 
textiles, fabrics, food processes, materials, methods, 
procedures — the entire range of scientific achieve- 
ment — in terms of their contribution to better living. 


SCIENCE ILLUSTRATED will report, interpret, 
and project! It will be fast and: fascinating reading — 





a thrilling new magazine for an exciting new world! 
In its pages, month after month, the products, devel- 
opments, and horizons of scientific achievement will 
come alive in terse, sparkling text and dramatic color- 
ful pictures. 


The subjects discussed in SCIENCE ILLUSTRATED 
will be of vital importance to everyone in every walk 
of life. No matter where your interests lie — in the 
products and processes of business or in the things 
which make for better and more efficient living — 
you will read this new magazine with profit, and 
with interest. 


If you would like to keep abreast 
of the world of tomorrow 

make your reservation NOW 

for the first twelve issues of 


[Science 


ILLUSTRATED 
= 
TD cn Mil Prblicatic 











Experience Plus ‘Know-How’ Will Produce 





Science 


tLLUSTRATED 


—3 
A McGraw-Hill Publication 











DR. GERALD WENDT 
Editorial Director: Editor, 
scientist, author, lecturer— 
most recently, full time science 
consultant for Time-Life .. . 
New York World's Fair Di- 
rector of Science and Educa- 
tion... a practical, working 
scientist. 


HARLEY W. MAGEE 
Editor: Newspaper reporter,, 
staff writer and, at one time, 
city editor for Associated 
Press in Chicago. . . formerly 
managing editor of Popular 
Mechanics . . . a writer with 
long experience in interpret- 
ing science for the lay reader. 


DEXTER MASTERS 


Editorial Consultant: Editor 
of Army Air Forces magazine, 
Radar’... formerly staff 
member Radiatron Laboratory 
Massachusetts Institute of 
Technology . . . formerly mem- 
ber of Fortune's Editorial Staff 
. . . first editor of Tide. 


To bring you this month by month reporting of progress 
and achievement McGraw-Hill has assembled the finest 
talent available. Working hand in hand with the men 
pictured here is a top-flight staff of science writers, artists 
and photographers . . . men with long experience in 
making science understandable and interesting. 


In addition, the editors of SCIENCE ILLUSTRATED 


will have at their command the great technical, consult- 
ing, research, and world-wide news gathering facilities 
of the McGraw-Hill Publishing Company. 196 editors, 
writers and technical experts, which staff the McGraw- 
Hill publications, will serve as consultants. All of 
McGraw-Hill’s publishing experiences and financial re- 
sources are behind this thrilling new magazine. 





N.B. to Advertisers: What kind of an audience will be available to you in SCIENCE 
ILLUSTRATED? Obviously, an alert, intelligent, forward thinking group of people . . . 





the sort of people that are a step ahead of the parade in interesis, desires and pur- 
chasing power. The initial print order will be 500,000 copies. Forms close on February 
10th for the April issue. Write to SCIENCE ILLUSTRATED or telephone your nearest 
McGraw-Hill office for complete information. 











FIRST ISSUE ON THE NEWS-STANDS APRIL, 1946 
Price per copy 25 cents. Annual Subscription . . . $3.00 Per Year 


Science Illustrated 

330 West 42nd Street 

New York 18, New York 

Yes—! want to become a charter member of the best informed audience in the world. Enclosed 


is my check (or money order) for $3.00. Please send me the first 12 issues of SCIENCE ILLUSTRATED 
— starting in April,1946. 











wor 
to t 
our 


case 
excl 
will 
we 1 
only 
han 


_ tion 


Ne 


hanc 
com 
pass 
ter 1 
tern 
to fl 
body 
ale 

hard 
ily : 
cent 
seat 


ufac 
Sup! 


Ste 


Ann 
serie 
trap 
ture: 
orifi 
cent 
and 
steal 
new: 
cons 
The 
nect 
the t 
The 
up 





working remarkably well for us and 
to the entire satisfaction of some of 
our vendors. Not so satisfactory to 
us or to others of our vendors in other 
cases. If we cannot have the territory 
exclusively, we are quite resigned but 
will not assure a manufacturer that 
we will confine our efforts to his line 
only or have any compunction about 
handling a competitive line in addi- 
tion.” 








New Products 
(Continued from page 109) 

























HAVE YOU A 
FITTING CATALOG? 


The “K” line of cast fittings is an old estab- 





handle. The grip is designed to fit 
comfortably in the hand. A large air 
passage through the gun results in bet- 
ter utilization of the air. The spray pat- 
tern is quickly adjustable from round 


to flat with all widths in between. The lished line and leading jobbers from coast to 
body is durable aluminum; the air noz- riven) . 
ale bronze; the fluid nozzle a special coast stock “K fittings. 
hardened steel. The entire gun is heav- comes . a t 
ily nickel plated. The nozzle is self. Why! Because “K” fittings are precision cas 
centering type, designed on the tapered mi ° “ * ction 
nsult- seat principle. Air cannot leak back and precision machined; because — 
ilities through the retainer ring.—Binks Man- | ~=controls “eagle eye”’ them through every 
litors, ufacturing Co., Chicago, Ill.—Mu. d t all defec- 
traw- | Suppies, December 1945. step of manufacture and toss out ai de 
All of 


tives; because plumbers and contractors suf- 
fer fewer callbacks and less profit shrinkage 
when they use “K’s.” 


al re- | Steam Traps 
Renewable Seat 


Announcement has been made of a new 


series of “Strong” industrial steam COMPLETE LINE. CATALOG ON REQUEST. 
traps of the inverted bucket type. Fea- * 

tures include a scientifically designed Standard and extra heavy cast iron screwed 
orifice throat which gives up to 25 per- fittings 

cent greater capacity, avoids turbulence, ‘ 

and minimizes choking caused by flash : 

steam. The screwed-in valve seat is re- Standard flanged fittings. 

newable for easy servicing. A lever : 

construction gives quick, full opening. Standard and extra heavy companion flanges. 
The straight through inlet-outlet con- : . 

nections have been relocated to place Drainage fittings. 

the trap below the inlet pipe at all times. . : : 

The traps are available in 3 body sizes Consider stocking —- fittings. Write for 


up to 144-in. in both standard and 


catalog today. 
KUHNS BROS. CO., Dayton 7, Ohio 





INSPECTED FITTINGS 
PACKED WITH HIDDEN QUALITY 


“K" fittings carried in stock at Malleable tron Fittings Company, Branford, Conn.; M.1.F. 
stocks at Kuhns Bros. Co., Dayton, Ohio. 
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is man-power... 
MULTIPLIED! 


American industrial plants have been 
using compressed air for many years to 
do all sorts of jobs. New techniques have 
been devised to permit doing better work 
in less time. In many cases the use of 
compressed air has solved a difficult pro- 
duction problem. It was discovered that 
airpower is manpower multiplied! 


Spotted in various machining depart- 
ments, BRUNNER Air Compressors 
supply adequate air for hoists, air 
chucks, air grinders, air operated 
clamps, for riveting and many other 







air tools. They speed production by in- 
creasing operator efficiency and can 
readily be placed where compressed air 
is needed. Industry knows and uses 
BRUNNER Air Compressors. 


BRUNNER MANUFACTURING CO. 
UTICA 1, NEW YORK, U.S.A. 





For over 37 years the Symbol ef Quality 








The Way to SPEED PROFITS in 1946 


1/” Utility 
Ip DRILL 


‘o2- 





Stock the SPEEDWAY 89-) 4° Drill 


One way to build up profits this year is to stock the SpeedWay 
89-J 42” drill retailing for $32.50. It's a light weight, handy, 
high powered general utility tool for close quarter drilling in 
tight places, for maintenance, installation and general repair 


work. 


The sales possibilities with this drill—the favorable discounts, plus the 
enormous demand built up through over 3 years of war shortages, make 
this the one drill to stock for 1946 above all others. 


Better order now! 





1832 S$. S2nd AVENUE 
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SPEEDWAY MANUFACTURING CO. 


CICERO SO,ILLINOIS 
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Sell this hoist! 


HEN your prospect tells you 

he has a tough, continuous 
lifting problem to solve, you have 
one sure solution to it. That’s 
the ‘Load-Lifter’! 

The ‘Load-Lifter’ is a hoist 
that will give him trouble-free 
service, day after day, while de- 
manding the minimum amount of 
attention. It quickly, easily lifts 
any load within its capacities with 
an action so fast that it seems 
effortless. It’s a strong, rugged 
hoist. In addition to its structural 
strength, it has many special fea- 
tures not found in their entirety 
in any other hoist. There’s one- 
point lubrication, two-gear reduc- 
tion drive, fool-proof upper stop, 
interchangeable suspensions, to- 
tally enclosed ball-bearing motor, 
and anti-friction bearings 
throughout. Any one makes an 
impressive talking point to the 
man looking for ways and means 
of solving load-handling 
difficuities. 

These are some of the struc- 
tural features that make a ‘Load- 
Lifter’ a mighty fine lifting de- 
vice for any shop or plant. Then, 
when low-head room presents a 
difficulty or special combination 
hoists are needed, the ‘Load- 
Lifter’ meets those needs, too. 


Write for as many copies of Catalog 
No. 215 as you need in your selling. 


imma LOAD LIFTER 
iM Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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thermal design.—Strong, Carlisle & 
Hammond Co., Cleveland 13, Ohio.— 
Mixx Suppuies, December 1945. 


Lock Nuts 


Steel and Brass 





One-piece, all-metal, the ‘“Klincher” 
lock nut is simple in design yet positive 
in its application. Can be plated or 
painted and is not affected by extremely 
high or low temperature applications. 
The patented cone grip applies pres- 
sure evenly around threads at base of 
nut. It is the same height when locked 
as standard nut and washer. Position 
is locked permanently, regardless of 
vibration or bolt stretch. It is ecsily 
applied with fingers to locking posi- 
tion. Can be tightened with all stand- 
ard socket and end wrenches. Flush 
seating surface will not gouge or mar. 
—Lock-Nut Div., Faultless Caste’ Corp., 
Evansville, Ind—Mitt Surrpttis, De- 
cember 1945. 


Truck 
Three-Wheel Model 


Delivery and pick-up truck, operating 
on three wheels, is called the “Fire- 
baugh Special”. It handles half-ton pay 
loads of 23 cubic feet and is capable of 
travelling 35 miles per hour. Motor is 
so designed to use standard automobile 
parts which may be replaced from 
stocks of Ford, Chevrolet and Bendix 
dealers. Because of fluid drive princi- 
ple, there are no gears to shift and all 










Uae 
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using the wrong extinguisher 
on fires in oils” 


waxes 
paints 
resins 
greases 
lacquer 
naphtha 
gasoline... 





BE SAFE—STANDARDIZE ON PYRENE 


Fires in flammable liquids and volatiles cre tough and dangerous to combat 
unless you have the right equipment. Some fire extinguishing agents, excellent 
for other types of fires, are ineffective and tend to intensify such fires. Pyrene 
Foam and Vaporizing Liquid extinguishers are designed to kill such fires in their 
incipiency when the volume of volatiles is not large. For larger risks Pyrene Foam 
extinguishers on wheels and Pyrene Foam Playpipes are indicated. Both employ 
@ flexible, fire-resistant blanket of foam that floats on liquids and clings to solids, 
thereby excluding all oxygen, without which a fire cannot burn. This is but one 
of the classes of fire for which various types of Pyrene extinguishers are specifi- 
cally designed. There’s Pyrene fire equipment for every hazard. That's important 
— and that’s why you get maximum fire protection when you standardize with 
Pyrene. Ask your Pyrene jobber to help you with your fire problems. 


BY THE WAY: WHEN DID YOU LAST TEST 
THE EXTINGUISHERS IN YOUR HOME? 


Pyrene Hanufacturing Compan’ 
NEW JERSEY a: 


C-O-Two Fire Equipment Co 


~ NEWARK 8, 


Affiliated with the 
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ESTABLISHED FORTIETH YEAR 


jas (Strand xe 
QUALITY 


FLEXIBLE SHAFTS and MACHINES 


ONE HUNDRED TWENTY-FIVE TYPES AND SIZES 
Ye to 3 H.P. 


ROTARY FILES <. 
ROTARY CU TTE RS MACHINES 


TYPE M6é—'/p H.P. 


MACHINES 
SWIVEL YOKE 
% TO 1, HP. 








a@ 


Send for Catalog 29 


ILLUSTRATING THE LARGEST LINE OF FLEXIBLE SHAFTS AND 
MACHINES IN THE WORLD—HIGH QUALITY ONLY 


MANUFACTURED BY 


N. A. STRAND and COMPANY, CHICAGO 


GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 











Willey's General Purpose Tung- 
Carbide Tools, suitable for 


Prompt eries on these standard tools. 


New, Willey's 710 


This new, tot exes wake 6 Gutiée. just 


announced for cutti steels can be 
pe fom ate en in Willey's 


— or for making special tools to your 
ations. 


WILLEY'S MASONRY DRILLS 


Needed “° every ogee man. Cut concrete, brick, slate, 
— carbon, asbestos, plaster, wall board 
nearly ‘twice as ce.” Quiet, ‘efficient, tery, dell sherp many times 


Used with veo Rigg! shes from 3 Goes for weeks 
i aes trom "3/10" to 2'' diameters. Ge? 


a set ene your = house toda 
MILL SUPPLY HOUSES 
Some territories still open for Willey's standard and special 


cutting tools, drills, reamers, grinders and a tools. 
Write” for full information and new Catalog No. 


WILLEY’S CARBIDE TOOL co. 


4 } 


1342 W. Vernor Highway Detroit 1 
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Check These Exclusive 


KWIKHEAI 
SOLDERING 
[ RON Adventenes 


SAVES TIPS 
SAVES TIME 
SAVES EFFORT 
SAVES WEIGHT 
SAVES CURRENT 
SAVES THE IRON 


+ + + + & 


HOT IN 90 SECONDS 
READY FOR USE..! 


Its many exclusive features put the 
Kwikheat Soldering Iron in a class by 
itself. That's why it wins enthusiastic 
praise from those who use it—why 
Kwikheat is fast becoming America's 
most talked-about iron—why you cer- 
tainly want to stock it... lists at $11. 
Write today for complete information. 


6 TIP STYLES 


Interchangeable 


11tyte 


. 8 





















speeds are governed by a foot throttle. 

Powered by a two-cylinder, four cycle, 

air cooled motor, the machine develops ‘6 - . 

8% hp. Weight is 600-lbs., length 92- E k 

in., width 50-in., wheelbase 66-in., per- rs | e it away with 


mitting turning on a 14-ft. radius.— 


Toolcraft Mfg. Co., Huntington Park, ' 
Calif—Miut S$ , December B \ l | r 2 \" V4 
ILL SUPPLIES 1945 | @ } /| n ie ih 4 = i LiL C 

Mounted Points SLING CHAIN 


Utility Kits 


| electric-welded link in this CM Her 
chain personifies sqtety olare mm ihadiare| 
En Lalcen dalhicmalesanlale 


Ti alsie me tiaeiense) 


A complete line of mounted point util- 
ity kits is available for industry, for 
the home workshop and for the job 
shop. Utility kit MP2] contains 20 
uw ounted wheels and points and an 
electrolon dressing stick 5-in. x 5-in. 
x ¥-in., for dressing the points and 
altering shapes for special applications. 
Kit MP9 contains 20 mounted wheels; 
kits KP7” and MP7B each contain 
7 points. Being usable on all high 
speed grinders whether air, electric or 
flexible shaft, these points are a highly 
versatile precision grinding tool.— 
Abrasive Company, Philadelphia 37, Pa. 
—Mit Supp.ies, December 1945. 


Oil Gages 
Range of Sizes 


Announcement has been made of a line 
of recently developed oil gages. Avail- 
able in a complete range of sizes and 
styles, they combine visibility and un- 


breakable sights in a simple construc- 
tion. The gage body is sturdy and made M B cs) BY 
of brass. The plastic sight is supported 


by a heavy central stem and a top cap. CHAIN CORPORATION 


The assembly is securely locked with an 
independent nut compressing the cork (Affiliated with Chisholm-Moore Hoist Corporation) 
gasket, thus eliminating any leakage. GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 


Standard sizes cover a gage range of SALES OFFICES: New York, Chicago and Cleveland 
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FLANGE 
JACKS 


... a New Tool 


that does a Hard Job 
the Easy Way 











T. G. PERSSON CO. 


224 Glenwood Ave., 
& N. J. 


Stainless 
Steel 
fy BOLTS 
SCREWS 
| NUTS 
f WASHERS 


A Complete Line 
Available trom Stock 


Stainless Steel 





BOLTS SCREWS NUTS 
Machine Machine Hexagon 
Carriage Cap are 
Lag Wood 


WASHERS’ RIVETS FITTINGS 
All Types All Types All Types 
Available also in Monel, Alumi- 


num, Everdur, Naval Bronze and 
Alloy Steels. 

We are prepared to fill your 
needs for “Specials”. Send your 
prints or specifications. 


Stainless 


SCREW & BOLT CORP. 


121 Church St. 
New York 7, N. Y. 

















A NEW LINE 
ACE 


Portable Electric Blowers 


4 Models 
Suction and Spray Attachments 


Immediate Delivery 


Get your FREE copy of 
“Why It Will Pay You To 
Sell ACE Portable Blowers” 





The ACE gh Sey da 
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Jobbers 


who want 
a new 


fast selling 
line of 
unusual 


sheet metal 
hand tools... 





invites 
your inquiry 
on territory 


and discount 
data 


Royal Clipper Metal Cutter - Rivet 
Cutter - Metal Stretcher - Metal 
Shrinker - Joggling Blocks - Drill 
Savers - Crimper - Lightening Hole 
Punches, etc. 


C-B Tool Co. 


Lancaster, Pa. 








1% 
Y-i 
Ye. 
ava 
or s 


Cor 
PLII 


Fi 














1%4-in. to 5-in. and sight diameter of 
Y-in. to l-in. with stock threads of 
¥-in., 4-in., 3-in., ¥%-in. NPT. Also 
available are gages with drain plugs 
or straight gages for applications where 
the elbow type is not suitable.—Oil-Rite 
Corp., Milwaukee 7, Wis—Mut Svup- 
pies, December 1945. 


Finger Guard 


For Assembly Work 





Practical protection of thumb and fin- 
ger for buffing, polishing, grinding, in- 
spection, etc. is afforded by the “Super- 
gard” finger guard. In the new design, 
the leather wearing surface extends two 
thirds around the finger, thus giving 
added protection to the wearer. The 
“Supergard” comes in three sizes, 
small, medium and large, and in three 
materials, cowhide split, grain leather 
and lightweight capeskin.—/ndustrial 
Gloves Co., Danville, Ill—Muu Sup- 
PLIES, December 1945, 


Loading Unit 
Easily Assembled 


A mobile load handling device of 2000- 
lbs. capacity provides a complete load 
handling unit that operates on the floor. 
It is being marketed under the trade 
name “Budgit Gantry A Frame”. The 
unit is available as a complete unit as ° 


§ igen 





CAPITAL ‘‘RED CAPS” 


A line of INDUSTRIAL. 


BRUSHES and BROOMS 
for present and future 


gs sg ee 


@ Cleaning and maintenance problems 
will always be important to plant man- 
agers and the equipment that gives 
them the least trouble is what they are 
going to stick to. CAPITAL “RED CAP” 
Brushes and Brooms have built up a 
reputation for long wear and few re- 
placements. The wide acceptance of 
CAPITAL “RED CAPS” is your assur- 
— of good business both now and 
ater. 


INDIANAPOLIS 


BRUSH AND BROOM MFG. CO. 


CORNER BRUSH AND BROOM STREETS 


INDIANAPOLIS 7, Est. 18909 INDIANA 
















The COLUMBIAN VISE & MEG. CO. 


9025 BESSEMER AVE. ° CLEVELAND 4, OHIO 
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Here's an Item in 
a Class by Itself _ 


BELT- 
SAVER” "Pie, 
Pulley used 
on bucket 
elevator. 









Used as a 
tall pulley on 
belt 


SS) Distributors selling 
“BELT-SAVER” Pul- 
@ leys know by act- 
‘* ual experience that 
a ee they are rendering 
: eee . an outstanding serv- 
ice to their customers. By replacing ordinaty pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
hard or cbrasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
epen to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors proves that “BELT-SAVER” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 1866 














PULLEYS 
/ 


re) 
LOG 
a 
BEARINGS 


CONVEYORS 




















fi* 


4 
BROWN & SHARPE TOOLS 


WoORLD’S STANDARD OF ACCURACY 





CONTINUING 
PROFITS 


That's what distributors enjoy when they 
sell Brown & Sharpe Tools. For the demand 
for these tools is a continuing one that 
keeps on day after day and year after 
year. And there are styles for practically — 
every requirement. Brown & Sharpe Mfg. 
Co., Providence 1, R. I. 


Micrometers 
Rules ¢ Protractors 
Vernier Tools ¢ Gages ¢ indicators 
Calipers and Dividers 


e Squares 
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shown, or as an assembly which in- 
cludes all parts to build the Gantry “A” 
except the I-beam, which may be ob- 
tained locally. The complete unit may 
be set up in one hour. The frame legs 
are formed from steel pipe welded into 
rigid one-piece units. Outstanding ad- 
vantages are maximum rigidity with 
light weight. The Gantry “A” frame is 
designed so that either a chain block or 
electric hoist suspended from an I-beam 
trolley may be employed as the hoist- 
ing unit.—Shaw-Box Crane &. Hoist 
Div., Manning, Maxwell & Moore, Inc., 
Muskegon, Mich.—Miu.u Supputes, De- 
cember 1945. 


Lifting Unit 


Cam-Lever Mechanism 





A cam-lever mechanism and chain that 
grabs up heavily laden steel barrels, 
steel plate, etc., and holds it in a tight 
grip. The device is known as the 
“Granny Grip”, and the standard unit 
consists of two stamped alloy steel bod- 
ies (cam lever mechanism) and alloy 
chain that is capable of lifting any load 
that the 34-in. jaws can be slipped over. 
It is particularly designed to facilitate 
handling of material with industrial 
trucks and cranes.—Safety Div., Boyer- 
Campbell Co., Detroit 2, Mich.— 
Mitt Suppuies, December 1945. 


Insulated Wire 
Thermo-Plastic 


The outstanding feature of the thermo- 
plastic insulated wire is its greatly en- 
hanced resistance to high temperatures, 
whereby the usual deficiencies of shrink- 
age incident to soldering operations, and 
the flow and loss of insulation, incident 
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sto finally assembled potting operations, 


are eliminated. The wire possesses the 
general characteristics of plastic insu- 
lation in its total resistance to the ef- 
fects of oils, organic solvents, acids, al- 
kalies, sunlight, ozone, and oxidation. 
This specialized type of thermo-plastic 
wire, in fine stranded and solid conduc- 
tor construction is, for the time being, 
restricted in the range of: gages from 
24 to 30.—William Brand & Co., New 
York 10, N. Y.—Muu Suppties, Decem- 
ber 1945. 


Turret Attachment 


Indexing Feature 


Manufacturers of the “Quadrill” four- 
way turret attachment for drill presses 
has announced an improvement in the 
method of indexing with the “Quadrill”. 
It is claimed that the new indexing de- 
vice provides a foolproof arrangement 
that will permit the most inexperienced 
operator to speed up indexing and avoid 


——a | Ph, > 
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BALL 
BEARING 


VA I HEAVY-DUTY 
L E Y GRINDERS 
Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
a post-war reputation for these efficient, low-cost tools. 


BENCH 
TYPE 




















Valley Electric Corp. 


4221 FOREST PARK BLVD. © ST. LOUIS 8, MO. 











yy, the Hoot Deliverye, /: 


TRINDL anc wesoer 


DESIGNED FOR HIGH SPEED PRODUCTION ARC WELDING 


17 EAST 23°4 STREET 
CHICAGO 76; ILL. 
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ON’T think for a minute that 

factories are the only places 
where you can sell ‘Budgit’ 
Hoists. They’re used to advan- 
tage right now in garages, repair 
shops, warehouses, stores, paper 
mills — in fact, any place where 
Joads must be lifted and there’s 
an electric socket. 

Next time you call on the 
owner of a garage or repair 
shop, ask him about his load- 
handling problems. If he says 
they’re slowing up production, 
suggest he lift electrically with 
a labor- and time-saving 
‘Budgit’ Hoist. Tell him how 
these powerful hoists can.lift up 
to 4,000 pounds — easily, 
quickly, smoothly with a speed 
that’s amazing. Tell him that a 
‘Budgit’ is the only complete 
hoisting unit that can be plugged 
into the nearest electric socket 
and put to work. Tell him how 
it costs but a few cents a day 
to operate a ‘Budgit’ Electric 
Hoist and that it runs day after 
day with a minimum amount of 
attention. Besides the economy 
features of ‘Budgit’ Hoists, tell 
him of its safety features, its 
superior construction, light 
weight — and the many other 
qualities that make ‘Budgit’ 
Hoists a safe, efficient, econom- 
ical investment. 

He might like a copy of Bul- 
letin No. 356 for a further study 
of ‘Budgit’ Hoists. We'll be glad 
to send you more for this pur- 
pose. Just write us. 


“Budgit’ Hoists are I 
portable electric hoists. 

Lifting capacities 250, 

500, 1000, 2000, and 

4000 Ibs. 


“mil BUDGIT’ 
a Hoists 


MUSKEGON, MICHIGAN 


Builders of “Shaw-Box’ Cranes, ‘Budgit' and 
“Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
‘Consolidated Safety and Relief Valves and 
“American® indystrial instruments. 
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if 


Centrifugal Pump Combination Foot Valve Model 3100 
and Strainer Reversible Pump 





DESIGNERS AND BUILDERS OF PUMPS FOR SPECIAL 
NEEDS. Famous for soundly engineered reliability, Marine 
Products has set a record for world-wide service and low 
maintenance costs. Use M-P equipment in your field. 


nduitrial QB) Warne 


EnGtinEEREDO eEQqQuiepmMmeEnr®t 


MARINE PRODUCTS COMPANY 
6636 CHARLEVOIX AVE. © DETROIT 7, MICHIGAN 


Clutch and Pump 




















You'll agree = 
SPEER is the logical line to handle 


Motor users want the brushes that are made right for their machines. You can serve them 
all with SPEER because the SPEER line is complete—from appliance motor brushes to big 
generator brushes 


Motor users wont brushes of established reputation for performance. And that's SPEER 
again. SPEER brushes have been known nearly 50 years wherever brushes are used. 


YOU want profitable repeat business. SPEER brushes satisfy—and satisfied customers 
come back to spend more money. Write 
for details on this fast-moving, easy-to- 
handle line. 


® 271 








CHICAGO * CLEVELAND ° DETROIT 
MILWAUKEE * NEW YORK © PITTSBURGH CARBON COMPANY 
ST. MARYS, PA. 


. 
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eror. The new indexing feature does 
pot alter in any way the other features 
such as, the four spindles and tapping 
attachment that permit a variety of op- 
erations on a single drill press without 
moving the work.—Chicago Drillet 
Corp., Chicago 5, Ill—Mi.t Supp ies, 
December, 1945. 


Tool Holder 


Easily Mounted 





Designed for faster operation and more 
positive repeating on close tolerance 
engine lathe jobs, at the same time re- 
ducing amount of lathe scrap, this tool 
holder consists of a quick-acting vise, 
which is easily mounted on the lathe 
compound without machining. Into this, 
the Bakewell toolbit holder bars are 
positioned against a positive stop and 
held in place on hardened surfaces with 
rigid three-plane support. The action 
of inserting the tool bar clears chips 
from the supporting surfaces, assuring 
alignment.—Bakewell Products Co., Los 
Angeles 21, Calif —Mu.u Supputes, De- 
cember, 1945. 


Clamp 
For Wire Rope 


An improved method of holding wire 
trope, the “Safe-Line” wire rope clamp 
is capable of supporting 600% lbs. to 
23 tons. It is a time-saving factor in- 
side of plants in the lifting and trans- 
portation of heavy articles and crated 
shipments via overhead rail systems dur- 
ing manufacturing operations. Outside 
plants it is practical in heavy duty 
service such as handling long I-beams 
and big girders, fastening wire rope 
and cargo winches. It is claimed that 


this method of holding wire rope elimi- 








SELL ... To every plant 
in your area. Wherever 
belting is used this Dixon 
Product goes over Big. Plant 
men know it. Show it, sell it 


and profit. Do you know 
Graphite Gus and his lively 
profit makers? Write for 
Data Sheet Directory. 


Joseph DIXON Crucible Company i 


Diy.71C12 Jersey City 3, N. 3. 

















RUST-OLEUM ~~ 


The rush to catch up on long neglected 
maintenance work is on, which means that Rust-Oleum 
. is more in demand today than ever before. Famous for 
its rust preventing qualities, Rust-Oleum played a vital 
role in war plants where metal maintenance was im- 
portant, and today it has an even greater sales potential 
in plants swinging to peacetime manufacture. Check 
these reasons why Rust-Oleum is now, more than ever, 
first on lists for reconditioning » 





THIS 5-POINT 
SALES TALK. 


PAYS OFF 


@ Covers approxi- 
mately 40% more 
crea per gallon 
than ordinary paint. 


@ Easy to apply— 
which means impor- 
tant savings in time. 


@ Penetrates rust, 
incorporates it with 
the film—spreads 
an unbroken pro- 
tective coating on 
the metal. 


@ No flame cleaning 
or sand blasting 
necessary—simply 
wire brush to re- 
move loose paint, 
scale and dirt. 


eFull range of 
colors for mainten- 
ance or production 
finishes. 


Write for our samp- 
ling program which 
gives your custom- 
ers full proof on all 
points. 
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PROMPT 
SHIPMENT 









LIGHTWEIGHT PNEUMATIC 
ALUMINUM TIRE 
ALLOY 4-PLY WITH TUBE 
SHOCK-PROOF ROLLER BEARING 
WHEEL HUB 


One-piece Alloy Center Casting with size 4.00 x 8 Tire for se" or %" axle 
and 6" or 7" hub. 


HUTTON WHEEL CORPORATION 


1400 NORTH 13th STREET , ST. LOUIS 6, 














Veter Til 


‘BELTING MARIE] 


of solid woven, canvas stitched, 
and balata belting in a wide va- 
riety of sizes and plies, treated 
and untreated, to meet nearly 
every possible industrial belting 
requirement for elevating, con- 
veying and power transmission. 
Write for more profit-making 
details. 


BALATA AND TEXTILE 
BEUIUNGICOM PANN 





Ger set for profitable re- 
placement business by 
selling the belting lots of users 
are most likely to want! That‘s 
VICTOR Belting—because it's 
been used so long in so many 
different fields. Once users know 
VICTOR‘S superior performance, 
they naturally specify VICTOR 
when they reorder. Hundreds of 
belting users are pre-sold on 
VICTOR. Let them buy it from you! 
VICTOR makes a complete line 
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Each Forsberg Blade that carries the 
famous WHALE BRAND mark of quality 
is scientifically heat treated to add the 
toughness that gives these Blades their fine 
performance. They’re gauged and checked 
throughout every step of their manufacture 
and given a stiff bending pounds test be- 
fore you get them for sale. The popular 
HY-FLEX Blade, shown above, meets to- 
day’s demand for a medium priced blade 
which is extremely flexible, yet has the guts 
for solid service. 





Here’s a Whale of a Blade of a special 
analysis molybdenum, high speed steel, that 
gives unusual cutting service. Can be 
used at the same cutting speeds as tungsten 
and deliver practically equal performance. 
If you want to promise outstanding results 
on stubborn cutting jobs, offer Whale 
Brand HY-FLEX and MO-HY Blades and 
you'll deliver it. 


+ Get to know - WHA 
action 
A ND “ACK S$ S 


BLADES. an : COPING 
BAY SRAMES, ATW 
HAND 


Jorsbere 


© MEG. CO., BRIDGEPORT, CONN., U.S.A. 
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nates slow and costly splicing, and re- 
quires a fraction of the time to make a 
U-bolt application. The “Safe-Line” 
completely encloses the sharp wire 
md, preventing scratching and cutting 
of hands and arms. The clamps are 
made of high tensile strength alloy steel 
and master-coined to fit rope sizes Ys 
to 54-in. No special tools are required 
to install them.—National Production 
., Detroit, Mich—Mi.. Suppuies, 
ember 1945. 


Fluorescent Lamp 
Low Brightness 


Announcement has been made of the 
availability of a new low brightness 40- 
watt 4500-white fluorescent lamp in the 
100-watt lamp size. It is designed to 
provide good quality illumination with- 
out need for same amount of accessory 
shielding as is required for standard 
fluorescent lamps. A starting stripe, 
running lengthwise along the tube of 
the lamp facilitates starting. The lamp 
is suitable for use under any condition 
of humidity normally encountered. The 
4500-white color, it is said, is one most 
useful in such applications as store, auto 
showroom, office and drafting room 
lighting. For most uses, longitudinal 
shielding only will be needed.—G. E. 
Lamp Dept., Cleveland, Ohio.—MIu 
SuppLies, December 1945. 


Testing Instrument 
Storage Batteries 


The “Chargicator” indicates electri- 
cally the equivalent gravity of any lead- 
acid storage battery, regardless of size 
or voltage. Places no load on the bat- 
tery at the time of reading. Designed 
to permit supersensitive measurements, 
whether permanently connected to the 
battery, or used as a portable tester. 
The probe type “Chargicator” gives in- 
stantaneous measurement of battery 
condition. It shows what charging rate 
to use, either for trickle charging or 
for an efficient, safe, high-rate charge. 
It indicates the percentage of charge 
and charging danger and warns in- 
stantly of destructive overcharging. 
Precision calibration on a four-color 
scale, easy to read dial, eliminates guess 
















BENDER 








“DIE-LESS” 



















3 








DUPLICATING 


is a widely used modern industrial production tech- 
nique of great versatility. It was made possible by 
the adaptability and ease of operation of DI-ACRO 
Shears, Brakes, Benders,—precision machines which 
make parts just as accurately as dies to a tolerance 
of .001” in all duplicated work. 

The merit of the DI-ACRO System of METAL 
DUPLICATING WITHOUT DIES plus our 
consistent advertising to industrial plants has created 
a constantly broadening market 
and a remarkable interest in ““DIE- 
LESS DUPLICATING”. Send 
for catalog and complete dealer 
information, 










Write for Catalog 


Pronounced 
**DIE-ACK-RO"' 














Customers need extra 


GRIPPING POWER? 
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Sell pao? Mac-ift alloy steel 
savare head set screws 
b are milled from the 
a “Ay solid bar with die-cut 
Sa Batelys threads. Heat-treated 
viele ay * z for maximum torsional 

’ aa - a strength and to 

iy | resist upsetting 

a of the points. 

os tA 














Mac-it Products Include: Socket Heod Cap 
Screws, Hollow Set Screws, Hexagon Heod 
Cap Screws, Squore Head Set Screws, 
Stripper Bolts, Hexegon Socket Pipe Plugs. 











STRONG, CARLISLE & HAMMOND CO. - Cleveland 13, 0. 
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AMERICAN 
5000" MARKER 


From front office to 
shipping room this 
ever popular Old 
Faithful Marker will 
do a superior job as 
an all-around marker 
for general use. 
Marks on rough or 
glazed surfaces. 


Bright, intense 
marks for 
rough surfaces 


BOXES 
BARRELS 
CASES 
CARTONS 
PACKAGES 
BAGS 


Marks easily— 
clearly on 
glazed surfaces 


GLASS 

TIN 

GRANITE WARE 

Any GLAZED 
SURFACE 


Send for the FREE Industrial Crayon 
Guide describing the full line of Amer- 
ican Marking and Checking Crayons 
made by Crayon Experts for every 
marking need of industry today. 


Dept. ML-4 





THEY HAVE WHAT 
IT TAKES IN POWER— 
SPEED— EFFICIENCY 


@ The key to the power and speed of ATLAS 
Car Movers is the "compound leverage." This 
is the principle of a forward 

push instead of an uplift be- 

ing exerted in the moving op- 

eration. In the circle directly 

below you see the section 

where the ‘compound 

leverage" is developed 

for greater power. 





t importance of car 
movers now with inutry busier than ever. 
Our sales plan gives full protection to dis- 
tributo et in touch with us NOW for com- 
plete details. Types for all needs. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
1533 North 6th Street, Milwaukee 12, Wis. 











(Formerty located at APPLETON, WIS.) 








| holder. 





UN Ll 
C G 


@ Eliminates competition. 
@ Alone in its field. 
@ Lowers production costs. 


Your clients need this vise. Do away with guess 
work on crass center drilling of round or hexo- 
gon stock. No moving parts, hence guaranteed 
accuracy. Interchangeable bushings give wide 
range of hole sizes. Vise is equipped with 4” 
Drill bushing. Being precision ground, can be 
used with any type of machine tool as work 
Has V Block with opposing jaw for 
vnobstructed work. Write for information. 


For complete specifications or other 


information, write or wire today. 
General Sales Offices 
415 Book Bldg., Detroit 26, Michigan 


THe Unive saat \ 


32 NATIONAL AVE 











QUALIT 


TPB 


Wah dai (olgelsmollold @ualctelers 
rolalomyVanlstaladolaMbiclaleloiae 
Regular Square Nuts. 
Ofelaitchactamcmelan 


3/16 to ' 


Securely and conveniently 
elela acte| 

fol me dolaba-tall-tabm@alelaleiiialee 
We manufacture acomplete 
line of Quality Bolts — 
Nuts —Screws~Rivets. 


CLARK ros Bout (0 





















work. All models are sealed within 
molded acidproof bakelite cases and 
are not affected by weather or tempera- 
ture—Hickok Electrical Instrument 
Co., Cleveland 8, Ohio—Mnu Sup- 
pLiEs, December 1945. 


Polishing Machine 


Variable Speed 





Infinitely variable speed buffing and 
polishing machine, the 1BVB is pow- 
ered by a 1 hp. motor and operated by 
toggle switch. Through the control 
conveniently located at front of machine 
it is possible to instantly obtain any 
spindle speed variation between 1500 
and 3000 rpm. The unit is illustrated 
on bench base and is equipped with 
flanged spindles, but to order can be 
furnished with taper spindles. The “B” 
dimension is 614-in., “C” 114-in., and 
diameter of spindle between flanges 
%4-in.—Standard Electrical Tool Co., 
Cincinnati 4, Ohio.—Mit Supputs, 
December 1945. 


Automatic Clutch 
Centrifugal Action 


To eliminate the sudden shock of start- 
ing machinery or moving equipment, an 
automatic clutch has been developed. 
It can be installed direct on the shaft 
of any engine or electric motor. Known 
as the “Salsbury” automatic clutch, the 
device, by centrifugal action, progres- 
sively applies the power to the driven 
machine. It engages and disengages 
without human control. In metal work- 
ing, machine tool, mill and factory 
fields, its use is suggested for hoists, 


¥ . 
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ATTACHMENTS 


-ah-speed, sensitive 

— ‘a fon drill —_. 
Ouictly mounted wit _ 
altering press- 7 ae at 
No. 0 to I" taps Q o 

CLAMPS available to assu 

absolute rigidity. 

For full details . 

ask for BULLETIN No. 














TAPPING 


KEYLESS DRILL CHUCKS 


Elimination of key apee ; 
up drilling, saves energy. 
makes chucks oaay tor 
women operators. 

tightening. 
ity precisio 
assures long, 


No. 0 to 
lable for 





5 sizes for ‘ 
drills. Also ‘ied 
portable drills. 

For full details 


- ante 
= ¢ 
cde 62. 
= = ‘a. 





centre 
automati 
sensitivel 
foot pedal. 
tor has to 
work and 
pedal. Un 
can main 
song up to 12, 
t our. 

Per for full details 
ask for BULLET 


TAP CHUCKS 







ask for BULLETIN No. 6 


FOOT - OPERATED | 
TAPPING MAGHINE | 


ir-trigger s¢ 
Has oer oken clutch, 


c reverse an 
y counterbalance 


dal. All the 








nsitive 


do is fee 
step on the | 
skilled operators | 
tain production 


IN No. 4 


ALWAYS A DEMAND FOR THESE 


DRILLING sno TAPPING 
PRODUCTION BOOSTERS 


| 


opera- | 
d the | 


No 0 to | taps 


For full d 


ask for BULLETIN No. 6 


Write for the Bulletins and 
details of the Dealer set-up 


ETTCO TOOL CO. 600 Johnson Ave., Brooklyn 6, N. Y. 































scene 


assuring 
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Fits any %4” electric drill, air 
drill or flexible shaft. 


Speedy! Accurate! 
Powerful! Saws and 
files metals, woods, 
plastics. Chucks in drill chuck 
or collet. Uses ordinary hack 
saw blades and standard 4” 
shank machine files. Easily 
used in difficult places. 


@ All rotating parts ball-bearing, 
running in oil. No gears. No 
cams. Always smooth-running. 

@ Square plunger with take-up for 
wear. All wearing parts heat 
treated. 

@ Saw chuck holds firmly, aligns saw 


perfectly. 
©@ Complete with extra 
saw blade and 1" $9500 
round machine fiis, 
(Sold only thru jobiers) 


Send for Catalog on Complete Line 
of WYCO Tools and Flexible Shaft 
Equipment 








844 W. HUBBARD ST. « 





MILL SUPPLIES * DECEMBER, 1945 


"Vs, Fast and Easy!" 





wYCco 
HY-SPEED 


No. 1—Absolutely 
true sawing as- 
sured by new 
Square Plunger, 
with takeup for 
wear. 


No. 2—Magnesi- 
um Body—Light 
weight. 


No. 3 — Bronze 
Connecting Rod 


No. 4—Bal! Bear- 
ing Wobbie Piate. 


No. 5S — Alloy- 
Steel Spindie — 
heat treated — 
with Ball Bear- 
ings. 














by 





WYZENBEER x STAFF, Inc. | 


CHICAGO 22, ILLINOIS 
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JACKSON 
io we 


A GOOD LINE TO SELL 


From one source of supply that has proved dependable over 
a period of sixty-eight years—you can fill the needs of your 
customers and meet their most exacting requirements. That is 
what the Jackson line means to distributors and why it is such 
a good one to sell. 


JACKSON MFG. CO., HARRISBURG, PENNA. 


Established 1876 





























SELLER! 


MORGAN =. 
Semi-steel YESES 


@ MORGAN is the vise that will give you good, steady paying busi- 
ness. Its past accomplishments serve to confirm what many manu- 
facturers already know—MORGAN VISES help to sustain produc- 
tion schedules without interruption and with economy. Basic 
features of construction, such as rigidity, strength, precision, and 
accuracy save valuable time and prevent material loss for plant 
managers. Get all particulars now—the time is right. 


MORGAN VISE CO. eo serrensow sr. CHICAGO 6, ILL. 
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winches, blowers, fans, compressors, 
lathes, shapers, planers, spray equip- 
ment, conveyor systems, tractors, etc. 
This mechanical clutch offers the ad- 
vantages of a fluid drive, but in addi- 
tion permits complete disengagement 
while idling and positive engagement 
when driving, with no possibility of slip- 
page.—Salsbury Motors, Inc., Los An- 
geles 11, Calif —Mu.u Supp.ies, Decem- 
ber 1945. 


Loading Platform 


Power Unit 





Raising finished goods from floor to 
loading platform, from shipping floor 
to motor truck, and lowering raw mate- 
rials from car to floor, are three hand- 
ling assignments which the “Leveler” 
can do in a fast, safe and economical 
manner. Many other tasks may be un- 
dertaken by this device which eliminates 
slow and dangerous hand loading. It 
can:be installed inside or outside, on an 
upper floor or over a basement. Shipped 
knocked down the average installation 
takes a few hours. Basic safety feature 
of the “Leveler” is the hoisting and con- 
trol mechanism. The fully enclosed 
power unit and motor are positive under 
all operating conditions. A free wheel 
brake controls the lowering of the plat- 
form at a steady predetermined speed. 
A centrifugal governor is present as an 
emergency safety brake. — Service 
Caster & Truck Div., Albion, Mich.— 
Mitt Suppties, December 1945. 


Screw Pump 
Improved Design 


New developments in the balanced 
quadruplicate screw pump are demon- 
strated by the new external bearing 
pump designed with bracket type anti- 
friction thrust and line bearings. Sep- 
arate pedestals with the three-point 
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SOON! A PLENTIFUL SUPPLY OF 


xceLire) 


TOOLS TO MEET YOUR REQUIREMENTS 


With government restrictions lifted and certain raw 
materials becoming more available, Xcelite Tools are 
being produced at a faster and faster rate. Before 
long, your orders will be filled with pre-war speed 
and efficiency. 
May we apologize for past delays and frequent 
lack of promptness in answering correspondence. 


alignment problem and spacing wash- 
ers are eliminated, providing free ex- 
pansion of shafts for wide changes in 
temperatures. Precision pre-loaded 
anti-friction bearings permit close run- 
ning clearance between the body bores 
and the screws. This construction can 
be provided on all existing pumps with- 
out disturbing present pipe connections 
or location of the motor. Designed for 
pumping Various viscous liquids such as 
fuel oil, tar, rayon dope, molasses, etc., 
it is also used in handling thin liquids 


such as water, elechel and commercial The future looks encouraging—and you can look 
edd a hte wads aires for new originality, new sales appeal, in the Xce- 
Pump Co Div. of H K Mester Co Lite Tools of tomorrow—many unusual designs 
Eas, . OF M. B be ; Ae oie 
Pittsburgh 22, Pa.—Mu. Surrutes, De- NEW CATALOG masetin the way! — een 
comsher 1945 JUST OFF THE Your cooperation “for the Duration” has been 
; J PRESS. WRITE’ ij truly appreciated. Now let’s go! 
DEPT. F. 

Electric Truck PARK METALWARE CO., INC. 

| ORCHARD PARK NEW YORK 














Easily Controlled 


The “Worksaver” electric truck, with 
power for lifting and power for travel, 
ae, relieves its operator of all physical 
war strain. Easily controlled, the operator 
can pick up loads up to 3 tons by using 


or to 
floor 








yeler” c 
peer finger-tip pressure on dual cam con- | 
i: om: trols located immediately beneath the 
nae hand bar grip. These controls are de- 
g. It signed so that when pressure is_re- | 
a oes leased, they return to neutral. Two | 
inped forward and two reverse speeds are | 
cla provided. _The elevating unit on the 
sonetoa truck consists of a high-torque electric | 
“pen motor which operates a high-pressure | 
Deon hydraulic gear pump, which in turn 
wiadioe activates a ram. Lifting and lowering 
aieal is controlled by a. convenient switch 
, plat- placed on the front of the battery com- | 
speed. partment. When a load is deposited, | 
ao ae a special type of hydraulic release check | 
ervice quienes Gn Senin, Hine got | Countless applications in a multitude of 
“Td load, floor and operator. The “Work- | sedasialiahs Gcies dnienl Slsias wilder end 
silent chain efficiency. They demonstrate 
to lt | that the Morse principle of teeth, not 
| tension, means maximum, uniform power 
| transmission at low cost. Talk over your 
power transmission needs with your 
Morse engineer. ean 
& ATMOSPHERIC CONDITIONS 
anced | 
emon- PROCKETS CHAINS FLEXIBLE COUPLINGS 
paring l neon seg 
. B MORSE ® leo C 
Sep- ond gilen 
“point MORSE CHAIN COMPANY « ITHACA, N.Y. © DETROIT 8 MICH. » A BORG-WARNER INDUSTRY 
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THE BELT HOOKS 


Saletyn WITH THE 










There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold 
each hook in perfect alignment 
(both before and after applica- 
tion) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the 
all purpose belt-lacing too. It 
can be applied in factories and 
shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave., Chicago 30, U. S. A. 





Perfect Alignment not only 
before but after application. 














YOUR SERVICE IS DOUBLY 
IMPORTANT NOW 





AY 
an 


CAR MOVERS 


% Our Distributors can render a great service 
to their customers by supplying BADGER Car 
Movers. They save valuable time in keeping 
freight cars on the move—speeding rail ship- 
ments. BADGERS are easy to handle, safe to 
operate, and require practically no mainte- 
nance. The shipping job is still a big one and 
supplying BADGER Car Movers is a profitable 
opportunity for Distributors. 


ADVANCE CAR MQVER COMPANY 


APPLETON+ WISCONSIN 
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CAP SCREWS e MILLED STUDS 
SET SCREWS » COUPLING BOLTS 
SCREW MACHINE PRODUCTS 


vwvvvvvvvvvvVvvy 
Known and 


Accepted 
for 


HIGH 
QUALITY 


Recognition and acceptance of Ottemiller 
products for QUALITY and the complete- 





ness of this line have attracted leading 
distributors everywhere to Ottemiller. The 
fact that Ottemiller products have been 
standardized on for important assemblies 
in many plants means a highly attractive 
repeat business for the distributors who 
have built up these accounts. 


WM. H. OFtomil lor co, 


YORK, PENNA. 















DRILLING 
MILLING 
GRINDING 
FILING 
FITTING 
MARKING 
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| Solve Difficult Angle Jobs 


% For Tool Room — Production Line — Bench. 
% Speed up work—End Makeshift Methods. 
% Quick Accurate Setups at any angle. 

%& Sturdy Longlife Construction. 

% All parts Accurately Machined. 

% Jaws Hardened Steel—Plain or Grooved. 
% Made in Sizes |'/2" to 8" Jaws. 

We make HEAVY SUPPLY 


ANGLE VISES— PRODUCTION 
VISES — GRINDING VISES — 








PELLER SERVICING EQUIP- 
MENT, ETC. 


Write for Circular 348 
CHICAGO TOOL & ENGINEERING CO. 
8392 South Chicago Ave., Chicago 17. il. 


Manufacturers of 
PALMGREN PRODUCTS 
for over 25 years 
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Profit trom 
the Complete 


CLOVER 


ABRASIVES LINE 





Announcing CLOVER Grinding 
Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 


When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Hu iite 


LAPPING 
COMPOUND 
WHEELS 


COATED ABRASIVES 
AND GRINDING 
GRINDING 





QUALITY ABRASIVES AND PERFORMANCE 


SINCE 1903 
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saver” is available in two types, plat- 
form and pallet. The former is de- 
signed to handle single unit loads; the 
latter to handle single or multi-unit 
loads which are palletized, up to 4,000- 
lbs. 


Platforms are available in seven | 


different lengths, ranging from 36-in. | 


to 72-in., in 6-in. steps. 
Mfg. Co., Philadelphia, 
Suppuies. December 1945. 


Pa—Miu1 


Lead Hammer 
Many Uses 





Made of tellurium lead with an anti- 
monial content which minimizes wear. 
this new hammer practically eliminates 
danger from flying chips and splinters 
as the head actually toughens with use. 
It will not blemish contacting metal sur- 
faces. Shaft is double steel rod, cad- 
mium plated. Welded cross members on 
both ends absorb shock and impact. 


Yale & Towne | 


Handle is of durable plastic, serrated | 
| for pure grip. Hammer is designed for | 


Nu Prod- 
Mitt Sup- 


use with one or two hands.- 
ucts Co., Newark 2, N. J. 
pLies, December 1945. 


Circuit Breaker 


Steel Enclosures 





The ML2 


frame circuit 


100 ampere 
breaker ratings are 15 to 100 amperes. 


600 volts AC. 50 to 100 amperes 250 
volt AC-DC, 2 and 3 pole. Dust re- 
sisting sheet steel enclosures with front 
operated handle are available for 3 
and 4 wire solid neutral applications in 
addition to 2 and 3 pole devices. 
Weatherproof, dust-tight and explosion 
resisting enclosures are also available 
for Class 1 Group D and Class 11 Group 
G hazardous location applications. This 
breaker is also furnished for panel- 
boards.—Square D Co., Detroit 11, 
Mich.—Mau. Supp.ies, December 1945. 
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... @ folder filled 
with facts about 
pressure gauges 


© Everyone who handles pressure 
gauges will find this folder prof- 
itable reading. It contains a series 
of Marsh advertisements cover- 
ing the factors that have made 
Marsh Gauges “The Standard of 
Accuracy.” 


The facts presented in this 
folder will convince you that 
Marsh Gauges are the most ac- 
ceptable gauges you can handle 
... will show you how forcibly 
“the story that only Marsh can 
tell” is being driven home to your 
customers, 


JAS. P. MARSH CORP. 
2079 Southport Avenue, Chicago 14, Illinois 
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By momentarily storing the 
force of a blow and “slowing 
the punch,” the coiled and com- 
pressed rawhide in C/R Ham- 
mers and Mallets (1st) takes the 
shattering crash out of powerful 
blows ... prevents breaking, 
disfiguring or marring of prod- 
ucts, machines and fine finishes. 
(2nd) eliminates recoil—ends 
the fatiguing bounce common to 
most mallets. 

With a C/R Hammer you can 
use a lighter tool, still strike 
harder and more effectively; can 
accomplish more with less fa- 
tigue; because striking force is 
mono-directional with more 
carry through. 





WRITE FOR 
CATALOG SHEETS 
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Now, regardless of volumes required or 
fluctuating pressures, the new Bird-White 
Pur-O-fiers completely and effectively re- 
move all moisture, oil, dirt and other 
foreign matter from compressed air or 
gas lines—preventing costly corrosion 
and gumming in compressed air-operated 
machinery and instruments. 

Operating on the principle of centrif- 
ugal action, a high speed Turbo-rotor 









Here’s Money - Saving Protection For Your Compressed 
Air Operated Machinery and Instruments 


forces the tiny particles of foreign matter 
outw where they are trapped and 
drained off. 

Single units can accommodate up to 
100 cubic feet. Above this range multiple 
units are recommended. 

New applications for Bird-White 
Pur-O-fiers are being developed every day. 
Write for Bulletin No. 10 giving com- 
plete information. 


BIRD-WHITE COMPANY 


Dept. M.S., 3120 West Lake Street 


Chicago 12, Illinois 
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Stock the GLOBE line of TEXTILE Belts 
. and come up with the right belt for 
You'll find that 
the Globe line sells easily and gives 
the kind of service that builds repeat 
orders! Write for catalogs. 


the job every time! 


We can supply 


SOLID WOVEN COTTON BELTING 
ENDLESS WOVEN BELTS 
WEBBINGS 
KANRY-TEX BELTING 
WATER PROOF TREATED BELTING 
BELTING SPECIALTIES 


Globe ELT 


BELTING 
CO., INC. 
1405 Clinton St., Buffalo, N. Y. 











MILL SUPPLIES * 


DECEMBER, 1945 





Gize 


Equip with GRAND SPEED and see the dif- 
ference! New speed, ease of operation and 
dependability that help lower selling prices. 


EXTRA-DEEP-THROAT # 





GRAND SPECIALTIES CO. 


3104 W. Grand Avenue, Chicago 22, itt. 
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BRUSHES —A_ bulletin “Know Your 
Brushes”. published for the benefit of 
the brush dealers. distributors and con- 
sumers. sets forth conditions as they 
exist today and prospects for the future. 
Some of the points covered include the 
lifting of restrictions, the outlook for 
the sale of brushes. purchasing policy 
recommended, etc. The information con- 
tained in the folder should be of great 
value to industrial distributors who are 
interested in selling brushes.—Solo-Hor- 
ton Brush Co., Inc., New York 11, N.Y. 


GRINDING WHEELS—The result 
of scientific research and actual tests 
in industrial concerns. the V5 and V6 
wheels are produced in many structures. 
A new booklet gives complete informa- 
tion on the development of the new 
bonds, as well as specifications for each 
type of tool room grinding and surface 
grinding jobs.—Macklin Co., Jackson, 


Mich. 


MACHINE TOOLS—The Delta line 
of production machine tools is covered 
in catalog number 14. Graphic illus- 
trations, line drawings, and _ specifica- 
tions add interest and value to the book- 
let. A convenient index makes for easy 
reference.—Delta Manufacturing Co., 
Milwaukee 1, Wis. 


GAGES—A new bulletin deals with 
the AA line of gages. Regardless of 
class, all are precision-lapped for 
smoother finish, greater wear-resistance. 
Application pictures and drawings add 
interest to the folder-——AA Gage Co., 
Detroit 20, Mich. 


HACK SAWS —Information on se- 
lection, care and use of hand and power 
hack saw blades is offered in pocket- 
size booklet, “Metal Cutting”. The 30- 
page illustrated handbook is a revision, 
brought up to date. of a previous book- 
































For 65 years, Porter Cutters have been almost 
self-selling. Performance has persisted in adding 
luster to the name. Today, a given Porter Cutter 
is recognized as the preferred tool for the pur- 
pose for which it was engineered. 


H. K. PORTER, INC., EVERETT 49, MASS. 


PORTER 2c CUTTERS, 
THERE 1s coop Business IN CANVAS 


Paulsen - Webber of- 
fers a line of standard 
and specially fabri- 
cated canvas _ prod- 
ucts on which the 
industrial supply 
house can do a big 
business. All items 
certified by attached 
label to be as repre- 
sented. Every busi- 
ness needs canvas 
goods. Get in on this big market. Write 
today for prices and discounts. 


CANVAS COVERS FOR 


Machinery, Trucks, Outdoor Storage 
Tarpaulins 


CANVAS PRODUCTS FOR ALL INDUSTRIAL 
AND AGRICULTURAL USES 


DISTRIBUTORS CONVENIENTLY LOCATED 








Thes 
Additig P@talty py 
Fitting 0 Other Stones 


P| PAULSEN-WEBBER CORDAGE CORP. 


OE 170 John Street, New York 7, N. Y. 












Branch Offices and Warehouses: Boston, Baltimore 
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BEALL 


genuine KANT-LINK 


SPRING WASHERS 


KEEP BOLTED ASSEMBLIES permanerstly TIGHT 


BEALL Spring Washers compensate for wear, bolt- 
stretch, corrosion and break-down of finish. They 
meet rigid Army, Navy and Air Corps specifications. 
Available in Carbon Steel, Stainless Steel, Phosphor 
Bronze, Everdur and Monel Metal. Finished in Cad- 
mium Plate, Galvanized, Silver and Parkerized. 
IMMEDIATE SHIPMENT of all standard sizes. 





WIRE US your requirements 


BEALL jgele)i co. (Div. Hubbard & Company) 
EAST ALTON, ILLINOIS 











(erry READ THIS 
pytioes| IF YOU SELL 
LWiit tice WRENCHES 
We call attention to this Wrench, 

acknowledged to be SUPERIOR AS 


A RATCHET TO ANY OTHER 
TYPE OF ITS STYLE. | 




















1916 LOWELL 


Very quick in the reversing action, it takes only one-half 
of a complete turn of the knurl at the end of the handle to 
reverse the action. 


The only Reversible Ratchet Wrench on the market that 
has the reversing mechanism at the end of the handle or 
lever, with the crushing action on the pawls, the strongest 
possible construction. 


A time saver for reaching places not convenient for the 
hand, the wrench, as well as the reversing of the action of 
same, can be worked at the end of the lever without being 
removed, thus the hand is in no danger of coming in contact 
with cutters or parts of the machine on which the tool may 
be used. 


LOWELL WRENCH CO. The Old Reliable WORCESTER, MASS. 
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Easy N the word.. 
q | nh 


Easy is isp he word WHALE comes 
to selling a ‘Budgiy’ @iamh Block 
to a sop owne§) Marassed by 
manualjoad-han@lif® problems. 
Tell hita how ea@py@it is for a 
man tomick up a¥Bigdgit’? Chain 
it apyaehere there 
















amis about 
eksf — why 
they liff}so casity “Ww lat lifting 
s they hag, their lifting 
5, their eight and size, 
Sat ty features they pos- 
all apout their me- 
advant#ges and struc- 
rioritigs. 
Whenifyou give him these 
facts, sure #4 mention that 






















‘Budgit&{ Chafn Blocks are 
equipped with @ roller-type load 
chain tha} willgnot stretch, stif- 






fen, or tand;\ythat it may be 
lengthend@ or shortened without 
special to&ls. Flell him that a 
hardened ‘yt t@#l chain stripper 
and guider the load chain 
insure positive and proper en- 
gagement of the lifting wheel 
and chain under all operating 
conditions. Tell him, too, that 
the hooks are safety type and 
will not fracture under extreme 
loads; that the load hook is sup- 
ported on a ball-bearing thrust 
and is free to swing and turn. 

He'll be quick to see that a 
‘Budgit’ Chain Block will solve 
his manual load-handling 
problems. 


If you need more copies of Bul- 
letin No. 357, write for them. 


myBUDGIT’ 


Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 


Builders of "Shaw-Box' Cranes, “Budgit’ and 


‘Load Lifter’ Hoists and other lifting specialties 
Makers of Ashcroft Gauges, Hancock Valves. 


Consolidated Safety and Relief Valves and 


‘American’ industrial instruments, 
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1 
CUT-AWAY t 
SHOWS THE 
WORM DRIVE a 





WORM DRIVE 


HOSE 
CLAMPS 






Eacy to 
SNAP ON “Ke hose 


Simply turn the screw to back the end 
of the spring steel band out of the hous- 
ing, then snap the band over the hose, 
press the end back into the housing and 
engage the screw to tighten. It’s quick, 
simple, positive, and there are no loose 
parts to fumble with or drop. 


FREE SAMPLE for you 00 try/ 
This is only one of the many distinctive 
AERO-SEAL features. Learn how good 
these new clamps are by trying one 
yourself! Use the coupon below and 
send for your free sample clamp today! 


per wee ew ee ee ae ol 
Fy AIRCRAFT STANDARD PARTS CO. 

1777 19h AVE., ROCKFORD, ILL. 

Please send me one sample ''AERO-SEAL" 


Hose Clamp. Size preferred 
NAME 
COMPANY____ 


ADDRESS__._____ 


CITY. STATE 








let. Written for experienced and inex- 
perienced machinists, “Metal Cutting” 
contains up-to-date specification tables 
and price lists.—Victor Saw Works, Ine., 


Middletown, N.Y. 


GRINDING WHEEL DRESSERS 
—Catalog number 45 covers the line of 
Desmond grinding wheel dressers and 
cutters. From the various types and 
sizes illustrated and described, it is pos- 
sible for the reader to select the proper 
type and size dressers for use on all 
grinding wheels. —- Desmond-Stephan 
Vig. Co., Urbana, Ohio. 


VALVES-——Describing the latest devel- 
opments in lever-operated gate valves 
a 16-page bulletin shows industrial and 
process line applications for which these 
valves are particularly advantageous. 
Three standard types are described and 
listed. Illustrations include screwed and 
flanged types, straight lever and rack- 
and-pinion operation. Everlasting 
Valve Co., Jersey City 5, N. J. 


CASTERS—An attractive new folde: 
describes the Faultless “1300 Series” 
caster for general industrial purposes. 
This series is especially designed to 
move the heavier loads while protecting 
floors, saving man hours, and cutting 
production costs. Copies of the descrip- 
tive folder are available for insertion in 
salesmen’s catalogs.—Faultless Caste: 
Corp., Evansville 7, Ind. 


CHUCKS—A\ complete catalog of 
chucking equipment, No. 58 covers the 
Skinner line of hand and power oper- 
ated chucks and machine vises. The 
booklet is divided into sections, and 
each section contains all chucks with a 
similar operating principle. A con- 
venient index makes the booklet a handy 
reference manual.—Skinner Chuck Co.. 
Vew Britain, Conn. 


BALLASTS Bulletin 611-01 describes 
the “Amertran” ballasts for fluorescent 
lighting and germicidal lamps. Included 
is a price list showing the various types, 
sizes and ratings. Also listed are power 
factors, circuit voltages, shipping in- 
formation, etc.—American Transformer 


Co., Newark, N. J. 


BEARINGS—-A 270-page technical 
book entitled, “Ball and Roller Bearing 
Engineerit 5”, serves as a fundamental 
text on ali phases of bearing applica- 
tions to industry. The book contains 
some 900 drawings and tables, begins 
with a technical description of common 
bearing types. Other chapters deal with 
studies in the carrying capacity of ball 





— Duick! 


8060888 





The bench top is of heavily ribbed 
cast-iron, carefully machined true and 
square on sides and top. It will not 
burn, shrink, warp or splinter. 


Working surface can be kept level at 
all times by leveling screws on two 
full-length braces. 


The arc-welded steel channel legs are 
strong and solidly braced to provide 
a firm foundation. 


Bottom braces df isgs are placed so 
that benches can be moved by stand- 
ard lift truck. 


Steel tool box shelf is supported clear 
of bench giving free and handy access 
to tool-box without interfering with 
the work on bench. 


Steel drawer with lock. Guard rail at 
back. Top 28 inches wide, 2 inches 
deep, and 4, 5, 6, or 7 feet long. 





NEW CATALOG 


Write for your copy. Com- 
plete line of Challenge 
Precision Equipment il- 
lustrated and described. 





|* * BUY MORE WAR BONDS « * 


THE CHALLENGE MACHINERY CO 


HAVEN MICHIGAN 


GRAND 
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A complete line from a single | 


source... easier to sell... greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 


that add up to more profit for 
you. Medart’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
1946 Medart market for you! 







V- sheaves 


No. 46-G 
Gears and 
Sprockets 






All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering conipu- 
tations. ..excellent for your refer- 
ence files. Write for yours today! 





| dismounting, lubrication and mainte- 


| RADIUS DRESSERS —A 6-page cate- 


and roller bearings, bearing selection, 
design of applications, mounting and 


nance and bearing failures —SKF In- 
dustries, Inc., Philadelphia 34, Pa. 


WELDERS —A colorful folder describes 
the “Metal Zipper” arc welders. The 
special features of the units are high- 
lighted with pictures and clear, concise 
text.—Mid-States Equipment Corp., 
Chicago 16, Ill. 


log describes three models of radius 
dressers, including model 150 that 
makes practical dressing the tangent to 
a radius and the radius too with one set 
up.—U. S. Tool & Mfg. Co., Dearborn, 
Mich. 


VACUUM CLEANERS—The line of 
“Exidust” portable vacuum cleaners is 
described in a 10-page bulletin. Suited 
to the needs of almost every type of in- 
dustrial plant and institution, explana- 
tory photographs show the “Exidust” 
cleaning floors, walls, crevices, ma- 
chine parts and other structures.—Al- 
len Billmyre Co. Mamaroneck, N. J. 


COUNTING DEVICES — New ease 
and convenience in the selection of 
counting devices is afforded by an 8- 
page catalog. The booklet lists stroke 
and revolution counters, electric count- 
ers, coil winding counters and prede- 
termined electric counters with applica- 
tion information, illustrations and prices 
all grouped for easy comparison and se- 
lection.—Production Instrument Co., 
Chicago 6, Ill. 
} 
TUBE COUPLINGS — “Tube Coup- 

lings for Industrial Use” is a complete 
price list and catalog of the Parker line 
of precision made tube couplings. The 
couplings are manufactured in a wide 
variety of types, sizes and shapes. They 
provide a line of couplings that can be 
easily installed and which will meet all 
requirements in laying out a good tub- | 
ing system.—Parker Appliance Co., | 
Cleveland 12, Ohio. | 


MACHINES—An interesting booklet, 
“Machines, Prices, Jobs”, explains that 
the industrial history of this country is 
to a large extent, the application of 
manufacturers of machines to cut costs, 
and consequently prices, to where peo- 
ple can buy their products. The book- 
let cites specific examples of how mod- 
ern tools contribute to high level em- 
ployment.—National Machine Tool 





WHITNEY 


MILLING CUTTERS 
for Uniform Seating of 
Whitney Woodruff-type Keys 


















No need for skilled 
labor...or for filing 
and fitting... when 
Whitney Milling 
Cutters are used for seating 
Whitney Keys. Cutters are 
madein all sizes to correspond 
with the keys which can’t 
roll over. Complete informa- 
tion in Catalog V-111. Write. 





The Whitney Chain & Mfg. Co. 


HARTFORD 2, CONNECTICUT 




















Builders’ Assoc., Cleveland, Ohio. 
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HELP 


YOUR CUSTOMERS 


SAVE HOURS 


Onilling Concrete 


Thousands of men throughout in- 
dustry and the trades stop, look and 
buy this amazing new drill. Saves 
hours of tedious, costly hand ‘‘chisel- 
ing” of holes. Electricians, plumbers, 
plant maintenance workers, sign 
hangers, telephone men and many 
others whose work require drilling 
through concrete, tile, brick, slate, 
welcome this time-saving, back- 
saving drill. 





For fast turnover, quick profits, put 
Carboloy Masonry Drills in your 
line today. 


Stocked in sizes %" through 1%’. 
Write for resale details. Open line. 


CARBOLOY COMPANY INC. 


11131 E. 8 MILE STREET 
DETROIT 32, MICHIGAN 


~CARBOLOY 


MASONRY DRILL POINTS 
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Ready- Selling Profit Makers 
Yo 
TO ele): 


GALVANIZED STEEL CANS 







NO. 3 102 ENGINE ROOM ASH CAN 
Heavy Duty, Extra Heavy Weight. 
18 gauge. Re-inforced at top with 
heavy wire hoop and band iron. Stiff 
heavy iron handles. Raised bottom, 
double-seamed-on, re-inforced with 
heavy band iron. 


NO. F018 OILY WASTE CAN 

Underwriters Laboratories and Assoc. Factory 

Mutual Fire insurance Companies Approved 

- Re-inforced sure-closing cover. 

. Can-hugging opening mechanism. 
Hand and foot operated. 

. Strong sure-grip handles. 

. Full-length apron amply ventilated 

. Firm foundation—no tipping. 


SELL IRON HORSE 
“Strong as the Name Implies” 


WRITE FOR ILLUSTRATED CATALOG 


ROCHESTER CAN COMPAN 





“how we 


NO. SW 142 GARBAGE AND ASH CAN 
Heavy duty, heavy weight. 23 gauge. 
Re-inforeed at top and bottom with 
heavy band iron. Heavy drop handles. 
Raised bottom double-seamed-on. 





84 GREENLEAF STREET 
ROCHESTER 9, NEW YORK 








FORGED HAND TOOLS 


DASCO Tools are made of the finest steel obtainable. 
Electrically tempered — and Diamond Point Tested 
for hardness. DASCO Tools are beautifully fin- 











ished and numbered separately for easy reference 
in re-ordering. DASCO supplies a complete line in a 
wide variety of dealer displays — these sales making 


displays are furnished without charge. DASCO 
Tools are sold only through recognized wholesale- 
dealer distribution channels at fair prices and a 
profitable mark-up. Send for Literature. 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 
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BUFFALO 
CASTERS 


Series C Ball Bear- 
ing Swivel caster, 
double ball race, 
pos -binding 


pressure 
bricating fitt in 
wheels as 
hangers. Lares 
balls in naper race 
take load as well 
as side thrust. One 
of many 

casters. Write for 
catalog. 





@ Industrial users of casters are 
impressed with the facts you can 
give 


them on Buffalo casters. 


Some of the products we make 
for you to sell: 

Ball bearing swivel casters 

Ball bearing stem casters 

Thread Guard casters 

Double wheel casters 

Rubber wheel casters 


BUFFALO CASTER 
& WHEEL CORP. 
187 Breckenridge, Buffalo, N. Y. 











* 









BUTTON 
TYPE 


AMERICAN 
AIR GUNS 


Always 
a Selling Market 


There's a few outstanding features which give 
you good selling points,on this AMERICAN 
Air Gun—one is the cast-on hook which 
enables the user to hang the gun up out of 
the way when not in use — others are rugged 
design and strong construction from heavy 
duty bronze. There's a ready and steady 
market in factories, foundries, garages, etc. 
Let us send catalog on our complete Air 
Gun line also on Ejectors and Boiler Fittings. 


AMERICAN 
INJECTOR COMPANY 


1481- 1491 Re. Ae Ave. 








Detroit 16, Michigan 
* 























BACK 
AGAIN! 


BRASS 
TORCHES 





Model 32A 


for the first time 
since 1942, five of the most 


Now... 


popular C & L torch models 
are available in brass. No. 32A 
(shown above), No. 325, No. 
144A, No. 252 and No. 238 
are in production. These are 
experience proven tools, de- 
signed and built for long, 
dependable service. Write for 


prices and delivery informa- 


tion. 














| INDEX TO ADVERTISERS 
| 
| 





Page 
Clover Manufacturing Co. 29 
Coffing Hoist Co... : Vere «4 WO 
Ce I WONiy 5 vvnecs sec tecccveces 260 
Colimer Bros. ‘ OER: 
| Columbian Rope Company 73 
Columbian Vise & Mfg. Co. 237 
| Columbus-McKinnon Chain Corp. 235 
| Conco Engineering Works 255 
Cooper Alloy Foundry Co., The 215 
| Corbin Screw Corporation ee 160 
| Corning Glass Works 217 
Damascus Steel Products Corp. Neoss Oe 
Darnell Corp., Ltd..... . sy aas Oe 
Dart Mfg. Co., E. M.......... .. 200 
Dayton Rubber Menulecturing Company, 
The 155 
Delta Manufacturing Co., The 132-133 
Deming Company, The. ; addasccete 
Desmond-Stephan Mfg. Co., The 210 
Detroit Stamping Co....... . 192 
Dick Company, Inc., R. & J. cr 
Disston & Sons, Inc., Henry... onde 
Dixon Crucible Company, Jos. —e 
Dodge Manufacturing Corporation 4 
Du Pont de Nemours & Co., Inc., E. |.... 13 
Duro Metal Products Co.................. 167 
Edward Valve & Mfg. Co., Inc., The 125 
Electric Sprayit Co. — 
Ey IS, 5 i055 sausevcwasens 245 
Fairbanks Company, The 50 
Ferry Cap & Set Screw Co., The 38 
Fiske Bros, Refining Co., Lubriplate Div... 223 
Flexible Steel Lacing Co.. : ee 
Ford Chain agg —. of Aenatase Chain 
| & Cable Co., The 134 
| Ford Mfg. Co., ooh M. A. Oe 
| Forsberg Mfg. Co. vie 
Gates Rubber Company, The 68 


Gilmer Company, L. H,. Division of United 
States Rubber Company 


Globe Woven Belting Co., Inc. fda os 
Goodyear Tire & Rubber Co 26-27 
| Globe Woven Belting Co., Inc. ant 
| Goodyear Tire & Rubber Co .26-27 
| Gorham Tool Company até ae 
| Goulds Pumps, Inc 195 
Graham & Co., Inc., John H. 204 
Grand Specialties Co. 250 
Graton & Knight Co. 54 
Gray-Mills Co. wees 154 
Greanfield Tap & Die Corp. a 
Greene, Tweed & Company . 
Griffin Company, G. W. 204 
|  Harnischfeger Corporation ao 
| Harper Co., The H. M. 142 
| Harrington Company, The Gs igo. 
| Harris Company, Arthur ase 


Hazard Wire Rope Div. of American 


Chain & Cable Co., Inc. Back Cover 

| Hein-Werner Motor Parts Corp. P 170 

Heller Brothers Company a 217 

| Heliocord Gage Div. of American Chain 

| Be ks tno cs yrh race vedes 183 
Hewitt Rubber Corp. > 123 
Hobbs Manufacturing Co... coeckae ae 
Hodgman Rubber Co. Ss Sveaaee 
Holo-Krome Screw Corp., The 2 

| Hutton Wheel Corporation 242 
Ideal Commutator Dresser Co. , 203 
Imperial Brass Mfg. Co., The............ 39 
Indianapolis Brush & Broom Mfg. “o. 237 
Industrial Tape Corporation.... oy 
International Chain & Mfg. Co. 172 





MILL SUPPLIES * 


DECEMBER, 1945 




















APRONS for all 
INDUSTRIAL USES 











Hodgman aprons are designed for 
specific uses and occupations to 


_stand up under the most severe 


fabrics, 
coated in our own plant, meet 


service conditions. All 


the most rigid government specifi- 
cations. Hodgman aprons remain 
soft under extreme temperature 
changes; they don’t stick, crack, 
shrink or peel. Available in many 
styles and coatings depending on 


the service required. 






Send : ; of Aprons & 
for new Industrial 
catalogue Clothing 


HODGMAN RUBBER CO. 


Dept. C-8, Framingham, Mass. 





New York (6 Chicago 2 San Francisco 5 
26! Fifth Ave. 173 W. Madison 121 Second St. 
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LYNN ‘‘Puts Lathes Back on Their Feet”’ 


HERE IS ONE PHASE OF RECONVERSION THAT 
_— BE ACCOMPLISHED EASILY AND QUICKLY 
. « AT LOW COST TO YOUR CUSTOMERS 


SELL them [LYNN  7i0 “oie 


Heavy Duty, Self-Indexing 
PRECISION BED TURRETS 
To Replace Their Worn Or Inaccurate 
Turrets And To Convert Engine 


Lathes For Speedy, Accurate Turret 
Work. 


BIG PROFITS FOR YOU 














DOUBLE LOCKING TOOL POST TURRETS 


Will cut down set-up time and Increase 
Production! 
Meet the present day demand for an accurate post 
that will take the heaviest possible cuts without the 
turret raising off the base of the post. 


PROMPT DELIVERIES 


Wire. Write or Phone For Complete Details 


NEW YORK—6 Murray St., Cortlandt 7-6164 


DETROIT—Box 463, N.W. Station CHICAGO—I85 N. Wabash MILWAUKEE—i224 A Clybourn 
Tyler 5-54 Room {itt, Dearborn 2581 Broadway 3439 


LYNN MFG. CO. + 222Elroy St., Minneapolis 8 , Minn. 

















Look At This Amazing Record 
of Acceptance on PlasTex Belting 
in TT AY hight Months 





Already in use giving remarkable performances in over 
e 400 leading food processing plants from coast to coast. 


2 Hundreds of inquiries have and are being turned over 
to our distributors for follow-up. More coming in. 


Show the PlasTex features that are years ahead and you 
can't help making sales—and good will. 


e 
Stert Getting Your Share of the PlasTex Business—Write Dept. B 


BUFFALO WEAVING & BELTING COMPANY 


A 


Yew 
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— WHITNEY — 








LEVER PUNCHES 











¢ CAPACITY « 
e STRENGTH ¢ RANGE ° 


They save plenty of time for busy 
workmen. . . . cover a wide range of 
applications . . . give a neat good 
looking finished job. Cap. of port- 
able punch shown is 5/16"' hole thru 
\4'' iron—23" long—weighs 14 Ibs.— 
depth of throat | 11/16"—stock size 
of punch 3/32" to '" by 1/64". 
Complete tool—! punch, | die of 
specified size, | die adjusting key. 
Send for our bulletins—they describe 
the complete line. 


W. A. WHITNEY MFG. CO. 
ROCKFORD ILLINOIS 








INCREASE YOUR 
PROFITS 








Make repeat sales — profit from the fast 
turnover of both Tasgon and Lubri- 
Tasgon. Demand for them is growing 
steadily, because of their unique principle 
of colloidal penetration. 


JAscoyl 


the fastest, most effective 
rust solvent on the market 
— loosens rusty joints and 
bolts — cleans tools and 
machine parts — clears out 
gummed up oils and paint. 





penetrates and lubricates— 
carries a lasting, efhcient 
lubricant to every spot that 





needs it. Dissolves cust, 
aon. grit and gummy 
oils. 


WRITE TODAY for information about 
prices, discounts, and display materials. 








Samuel Cabot, Inc. — 


Manufacturing Chemists 
1551 Oliver Bidg., Boston 9, Mass. 
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KEY-TITE INDUSTRY 


will make every call é e BUYS THESE 
more profitable  /(o4n3 | HARRIS 


for you! ) 4 _A PRODUCTS 


© TANKS « COILS ¢ BENDS « 
EXPANSION JOINTS © KETTLES ¢ 


, ee DIPPERS + EVAPORATORS » 
compound. Key-Tite provides a permanent leak-proof pipe joint HEATERS * COOLERS 


seal on all lines carrying water, gas, compressed air, low pressure CHEMICAL APPARATUS 
steam, etc. It will not settle in the can and is economical to use because 








FE” one of your customers is a prospect for Key-Tite pipe joint 


American Industry has been calling for 


it goes so much farther than ordinary pipe joint compounds. Key-Tite HARRIS Products for 60 years — and 
ote : x still buys them .. . the swing to peace 
positively will not freeze the joint and does not affect the color or time manufacture will mean an even 


greater demand for HARRIS Products 
and distributors are assured of good 
sales volume. Our engineers are avail- 
able for consultation. 


taste of potable liquids. 


Once tried, Key-Tite wil repeat and repeat. Our liberal sam- 


li | 
Pe pregram washing We can supply HARRIS Floats in 
your customers to try Key- 


.. COPPER MONEL 
| 4 \ Vv Tite at our expense. Send NICKEL ALUMINUM 
THE for sample and jobbing = Rass 


‘ STAINLESS STEEL 
Company vied 
w! East St. Louis, W. 





ARTHUR HARRIS & COMPANY 


210-218 N. ABERDEEN ST. 
CHICAGO, 7, ILL. Est. 1884 





2621 MeCasiand Ave . 








? For 
CHANGED YOUR ADDRESS | it aati 
Copies of MILL SUP”“IES, to have their full value, should 


reach you promptly and with no inconvenience. This we REAMING 


constantly strive to do. 


BUT, if you have moved lately and haven't notified us TAP P I N G 
‘ it means a delay in your copy reaching you. COLLET 


If you are planning to move, why not tell us so we can 
change your stencil to coincide with your change of EQUIPMENT 
address? 








Just Fill-in this form and mail it to us. We'll 
do the rest in getting your copies to you promptly. 











@ Get these time and equipment 


Your Neme saving tools into your customers’ 
hands right now — they need them. 

Old Address COLLIS tools are made by men 
City & State skilled in making taper products 
and with many years of experience 

New Address in their field. COLLIS Collet Equip- 


ment has always been good for 
ip & Sate business and it will continue so. 
Company We will give special attention to 
your requirements and serve you 


Title promptly. 


THE COLLIS COMPANY 
MILL SUPPLIES e 330 West 42nd St., New York 18, N.Y. CLINTON, IOWA 
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SCREWS 





Just "knowing how" is not 
enough. 


Only to a few is granted 
that combination of expe- 
rience, organization and 
equipment which sets 
them apart as specialists. 


We can rightfully claim 
that distinction — we are 
specialists in screw pro- 
duction. If you have a 
special screw problem, 
consult us. 


NEW HAMPSHIRE 














ITEM! 


MONARCH 
ONE MAN 
CAR DOOR 
OPENER 
Needed by everyone 
loading or unloading 
freight cars! 
Reasonably 
Priced—Great 
Opportunity 
for Quantity 
Sales 
ATTRACTIVE 


PROPOSITION— 
WRITE NOW! 


PROFIT 











One man can open or close the most Mates. 

box car door with the Monarch Car Door 

Opener. Protects life and timbs—conserves labor. 
Needed wherever freight cars are used! 


MINING SAFETY DEVICE CO. 
Dept. MS Bowerston, Ohio 
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A Steady profit 
ITEM... 


| 
| 
| 


| .. meets the demand for an eco- 
| nomical, efficient lock washer — 
| made in over 130 standard sizes. 
| A line with complete coverage — 
| a size for the smallest assembly 
| or the biggest machine. 


| HOBBS 
Tangle-proof 
LOCK WASHERS 


are easy to handle — do not 
tangle — hold nuts, screws and 
| bolts tightly in place. 


HOBBS 


Tangle- proof 


LOCK WASHERS 





are available for quick delivery. 
| Carefully made from special 
| spring steel and phosphor bronze. 
| Write regarding special require- 
| ments to Dept. 5. 





Made Since 1905 by 


_ HOBBS MFG. CO. 


WORCESTER 5, MASS. 








backfires 





The Manager's Page... 


WELDING ENGINEER 


A McGraw-Hill Publication 


ON NOVEMBER 10th, 1945, the properties and business 
of the Welding Engineer Publishing Company, publisher 
of The Welding Engineer, The Welding Encyclopedia and 
The Oxy-Acetylene Welder Handbook, was purchased 
by the McGraw-Hill Publishing Company Inc., 330 West 
42nd Street, New York, New York. The editorial and 
publication offices will be continued at 506 South Wabash 
Avenue, Chicago, Illinois; executive offices will be at 
330 West 42nd Street, New York, N. Y. 

T, B, Jefferson, editor of Welding Engineer since 1940 
and one of the industry's leading authorities on. welding, 
will continue in that capacity, assisted by an enlarged 
staff and augmented by the combined editorial resources 
of the McGraw-Hill Publishing Company. 

McGraw-Hill's entry into the welding field is based on 
the belief that a new and expanded service is required 
to meet the new needs growing out of the incredible 
expansion of welding as an important part of our indus- 
trial economy. . 

War taught America's metal working industry the tre- 
mendous importance of welding from the standpoint of 


speed, economy, strength and quality. It is inevitable — 


that metal fabricators will use more and more welding, 
brazing and cutting processes in the design, engineering, 
construction and production of automobiles, planes, loco- 
motives, railway cars, freighters, machine tools; in fact, 
every metal product. Industry maintenance departments 


in both the manufacturing and service industries along | 


with contract and job welding shops will make wider use 


of the improved techniques of welding and allied proces- | 


ses for maintenance. i 
The Welding Engineer, established in 1916 as the first 
business and technical journal in the field of welding, has 


become a dominant influence in what is now a particularly © 


important and fast growing industry. As a McGraw-Hill 
Publication, this leadership will not only be maintained 
but greatly enhanced in line with the broad peacetime 
expansion which is now taking place. 


The publishing activities of the new property will be 
under the management of A. M. Morris, general manager 
of MILL SUPPLIES, with headquarters in New York. 





“THERE IS VERY LITTLE that your correspondent can add 
to the above announcement. As you can see, “backfires” 
kind of turned the tables on me. 

If I could have chosen'the magazine to be added to my 
responsibilities it would have been Welding Engineer. 
It is the outstanding magazine in the field of welding 
just as Mitt Suppties is in the field of distribution. 


MILL SUPPLIES 


It certainly isn’t too tough a break having two top flight 
magazines to worry about. 

To the welding industry I pledge the same kind of inter- 
est and effort I’ve always put into my work for the field 
of industrial distribution. As for my friends of MILL 
SuppLies—you all know I will be in there pitching for 
all I’m worth. 


A. M. MORRIS. 
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Wherever Dial Gndicators hie Gnidicaled 


Sell "Em STARRETTS 


‘table # These pictures of Starrett Dial Indicators and "Last 


Iding, © Word" Indicators on jobs are better than a “thousand 
ering, words" as evidence that Starrett Indicator Gages like 
loco- J as Starrett Precision Tools are the first choice of tool users 
ei | : in your critical production territory. 

along | Starrett Dial Indicators cover every range and require- 
ruse | , ment of machine, jig and fixture application and of 
see & inspection work. Easy to read, sturdily constructed for 
Ret I ERR lasting accuracy, your customers welcome any Indicator 
1 has aE Re, that has the Starrett name on the dial. 

ularly © i Consult your Starrett Dial Indicator Catalog for com- 


ne plete information. Let us know if you need extra copies. 
aine: 3 
etime 


BES itgey=., 


ll be | 


ager 4 





| THE L. S. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. 


World’s Greatest Toolmakers 


Now, with 
4 Service Stars 


mme-QoonnnAta aamMannarwr™m 
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_ to Wire Rope Service 


@ The new GREEN-LUSR 
made to Hazard's own 
specifications, clings to 
ihe wires better, thereby 
affording increased pro- 
tection. The wires wear 
longer; the entire rope 
gives longer service. 
That is why every 
strand in LAY-SET 
Preformed 1.P.S. is 
packed to the poin 
where every void 
is completely filled 
with this superior 
lubricant. 


GREEN-LUBE is such a superior lubricant, 
we literally pack every strand with it. 


oc macs i 0 i tI ne eR 






with Hazard’s @REEN-LUBE. This lubri- 
cant, made to our own specifications, 
has far greater adherence to the wires 
(especially the inner wires) than ordi- 
nary black compound. This means longer 
rope wear, better service, safer han- 
dling, higher return on the investment. 









Applied hot, it coats every wire, fills ev- 
ery void. When cool and out in the field 
it sticks tothose wires like no other lubri- 
cant does. Better wire movement; less 
friction; minimized corrosion; longer 
wear. Specify Hazard LAy-SEt Preform- 


ed I.P.S. All-Green for your next rope. 
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Wilkes-Berre, Pa , Atlanta, Chicago, Denver, Houston, Les Angeles, New York, Philedelphia, Pittsburgh, Portland, Sen Francisco, Tacoma, Bridgeport, Conn. 


a 


HAZARD WIRE ROPE DIVISION 


AMERICAN CHAIN & CABLE 
In Business for Your Safety 





‘ . 























